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nest Insanity from the Style Program 


the whole style game it is the fal- 

lacy that style and plenty of it 

makes volume of sales and a profit 

as well. It isn’t so—but the reverse, 

— for too much style makes confusion 
not oie on the shelves but on the balance sheet. 
Is it wise or ultimately economical to permit the 
present style policy of the industry to continue? 
The standard of style is good taste and the 


problem of profits is in having the thing so at- 
tractive as to make a number of sales on sizes 


and widths to bring a profit. You cannot have 
good taste in sixty styles and sizes as well—you 
might get both in a half dozen numbers that are 
carefully selected and properly sized. You can 
take the insanity out of the style game by one 
method alone—the right style at the right time 
in the right sizes and at the right price. You can 
do this on a few style numbers but not on many. 
Some one of the four requisites will be missing 
if you spread your styles out too thin. 

You are given in one issue, herewith, a real 
policy on style and a careful bit of advice on 
turnover—so if you read these two features out 
of many you will have received the value of your 
subscription price many fold. 

First on styles—don’t try to buy them all think- 
ing there will never be another good style cre- 
ated and that it is necessary for you to have every 
one on hand in case some one might have seen 
something like it in the “big metropolis.” Pick 
your style with care—see how it fits into the 
scheme of things in your town. Don’t pick be- 
cause it was designed the same day—see to it 
that it has merit in last, pattern and good taste. 
Whatever you do don’t pull out a pencil and draw 
curves and changes just to “get that different 
look.” Buy a style only on the basis “will it sell 
again,” not on how it pleases your fancy. 

Next to taking a pencil and drafting a new 
style right out of jazz, commend us to the buyer 
who sweetens a line by buying a few here and 
there just for luck. We have a place for him 
where profit is as unknown as in his own store. 


If one year’s playing with style has not taught 
him a lesson only sweet adversity will. Style does 
not mean multitude. 

You can play style for women and to some de- 
gree for men, but don’t overdo it on children’s 
shoes—the natural shape last needs no style 
treatment in juvenile footwear. 

Here is a real policy on buying styles. Look 
over the pretty shoes, but do not be too eager to 
buy every one of them. Take the heart of the 
line and pick a few numbers that have been abso- 
lutely tested, not only in the factory laboratory, 
but by the past experience of the last itself. 
Once you get the proper last make a selection of 
the pattern that is styleful. With these two fun- 
damentals, the last and the pattern, to begin with, 
you can use a diversity of materials to give you a 
variety. There are so many new finishes of 
leather in grains, shiny and dull, satin and suede, 
kid and calf, that you can build up a wide and 
pleasing variety of good styles, then play the 
style with all the faith that you have in it. Buy 
with the determination to sell down to the last 
pair and see to it that your delivery dates are ex- 
act. 

A lot of the flub dub in this stvle game is going 
to be eliminated or else the style end of the busi- 
ness will suffer. Why is it that practically every 
shoe buyer in shoe departments the country over 
who has been a plunger on styles in the past, has 
had to change his place in the last eighteen 
months? It is due to the fact that the rules of the 
game in the department store field is to beat last 
year’s records, day by day, to sweeten up the line 
and to tickle the public taste new shoes are dumped 
in without regard to. these three principles—a 
good last, a good pattern and a good variety in 
sizes. The buyer is caught by his left-overs. He 
fears to tell the head of the house the truth! He 
tries to slowly dispose of the small and odd sizes, 
not by the methods of a bargain sale, but by “P 
M.’s” and a gradual sweating out of old stock. 
He wants to make good in turnover, but he first 
wants to beat last year’s record. 

(Continued on page 68) 





































Picking a true style and 

playing it in many mate- 

rials, but on one last and 
pattern 


The buying of style has got to be made a safer 
proposition if it is going to be a profitable feature of 
the shoe business nationally. The experimental stages 
of tickling the appetite of the consumer with a stylish 
shoe has given way to a determination to make style 
less of a gamble and more of a regular store policy. 

The majority of merchants who have dabbled in 
style the past year have done so to stimulate the flow 
of customers to the store. Many a style has been put 
on the shelves in a burst of enthusiasm and left to 
stay there with regrets. The error has been in the 
method of buying. For a buyer to look over a sales- 
man’s run of samples and to pick out promiscuously 
twenty or thirty pretty numbers with a handful of 
sizes on each, is to guarantee right off the reel that 
the losses will be greater than the profits. 

We like to see the salesmanship of the commercial 
traveler who, when 
his friend the buyer 
takes a fancy to a 
flock of pretty ones, 
just pulls him up 
short and says, “It’s 
all right to look at 
them, but what you 
are going to buy is 
right inside these 
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You can translate this one last and pattern into many styles by a use of 
various materials 








Sizes—plenty of them— 
makes profit for style 
footwear, Diversity of 
materials gives novelty 
with safety 


A Real Policy in Buying Styles 


Three Fundamentals in a Profitable Style—First, 
a Last That Fits; Second, the Smart Pattern; 
and Third, Specify the Materials in a 
Diversity of Finishes, Grains, 
Leathers and Fabrics 


four to eight numbers; I won’t sell you a shoe outside 
of this restricted few because I know that only these 
will sell quickly and at a profit.” 

The second example of error in buying is for the 
buyer to indulge in a fertility of imagination through 
suggestions for changes in sample. 


Styles in Laboratory Testing 


Let it be known that the worthwhile shoe factors 
makes a very thorough laboratory test on every one of 
the big selling numbers. For example, here is how 
the Rickard Shoe Co. of Haverhill do it, and we are in- 
debted to them for the opportunity of illustrating the 
idea: They put a shoe that has style merit through a 
tremendous testing, maybe 50 pullovers are made be- 
fore the patterns is considered correct. There may be 
a dozen changes in the wood of the last, some but a 
shaving and others a 
leather padding at 
the waist of 1/32 of 
an inch or more. 
When all of the fac- 
tory minds and au- 
thorities usually con- 
sulted in the build- 
ing of new style 
shoes have put their 
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Handling styles on a staple basis is the secret 
d. Rickard of the Rickard Shoe 


discovered by Ed. 
Co., Haverhill 


suggestions into the fundamentals of the shoe, the 
time has come for an outlining of the range of that 
style. 

But even previous to the selection of materials, the 
shoe is fitted on living models and is given a “work- 
out.” 


The Secret of Styles 


Now comes the real style work on the tested last and 
pattern. How many distinctive combinations of leather 
and colors can be made. Never was there more upper 
materials to make a selection from. Shoes can be in 
black with grained leathers in contrast to smooth and 
shiny; patent leather has a dozen or more complement- 
ary materials to make stylish footwear and the whole 
run of colors. In fact, you can take the same pattern 
and by diversity of materials get from 20 to 50 dif- 
ferent styles, each one of which is salable and stylish. 
Here, indeed, is the secret of style for a profit. There 
is no better policy to give an adequate number of sizes 
and widths. We hope that these illustrations will carry 
home just that message that the way to buy styles is 
to pick a last and pattern that is absolutely correct in 
its fitting qualities and its fundamental fashion fea- 
tures and then to diversify the materials in the upper 
to give variety and salability to the line. 


Get Enough Sizes 


If there is any one principle in good shoe buying 
that holds true to that of getting the right sizes in 


BOOT AND SHOE RECORDER +» 





A table of styles—all three straps, with or without tongues—center or side buckles—one last and pattern, but many materials 








sufficient quantity to put the style over as a big sell- 
ing number in the store, it is obvious that you can do 
more on four styles which are right according to last 
and pattern and diversified leathers than you can with 
twenty styles with freakish patterns and a few sizes. 
The style game is a proposition of having the sizes on 
hand when the style is popular. The factory advan- 
tage in having shoes built on the policy of a few num- 
bers with variation in the materials is the best insur- 
ance of economy and production and speed in delivery. 
When a factory can do 90 per cent of its business on 
less than ten numbers and still hold its own, as the 
factor in style production, it is demonstrating its clev- 
erness in style service. Such a factory can handle 
styles as if they were staples. 


A Real Profit Basis 


The retail shoe merchant if he concentrates on a 
style and has his floor salesmen sold on the idea of the 
authority back of that style, can show in a few num- 
bers a real profit basis in style selling. There is merit 
in this plan, and it is deserving of a tremendous lot 
of study by the merchant and manufacturer. 


Eliminate the Freak 


There are probably few shoe merchants of extended 
experience who probably have not tried their hand at 
shoe designing. There was a period when it could be 
truthfully said that the majority of styles emanated 
from the creative ability of shoe buyers. Although 
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that is true in some measure to-day, factories have 
found it necessary to put in style laboratories of their 
own. The inspiration may come from a Parisian pat- 
tern. Once the last and pattern is tested, the prox- 
imity of the factory to the new materials gives the 
style designer the advantage of being instantly ready 
for the quick featuring of their shoe. 


Pick the Practical 


It sometimes happens that the more originality there 
is in a new style, the less of either beauty or practi- 
cality. In picking styles look to the practical first, 
then to the intrinsic beauty and good taste. If all is 
well so far, then it will not matter whether the style is 
distinctively original or is made fresh by being a re- 
vival of some former creation. These styles appear 
time and time again in the never-ending cycles of 
fashion. 

The features of a style include not only the material 
and pattern but also the thread and stitching, the kind 
of heel, the thickness and trim of sole, the kind of lace 
or buckle—every detail must be chosen with a view to 
producing an appropriately balanced whole. 


A Balance of Good Taste 


The finer aspects of taste and appropriateness, of 
course, are of more importance in the higher grade 


(Continued from page 65) 

The same condition may be true of many shoe 
store merchants who own their own business, but 
in that case, for the merchant to fire himself, can 
be done only by bankruptcy. The good old days 
of covering up buyer’s mistakes have gone, for 
shoes at their preseit prices permit of few serious 
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shoes, but even an average priced shoe will sell better 
(and wear better too) if it is well designed and prop- 
erly balanced in its various parts. Successful shoe de- 
signing is not merely the ability to sit down and pen- 
cil out new ways of chopping up leather into fancy 
patterns. From that notion springs the freak and all 
other shoe lunacy. 

The human foot has not straight lines. It has no 
right angles, it must lengthen as much as the major 
fraction of an inch at every step, it must bend at the 
ball at every step, its prominent joints and bones must 
not be irritated by seams, its natural lines must be 
approximately followed, the successful shoe must be 
practical. Mere beauty or originality will not suffice 
alone. 


It is reasonable to suppose that the greatest risk 
in any style is taken by the factory, for if it violates 
these essential features, it will not fit. The test of fit 
has made it imperative that every factory and nearly 
every store must have a living model with 4B feet to 
give proper try-outs. The test as to fit should be a 
factory problem, the pattern, too—the diversity of ma- 
terials is the merchant’s solution of the size and sell- 
ing numbers to bring a real profit. 


mistakes, for the losses are greater. 

There is a real buying policy outlined in the 
subsequent pages of this issue. It is a policy 
known to a few and now we want to make it 
known to many. It has been tested and proven 
and rings true to better business and better prof- 
its. Give it a try! 























To show how speedy the men’s stylists jump to a new number, here 
is how A. J. Bates Co., Webster, develop the moccasin for men with 
two rows of saddle stitching on a boot and oxford to convey the moc- 
casin idea—the balance of the shoe is similarly stitched. 
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Fig. [—Here are two ways of illustrating the profits dye to more frequent turnovers. 


Turnover of Merchandise and Control of Stock 


Knowing What Is Taking Place 
While It Is Taking Place 


A timely bit of research by the Chamber of 
Commerce of the United States, Washington. 


There should be no difficulty in expressing the 
idea that the number of turnovers are just as vital 
to a business as the amount of profit on each turn- 
over. Thus: If the profit on each turnover is 
5 per cent and there are four turnovers in any given 
period the profit on the stock investment is 20 per 
cent; and if the number of turnovers is doubled 


the profit will be doubled. 


Many years ago merchants and manufacturers who 
had studied distribution with exactitude, as if it 
were a science or at least-an art, learned that the 
rate of turnover is one of the most important fac- 
tors in business. If all of its relations are taken 
into consideration perhaps it is the most important 
factor, except always an accurate form of cost 
accounting, without which it is inconceivable that 
any business, large or smal, can be conducted really 
well. We use the expression “almost inconceivable” 
because we know that some business heads have 
not established cost accounting. This is not an 
argument against it any more than if a merchant 
does no advertising his failure to utilize this sales 
method is an argument against the need for publicity. 
If a business man does not keep his costs separated 
from each other we are forced to ask: 

How does he know when some of his expenses are 
too high? 

Clearly as the importance of the turnover appears 
and universally as its truth is accepted, there are 
frequent violations of its most fundamental principle 


—not to overbuy—even among comparatively pro- 
gressive merchants. An addition to the cash dis- 
count or an attractive price concession sometimes 
will induce the purchase of considerably more goods 
than can be sold within a reasonable turnover pe- 
riod. This entails the likelihood that a season will 
pass leaving a costly lot of goods in stock and the 
resultant mark-downs and sacrifice sales as the only 
way of moving them. 

It is, of course, possible to be too conservative 
and to buy less than could be sold. This is not 
really a serious condition, because, unless transpor- 
tation facilities are very poor or the distance from 
supplies is very great, a shortage usually can be’ 
made up in a few days and often in a few hours. 
Average conditions only can be discussed here. Spe- 
cial cases demand special methods. 


The Elements to Consider 


When the various expenses and wastes involved 
in slow turnovers are stated separately the subject 
becomes even more easily understood. What are 
the elements in which losses due to slow turnovers 
may be found? 

(a) Investment, (b) interest, (c) mark-down, 
(d) salaries and wages, (e) shelf or storage room, 
(f) prestige-reputation, (g) inefficiency. 

An examination of these elements shows their re- 
lation to each other: J 

(a) Invested money is the source of profit which 
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Fig. 2.—A form of Control-Card suitable for many kinds of business which shows at any moment the condition of 
the stock and the rate at which it is selling. 


in turn depends upon the amount of goods in stock 
and upon the length of time which these goods are 
carried. It is evident that to double the turnover 
comes to the same thing as doubling the amount of 
stock without increasing the investment. Or, vice 
versa, one-half as many turnovers results in doubling 
the amount of money invested for the same quantity 
of goods. 

(b) Interest must be paid upon all borrowed money 
and most merchants are borrowers. If the turnover 
is reduced from a period of six months to one of 
three months the interest on a given loan is reduced 
in the same proportion. 

(c) Mark-downs are required for three principal 
reasons: 


1. The goods have proved unsalable at the 
original mark-up. 

2. Too many were bought and a change in the 
style or season has left some of them on 
the shelves— 

3. With the result that they have been soiled, 
chipped, bent or defaced otherwise by 
frequent handling. 


(d) Salaries and wages must be included because 
every operation in every establishment costs some- 
thing. When an unprofitable operation is performed 
it represents a loss. Roughly these losses are due to: 


1. Waste of time by management in reaching 
decisions as to when and what mark- 
downs are to take place. 

2. Waste of time by sales force. 

3. Rewriting tickets. 

4. Rearranging goods for mark-down sales. 


(e) Shelf or storage room is a definite part of the 
expense of doing business; and that portion which 
is devoted to slow-selling merchandise is wasted. 

(f) Prestige-reputation—for the high character or 
timeliness of merchandise is sought by most stores. 
There is a distinct waste, measurable in dollars and 
cents, when the reputation of an establishment is 
lowered by unstylish or shop-worn goods. 





(g) Inefficiency always results in waste. The 
buyer whose judgment often is wrong usually makes 
the mistakes from lack of knowledge as to the stock 
and the speed or slowness with which it is moving. 
Frequent mistakes cause uncertainty in the mind 
of the one who makes them and tend to worse errors 
as time goes on unless some measures are taken to 
make them improbable. 

Have you ever figured or even estimated the 
amount of these costs in your own business? 

More losses which take the form of waste may be 
thought of, such as insurance on marked-down mer- 
chandise and other overhead items, but these can- 
not be divided conveniently and only need be men- 
tioned. There is just one method of reducing this 
waste to a minimum. That is through records of 
purchases and sales which can be consulted at any 
moment; which will give a complete picture of the 
situation as it changes from week to week, from day 
to day, even from hour to hour if that be desirable, 
and which will supply the knowledge for immediate 
additional purchases, for mark-downs or for any 
other change in handling the stock. 


The Turnover Graph Explained 


In Fig. 1 are shown two sets of graphs, series 
A-1, A-2, A-3, A-4 and B-1, B-2, B-3, B-4. 

Each of the columns in series A represents sales 
amounting to $100,000, but the number of turnovers 
increases from one in A-1 to four in A-4, and it 
will be observed that with each increase in turn- 
over the stock investment as well as the interest 
are cut in two, while the amount of profit increases. 

Series B shows uniform stock investments and 
costs of interest throughout, while the amount of 
profit increases with the number of turnovers. 

Differently expressed, series A proves the de- 
creased investment needed to perform a given 
amount of business, while series B proved the in- 
creased business and profits which accrue to the 
same investment upon a multiplied turnover. 

All of this has been accomplished in a simple 
manner with benefits equally to the merchant and 
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to the customer. (And every wise merchant knows 
that a benefit to the customer comes home to roost 
as a benefit to his business.) 

In a certain establishment the direct cost of this 
method of stock control has amounted to less than 
1 per cent of selling price. Yet it has increased 
the turnover considerably in all of the departments 
where it has been applied; and in the department 
where it was first installed the turnover has nearly 
doubled, while the mark-down wastes have been 
more than cut in two. Not only has the number 
of turnovers increased, but also the amount of 
merchandise sold in each turnover. Errors in the 
judgment of buyers have been made less probable 
in the future as the causes and kind of errors have 
been made clear. Last, but not least, a record of 
the remarks by customers shows the enhanced repu- 
tation of the stock. 

If the accomplishment of these results had been 
through any complicated or difficult method its gen- 
eral application might not be easy. But the exact 
contrary is the case. It is perfectly simple and 
almost as easy as not to do it at all; and it is quite 
as applicable to a wholesale as to a retail business, 
to a large business as to a small one. 


Each Department “On Its Own” 


First and foremost is the necessity to divide the 
establishment into departments. Usually this is the 
case already where a large stock is carried, but 
small stores often have not done so, and a part of 
their trouble comes from this neglect. An addi- 
tional advantage following the practice is due to 
the better display which may be made of the stock. 
This, however, is another subject, since the discus- 
sion now relates solely to control of the stock, which 
can be accomplished effectively only if it be arranged 
according to a definite departmental plan. 

It may be thought at first by some readers that 
there would be difficulty in dividing into departments 
a store which, like a shoe store, might itself form 
one of the departments of a true department store. 
But, on second thought, it will be seen that there 
are several possible departments even in a small 
retail shoe store. For example, many shoe stores 
sell stockings; there are men’s and women’s shoes, 
and there are costly and cheap shoes for men and 
for women. Many departments are possible in hard- 
ware, groceries, jewelry and, indeed, in every whole- 
sale or retail business, whether it be large or small. 
Neither need departments be separated by partitions 
or showcases; an imaginary division is quite enough, 
so long as the proprietor is conscious of it and uses 
it on the control-cards to secure a reliable sales 
analysis. 

It is the only method by which unprofitable de- 
partments may be reorganized intelligently. 

Have you divided your store into departments? 

After the departmental plan has been arranged 
an inventory must be made on the control-cards, 
which are designed to exhibit every necessary fact 
for every day in the month. A sample card is shown. 
Fig. 2, but the exact shape and size will differ some- 
what with the department or kind of business in- 
volved. The idea is adapted to the most widely 
differing merchandise, as, for example, shoes and 
wire nails—or canned goods and vacuum cleaners. 
By printing on both sides the capacfty of the cards 
may be doubled, and, by using a card twice the 
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size, folded in the middle, a quadrupled capacity is 


secured. 
Use of Control-Cards 


Many methods are practicable for indicating to 
which department a control-card belongs. Probably 
the simplest is by means of tinted cards, of which 
there are seven standard colors: White, blue, red, 
green, yellow, salmon and gray. If a greater variety 
is needed, the name of the department may be printed 
faintly in large characters on the face of the card, 
or the upper edge of the card may be indented or 
clipped at the corners so that it may be identified 
at a glance. Whatever plan is adopted should be 
considered carefully beforehand, since changes are 
troublesome and expensive. 

The row of figures at the top are the days of 
the month, and the blank spaces below are for the 
quantities, “Rec’d,” “O.H.” (on hand), “Sold” and 
“O. 0.” (on order). 

According to Fig. 2, the firm had on hand at 
the opening of business on Aug. 1, 19 pairs of size 9 
and 11 pairs of size 9144 black oxford blucher calf 
shoes, style 2783, which cost $4.50 a pair and were 
bought of Stevens & Co. During the first week of 
August 18 pairs of size 9 were sold, two pairs were 
returned by customers (one each on the 4th and 5th), 
so that three pairs were on hand at the opening of 
business on Monday, Aug. 7. On the same day 24 
pairs were received which had been ordered on 
the 2d. 

Certain of the figures, like “returned goods,” 
usually are made with red ink, but the color cannot 
be shown in the engraving, for which reason the 
figures are inclosed in a circle. The figures 24, 
“0. O.,” also should be cancelled with red ink. In 
practice most words are abbreviated and “Black Ox- 
ford Blucher” would be written “Blk Ox B.” 

These cards, it will be observed, constitute a 
perpetual inventory which displays at a glance every 
factor in which the management and the buyer may 
be interested: At what rate the goods are selling; 
which sizes are selling fastest; which styles are 
most popular; when it is time to order more, and 
which of the goods must be marked down. They 
are under the charge of one person, who makes all 
of the entries, and are mounted in an open rack. 
Probably the most remarkable characteristic of the 
control-card is the fact that changes are recorded 
within a quarter of an hour after they take place, 
so that those in authority, if it is necessary, may 
know the precise condition of the whole stock at 
any hour of the day. 


Guessing or Knowing 


From this description it is evident with what 
certainty and rapidity judgments may be formed and 
policies may be altered. 

Is not your business the most important of any in 
the world to you? 

Do you intend to apply control-cards as soon as 
possible? 

To provide the facts for this control a coupon 
bearing the style number is detached from the ticket 
with which each article of merchandise is provided 
when it is placed on sale, and this coupon it is 
necessary only to transmit to the person who has 
charge of the cortrol-cards. As an interésting 
economy (although having really nothing to do with 
this particular subject) these tickets are made in 
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triplicate and are printed on an addressograph. Not 
only has there been a direct saving in the number 
of people employed in marking the goods, but there 
has been a surprising elimination of errors; and, 
of course, the very common troubles due to poor 
handwriting have been obviated wholly. . 

It follows, therefore, that the careful study of 
this subject brought indirect improvements as well 
as those betterments which were sought more par- 
ticularly. Labor-saving devices usually insure also 
a much higher degree of accuracy. 

One very great improvement and saving not men- 
tioned yet is the increased knowledge of what con- 
stitutes the proper mark-up in various lines. Hither- 
to there was a sort of happy-go-lucky guessing con- 
test as to what might be a reasonable spread. This 
has given way to the recorded facts shown upon 
the control-cards. It has not reached the high plane 
of a fixed mark-up percentage for each class of goods, 
but even that is expected as one of the results in 
the near future, and in the meantime most of the 
usual and costly errors have become things of the 
past. 

It would be difficult to exaggerate the improve- 
ment in the morale—the enthusiasm—of the sales 
force which will follow the introduction of the 
control-card method. Naturally this has brought 
with it a higher ratio of sales to the time expended 
in selling. A very definite certainty exists that the 
profit due to quicker turnovers will be matched by 
the saving in selling expense; and this again is cer- 
tain to be reflected in the attitude of the sales force 
toward their employment and particularly toward 
the sale, which will be regarded by them more in 
the light of a probability than ever before. There 
is nothing strange in this. A feeling of confidence 
is the first requirement for successful selling, and 
merchandise which drags must have a deterrent 
effect upon these who attempt to dispose of it. 

Do you believe in guessing or in knowing? 

It should be understood very clearly that. while 
the control-cards are for the purpose of collecting 
information which is required in every business, 
there remains the necessity to condense the figures 
which they display in the form of a report. This 
should be done weekly and monthly in any event, 
and preferably there should be reports of the pre- 
vious day’s operations placed upon the desk of each 
person in authority every morning. Without these 
reports the management fails to secure the benefits 
endowed by the control-cards and chance for imme- 
diate action is lost. Opportunities for a profitable 
change in policy may come suddenly and, if not 
taken advantage of at once, may disappear as quickly 
as they came. Control-cards are largely to provide 
for these sudden changes which a wide-awake mer- 
chant can convert from a loss into a profit only 
if he has before him a picture of what is taking 
place. 

Two forms of report are needed: 


(a) Slow-selling merchandise, (b) quick-selling 
merchandise. 

These will be considered separately because they 
relate to problems which are entirely distinct from 
each other: 

(a) Slow-selling merchandise must be recognized 
immediately in order that the mark-down shall not 
be delayed beyond the proper moment and to insure 
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that future purchases of that class shall be made 
with more caution. : 

(b) Quick-selling merchandise should be empha- 
sized in the minds of those who are responsible for 
buying, and this can be done only through visualiz- 
ing what has taken place by means of the actual 
figures and dates. 

If other business men find these facts necessary, 
should not you provide yourself with them also? 

No particular importance need be attached to the 
precise form in which these reports are made so 
long as they are of a size to fit standard filing 
cabinets. They should display a short description 
of the merchandise, the name of the manufacturer, 
the quantity sold, the quantity unsold and the date 
when placed on sale. In the case of slow-selling 
merchandise the report should show the mark-down 
(if any has been made) and the sales since marking 
down. Both of the reports should have a sufficient 
space for remarks. 

In an establishment of any magnitude the best 
results can be insured only by employing someone 
from the outside, whose duty shall be to study the 
existing practice and apply better methods wherever 
it can be shown that an improvement is likely to 
follow. In one instance very great results were 
secured through a young man who had never sold 
a dollar’s worth of merchandise in his life and who 
had no merchandising experience of any sort. But 
he had an observant eye, an analytical mind and a 
diplomatic manner. Those who have been close 
to a business, who have seen it grow to large dimen- 
sions from a small beginning usually are the last 
to believe that any improvement can be suggested 
which they would not themselves think of first, 
unless they have rare qualities of vision anfl imagina- 
tion—unless they are bigger than their jobs. 

Management begins with man, and distribution is 
man from the top to the bottom. Thoughtless man- 
agement helps no one, the management least of all. 
The more exact, the more progressive, the more 
scientific distribution can be made, the more every- 
one will be helped from and including the producer 
to the consumer. 

Control-cards are a means. 


HERE’S THE RIGHT SPIRIT - 
Business Can Be Made By Effective Energy 

Every good merchant will agree that this story 
shows the true spirit of merchandising. 

Thrown upon her own resources, Mrs. Katherine 
Washburn started a business of making aprons and 
caps for shoe stitchers to wear in shops of Lynn 
and along the North Shore. 

Prospering a bit in this enterprise, she bought a 
trolley car, abandoned when the one-man cars came 
into use, and this car she set up in the shadow of 
the big Donn D. Sargent shop in Salem, and there 
she vends her wares, aprons and caps for shop girls 
to wear, and miscellaneous small goods. 

The windows of the car are her show windows. 
Aprons and caps hang where the strap hangers once 
held on tight, and the seats of the car have become 
the sales counters. 

Mrs. Washburn has three-motor-driven sewing ma- 
chines in her home, and she and her small daughter 
and some children from the neighborhood work each 
day, making caps and aprons for stitchers to wear. 
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- ~\{ FUNDAMENTAL type of last comes by slow evolution. Perhaps the great- 
¥) ay est selling last in the country to-day is the one generally termed the “Haig.” 
Y Rightfully the name belongs to Johnston & Murphy of Newark. They were 

the creators of the last and they tell us the history of it as follows: 
“At the time when pointed drawn-out lasts were being pushed to quite 
an extent in all grades of shoes we refused to be interested in this type 
of shoe and worked on a model of a broad type entirely different from any that seemed to 
be in demand at that time. It took over two years to interest the retail trade in this 
model when one of our good New York retail merchants had the courage to give it a 
trial and it proved a success at once. Gradually the demand for this model improved in 
various sections of the country until now it is the biggest seller that we have in the line. 
The name was given the last at the time Field Marshal Haig was making his success- 

ful drive and we named it after him.” 

‘Types of the Haig last are being shown in nearly every sample line. Study the 
illustrations on these pages to get the structure of the lasts for men, women and boys. 
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The RECORDER anal- 
ysis of style is a dis- 
tinctive service not 
obtainable in any 
other business publi- 
cation of the indus- 
try. 


Haig and Haig and 
Haig, Jr. make a 
triple play for popu- 
larity. Note how the 
wood conforms with 
correct foot outline. 





T ype of Last for Haig Jr. 


The RECORDER’S analysis of the last is by far the most effective way to study the lines 
of the foot patterned into a last as well as the shoe that is “thrown.” 


A Swagger Brogue 


There has been no “skimping” in this model; the last is made full throughout. Shoes 
built on this last are comfortable shoes. Note especially the bottom of the last—it has 
character. The wide outside line adds very materially to the comfort of the foot, which 
is thus allowed the freedom of lying down perfectly smooth on the innersole. The meas- 
urements of this last make ample provision for the wearing of heavy wool hosiery which 
is to be worn so extensively, especially by men, during the fall and winter of 1921-1922. 


A Family Proposition 
The men’s last on the brogue type is made with a % flange heel, extra wide 
bottom, shank and tread, and an outside swing. The women’s and boys’ last follow 
right along after the men’s model. In fact, this is a family proposition. Father’s 
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shoes have been measured on the last and in the dis- 
tributing of the wood in conformity to the popular 
heavy grain leathers—allowance is made for their 
non-stretching qualities—mother and son adopt a trifle 
lighter weight leather, but otherwise they are right 
up in the front line of swagger footwear with “dad.” 


The Greatest Selling Type of Last 


“The greatest selling last in the country” is the 
way leading retail shoe merchants speak of this 
model. “You cannot say anything too strong in its 
favor,” says a man who wears a shoe made over the 
Haig last. And a woman follows along with a similar 
indorsement for her Haig footwear and for that of 
her boy and growing girl. With these recommenda- 
tions from the “Family of Haig” a brief review of the 
selling points may be in order. 

To commence at the very beginning, the Haig 
last was a war product. It had as its inspiration 
the necessity for comfortable and serviceable shoes 
which the exigencies of the great struggle developed. 
Someone has credited England with its birthplace— 
but it made its appearance in this country about 
1915. When the shoes made over this last were 
placed in the shoe store window they immediately 
made an impression. They had about them that 
“swagger” look—an air of distinction was evident in 
their every delineation. The man or woman cus- 
tomer looked at the models presented and answered 
their selling appeal by coming into the store for a 
try-on. If a man or woman wished a plain oxford, 
with perhaps a straight tip, the Haig distinction was 
in evidence—if he or she wished a shoe of the brogue 
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type with perforations and stitchings; or a high 
shoe, plain or fancy, again the Haig was found to 
have all the required “fixings.” As to leathers, 
the Haig readily conforms to the popular demand— 
the heavy grains, the Russian calf and the French 
calf for men; or in leathers of the kind that women 
prefer. 


A Distinctive Last 


After the first Haig model was fitted, the customer 
stood up in the shoe and walked a little up and 
down the rug in front of the fitting chair. The cus- 
tomer found that the model was a comfortable one; 
that it did not pinch anywhere, and that there was 
plenty of room for all of the toes. Style and comfort 
were here combined in a shoe with all the earmarks 
of distinction. The boy liked his shoes because they 
were “just like dad’s.” 

So all the family were made permanent customers 
of the store which featured Haig. The retail mer- 
chant found that it was a repeat shoe, and, moreover, 
an all-the-year-round proposition. When it was first 
installed in the store it was carried in only two or 
three lines—it is now carried in about twenty— 
sport shoes of all kinds, as well as the business and 
hiking shoe. 

The Haig fits “big” and allows plenty of room at 
the ball, the instep, the waist and the sole so that 
the foot lies flat within the shoe. The %-in. flange 
heel is both an attractive and comfortable proposi- 
tion—and here, too, there is plenty of room for the 
heel of the foot. In a word, the Haig model feels and 
looks “good.” 





EXPORT ROUND TABLE 
Renewed Interest in Export Trade 


Boston, Sept. 16, 1921—The opening meeting of 
the Boston Export Round Table was held on Sept. 
23, at the City Club, when Julius Klein, director of 
the Bureau of Foreign and*Domestic Commerce, will 
give an address on “Can American Manufacturers 
Meet New Trading Conditions Abroad?” In his talk 
Director Klein will discuss the ten most difficult 
problems with which American exporters have to 
deal. Among the subjects which Dr. Klein will dis- 
cuss are, “What Can We Expect of Cuba in 1922”; 
“Is the United States Losing Its Grasp on the Mexi- 
can Market?” “Will the Philippines Declare a Mora- 
torium?’” “Can Salesmen Be Sent Abroad Profitably 
Now?” “How Can the New Commodity Section of the 
Bureau Be Made of Immediate Value?” “Is Argen- 
tina Hopelessly Stocked With American Merchan- 
dise?” “What Effect Will the Payment or Non-Pay- 
ment of the German Indemnity Have on European 
Markets?” 





EARLY NEW ENGLAND SHOE HISTORY 
A Classic of the “Ten Foot” Shop Period 


“The Organization of the Boot and Shoe Industry 
in Massachusetts Before 1875” is the title of a re- 
cent book from the pen of Blanche Evans Hazard, 


professor of Home Economics in Cornell University. 
This book is a veritable storehouse of information 
for those who are interested in the history and popu- 
lar customs of early New England in their relation 
to the shoe industry. Professor Hazard begins with 
the home and handicraft stages of boot making and 
continues through the home stage to the revolution 
of the industry by shoe machinery. A brief survey 
is made of the economic conditions of early Massa- 
chusetts and especially in the old shoe towns of Ran- 
dolph, the birthplace of the author; Brockton, Brook- 
field and Lynn. Ancient town records, parish regis- 
ters, account books, newspapers and the recollec- 
tions of old people provided Miss Hazard with her 
material. 





THE SOUTH GETS “COTTON OPTIMISM” 


The advances in the price of cotton and 
the splendid outlook for other crops in this 
section is having its beneficial effects on the 
shoe business and all other lines of trade. It 
is invigorating buying and creating optimism 
among the business men. The merchants of 
this section are going into the winter with 
low stocks in all lines. We look for a good 
demand, but a shortage of merchandise. The 
shoe merchants are most optmistic.—FRIED- 
MAN SCHULTZ SHOE COMPANY, Clarksdale, 
Mississippi. 
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In Order 
of Time 
Decoration 
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Dress 


—Herbert Spencer 





Paris Recorder Bureau. 





The note of interest in 
so far as fashions in 
shoes in Paris are con- 
cerned during the last 
month is the increasing 
vogue for pumps and 
for fancy Colonials for 
every wear. 


At the Haies, Drags and 
Longchamps races, which 
brought the Paris season to 
a brilliant close, the fancy 
colonial slipper and the slip- 
per in the combination of a 
strap and tongue effect were 
both extensively worn. One 
of the newest ideas launched ~ 
was a sandal slipper, open 
to the sole at the sides, 
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with high tongue caught 
under three or more fancy, inter- 
laced straps. 

This type of shoe was seen: in 
various combinations, such as 
black with white, black with scar- 
let, gray or tan, also in white 
trimmed with red or royal blue. 

Black patent leather pumps 
and white suéde pumps worn with 
large, oblong buckles of cut steel 
have also been conspicuous, at all 
the fashionable gatherings of the 
last two weeks. 

Open Work in Shoes 

The use of open work or lattice 
work bands in suede or in a col- 
ored kid as a trim for the top of 
patent leather pumps is among 
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and is interesting as illustrating 
the adoption of the trimming idea 
in garments to shoes. | 

For instance, at the spring open- 
ings Lanvin featured the use of 
open work scroll bands on skirts, 
yokes of bodices and sleeves of 
dresses. This idea was taken up 
by the dress accessory houses, as 
well as by the milliners and the 
open work band appeared as a 
trimming on bags, parasols, gloves 
and hats.. This same idea is now 
being adapted as trimming for 
shoes as well. 

With regard to the general 
trend in styles the low shoe still 
holds its own, and French shoe 


the newest notes in trimmings... agakers,..l..teport no demand 


He he 





whatsoever for the high shoe. 
With the incoming of the longer 
fuller skirt, it had been thought 
that the high shoe might again be 
brought out, but thus far it is the 
low shoe and the low shoe alone 
which is in demand. More pointed 
toes and longer vamps are steadily 
increasing in favor, and in fact 
many of the French shoes are now 
shown with such pointed toes as to 
be hardly recognizable from the 
American-made article. 
* For evening wear sandal effects 
in satin, or in metal cloths still 
hold their own. An unusual sea- 
son for metal of all kinds is an- 
ticipated in Paris by the trimming 
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Broadway’s latest—The Ming Toy Bootery—which may become known as a Chop “Shoey” Joint 
Abe Attell at left of entrance, HE. M. Tausend at right 


Once a Champion Pugilist—Now 
a Shoe Merchant 


to Broadway favorites are two 
occupations that seem to be sep- 
arated from each other by a wide gulf 
of inconsistency, yet one of the old- 


P ‘to Broadway t and fitting shoes 


time champions of the squared circle 


is now catering to Broadway’s elect 
in a shoe store that has many original 
features in its make-up. Abe Attell, 
who reigned in the roped arena for 
a period of 14 years, is now in the 
business of selling the latest creations 


AAACN AMAA 


in novelty footwear to stage celebri- 
ties, near-celebrities and hope-to-be 
celebrities, in a new store that is fitted 
up in Oriental splendor. The name 
which Mr. Attell has selected for his 
shop has both an Oriental and stagey 
flavor—“The Ming Toy Bootery.” The 
name, according to the old ring cham- 
pion, came from the character played 
by Fay Bainter in “East Is West,” a 
popular Broadway production of a 
couple of seasons ago. 
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Black and red and lots of teakwood _ 


The new shop, located on Broadway, 
above Fifty-first Street, has for its 
main decorative theme gold walls with 
Japanese characters and flowers paint- 
ed on them, black woodwork and panel- 
ing, plenty of Chinese red worked into 
decorative schemes, teak-wood chairs 
arranged around the walls, delicate 
silk shades for the chandeliers and 
side wall lights, beautiful red plush 
and gold cushions to top the fitting- 
stools, and a miniature Japanese foun- 
tain in the center of the room. The 
Law Scenic Studios furnished the dec- 
orations. 

The display windows are backed 
with Japanese panels in carved wood 
decorated with hand carving, black 
lacquer and Japanese paintings. 


Following the new trend in exclusive 
footwear shops, the new store has no 
stock cases in the selling room, but 
all stock is carried in a closely arranged 
stockroom at the rear. This room is 
entered through an archway, at the 
back of which is the cashier’s wicket. 
Only women’s shoes of the novelty type 
are carried in the shop, and most of 
the stock, according to Mr. Attell and 
his partner, E. M. Tausend, formerly 
with I. Miller, is of the bench-made 
variety. Popular prices in the store 
range from $10 to $15. 

The store is under the personal man- 
agement of Edward A. Breslauer, for- 
merly with D. Loventhal’s and Wild- 
feuer Brothers. 
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What Elements Go Into the Making 
of a Good Advertisement? 


Sermons without num- 





vertisements. It ¢hrows 








ber and without end 
could be preached on the 
methods to be followed in 


into high relief the 
body of your advertise- 
ment. 





buying newspaper space 
and laying out retail shoe 
advertising. Illustrated 
on this page is one 
which for general excel- 
lence of conception and 
design could not well 
have been bettered. 

Three major points 
should be noted: 

First—Having an im- 
portant story to tell, the 
London Shoe Shop did 
not hesitate to take big 
space in which to tell it. 
The advertisement, in 
fact, occupied an entire 
page in the New York 
Times. 


The Value of White Space 


Second—Having  con- 
tracted for an unusually 


Choose your newspaper 
medium with the same 
care exercised in the se- 
lection of the location for 
your store. 


Show only what is ab- 
solutely necessary to tell 
your story convincingly 
and artistically. 


That’s the way to make 
your advertising produce 
the best results. 


And this, by the way, 
is the only type of ad- 
vertisement in which it 
is inadvisable to. mention 
price. The advertise- 
ment merely announces 
the opening of a new 
store. Regular merchan- 
dise advertisements, to 
follow, doubtless’ will 





large amount of white 
space, the advertiser had 


the good taste not to use 

it all. Consequently, the various elements of the ad- 
vertisement stand out much more boldly, yes, even 
more convincingly, than they would have had every 
possible square inch of white space been filled with 
type or art work. 

Third—Having in mind that he was selling men’s 
shoes, the advertiser planned to show a man wearing 
shoes. Yet he didn’t show the whole man. As 
planned and held together by the parallel diagona! 
lines, no one notices that the man has lost all that 
section of his anatomy between his coat lapels and 
his knees. Even with a large portion. of his body 
missing it is apparent at a glance that the man. is 
seated with his left leg crossed over the right. The 
pose is natural and yet allows for the use of the 
trade-mark on the sole of the shoe. 


“But Why the Location? 

But there is more to the story than this sketchy 
analysis of the printed advertisement. 

The London Shoe Shop caters to business men of 
the best type.. Therefore, it was -logical that they 
should open a store in the neighborhood frequented 
by the men they seek to. sell. Nassau Street, in 
which the newest of their stores has been opened, 
is in the heart of the business and financial district 
of the city. 

And the newspaper selected is known primarily as 
a paper appealing to the business man. 


And the Moral Is 


_ There you have the sermon complete. 
Don’t be afraid to leave white space in your ad- 


a'so shown. 


give the price of the 
shoe advertised. 





(Continued from page 77) 
men and metal fabrics, and metal embroideries 
arealso favorably spoken of by the shoe men. 
Steel, in particular, is in demand for dress trim- 
mings, and evening slippers in dull silver and in 
coth of steel are as a result being bought for the 
winter season. Steel beaded satin slippers, the bead- 
ing applied in scroll or floral motifs on the toe are 
again making their appearance in black, white or in 
colored satin. Steel beaded bronze satin slippers are 


A Toast 
The Repairman: Would that the boon might be 
his ever to wax, never to wane. 


What’s the Use? 
The Old Guy says: Why balk at the ’bockers? 
If she wants to she’ll wear ’em. 


Theatrically Speaking 
In Shoedom style, having the leading rdéle, gets 
the center of the stage and the spotlight. 


Is It Not So? 
“When, do you say, is the best time to study the 
book of nature?” 


"When the leaves begin ‘toiitatn.” eas oa 
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SERVICE. 


FAR BE IT FROM US, to "HEAP ENCOMIUMS 
UPON OUR OWN HEADS" for the SERVICE we 
have given this season; 


BUT 


OUR CUSTOMERS appreciate THE LARGE 
NUMBER of "GOING STYLES" which we have 


FURNISHED OFF THE REEL, as ILLUSTRATED ae 


on OUR STOCK SHEETS SENT THEM. 
EVEN NOW 
A SPLENDID ASSORTMENT OF THESE, is 
AVAILABLE, IF YOU HAPPEN to have MISLAID 
the SHEET WE SENT YOU, SEND FOR ANOTHER. _ 
YOU WILL FIND IT OF GREAT 
SERVICE. 


ee. 
MANCHESTER, N. H. 
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| KNOX SHOE Co. In Stock Dept. 
Mitford =KN(XSHD~ ass, etm. 


Milford Made 


Boys’ 
Touraine Last 
Stock No. 800 








Boys’ In Stock Styles 
. Tan Calf Bal., Touraine Last, B, Cc, D 
Boys’ \. . Gun Calf Bal., Touraine Last, 8 
Junior Last ’ . Tan Calf Bal., Junior Last, 
Stock No. 802 ; . Sterling Patent Colt Dance Oxford 
. . Gun Metal Calf Dance Oxford 


All widths 


Also For Men—As Shown Above 
All widths 


. 199. Patent Colt Dance Oxford .. . . $5.00 
. 200. Gun Metal Dance Oxford . 5.00 
. 202. Patent Colt Black Cloth Top Button Boot 5.50 











Terms: 5% 10 Days; Net 30 Days 
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A Real Know the Boston Line 
LEADER a 


fe cur two-ctrap buckled Shoe Polishes, Dressings and Finishes 


spat, made in three grades ' P 
at Berces, Githel A complete line for retailers. 


buckles, calfskin or patent =) s)_—Ss Feature Boston White Kid Dress- 
leather straps. In all —s | Nubuck Powder (in bags), 
colors. Adjustable and . va 

as D i Stain, Kid and Cl 
ornamental tops. A classy y cone grt gS sh, Kid Dressing. 


spat for a classy dresser. LIQU ID | Black Dye, Cose q Dressing, and 
FRICTION | oston Dye an olis 


Write for particulars of 

our Brogue Spat made POSH ~ | Ask your jobber. if he 

especially for low heeled cannot supply you, write us. 
Boston 


shoes. 
Liquid Friction Polish 
Is Now Seasonable 




















300 Gratie Kersey, 9 Button Height $22.00 a Dozen 
Same Grade Kersey, 10 Button Height 23.50 a Dozen 
Same Grade Kersey, 12 Button Height 25.00 a Dozen Put up in the following colors: 

400 Grade Kersey, 9 Button Height 23.50 a Dozen Dark Brown, Light B: Black 
Same Grade Kersey, 10 Button Height 24.50 a Dozen ? f and Natural. The finest cleaner 
: : for the finest grade of colored kid 
i 


Same Grade Kersey, 12 Button Height 26.00 a Dozen ®) ity 5 nd calf leathe 
600 Grade Kersey, 9 Button Height 25.50 a Dozen r : leathers. These liquids: ed cae 
H polish and do not need a paste 


Same Grade Kersey, 10 Button Height, 27.50 a Dozen : H 
Same Grade Kersey, 12 Button Height 30.00 a Dozen ial Polish over them. 
STON BI AcKr PRICE: Dozen. $ 2.00 


ST RAS eros Sel orgaeE ee 





Samples sent upon request. Prompt deliveries assured. B: EAStcammare 
SEASONABLE GOODS AT RELIABLE PRICES. _ Gross - - 22.32 


C. R. WHITTREDGE & CO. BOSTON BLACKING CO. 
245 BURRILL STREET, SWAMPSCOTT, MASS. EAST CAMBRIDGE, MASS., U. S. A. 
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2503 Men’s “ONYX.” 


2501 Men’s “ONYX.” 














2512 Men’s “ONYX.” Wool Half Hose. High- 
spliced Heel and Double Sole. Black and Ox- 


ford. Sizes 94%4-11%. % doz. boxes. 
Per doz., $4.25 


Wool and Cotton Half 
Hose in Heather Mixtures. Brown/Grey/ 
Green assortment. Sizes 9%-11%. % doz. 
boxes. Per doz., $4.25 


Full Fashioned Wool 
Black and Oxford. Sizes 9%- 
Per doz., $8.00 


Half Hose. 
11%. % doz. boxes. 


2820/1 etc. Men’s “ONYX.” Silk and Wool 
Half Hose. High-spliced Heel and Double 
Sole. Mixtures of Cordovan/Gold, Cordovan/ 
Green, Cordovan/Navy and Green/Tan. 
Sizes 9%-11%. % doz. boxes. 

Per doz., $10.50 


2819/1 ete. Men’s “ONYX.” Silk and Wool 
Half Hose. High-spliced Heel and Double 
Sole. Drop stitch pattern. Mixtures of Cor- 
dovan/Gold, Cordovan/Green, Cordovan/ 
Navy and Green/Tan. Sizes 94-11%. 
% doz. boxes. Per doz., $12.00 





2818/1 etc. Men’s “ONYX.” Full Fashioned 
Silk and Wool Half Hose with contrasting 
clock. Tan/Green, Cordovan/Green, Green/ 
Tan and Cordovan/Navy.- Sizes 91-11%. 
% doz. boxes. Per doz., $20.50 


Hosiery 


718 D Men’s “ONYX.” Cotton and Wool Half 
Hose in Heather Mixtures. Assortments of 
Blue, Purple and Grey, or Brown and Grey. 

Sizes 944-11%. % doz. boxes. Per doz., $13.50 


179 MC Men’s “ONYX.” Imported Half Hose 
in Lovatt colorings with Camel’s Hair Shot 
Back. Sizes 10-11%. % doz. boxes. 

Per doz., $13.50 


190 MA Men’s “ONYX.” Ribbed Wool Half 
Hose in assorted Heather Mixtures. Sizes 
10-11%. % doz. boxes. Per doz., $13.50 


440 D, ete. Men’s “ONYX.” Derby ribbed Wool 
Half Hose in Black, Cordovan, White, Suede 
and Navy. Sizes 9%-11%. % doz. boxes. 

Per doz., $15.00 





17 DG Men’s “ONYX.” Heavy ribbed English 
Wool Tennis Sock. White only. Sizes 9%- 
11%. % doz. boxes. Per doz., $15.00 


191 M Men’s “ONYX.” Imported Camels’ 
Hair Sport Half Hose. Natural color. Sizes 
10-11%. % doz. boxes. Per doz., $15.50 













































































































Men’s Golf Hose. A large assortment of imported and domestic golf hose in plain and fancy pat- 


terns in all color-mixtures. 


BROADWAY AT 24TH STREET. 


Emery 6 Beers Company, tic 


Dept. M 





Prices from $15.00 to $48.00 






NEW YORK 
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MEN’S LEATHER HOUSE SLIPPERS 


See Catalog No. 17 
‘ Listing Thirty Lines 
Price Range $2.50 to $3.75 










No. 321—Tan Cab Opera English Toe. 
Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 


No. 320—Tan Cab Opera French Toe. 


No, 331—Tan Cab Everett English Toe. 
Kid Lined. Quilted Sock. 
Sizes 6-11 FF, $2.75 


No. 330—Tan Cab Everett French Toe. 


No. 348—Tan Cab Brighton. 
Kid Quarter and Sock. 
Sizes 6-11 FF. $2.50 


9 
Boston Office L. B. Evans’ Son Company New York Office 
110 Summer Street “The Slipper House” WAKEFIELD, MASS. Bush Terminal Bldg. 
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SULDE AND NAPPY LEATHER FOOTWEAR 
Pur ° co.9ceas 
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» GRIFFIN mFS. Cc 











’ Griffin Rapid Black Dye 
For converting shop-worn Tan Griffin Lotion Cream 
Shoes into a‘ Lasting Black. No 

sdor—No Poisonous Oil of Myr- dg ee Boy Fr 
ais Pay a * pag = and dark gray. Cleans, softens 
3 a. $23.00 gross: $1.90 dozen. and polishes all kid leather. Con- 




























be ri e m it 99 
Quaris, $1.15 exch; gallons $8.00 "the "Sqchorwhat cold cream wo Tanna, supreme Quality 
: each. to the skin. 3 oz, size, $21.60 Self-Polishing Dressing 

Griffin Suede Powder gross: $2.00 dozen. 

In the pad bottom tin. Cleans For ladies’ and children’s shoes 

and restores color and surface _ —Softens and preserves the lea- 

stantly. The pad is absolutely ; rat 

effective. In | white, chamois, FOUR LEADERS IN A LINE OF SHOE er 

fawn, field mouse, gray fawn, Per Gross, $25.50 

champagne, ivory, light, medium, DRESSINGS THAT.HAS NO PEER oe Sa 

dark and gray castor, light olive, . : , a 

seal and nigger brown, light, 

medium and dark gray, black. 








$20.20 Gross, $1.85 Doz. There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 








67-69 MURRAY STREET NEW YORK, U. S. A. | 
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980 Cases Bought for Cash 


That Explains These 
Astonishingly Low Prices 


HERE’S YOUR OPPORTUNITY TO PICK UP SOME 
WOMEN’S KID BOOTS WAY BELOW THE PRESENT COST TO MAKE 












A Scarcity of Boots 
Is Predicted 


You take no chance in 
buying these boots. 


All new goods of a type 
that always sell. 











No. 204—Ladies’ Black Vici 9-inch McKay Lace. Per- 
forated Tip. 13/8 Leather Military Heel. Leather 
Top Facing and Eyelet Stay. Outside Back Stay. 


Sizes 2? to 8. 
Price $2.35 


No. 201—Ladies’ Brown Vici 9-inch McKay Lace. Per- 
forated Tip. 13/8 Leather Military Heel. Leather 
Top Facing and Eyelet Stay. 

Sizes 2? to 8. 


Price $2.50 


No. 203—Ladies’ Black Cab. 9-inch McKay Lace. Per- 
forated Tip. 13/8 Leather Military Heel. Leather 
Top Facing and Eyelet Stay. Outside Back Stay. 


Sizes 2” to 8. 
Price $2.10 


No. 20014—Ladies’ Brown Cab. 9-inch McKay Lace. 
Perforated Tip. 13/8 Catepaw Rubber Heel. Leather 
Top Facing and Eyelet Stay. Outside Back Stay. 


Sizes 2’ to 8. 
Price $2.20 


TTT PT 


144 ESSEX STREET 


PU 





No. 200—Same as above with Leather Military Heel. 
Sizes 2’ to 8. 


Price $2.10 


No. 207—Ladies’ Black Cab. 9-inch McKay Lace. 

Imitation Tip. 13/8 Leather Military Heel. Leather 

Top Facing and Eyelet Stay. Outside Back Stay. 
Sizes 2° to 8. 


Price $2.10 


No. 20314—Same as above with Catspaw Rubber 
Heel. Sizes 2° to 8. 


Price $2.20 





Sold in 
36 Pr. Case Lots Only 


We cannot break cases under any 
c‘rcumstances. 


Our plan saves you 15% to 30% 











“The King of Jobs” 


°. Rosenberg & Son 


Terms, Net 30 Days, F.O.B. Boston 


BOSTON, MASS. 


SUTTUUUEUTUUUEOAEEEEEUUCUUOECEEEUUUETEEE UU CUEEEETEAUEETTE UU EUTTEUUEETEEEAOCOREEEUOOOUEOOUOUOAEOEOEOOORUDOOOOEOMOCOOOOOOUGUGOOOOOOOOOEEDOOOOOGOSOOUOOGOGUOOOONNAUOUEOONUOUOSODONNOONSOSUOUOOOOUSOGOOUSEUOOOEONEOOQO000000000000008 





BOOT AND SHOE RECORDER October 1, 1921 



































oS olmsen ros 
/ Dec [pees Ser Or oi LUG > a x 























AN OXFORD 
FOR 1922 


Built to insure perfect foot com- 
fort through expert last model- 
ing—a _ characteristic that has 
always featured Johnson Bros. 
shoes— 


Style 445 
Last 121 


Russia Calf Oxford, Imitation 
Ball Strap and Tip—on our 


new last that carries a 7/8 heel. 


JOHNSON OS. 


SHOE MIG CO. 
HALLOWELL 





Made Ja ‘Jhe Pine Free flale~ 
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The Great National Shoe Weekly 
E. C. LOGAN, EDITOR 
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gEW people longer doubt the effect of 
mental attitude on business, but the 
extent to which a man’s business is 
affected by his own individual think- 
ing is problematic. 

: Merely thinking that business is 
good does not make it so. This is really not 
thinking. A man might kid himself along in this 
way and call himself happy for a short while, but 
he can’t kid the cash register. But, if he thinks 
rightly and then puts his “thinks” into action he 
is mighty sure to get results. 

In a great many stores men’s business has been 
receiving second consideration or probably third 
or fourth consideration because women’s busi- 
ness has been considered easier to get and capa- 
ble of producing more volume. ' 

Few merchants have gone far enough to 
analyze the situation or endeavored to find out the 
reason why; for reason there is, or the condition 
would not exist. 

The manufacturers of women’s shoes for years 
back have put thought, time and consideration 
into styles, patterns and decorations that would 
appeal to women; creations that have a magnetic 
drawing power largely from the standpoint of 
beauty, because women think largely in terms of 
the artistic and the beautiful. 








Ninety Per Cent of Advertising 
Directed to Women 


Usually 75 per cent of the window space has 
been devoted to women’s shoes. An overwhelm- 
ing percentage of money expended for window 
and interior store decoration has been devoted to 
women’s shoes. Advertising, both direct and in- 
direct, has been centered and directed almost en- 
tirely to the exploitation of the women’s shoe de- 
partment. Advertising copy has been written to 
appeal directly to women. Even when men’s 
shoes have been advertised the copy too often has 






‘“As a Man Thinketh’’— So Is His 


Men’s Business 











fr 








been effeminate in its appeal rather than directed 
to real red blooded he-men. 

It is only within the last nine or ten months 
that men’s shoes have shown any decorative ten- 
dencies excepting in a few rare instances. 

Alfred Donovan, president of the E. T. Wright 
Company, Brockton, Mass., in an address before 
the Michigan Retail Shoe Dealers’ Association at 
Detroit, said he had traveled many thousands of 
miles and devoted a great deal of time in studying 
the conditions in shoe stores as they relate to 
men’s shoes. 

In this survey he has found a decided lack of 
service in the men’s department in the average 
store. It has been his observation that the bet- 
ter salesmen are used in the women’s department, 
while the second and third rate salesmen are as- 
signed to the men’s department. 

There has also been a tendency to cling to the 
old shoes on the men’s side of the house and 
liquidation has not proceeded as rapidly as in the 
women’s section. Men are not made welcome in 
many stores. When a woman comes.in the floor 
manager scrapes and paws, bows graciously and 
gives her every possible attention from the time 
she enters the store until she leaves. Salespeople 
for some reason are more anxious to wait on 
women, are more gracious to them and give them 
more attention and consideration. 

The man shopper stands around waiting like a 
poor boob. Lack of personal attention causes 
him to lose interest in the merchandise before it 
is even shown to him. 

Mr. Donovan estimates that it costs from $1.00 
to $1.87 to get a man to cross the threshold of a 
store. It is certainly good business to get him 
while the getting is good. 

Men want to be well dressed and will dress well 
if they are given the proper attention and intelli- 
gent service when they start out to shop. 


Men Think in Terms of Dollars 


The average woman shopper thinks in terms of 
personal appearance more than in terms of the 
(Continued on page 94) 
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The Western 


Business Conditions as Seen 


Prospects for an 
active fall trade 
are regarded as ex- 
cellent.by retail 
shoe merchants in 
Milwaukee, and a similar opinion is held by dealers in 
most sections of the State of Wisconsin. So far as 
the metropolis is concerned, the steady improvement 
in the metal working industries, which predominate in 
the unusual diversification of business, is looked upon 
as a most favorable sign of good trade in the future. 
The city also is a large producer of automobile parts, 
in which industry it is steadily becoming more active. 
Tanning and leather manufacture also ranking among 
the largest industries, is in a much better position, 
with the outlook good in line with the improved pros- 
pects for boot and shoe business. 

While Wisconsin is a great agricultural State, the 
principal source of revenue of its farmers comes from 
the dairy herds rather than from large acreages of 
fie'd crops. Thus the decided depression of grain 
prices within the past year is not of particular mo- 
ment. On the other hand, the cost of feeding cattle and 
other livestock is now the lowest in about five years, 
or since the war started. Butter and eggs are bring- 
ing fairly high prices, placing farmers in a favorable 
financial position to buy, at least, the necessities. Be- 
sides being now the greatest dairying State of the 
Union, Wisconsin also is an important manufacturing 
State. In respect to diversified industry, the State 
is nearly in the same position as the city of Milwau- 
kee, for the character of manufacturing is exception- 
ally varied and covers an unsually broad scope. 

The fact that Milwaukee is a city of diversified in- 
dustry appears to be responsible for the relatively ex- 
cellent position the metropolis of Wisconsin occupies in 
American industry. Depression in any one industry 
does not affect the life of the city to anywhere near 
the same extent as communities which depend largely 
upon one main line and its kindred industries for prin- 
cipal sunport. While the depression of recent months 
has been general, here as well as elsewhere, it is a fact 
that as a whole the city felt it less keenly than many 
’ other large industrial communities, for by the time 
that depression saturated the principal body of indus- 
tries, the ones which felt it first were already recov- 
ering. This process started some time ago and is 
steadily working its way to the point where practically 
all industries are experiencing a revival. 

The Jeffery Man- 


COLUM BUS ufacturing C om- 


G. B. Welsh, pany, the leading 

Recorder Representative Columbus industry, 

and its allied con- 

cerns are now working three days each week on a 
nine-hour basis, employing about 1800 men. 

Our next largest concern, the Kilbourne-Jacobs 

Company, is at the present time employing about 1200 

men. They are finishing up a contract for dump cars 


MILWAUKEE 


By L. E. Myer, 
Recorder Representative 
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for railroad use in foreign countries. 

At one of the steel plants which has been closed they 
are laying in supplies preparatory to opening up. A 
definite opening date has not been set. 

Most shoe manufacturing concerns have enough 
orders ahead to keep them busy until about Nov. 15. 

The agricultural district around Columbus consists 
mostly of truck gardening, and the reports that I 
have gathered from some of these gardeners are good, 
They have no trouble in disposing of their produce at 
fairly good prices. Most of the farmers sold their 
grain at time of harvesting and settled their past due 
accounts with the merchants and are now clamoring 
for credit until they can dispose of what corn and live 
stock they will have to sell later on in the fall. 

Most of the country merchants are very optimistic 
as to the future, hoping that the Senate and House 
will pass some kind of relief for the farmer in the way 
of a farm loan bureau. 

Merchants in the cities feel that conditions would 
become normal if the railroad question could be set- 
tled satisfactory to all parties concerned. 

The one grave question which is facing the Hock- 
ing Valley district is the unrest of the foreign miners. 
There is no immediate outlook for conditions better- 
ing themselves in the coal fields. The mines that are 
operating are about the ratio of three out of seven, 
and these for about two to three days a week. 


KANSAS CITY 


By W. P. Rowley, 
Recorder Representative 


The aftermath of 
the great wheat 
harvest in the mid- 
West is pouring a 
; stream of gold into 
the laps of the Missouri, Kansas, Oklahoma and Ne- 
braska farmers; but the farmers are not benefited to 
such a degree as one might suppose. 

Since the culmination of the harvests in the Kan- 
sas City district, it is estimated that millions of dol- 
lars have been paid to the farmers for their products. 
The farmers are selling their wheat, and selling it 
fast. A great majority sold theirs immediately upon 
threshing. But it isn’t because the farmers wanted to 
sell—they had to. Most of the growers owed money 
at the banks, and the banks wanted their money. The 
farmer had no other recourse than to sell, even though 
the price was below what it cost him to produce the 
wheat. 

In the great wheat country of which Kansas City 
is the center and the principal distributing point, the 
price paid for wheat ranged from 75 cents to $1.10 
to the farmer, according to the grade of the wheat and 
the distance from Kansas City. 

In the nearer sections, freight rates did not figure 
so prominently in the consideration. Then, too, the 
wheat is held to be of better quality. Here is where 
the farmers received the higher prices. In the dis- 
tricts further away from the city, freight rates played 
a very important part. In western Kansas, for in- 
stance, the farmer, on the average, received between 
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Business Outlook 


by ReEcorDER Representatives 


75 and 85 cents for his wheat. 

These prices fall far below the farmer’s’ estimate 
of the costs of production. According to estimates, 
the cost to produce a bushel of wheat was about $1.25. 
None received this amount, and in the further sections 
the price fell 40 per cent below the estimated costs of 
production. But of course the farmer figured his own 
time and labors, the labors of his animals, rents, or 
farm values, and the per cent of interest the invest- 
ment in land should yield in setting his estimates on 
the costs of production, which is no more than fair. 

As far as losing actual money, it might be said that 
the farmer does not lose; but at the same time he isn’t 
getting all that is coming to him by a long way. He 
is giving away his own labor, or else forfeiting the in- 
terest which his investment in land should bring. No 
matter what it is, the farmer is “out.” He made no 
profit on this year’s wheat. The wheat which he is 
planning for next year’s harvest he figures will cost 
him $1 a bushel. If the prices remain the same next 
year he’ll still be at the little end of the horn. 

However, that doesn’t mean that the farmer hasn’t 
any money. He has, and lots of it. But he already 
has a place for the most of it. The average farmer 
is paying up his debts. Of course, this won’t take all 
of his money. He’ll have a little left to spend, and 
the farmer, together with the man he repaid, nine 
cases out of ten come to Kansas City to spend the rest, 
buying what he needs. 

Officials of the railroads, interurban lines and the 
automobile club estimate the average number of daily 
visitors to Kansas City from the wheat country at 
25,000. And these 25,000 daily visitors come to Kan- 
says City to buy—but they don’t throw any money 
away. Of course they have a great stimulating effect 
on the retail business—more than the average busi- 
ness man realizes. Many merchants, perhaps, might 
say that it doesn’t make much difference; but take 
away these out-of-town people and keep them out of 
the city for a week and the dealers would realize their 
mistake. 

The same conditions are broadly true in the case of 
the live stock raisers. They don’t receive anywhere 
near as much as they say it costs them to raise their 
cattle and market them. They, too, are compelled to 
sell to pay off debts. They would rather hold on and 
wait for better prices but they can’t. Still, when they 
sell they have a little money left over to purchase 
their wants. 

Up in South Dakota, salesmen covering that dis- 
trict say, droughts have had a mighty bad effect on the 
corn. The merchants in that country are pinched 
pretty badly by the conditions. Most of them are 
carrying about one-third of their capital “on the 
books,” and with little prospect of getting it off this 
year. The farmers lose heavily; the merchants, and in 
many cases, the banks, are compelled to lose with the 
farmer. The latter two won’t lose their money, but 
they will lose the use of it until next year. 

But in the mid-West, or at least that section served 
by Kansas City, the situation is different. The money 





is here. It is only a matter of who offers the best 
bargains who gets it. 


LOUISVILLE 


By A. W. Williams, 
Recorder Representative 


Merchants 
of Louisville are 
anticipating an ex- 
cellent fall and 
winter business. 
Many merchants report that they have purchased 50 
to 60 per cent of their normal stocks, and plan to fill 
in as needed, figuring that manufacturers of clothing, 
shoes, hats, etc., will be able to supply any merchan- 
dise needed, as needed. 

Unlike many other cities in other sections of the 
country, Louisville is having no trouble over non- 
employment. There is some little non-employment, as 
is always the case, but it is said to be of about the 
normal percentage, and no hardship is being felt. The 
woodworking industries, which represent probably the 
largest industrial activity of the three Falls Cities, 


. Louisville, Ky., New Albany, Ind., and Jeffersonville, 


Ind., are working at practically a full time clip again, 
while the metal and machinery industries are some- 
what busier. The wagon and implement concerns are 
practically down, as the farmers are not buying 
freely. The automobile industry is a small one here, 
but is working part time. Shoe and clothing factories 
are fairly busy, and textile mills are operating at about 
86 per cent of capacity. Cement, lime and clay work- 
ing plants are operating almost full, and there is a 
generally fair demand for building supplies, as build- 
ing has been active in Louisville and the State, and 
has shown a material gain over last year’s operations. 

Louisville is fortunate in that she has a widely di- 
versified line of industries, and a slump cannot affect 
more than a few industries. The hardwood lumber 
people have had a big improvement of late and report 
70 per cent of normal business, based on pre-war nor- 
mal. The paint and varnish trades, which are big ones 
in Louisville, are showing a big gain in business at 
the present time. Tobacco factories are active. Agri- 
cultural conditions have shown big improvement in 
the county, State and South. Tobacco and corn, two 
big crops in Kentucky, were hard hit by dry weather, 
but have come back and promise big yields of quality 
stock. Cotton has advanced, and is making for better 
conditions in the South. 

Jobbers and manufacturers are generally much 
pleased with the improvement shown in the general 
feeling. Optimism has displaced pessimism. Every- 
one is feeling better about the situation, and there 
is no doubt but what business is far more active than 
it has been. 

Early in the year some of the leading local busi- 
ness men anticipated that 1921 business would run 
50 to 60 per cent of the 1920 total, in tonnage. It has 
done much better. A recent clearing house report 
showed clearings for 1921 of $766,333,799, as against 
$1,028,838,482. For the last week included in the re- 
port was 1921—$22,413,173 as against $29,444,704 for’ 
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the corresponding week of last year. Think of it— 
practically 70 per cent of last year’s business in dollars 
and cents, regardless of reduced values of general 
commodities, indicating practically as much business 
if not more than last year in tonnage. 

Of course it is argued that a good deal of last year’s 
business has been liquidated this year, but that was 
also true of last year reflecting liquidation of the pre- 
vious year. Then there has been a great deal of real 
estate trading, but this was also true of last year and 
the previous year. 

While in some communities local and State assist- 
ance is being needed and organized to combat the non- 
employment situation, no situation in which the pub- 
lic needs aid has broken in Louisville, and none is an- 
ticipated. This far South mild weather allows build- 
ing operations to run fairly well through the winter. 
Of course there will be a good deal of labor now em- 
ployed in building operations, which will be laid off 
later, but that is a normal condition. 

In the coal mining regions business is very active— 
all things considered—and wages are as high as at the 
peak time. The oil producing regions have been hard 
hit, however, by the severe slumps in crude oil from 
around $4.50 a barrel at this time last year to $1.25 a 
barrel now, for the best grades. This has thrown 
many men out of work in the oil districts of the State, 
and slowed down business. 

Reports indicate that farmers in spite of low priced 
crops will make money this year, in view of the fact 
that their production costs have been lower than for 
years past. 

District Manager Holway, of the U. S. Employment 
Bureau, in his reports on employment conditions, 
shows that Louisville, Lexington and the State as a 
whole is not suffering from non-employment, due to 
diversified interest. Farm labor is in full supply, and 
there is no labor shortage in any line, but at the same 
time not any great surplus. 


THT Business in all 
D EN \ ER lines in Colorado 
By Ira R. Alexander, is reviving steadily, 
Recorder Representative and with every in- 
dication of continu- 
ing so until it is again back to normal. In the gen- 
eral depression that followed the war Colorado actu- 
ally experienced the smallest let-down of any State. 
Its mining industry was seriously affected, relatively, 
but when you compare conditions even in the mining 
camps with what the manufacturing centers went 
through you find the blow here was not half so hard. 
Mining will come back. It always does. Just as soon 
as the manufacturing cities begin demanding metal 
again the mines are going to have something to do 
and a place to sell. 

At the present time reports from all parts of the 
State show an optimistic trend, and some actual bet- 
terment in conditions over the depression of a few 
months ago. The banks report more deposits, and the 
money market getting easier, while merchants note an 
increase in business, especially for the necessities, and 
the farmers who have started to market their crops 
are feeling much better. Colorado’s wheat crop for 
1921 will exceed by 7,000,000 bushels any previous 
year’s production, according to estimates by the State 
immigration department from reports by county as- 
sessors. With this increase, it is expected that Colo- 
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rado will step from twelfth position of last year to 
sixth or seventh place among the leading wheat pro- 
ducing States of the country. At present prices this 
wheat crop will hold first place among the State’s crops 
in value. Present indications are that Colorado’s 
wheat crop this year will be in the neighborhood of 
30,000,000 bushels. 

The farmers of the State are also harvesting record 
crops in other farm products raised in Colorado such 
as hay, potatoes, corn and other grains, sugar beets 
and different fruits. 

‘The sale of the crops will place money in the hands 
of the farmers, and they will be able to settle their 
bills and again establish their credit with their mer- 
chants and bankers. This will send business in the 
State forward and a good fall and winter trade in all 
lines will result. 

This month the sugar beet factories will open in 
the State and work for a large per cent of Colorado’s 
unemployed will be found. 

Reports from lumber and building material men in 
Denver and other parts of the State are to the effect 
that building in Colorado is getting under way, with 
the outlook ahead bright. This will mean more em- 
ployment for men engaged in the building trades and 
money will be put into circulation as a result, to the 
betterment of all lines of industry. 

Retail men have just about got rid of their high- 
priced goods now and are able to buy at moderate 
prices and sell at moderate prices. They are not 
being forced to pay big prices and take the chance 
they did during the war of having their stocks left on 
their hands. The people are buying more this year 
than they did last fall. 

Taking it all in all, Colorado industries are forging 
ahead, and all classes of people in the State are look- 
ing forward to a good fall and winter business. 


LOS ANGELES 


By Camilla Mairs, 
Recorder Representative 


Los Angeles is 
tenth in population 
and seventh in in- 
dustry among the 
cities of the United 
States. Industrial conditions in this section are very 
promising. Business is on the up grade. There has 
been little appreciable slump here, even when other 
sections of the country were undergoing hard times. 
There is scarcely any unemployment at the present 
time, what little there is being among manual laborers 
and unskilled workers. 

Perhaps few people realize that the State of Cali- 
fornia is fifth agriculturally and that Los Angeles 
county is the richest county in the total value of all 
farm crops in the United States. Crops this season 
have been uniformly good and there are very few fro- 
zen loans in the agricultural field. The citrus crops 
have been marketed in good shape and walnuts and 
figs are in splendid condition. The cotton crop is prac- 
tically all moved and the price is going up now. 

To say that building activity here is marvelous is 
almost trite. It is an activity that is increasing at a 
phenomenal rate. All this means work and prosperity 
for months to come for workmen engaged in the build- 
ing and allied trades, and it means that the activity 
in this line will be reflected in a prosperous condition 
in other industries. Iron and steel works are being 
held up well by the building program, as are also lum- 
ber, cement, brick, clay products, planing mills, etc., 
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while car shops are running full capacity. The pres- 
ent building activity is being carried on on a more 
sound and conservative basis than at any time in re- 
cent months. September started off with a big in- 
crease over August in building permits for all classes 
of structures. Money is readily available for home 
building. 

The Chamber of Commerce reports negotiations 
pending for many new industries which are expected 
to be realities before the first of the year. 


Bank Deposits Increase 


A survey of the banking situation in Los Angeles 
reveals a very satisfactory condition. In the past 
twelve months, during which prices in many lines have 
fallen with unparalleled rapidity, bank deposits and 
bank clearings throughout the country as a whole have 
almost universally fallen off. In contrast to the gen- 
eral condition, bank deposits in Los Angeles increased 
in the twelve months July, 1920, to July, 1921, in the 
sum of $37,555,000, while bank clearings have in- 
creased in the seven months of this year $148,282,000 
above the figures for the corresponding period of 1920. 

Much encouragement is given to the belief that 
business in general wil] continue to improve, because 
of the fact that much of the recent increase in the 
automobile business has come from agricultural com- 
munities. During the past two months there has been 
marked increase in the purchase of quality automo- 
biles in the farm market. The automobile industry 
is now 85 per cent normal. 

Oil and petroleum business is in excellent condition 
and new fields are being developed right along. Los 
Angeles is headquarters in California for the oil in- 
dustry and many large companies are managed from 
this point. It is the greatest manufacturing center in 
the world for oil well machinery, tools, drilling rigs, 
engines and other supplies. 

Shipbuilding is another industry which deserves 
comment. It was remarkable how this industry in 
the Los Angeles harbor held up after the war. They 
have been turning out oil tankers steadily. 

Los Angeles is the largest apparel manufacturing 
center west of Chicago. The recent industrial ex- 
hibit was an eye-opener for many visitors. This in- 
dustry is now going at full blast. There were 3000 
buyers in attendance at the exhibit and approximately 
three million dollars’ worth of goods sold. 

Not least of Los Angeles’ products is the motion 
picture industry. While things were quiet during the 
past few months, they are now picking up rapidly and 
great optimism is expressed everywhere. Companies 
which have been comparatively idle are now again 
bustling with activity. 


DETROIT 


Industrial conditions in Detroit appear to compare 
very favorably with that of other cities in the 
United States. Ever since last spring reports show 
that there has been a gradual improvement in nearly 
all lines of business. Many look forward to a gen- 
eral revival of business during the fall and winter, 
while others more pessimistically inclined cannot see 
anything but a “hard winter” before us. 

Building permits are increasing in number and 
in dollar value. This indivates that money is begin- 
ning to come out of its hiding place, that the banks 
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are making it easier for borrowers to secure funds 
for this purpose. 

If all reports are true there are many factories 
in Detroit that are behind in its orders. An uncon- 
firmed rumor indicates that one large automobile 
factory is going to add another thousand men to its 
forces almost immediately. 

Detroit is the automotive capital of the world. 
Its place at the head of this industry is undisputed, 
and for this reason it is sometimes erroneously 
thought that Detroit depends almost entirely upon 
its automobile trade for its very existence. It is its 
largest single industry and anything that affects the 
automobile trade affects Detroit rather seriously, 
because of the large number of skilled laborers em- 
ployed in the automobile factories, and those sup- 
plying accessories and auto parts for these factories. 

The state of employment in these factories, if 
compared with the peak, is apparently not favorable. 
Compared with the panicky times of last winter they 
are very favorable. At that time practically all of 
the automobile factories were closed down and some 
remained closed for months, others not so long. 
Since early spring there has been a satisfactory im- 
provement in the labor situation, which is growing 
more satisfactory all the time. It must be remem- 
bered in connection with this matter that employ- 
ers are demanding more work per man than during 
the hectic times of war, when three men soldiered 
one one man’s job. 

An instance of this is found in the Ford Motor 
Company’s factory. To-day 45,000 men are em- 
ployed and they are doing about a third more work 
than was done when the factory employed 55,000 
men. What Ford has done other factories are doing. 

This weeding out of undesirable labor and speed- 
ing up the amount of work done per man will in- 
evitably increase the unemployment of labor until 
such times as this surplus is absorbed into other 
channels—channels from which it was drawn dur- 
ing the ending years of the last decade. Another 
cause of an increase in unemployment in Detroit 
lies in its appeal to the workmen of smaller places. 
This was instanced a few months ago when the rub- 
ber tire industry slumped and the factories were 
closed down. It is estimated that 15,000 from Akron, 
Ohio, migrated to Detroit at that time. 

In the former case the buying power of the work- 
man still employed has not been impaired in pro- 
portion to the decrease in the cost of living. Where 
the laborer has had to seek other employment he 
has faced a more drastic cut, in many cases reducing 
his buying power materially. In the latter case, 
where labor flocks to Detroit, it is likely that a small 
buying power is brought with the influx, but this is 
soon wiped out and the laborer either returns to his 
former home, is absorbed in the ranks of the em- 
ployed, or remains a charge on the city. 

Last winter the city of Detroit gave employment 
to thousands by doing municipal work that had been 
scheduled for the following summer. At that time a 
survey of the applicants for relief work was made 
and it was found that many of the applicants had 
been in the city but a few weeks, some only a few 
days. 

Whether the readjustment period of the automo- 
bile business has been accomplished, or not, indica- 
tions point to a steadier employment in its factories. 
‘The recent reduction in prices will tend to increase 
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orders, and as the reduction has been general with 
all makes of cars, a resumption of employment in this 
trade is confidently looked for at this time. 


While the automobile trade of Detroit looms up so 


largely we sometimes forget that Detroit is also 
the largest manufacturer of the following lines of 
merchandise: 

Pharmaceuticals, adding machines, stoves, ranges, 
furnaces, paints and varnishes, marine motors, 
overalls, electrical devices of certain kinds, soda and 
salt products, sporting shoes, twist drills, show 
cases, corsets, gasoline torches, lubricators, tools of 
certain kinds, trucks, malleable iron, metal beds and 
perfumes. This list does not include the many in- 
dustries that, while ranking large in volume, do not 
lead the world in their line. 

The large range of industrial lines produced in 
Detroit tends to stabilize industry and afford the 
city, as a whole, protection from adverse market con- 
ditions in any one line, but naturally is no protection 
against a general depression of trade in all lines. 

Taken all in all, Detroit is in a very favorable con- 
dition, when compared with the industrial situation 
all over the country. It is a time for aggressiveness 
in all lines of business endeavor. Those who intelli- 
gentiy seek business will secure it at the expense 
of those who sit back waiting for a more auspicious 
season. 


CLEVELAND 


Cleveland retail shoe merchants, jobbers and 
wholesalers all agree that business in the Cleveland 
district has improved in the two weeks prior to the 
writing of this article on Sept. 10. 

Industrial and business conditions generally in this 
city, as disclosed by a survey made by the labor re- 
lations committee of the Chamber of Commerce, bear 
out the shoe merchants’ statement. 

A survey of 99 plants by the Chamber of Com- 
merce disclosed an increase on Aug. 31 over July 
31 of 1.5 per cent in the number of employees. The 
food products group, also the textiles, have shown 
continuous improvement since the first of the year. 
There has been an increase of 27.8 per cent in the 
number of persons on the payrolls of food products 
concerns and an increase of 20.6 per cent in textile 
concerns. 

The automobile plants increased the personnel 
73.5 per cent since the first of the year. Iron and 
steel show an increase in the number of employees, 
as does metal products. 

The railroads are hauling more freight to-day than 
they have in months, and trains and crews that 
were taken off the road months ago have been put 
back in several instances. The Nickel Plate shops 
here recently increased the working force, and other 
railroad shops have been taking on more employees 
in the last two weeks. 

The textile industry here is large and the em- 
ployees run into the thousands. Good wages are 
paid, and as most of them are women, sales of shoes 
to them have been far in excess of the volume of 
business in men’s footwear. 

More money is in circulation, according to bank 
reports, and money is easier to get than it was some 
months ago. 

Shoe merchants, discussing conditions, say there 
has been marked improvement in their trade in the 
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past two weeks. 

Buying of school shoes has been particularly good, 
and the volume of business indicated that more money 
is in circulation. 

Women’s shoes are the big sellers, with patent ox- 
fords and satin oxfords stronger in demand than 
they have been in years. Tan oxfords still continue 
to sell at a good rate and among men they are more 
popular than the blacks. 

Scotch grains for men are all the rage, with tan 
taking the lead in sales. 

While the volume of business has increased, it has 
come without cutting prices. Merchants are selling 
at the regular price, and there is a healthy tone 
about the trade. Prices this fall are lower than they 
were a year ago and that undoubtedly has had a 
stimulating effect. 


INDIANAPOLIS 


Retail buying in Indianapolis, especially in shoes, 
hats, ready-to-wear apparel and dry goods, has re- 
vealed a noticeable increase since the first of the 
month and in some instances the volume of sales 
was as large as for the corresponding period.of last 
year. The turnover in dollars and cents, however, 
because of depreciated values, was somewhat smaller. 
Thus far the demand for autumn and winter goods 
has been of fair to good volume. 

Wholesale dry goods merchants report a very live- 
ly demand from rural merchants for autumn and 
winter goods, while the demand from retailers oper- 
ating in the cities is not above normal. Trade in 
groceries, jobbers assert, continues rather quiet, al- 
though with each succeeding week business in fu- 
tures apparently makes some slight gains. 

The automobile manufacturing industry, which 
comprises a large part of Indianapoliss industrial 
business, continues to make gradual progress, while 
the automobile accessories producers are operating 
at a better rate than at any time this year. Particu- 
larly is this true of makers of automobile bodies, 
bearings, covers and tops. There also appears to be 
a slight awakening in production of other industries, 
such as die and jig making. 

In the unemployment situation, Indianapolis ap- 
pears to be more than holding its own, with the 
general sentiment optimistic and encouraging. A 
gradual improvement is reported within the last ten 
days, giving much hopefulness for the future. 

Similar conditions in regard to the employment 
situation are said to prevail in other parts of the 
State. From East Chicago, Ind., comes the report 
that nearly all the plants are operating part time, 
with car repair shops, oil refineries, chemical and 
cement plants fairly busy. One of the East Chicago 
steel companies has added a number of men to ‘its- 
force by reopening its sheet mill. 

Hammond, also in Lake county, reports that the 
placing of large railroad repair orders will give em- 
ployment to many men now idle. Gary reports that 
a sheet and tin plate company recently has put twenty 
mills in operation and that an increase in rail out- 
put by one of the steel companies is reported. South 
Bend expects business to improve as soon as the 
farmers begin to buy. 

Generally speaking, Indiana merchants look for 
increased business with the passing of summer 
weather. 
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That was a rousing reception you gave Jimmy 
Orr, the best president the N. S. R. A. has ever had. 

He certainly has been on the job every minute, and, 
believe me, he is going to give us a convention next 
January which will make all past performances look 


as if they had never started. 


I have been asked to talk to you on the promotion 
of men’s shoe business. 

I take it, what you want is to have somebody tell 
you how we can go out and get some men’s business. 

I guess we are all in the same boat. Men’s busi- 
ness is certainly in the doldrums and yet, what more 
can we expect? 

A great many men are out of work and those who 
are working are playing “‘very close to the cushion.” 

I feel very sure the thing not to do is to get 
“licked” over the situation. 

I think right now is the time to get our sales 
people together, talk to them, encourage them in 
every way possible to spread the gospel of smiles. 

A great many manufacturers of men’s shoes have 
apparently run to cover and gone into the women’s 
business. 

I honestly think that this has helped to hurt the 
men’s business as much as any other one thing. 

The women’s business has been good and every- 
body is taking a crack at it and treating the men’s 
end of it as a side line. 

In order for us to get extra men’s trade we must 
have the co-operation of the manufacturers. 

They must put more snap and style into men’s 
shoes. This will not be done so long as they put all 
their effort into the women’s line. 

I think manufacturers who are not making 
women’s shoes together with men’s shoes, should be 
encouraged in every way if they are making every 
effort to show you new things. Encourage them by 
buying some of their new lines. 

I am sure if you buy them and show them to your 
customers in the right way, it will help you a great 
deal. 

Many times you may see a pattern in a woman’s 
shoe that appeals to you which could be made into 
a man’s shoe. 

Why not draw this pattern off and send it to your 
manufacturer. It might give him an idea or you 
may have something in your own mind which you 
think would be good. 

Send your idea along, you can never tell what 
might: be developed. 

I am afraid that we have let ourselves be too con- 
tent with what we have to show in men’s shoes. 
While so-called staple shoes for men are neces- 


Men’s Shoe Business 
An Address Before the Michigan Shoe Dealers Convention 


By Mr. C. K. Chisholm 
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sary, what we must have are more styles which will 
appeal to young men. 

They are the extra customers we can get by show- 
ing them something new. Not because of their need 
of a pair of shoes, but because of the style appeal. 

Now just showing these young men a few different 
colors won’t do it, we must have new patterns and 
special features. And insist on new lasts a few min- 
utes ahead of the women’s if possible. 

Just to show what can be done with men’s style 
shoes, I personally know a man who increased his 
men’s business this past season almost 50 per cent 
because he went after the young men of his city 
and showed them something different. 

He told me when he got through with his season 
85 per cent of his total men’s business was shoes 
with special style features. 

For instance, just now is the new wide square toe, 
French, English last is bound to be popular. We 
find by taking this last, featuring black and tan 
grain leathers in fancy punches, wing tips, some 
imitation ball straps, heavy soles, rolled edges, 
double deckers, railroad stitches, we can have an 
unusual shoe produced which appeals to the young 
man as something new. 

Be sure and do not overlook black so-called Scotch 
grain leathers. There seems to be and is a distinct 
demand for black leather shoes for men. There are 
very few men who own a black shoe to-day. Why 
not go after that new business. It seems to me you 
can increase your pairs by showing a good assort- 
ment of this type shoe. Black patent leather can 
be featured. You can pick up many extra pairs by 
showing something a little bit unusual in patent 
leathers. We are showing some all patent leather 
boots. It has surprised us how many we were able 
to sell. 

One of the most important things you must watch 
if you expect to get extra men’s business is keeping 
your lines priced exceedingly close. The average 
man to-day has his fighting clothes on regarding 
prices on all kinds of merchandise and resents with 
all his might what he thinks is too much money for 
the article he may want. This man must be catered 
to and convinced he is buying his shoes at most rea- 
sonable prices. . 

Let me reiterate what I said previously—get up 
on your toes, meet the situation with a smile, style 
and price your merchandise right—go out for busi- 
ness like the traveling salesman who went into a 
store and was greeted by one of the clerks with “How 
do you find business?” and replied, “I find business 
by digging like hell.” 








One of the big surprises to the industry this sea- 
son will be the news of the organization of the 
Portage Shoe Manufacturing Company at Portage, 


Bison Brand Shoes Make Bow! 


Wis., with a capacity of 3000 pairs per day, manu- 
facturing work shoes, outings and high tops for 
men and boys. The Portage Shoe Manufacturing 
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Company will play an important part in keeping 
the farmers, railroad men, factory workers, police- 
men and all others who need extra quality shoes, 
well shod. 

Quality of merchandise is playing a more impor- 
tant part in the shoe industry to-day than ever be- 
fore. Here is a new concern starting in business 
with a large output and going at once on a solid 
leather basis and making all shoes with full vamp. 
It is but again a proof that the wild orgy of spend- 
ing has subsided and that the public to-day wants 
full value for every dollar invested. It wants qual- 
ity merchandise, it wants shoes that will wear long 
and wear well. As stated above the Portage Shoe 
Manufacturing Company will make a complete line 
of work shoes, outings and high tops, which will be 
sold to the merchants of this country under a policy 
that is absolutely on the square. The Portage Shoe 
Manufacturing Company will not own or operate any 
retail stores nor will they sell to any manufacturing 
commissary stores, nor will they sell to the consumer 
direct either by mail or otherwise. It is the purpose 
of this new company to boost the game of the shoe 








(Continued from page 87) 
effort expended in producing the dollar which 
she is about to spend. 

A man, on the other hand, has in mind the time 
and the effort it has cost him to produce the dol- 
lar which he contemplates exchanging for mer- 
chandise. He figures what a dollar costs and what 
it should buy. He considers values as well as ap- 
pearances. The man shopper does not disregard 
the style value but he does regard the wearing 
value. 

Many progressive merchants have recognized 
this and instead of trying to have everything that 
is made in the way of men’s shoes have concen- 
trated their efforts to having a few lines of 
snappy, attractive styles in men’s shoes, merchan- 
dising these shoes rapidly, having something new 
constantly and are getting a satisfactory volume 
in men’s business. 

E. B. Park of Syracuse, N. Y., told the mer- 
chants of New York State that he had rejuvenated 
his men’s department by cleaning out all of the 
old numbers regardless of cost, narrowing down 
the range of so-called staples and concentrating 
his efforts almost entirely to the snappy wanted 
styles in prices that looked reasonable and worth 
the money to the men of his community. 

C. E. Petot, who operates eleven stores, has 
constantly worked on this principle and during 
the second week in September one of his largest 
stores sold more pairs of men’s shoes than 
women’s shoes. 

It is not easy to put over anything on men who 
are able to earn money and conduct business. 
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retailer and on these grounds it is soliciting its busi- 
ness. Its shoes will be trade-marked and will be 
known on the market as BISON BRAND SHOES, 
and the symbol of the trade-mark will be the head 
of a bison. 

Twenty-two salesmen have already left for their 
territories, every one of them being full of enthusi- 
asm to put this new line of quality merchandise on 
the shelves of the country’s representative retailers. 

The building in which these shoes are made is 
probably the most modern shoe factory in the North- 
west in sanitation and efficiency. All dangerous ma- 
chines and places are thoroughly guarded by perma- 
nent mechanical safeguards and every effort has. 
been made to do away with unsafe practices. The 
entire equipment and machinery is of the latest type 
and model, all tending to bring about a clean, healthy 
place to work where cleanliness is paramount. 

The Portage Shoe Manufacturing Company believes. 
that only the best physical type of employees, as well 
as the best type of mechanical equipment can suc- 
cessfully maintain the high standard of its product 
which it is now offering to the merchants of this 
country. 








That men have money to spend is beyond ques- 
tion; that they will spend it where they can get 
value for their money together with style that 
meets their approval, is also beyond the question 
of doubt. It takes effort to get business to-day but 
effort rightly directed will bring results. 

Mr. Donovan, in closing the address referred to 
above, made this significant statement—“I see 
nothing ahead for the live ones but success; I see 
nothing ahead for the dead ones but failure.” 


|'‘A Blow-out vs. a Slow Leak 


In a banquet talk at the convention of the Michi-. 
gan Retail Shoe Dealers’ Association Dr. M. O. 
Rice explained the difference between a panic and 
a period of deflation. 

“A period of deflation is a slow leak. It ex- 
tends over a period of time and the let down is 
gradual, something like a parachute drops. A 
panic is a regular blow-out. It takes less time, 
the shock is more fierce, the jolt is considerably 
— and the result is very apt to be more pain- 

u Lo 

The Federal Reserve Bank System, in the opin- 
ion of Dr. Rice, has been the saving grace to the 
business interests of this country, and has enabled 
the business of the country to reach the bottom 
without the sudden jar that has been heretofore 
experienced in the sudden business panics through 
which we have gone at various times. The solu- 
tion of the present difficulty lies in everybody get- 
ting down to work, thinking less of the day’s pay 
and more of the day’s work. 











WHOLESALE BUSINESS REMAINS 
GOOD 


Manufacturers Producing to Capacity, 
Unable to Fill Orders 


The wholesale business not only 
shows an unbelievable increase but 


a 

ST. LOUIS 
grave concern is felt among the larger 
manufacturers because of the under 
production situation the majority of 
them are facing. The largest manu- 
facturers here have already piled up 
a voluminous quantity of back or- 
ders. Other smaller manufacturers 


in the specialty lines are also find- 
ing difficulty in producing enough 
shoes to meet demands. The skilled 
and experienced labor situation, par- 
ticularly in the women’s end of the 
work, can be truly characterized as 
one of a serious shortage. Plenty of © 
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eager applicants are available in the 
unexperienced type, but the kind of 
help desired still remains an unsolved 
problem. 


The South’s Transformation 


With the volume of business al- 
ready booked manufacturers are 
facing another phase of prosper- 
ity that until a few months ago was 
lying dormant. This is the trans- 
formation of the South from one of 
dejection and extreme pessimism a 
year ago to one of hopeful determina- 
tion and business revival at the pres- 
ent time. St. Louis is particularly af- 
fected by the recent rise in the cot- 
ton market and many manufacturers 
who have been holding up orders, 
awaiting credit arrangements, are 
now, due to the market advance which 
extended credits, hastening shipments 
into the cotton sections. Aside from 
the shipping of the back orders, the 
South’s revival is being felt in addi- 
tional business which merchants are 
placing for immediate delivery. It 
is reported that some visiting mer- 
chants from the cotton sections re- 


cently in the market have bought — 


shoes in substantial quantities. Con- 
trast this with the early August buy- 
ing when orders were placed with cau- 
tion and of small volume. The busi- 
ness already coming in from the cot- 
ton section it is anticipated will con- 
tinually grow. Useless to state that 
the recent turn of the cotton market 
was received here with great enthusi- 
asm, not alone among the shoe fra- 
ternity but the entire wholesale and 
manufacturing industry in general. 


Beaded Satins Good, Patent Getting 
Stronger 


Satins in beaded effects as well as 
straps remain the most popular in the 
lighter type of footwear. Patent 
leather is forging ahead with a de- 
termination to surpass anything in 
the novelty line. The Sandal Vogue 
which was predicted to be a short 
lived style is becoming more popular 
and the demand is overwhelming for 
this type. Many developments of 
various styles are being shown but 
the newest vogue which is first in 
the call is one with the front strap 
effect with a two buckle side strap 
and covered Junior Louis heel. The 
Toddle Oxford as some are pleased 
to call it, which is nothing more than 
a plain toe oxford with an extreme- 
ly low heel, is another type of shiny 
shoe that bids fair to prove a good 
seller. Without a doubt the three 
strap buckle type of patent leather 
with the walking heels will soon dom- 
inate the shiny shoe class. Some 
carry the center buckles but wise 
manufacturers are placing them far 
enough to the side to eliminate com- 
plaints of bruising the instep when 
fastened. Oxfords still hold a good 
percentage of the low shoe business 
and some demand is reflected in the 
orders for a buckle three strap in a 
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blucher effect. Boots still remain 
the unknown quantity in most of the 
orders placed. 
Capitol Plant Employees, Brown 
Shoe Company, Enjoyed Picnic 


The annual picnic and outing of 
the employees of the Capitol Plant 
of the Brown Shoe Company was held 
Labor Day, in the afternoon and eve- 
ning. A. Tucker, chairman of the 
arrangements committee, announced 
that races and athletic games were 
held and a grand prize fox trot was 
a feature of the dancing program. 


Hamilton-Brown, Columbia Plant 
Back to Normal 


The Columbia Plant of the Hamil- 
ton-Brown Shoe Company has experi- 
enced an especially successful sum- 
mer and the plant is back to 95 per 
cent of the normal working basis ac- 
cording to W. H. Braselton, manager, 
who issued the statement recently in 
Columbia, Missouri. The output has 
been sold up to January 1, and it is 
believed that operations will be good 
throughout the winter. 


Friedman-Shelby Show Large Gain 


It was announced at the Friedman- 
Shelby Shoe Company, branch of the 
International Shoe Company, that Au- 
gust showed a decided gain in ship- 
ments over the same period of a year 
ago. It was stated that at least 506 
per cent more pairs of shoes were 
shipped this August as against the 
same month a year ago. 


Lund-Mauldin Factories Loaded to 
Capacity 


Thomas L. Mauldin, secretary-treas- 
urer of the Lund-Mauldin Shoe Com- 
pany, stated that 80 per cent of the 
orders for fall merchandise are in 
the dark mahogany shades of calf. 
In the early part of the season it was 
thought that brown would be the pre- 
valent color, but calls for the ma- 
hogany colors have upset this prema- 
ture prediction. 

Reports coming in from the men 
on the road who have been in the 
territory but a few weeks, are of an 
encouraging nature. Merchants every- 
where are buying enthusiastically, 
with the possible exception of a few 
isolated sections. Mauldin stated that 
the pressure on the business had been 
so great, that some little difficulty 
was being experienced in producing 
a sufficient amount of shoes to meet 
the present demands. 


McElroy-Sloan Sales Organization in 
Conference 


The entire sales organization of 
the McElroy-Sloan Shoe Company 
was in the house for a sales confer- 
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ence and to inspect the spring 1922 
line. The conference which lasted a 
week was given up to the discussion 
of various problems and the analyza- 
tion of the new line. The sales or- 
ganization was addressed by W. F. 
McElroy and W. M. Sloan. Charles 
G. Craddock, superintendent of the 
Lynchburg factories, was also here 
during the conference. W. C. Jansen, 
superintendent of the “Midland” fac- 
tory at Louisiana, Missouri, came 
into the house to be present during 
the sales gathering. W. B. Yater, it 
was announced, is to head the East- 
ern sales department. The men left 
for their territories with the new 
line on Saturday, after what was con- 
sidered one of the most successful 
sales conferences held recently. 


Vinsonhaler’s Business in South 
Shows Gain 


Sales Manager Morgan of the Vin- 
sonhaler Shoe Company stated that 
orders from their Southern represen- 
tatives were showing the effects of 
the recent rise in the cotton market. 
Requests are being received to rush 
back orders with all possible haste. 
“A merchant was in here this morn- 
ing,” declared Morgan, “who placed 
an order for a large volume of shoes. 
This merchant’s business is located 
in one of the best cotton sections in 
the South, and he was buying with 
a renewed optimism that indicated 
confidence in a true business revival.” 


RETAIL BUSINESS SHOWS NO 
INCREASED ACTIVITY 


Warm Weather Helps Retard 
- Business 


Business during the past week has 
not been as good as the previous two 
weeks. This in a majority of cases 
holds true with possibly a few ex- 
ceptions, where stupendous anniver- 
sary sales are the stimulant to force 
business. Eliminate these unusual 
incidents and the story is told, with- 
out much deviation in practically all 
the retail stores in the “shoe belt,” 
in about the same tone and that is 
“business is not as good as last week 
or the week before.” Follow up this 
statement with the inquiry what 


*seems to be wrong and the replies are 


generally two. The first that the 
present warm weather is no incentive 
to create a desire for fall buying 
whether it be shoes, hats or garments. 
This is true, as observation will prove 
that white shoes are still being worn 
in good numbers everywhere and by 
everybody. Some have given as the 
second reason for the quietude be- 
ing experienced, woman’s undecided 
opinion in her selection of a style 
of shoe. Not so much her undecided 
opinion, but her better judgment, as 
to whether or not her selection will 
still be considered the style in a 
month from now or will her shoes 
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enter the “passé” class. In the opin- 
ion of some retailers, the rapidly 
changing styles have left nothing but 
confusion in the minds of the femi- 
nine sex, while others are loud in 
their praise of the new things all the 
time as the needed stimulus to keep 
the shoe business in a healthy state. 
The manager of the shoe department 
of one of the largest department 
stores stated that the women buying 
the real extreme novelties are not 
buying them because of the necessity 
of having shoes, but simply because 
its the very newest vogue and youth 
must be served, even to the extent 
of having fashions latest decree in 
footwear. 


Satin Slipping, While Suede Gains in 
Popularity 


The one outstanding development 
in the call for styles was the ap- 
parent decrease in the demand for 
satin beaded effects. While there are 
still sufficient calls to pronounce this 
type of footwear as being good, still 
it is the first time since this style of 
footwear has made its appearance, 
that retailers have made note of its 
decline in the calls for early fall foot- 
wear. Patent is the one best bet in 
all the stores at the present time, 
in the novelty end of the business. 
The sandal type with the running 
front strap and side buckles, both in 
full Louis heels and the military 
heels, are the most wanted styles. 
Second to this in patent leather is 
the three strap buckle effects with 
the extreme perforations and cut- 
outs in the vamp, and carrying the 
flat walking heel. Buckles are gain- 
ing in popularity and the high grade 
stores as well as the ‘popular priced 
establishments are featuring the pat- 
ent leather three strap buckle ef- 
fects, as footwear kingdom’s latest 
contribution. 

Black suede is approaching the 
popular class rapidly and some few 
have made the prediction that it may 
possibly supplant satin when this 
vogue has spent itself. Mocassins 
have not made their appearance in 
this section, but are expected to ar- 
rive about the early part of October. 
Most of the retailers are playing the 
mocassin game with caution and have 
placed their orders for this type of 
footwear very conservatively. 


Retail Trade. Continues Very Good. 
The sale of early fall footwear has 
been very satisfactory according to 
merchants, who point out that real 
business in the fall styles heretofore 
had never amounted to any great vol- 
ume at this early in the season. 

In the new fall styles of low shoes 
the brown calf and kid, with military 
and Cuban heel and welt soles holds 
first place in sales, while in dress 
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Tan oxfords in various shades, but 
particularly in the darker shades, 
with walking heels and welted soles, 
constitute in a majority of the retail 
stores about 50 per cent of the day’s 
business. Black kid and calf have 
had some call in the oxford type, but 
not to any extent. The heavier 
grained style is still slow in the call, 
but little or no business is antici- 
pated on this type of shoe, until the 
cool, rainy, chilly weather approaches. 


Grand Leader Celebrating 29th Anni- 
versary With Large Shoe Sale 


Manager Hinckle of the shoe de- 
partment of the Grand Leader which 
is celebrating its 29th anniversary 
with a tremendous sale, has just re- 
turned from the East where he stated 
that fortunate purchases had en 
abled him to put on a basement sale 
that would be of unusual interest. 
The sale as conducted included 7500 
pairs of women’s new fall footwear 
and the price at which the shoes was 
offered was $2.00 a pair. All the 
shoes it was stated are of a desirable 
style, including tan calf, black calf 
and black kid oxfords and strap 
pumps with Cuban or Baby Louis 
heels. 

Business in dollars and cents was 
ahead of last year, Hinckle stated. 


Sensenbrenner’s Celebrating 10th 
Anniversary 


Sensenbrenner’s are _ celebrating 
their 10th anniversary in their pres- 
ent location with special sales on the 
latest fall fashions in footwear. The 
new patent leather sandals in various 
types as well as one and two strap 
patent pumps. are offered at prices 
ranging from $6.45 to $7.95. Oxfords 
in tan calf, brown and black kid, in- 
cluding patent leather, were disposed 
of at $3.95 in the sale. 


New Oxford at Shoe Mart 


The Shoe Mart is showing a new 
three buckle oxford in patent leather, 
tan calf and gun metal, with mili- 
tary heel and welted sole. This new 
creation is patterned to give it a 
blutcher appearance. The shoe has 
been priced at $6.00. 


COLUMBUS 


shoes the strap effects in low cuts are 
selling well. Black satin with Louis 
heel, patent leather with Louis heel 
and Baby Louis in the black kid, with 
military heel are also selling well in 
the kid. The majority of black straps 
are being sold with two straps and 
turn soles. 

Retail merchants expect that the 
demand for low shoes will decrease 
as the weather grows bad and that 
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Retail Prices Cut 45 Per Cent Here, 
Banker Asserts 


Business in the St. Louis trade ter- 
ritory is “beating back” to normal, 
having apparently reached its lowest 
ebb in July, according to a report 
supplied the American Bankers’ As- 
sociation by John G. Lonsdale, presi- 
dent of the National Bank of Com- 
merce. The St. Louis report is to be 
used in compiling an economic sur- 
vey of the United States for the Los 
Angeles convention of American 
bankers. 

Part of the report follows: 

Price adjustment upon which a re- 
turn to normal demands was undoubt- 
edly predicted has been pretty thor- 
oughly accomplished among St. Louis 
wholesalers. A survey shows ap- 
proximately the following reductions, 
Boots and shoes, 30 per cent; dry 
goods, 50 per cent; groceries, 50 per 
cent; drugs 33 per cent. It is esti- 
mated that in keeping with the whole- 
sale price reduction, retail prices have 
been reduced approximately 45 per 
cent. 

“Splendid crop conditions in all 
stock-raising sections adjacent and 
dependent on St. Louis, especially 
crops for feed, are having a beneficial 
effect on the tone of business.” 


Swope’s Alterations Completed 


Alterations on the second floor, the 
women’s and children’s department of 
Swope’s, have just been completed. 
The entire floor has been redecorated 
in pearl gray and the paneling on 
the pillars extended to the ceiling. 
The fixtures have been especially de- 
signed to harmonize with the decora- 
tions and are finished in gray and 
blue with a circle of polychrome near 
the ceiling. The carpets are a rich 
dark blue velour with the exception 
of the slipper room which has been 
newly installed. Another novel in- 
novation completed in the new plans 
is a ladies’ smoking room also finished 
in gray and handsomely appointed, 
with writing desk, telephone and 
settee, not to mention a smoking set. 

Horace Swope has gone to New 
York, where he will meet his father, 
Meir Swope. They will spend about 
ten days in New York and Brook- 
lyn factories, looking over business 
conditions and the style situation for 
fall and winter. 


the demand then will be for boots. 
Some merchants predict that black 
kid boots will be greatly in demand, 
and that patent leather and brown 
colors will follow the black in de- 
mand. 

In the men’s departments are be- 
ing shown many new styles in the 
new fall oxfords, mostly all these 
styles are made with perforations 
across the tip and around the vamp 
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and carry an extra heavy sole and 
the new stitched flat heel. As to col- 
ors, brown, black and tony red fol- 
low as to demand. It is predicted 
that these same styles in the boots 
will be in demand as the season grows 
late. 

L. P. Warner, who for the past year 
has. had charge of the shoe depart- 
ment for ‘the Morehouse-Martens 
Company, has resigned his position 
with this company and will go on the 
road selling a line of misses’, chil- 
dren’s and growing girls’ shoes. He 
will carry Eastern made lines and 
will cover all of Ohio and Michigan. 
Mr. Warner expects to be out on his 
territory by the last of the month. 
The managers of the different de- 
partments of the Morehouse-Martens 
Company tendered Mr. Warner their 
best wishes in his new venture. 


Columbus Shoe Man Dies 


In the death of William A. Miller, 
president of the H. C. Godman Co., 


Improvement in Men’s Business 


One of the outstanding features of 
the retail shoe trade in Milwaukee in 
the first week of Autumn is the im- 
provement in buying by the men. 
There are a number of reasons for 
this. Men, as a rule, bought some 
low shoes last spring and waited until 
these were worn out before buying a 
high shoe for fall and winter. Others 
have worn out their oxfords and find- 
ing dealers offering clearance sale 
prices on low cuts, are buying another 
pair, and sometimes two. The possi- 
bilities are that these buyers will pur- 
chase a pair of boots when cold 
weather sets in. Another reason for 
betterment is that local dealers have 
been making a strong effort to interest 
the men and are just getting some 
results. 

Men’s trade, of course, must im- 
prove a great deal more before the 
condition of business in this line can 
be said to be truly satisfactory, but 
there seems to be no question that an 
impression has been made and im- 
provement on an accentuated scale 
may be looked for from now on. The 
big handicap is that quite a large 
number of young men who formed 
the bulk of a new class of customers 
for the better grade and style of shoes 
in the last three years are now of 
sharply reduced income and perhaps 
worse off as retail customers than be- 
fore the golden days of the war and 
immediate post-war period. This, 
however, is one of the penalties of a 
period of readjustment. 


Style Trend in Women’s Shoes 


Ladies’ trade is progressing favor- 
ably, and especially the younger set 
is buying readily, although their pur- 
chases do not embrace so many pairs 
as last year at this time. The bulk 


BOOT AND SHOE RECORDER 


Columbus loses more than a success- 
ful manufacturer and business genius. 

Remembering his generous but mod- 
estly administered charities and serv- 
ice to his fellows, the city most 
mourns the man. 

Sounding the highest note in the 
relations between employer and work- 
er, Mr, Miller introduced the per- 
sonal equation in dealing with the 
men who served him. No member 
of the establishment of 3000 em- 
ployees which he had built up at the 
time of his death but felt that this 
man was friend as well as employer. 
To his kindly interest in their finan- 
cial welfare many of his employees 
now owe the fact that they are es- 
tablished in life. His life itself is a 
Labor Day sermon. 

Mr. Miller had not taken an active 
part in business for the past five 
years, having had the foresight to de- 
velop an organization, headed by his 
son, Mr. Fred A. Miller, to carry on 


MILWAUKEE 


of the demand is for pumps and ox- 
fords and high cuts are moving slow- 
ly. In the low cuts, the best call is 
for sturdy styles for the street, which 
involves a great many pairs of brogue 
effects with low heels, in calfskins, 
brown and black. For dress wear, 
the patent leather pump with the full 
Louis or baby Louis heel is gaining 
favor. Good sales, however, are being 
made of brown, black and gray suedes 
and satins. The strap is still in favor, 
but there seems to be an unmistakable 
trend toward tongue effects to the de- 
triment of straps. 


Will Women Like Velvets? 


Milwaukee shoe merchants are 
watching closely the advent of the 
velvet shoe, as predicted by Paris and 
the East, and are prepared to step 
in for stocks in moderate quantities 
when the new vogue reaches the 
Middle West. Showings of fall gar- 
ments by women’s wear shops in Mil- 
waukee so far stress the velvet ma- 
terial, thus laying the ground work 
for a healthy call for velvet pumps 
for dress wear. 


Milwaukee Retail Shoe Dealers’ Asso- 
ciation Opens Fall and Winter 
Season 


The Milwaukee Retail Shoe Deal- 
ers’ Association will hold the first 
regular monthly meeting of the 1921- 
1922 fall and winter series on Thurs- 
day evening, Oct. 6, in the directors’ 
room of the Milwaukee Association 
of Commerce, according to notice is- 
sued to members by President Otto A. 
Hensel and Secretary William J. 
Wuerl. The call is a rousing one and 
beseeches the members to “stir thy 
lethargy” after the summer vacation. 
No meetings were held in July, 
August and September, although the 
first annual family outing of the as- 
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the enterprise he had founded. 

Mr. Fred A. Miller, vice-president, 
and for the past fifteen years gen- 
eral manager of the H. C. Godman 
Company, will succeed his father as 
president of this concern. 

The past ten days has seen another 
of this city’s leading business men 
taken from among us by the death 
of Mr. Z. L. White, president of the 
Z. L. White Company, one of the’ 
largest department stores in this 
city. Mr. White’s rise from a humble 
beginning to the present establish- 
ment that bears his name, reads like 
a page from “Mid Summer Night’s 
Dream.” Mr. White started his busi- 
ness career as a clerk in a country 
store and by saving a small sum he 
was able to start in business for him- 
self. After years of trials and tribu- 
lations the present company stands 
forth as a monument to the Christian 
principles of this man who has gone 
forth to his last resting place. 


sociation members and employes took 
the place of the July meeting. A big 
year’s work is being mapped out by 
President Hensel and the directors. 


G. R. Kinney & Co. Manager Returns 
to Milwaukee 

C. F. Cook, who was transferred 
from the Milwaukee store of the G. 
R. Kinney & Co. group last October 
to take charge of a new branch store 
established by the Kinney Company 
in Madison, state capital of Wiscon- 
sin, is back in Milwaukee as manager 
of the store at 211-213 Third Street, 
where he formerly officiated as assist- 
ant manager. His place at Madison 
is taken by S. E. Bradley, who comes 
from the Regal Shoe Stores organiza- 
tion at Milwaukee. 

New Salesman for Menzies 

Lawrence E. Calvey, for twelve 
years associated with M. Fitzsimmons 
& Sons Co., a leading shoe store at 
Fond du Lac, Wis., has left retail 
selling to go on the road for the Men- 
zies Shoe Co. of Fond du Lac, one of 
the big factors in the men’s shoe pro- 
ducing business in the Middle West. 
He will travel in Wisconsin. 


Milwaukee Now Works on Standard 
Time 

Milwaukee went back to standard 
time at 2 a. m., Sunday, Sept. 25, and 
all stores, factories, offices and other 
working places are now opening and 
closing an hour later. Since April, 
daylight saving schedules have been 
the rule under the authority of a local 
ordinance modeled after the Chicago, 
Boston, New York and other big city 
laws. The advanced schedule will 
again go into effect in April, 1922, it 
having worked out very satisfactorily 
and causing practically no complaints 
after a fair trial. 

(Continued on page 111) 
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AYER TANNING CO. 
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MEN’S SLIPPERS 


READY NOW FOR SHIPMENT 


THE WIDE RANGE OF STYLES AND 
PRICES OFFER EVERY OPPOR- 
TUNITY FOR RIGHT 
SELECTION 





No. 1200 


Chocolate Vici Tan, Opera, Turn, No. 1200—Men’s’ Brown Vici 
Full Kid Lining. Turned Everet $2.25 
$2.50 No. 1202—Men's gus 


You’ll find us the Turned Everet 

No. 1201—Men’s’ Brown Vici 
headquarters for Turned Opera $2.25 
slippers of every 
kind and descrip- 
tion—Write us your 


needs — 














No. 800 
(Wide Last) 


Brown Machine Sewed ——. 50 Chocolate Tan Machine Sewed 
F Everet $1. 


No. 
Black Machine sSeue Everet. 
$1.50 


EVERY STYLE 
IN STOCK 


Chocolate Vici Tan Everet, Turn, 
Kid Quarter — Saas Lining. 





CHIPMAN, HARWOOD & CO. 


564 Atlantic Ave., Boston, Mass. 
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Traveling S hoe Salesman“ MA 2 
Who Has Made Good 


WE WANT YOU! 


AMAIA 


HI 





It is our immediate purpose to weld to- 
gether an all-star aggregation of live 
wires—men who sell shoes big! We're 
a strongly-established firm, manufactur- 
ing men’s high-grade shoes. We are 
going out after a lot of new business. 
We realize that the men who can get this 
business for us are the ones who have 
formed the “big money” habit—men 
who are fighters—not slackers. 


If you are one of these men, let us know 


it. You will find us big fellows too 
and our line a humdinger. 


The following territories can be given 
out: 

Arkansas and Nebraska, Arizona, Cali- 
fornia, Chicago, Colorado, Illinois, In- 
diana, Iowa, Louisiana, Minnesota, 
Missouri, New Mexico, New York City, 
New York, Ohio, Pennsylvania, Utah- 
Idaho, Washington-Oregon, and Vir- 
ginia. 


Send along your story; we’re mighty keen to hear it—the bigger it is the better we'll 
like it. Our proposition will measure up to it. Address 


Opportunity 
c/o Boot & Shoe Recorder 
207 South St., Boston 
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Civilian shoes are made with an under- 
standing of the present-day requirements 
of men. They are shoes of attractive ap- 
pearance, solid construction and reason- 
ably priced. Civilian shoes promise large 
turnovers and interesting profits. Try 


them today. 


Stock No. 105—Civilian 
Goodyear Welt. Mahogany 


Bal, ‘‘Yale’’ 


Last, Single 


Sole, Goodyear Wingfoot 


Rubber Heel. 


wide. 


4 and 5 


Stock No. 112—Civilian 


Goodyear Welt, 


Kid, Whole Quarter Blu. 
‘Doc’ Last, Single Sole, 
Goodyear Wingfoot Rub- 


ber Heel. 3 wide. 


DELIVERIES ON DAY ORDER IS RECEIVED 


Ask for our catalogue 


CIVILIAN SHOE CO. 


WARD HILL, MASS. 
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Gradual Improvement Is Noted in 


Leather Market 






Increased Demand Develops for Side Leather and Heavier Grades 
for Staple Shoes—Sole Leather Business Still Dull, 


Gradual improvement continues in 
the upper leather market with fair- 
sized sales made at full market prices. 
Trade is expanding and the call is im- 
proving for leathers which go into 
the cheaper grades of shoes. There 
is more *business in side leathers and 
the heavier grades for staple shoes, 
but at the same time, there is good 
regular demand for the best grades 
of calf and kid. 

Less favorable reports come from 
the sole leather market, and tanners 
still complain of dullness. The prin- 
cipal call is for heavy sole leather of 
the better grades, which is well sold 
up to tannery receipts on the stand- 
ard tannages. Quotations are firmly 
held on the new receipts from the tan- 
neries, but the lighter leathers are in 
considerable surplus and prices de- 
pend upon the conditions of the sale. 

That prices all along the line have 
reached a stable rock bottom basis, is 
evidenced by the fact that tanners 
and manufacturers complain there is 
little money in the business to-day, 
and that they are not making suitable 
profits. The curtailment of produc- 
tion of the last two years, together 
with the deflation and liquidation of 
stocks, leaves the business on a 
healthier basis. The outlook is for a 
good trade through the fall months 
and while buying has been on a close 
hand-to-mouth basis, this will un- 
doubtedly broaden out into placing 
contracts as formerly under normal 
conditions. 


Calf Leather 


There is a good call for high grade 
leathers at prices which have pre- 
vailed for some months. The top 
grades of colors and Scotch grain 
bring 55 cents per foot and downward 
according to quality. The medium 
grades of calf range from 45 to 50 
cents and 35 to 40 cents for the lower. 
Considerable snuffed stock is being 
taken at prices from 25 to 38 cents. 
Blacks usually run 5 cents lower ac- 
cording to grade. A good call con- 
tinues for black suede. Suede leather 
continues very popular and some of 
the tanners doing large business in 
this are now also having an exten- 
sive trade in Scotch grain in black 
and colors. The grain leathers are in 


excellent demand. 


Side Leather 


The market has improved per- 
ceptibly during the past few weeks, 
and there have been some sizable 
especially on snuffed colored 
Grain sides are also being put 
out in imitation of the new calf 
grains. Full grain colors in side 
leather are quoted from 28 to 30 
cents per foot for the best selections, 
22 to 26 cents per foot for the medium 
and down to 18 cents according to 
quality. Blacks range from two to 
three cents lower according to grade. 
There is a good call for veals, kips 
and elk which increases as the makers 
of staple shoes become busier. 


Patent Leather 


The call continues to improve in 
the domestic market. There is also a 
little inquiry from abroad. Previous 


sales, 
sides. 


However—Outlook Good for Fall 


to the slump of a year ago, there was 
a large export business in patent 
leather. For the past six months it 
has been confined chiefly to this 
market. Full grain patent sides con- 
tinue at 40 to 43 cents for the best 
grades. Medium brings 35 to 38 cents 
per foot and the lower grades, 30 
cents. Snuffed and job lots range 
down to 20 cents per foot. 
Glazed Kid 

A good call continues on the best 
grades of glazed kid and there is also 
much improvement in the call for 
medium selection in color. More of 
the cheaper skins are also being 
moved. 

The factories in Camden and Wil- 
mington are increasing their capacity 
almost daily and look for a continued 
good business. There is virtually no 

(Continued on page 103) 








Comparative Leather and Hide Prices 
; Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.70 a $0.80 
Calf, smooth colored, top grade.. .28a _ .30 1.40a 1.50 45a  .55 
Calf, smooth, black, top grade .. .26a .28 1.30a 1.40 40a_ .45 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 25a 82 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ..... Kicee <a <ce 90a 1.00 35a .45 
Bs ORI TIO, i666 6dcscccewce 24a .26 65a .70 24a .26 
Kid, colors, best fancy ......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade .......... 33a 85 1.35a 1.60 70a .80 
Kid, black, top grade .......... 28a .80 1.35a 1.50 60a .70 
Kid, medium, colors ............ 20a .24 -70a 1.10 40a .60 
Kid, medium, DIGEK ......<d0cc0 1ga 2 60a 1.00 20a «50 
ee Rea baie. tis 6s 06a .12 20a .36 10a _ .20 
Chrome patent sides .......... 25a .30 85a 1.05 35a  .43 
Sole Leather (price per pound) 
I BU, 26 6.5.6.0:4:80.00000.5400 22a. 33 56a .58 34a 
WME hdth dds ddcsicsassceuaneae ro a . ar 46a .50 
SS eer ree 38a 389 92a .95 55a «58 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use .... ...a .48 1.15a 1.25 70a .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ......... -a 18% 52a  .55 coc 6 
Heavy Texas steers, for sole 

IES (2 sca eat nyelaiersis. 4546 mck. -a 18: a wae woot 26 
Light native cows, for side upper 

| ERE eee aa ee pom aah ‘na. ae -.-a@ 11% 
Branded cows, for light sole : 

Ss chnvadeesioas sia aeis.aiese seam ~ STS ae 2 ma. Ve 
No. 1 buffs for heavy upper and 

Ore wo 2S 45a .50 06a .07 
No. 1 Chicago City calfskins, for 

fine calf leather .......ccccee 0 ag 80a 1.02% lé4a- .20 
Kips for upper leather ......... 00 & 16% 65a .80 12a «18 
B. A. hides, for hemlock sole 

MOND Foebde 6 eke sccsccee ss «se a .30 42a .46 14% a .15 











Millions of farmers 
know this honor-mark 
of quality—the famous 
“U. S.”’ Seal. Look for 
it whenever you buy 


rubber footwear. 


The “ Pitch-forward”’ 
leg—Instead of being 
built straight up-and- 
down, the leg is pitched 
or inclined forward. So, 
instead of sliding and 
chafing at every step, 
it allows the utmost 
freedom of motion. 


At the Instep—8 lay- 
ers of fabric and tough 
rubber mean long life 
combined with 
perfect flexibil- 

ity. 
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‘US 


Flanged Sole — Extra wear 
is guaranteed by this extra 
heavy flanged sole. It con- 
sists of a solid single piece of 
rubber that runs clear from 


toe to heel. 


Seventy-five years of experience are behind the 
“U.S.” line of rubber footwear. It is complete with 
a type for every need — all built in the same rug- 
ged, reliable way — for men, women and children. 


United States Rubber Company 
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99 e 
Boot 








Note the special 
“ Rocker’ last-See 
how thefootof the 
boot curves up to- 
ward the toe in- 
stead of lying flat. 
This means that 
in walking the 
boot rocks for- 
ward without ex- 
cessive wrinkling 
at the instep. 




















This “spike” side stay, 

backed by the broad 

collar with 6 extra lay- 

ers of rubber and fab- 

ric, keeps the boot up- 

right and springy — 
prevents . sagging 
down around the 
ankles. 


11 layers here! 

Right back of the 

heelis where lots of 
boots give way. The 
“U.S.” Boot has 11 
thicknesses at this point! 
It’s built so as to hug 
the heel properly and 
prevent chafing. 


The heel of the “U. S.” 
Boot has an extra broad 
tread, of highest quality 
rubber. 








Look for this seal on all 


“U. S.” Rubber Footwear 





October 1, 1921 
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October Is Gaiter Buying Time 


New 1921-1922 Models Make Their Appearance—Women’s 
Four-Buckle Gaiters Will Be Popular Sellers—Put 
““Pep’’ Into Your Rubber Business—It Pays 


October is the time when the great 
majority of dealers are placing their 
orders for gaiters if they have not 
already done so. These orders are 
not only for light, but for heavy 
stuff. The year before last, gaiters 
went big, but last year they did not 
move so well, on account of the scarc- 
ity of snow. It takes a few snow- 
storms to put real snap into gaiter 
trade. 

Dealers were very slow in order- 
ing gaiters during the fall and win- 
ter of 1920, and with the big public 
demand of 1919-1920, stocks in the 
stores are very light. With the 
leather footwear leaning strongly to- 
ward oxfords it looks as though gait- 
ers would enjoy a big demand. Those 
among the public who bought them 
two years ago and who wore them on 
rare occasions last year will find that 
these gaiters are now pretty well 
worn out and will buy a new pair. 
And this new pair will be built 
on strictly new lines, as the gaiter 
like all other footwear types, is ever 
on the advance in style and construc- 
tion. 

New Laced Gaiter 


One of the new models is a laced 
gaiter which is intended particularly 
for the high-class women’s trade and 
is designed for wear with evening 
slippers. The lady of fashion, with 
feet daintily shod, can slip into these 
gaiters easily and pursue her course 
along slushy streets if need be with 
the knowledge that when she arrives 
at the party or theater her beautiful 
shoes and hosiery are unmarred. 
Moreover only a minute’s time is re- 
quired to remove her outer footwear 
wrappings. 

Men’s Heavy Gaiters 


There is also the heavy fabric gaiter 
for men’s wear on which the dealer 
can do a good business. This is 
made in a three- to six-buckle pattern. 
It is widely used by linemen, chauf- 
feurs, postmen, railroad men and out- 
door workers generally. It is not 
only a heavy, but a warm gaiter. 

Another gaiter for men that is ex- 
tremely popular as a country proposi- 
tion is a four or six buckle rubber 
model, which is warmly lined, ex- 
tremely durable and slips on over the 
shoe. One of its strong selling points 
is that it can be easily cleaned, and 
when used for barnyard, or work of a 
similar nature, this feature is an ad- 
vantage. A cloth gaiter, while just 
as warm and durable, would get dirty 


and its cleaning and de-odorizing 
could not be so easily effected. This 
rubber gaiter makes a tremendous 
hit out in the country. 


Four-Buckle a Favorite 


As to the popular height for 
women’s gaiters, a rubber man pre- 
dicts the four-buckle as the 1921-1922 
favorite. The “six-buckle,” said this 
authority, “is a difficult proposition to 


A man’s heavy gaiter with fleece-lined 
rubber top 

fit. It will not buckle over a stout 

leg. Taking into account the new 

skirt lengths and the good fitting 


qualities of the four-buckle style, it - 


would seem as though the latter will 
be the biggest seller.” 

In children’s lines, there is the all 
rubber top gaiter with a moire silk 
effect worked into the rubber. 

All in all, the gaiter end of a retail 
shoe merchant’s business is a big 
money maker if he will but put a 
little “pep” into the proposition. 

Among the other goods on which 
the factories are busily supplying on 
orders are the canvas shoes for gym- 
nisium and basketball year. It is a 
bit too early yet for very large order- 
ing on the other lines. 

Interpreting Raw Rubber Prices 

“In giving plantation Para, and 
other rubber quotations, it is well 
to remember at least one fact,” 


said a rubber salesman recently, 
“that while crude rubber prices are 
a considerable factor in the price 
of the merchandise into which the 
raw product is finally converted, 
a comparison is often made _ be- 
tween these crude rubber prices and 
the finished product. It should be re- 
membered that before the crude rub- 
ber can be used in the factory, there 
have accumulated many labor costs 
made necessary by the proper treat- 
ment of the raw product.” 

Factory buying of late, while not on 
a heavy scale, has been of sufficient 
importance to impel dealers to come 
into the market for plantation rubber 
in spot and nearby positions. This 
show of interest has stiffened the 
views of holders and prices have been 
raised at least a quarter of a cent, 
with the trend toward still higher 
levels. Recent business was reported 
to have been done at 14%%c. for ribbed 
smoked sheets on spot and for Sep- 
tember delivery and at 14%c. for Oc- 
tober-December. Paras were steady 
and unchanged, though without much 
action. 

Rubber Quotations 


Para—Up-river, fine 
Up-river, coarse 
Island, 
Island, coarse 
Caucho, ball, upper 
Caucho, ball, lower 
Cameta 

Plantation—First latex, crepe. 

Brown crepe, thin, clean 12 
do do, rolled 

——— 1 


*Centrals—Corinte 

*Esmeralda 
*Mexican scrap 
*Guayulo, wet.......... 
*Guayulo, dry 
*Balata, block, Trinidad 
*Balata, block, Colombian.. .. 
*Balata, Panama 
*Balata, sheet 


Scrap Rubber 
The little demand reported is main- 
ly for boots and shoes, the market for 
which is fairly steady. 


Arctics, 

Arctics, untrimmed.... 
Tires—Automobile 
Bicycles, pneumatic.... 
Inner tubes, No. 2 
Hose, steam, fire 
Inner’ tubes, No. 1 


(Continued from page 101) 
change in prices of kid. The range is 
very wide, running from 90 cents per 
foot for the choicest and down accord- 
ing to quality. Best medium skins 
bring 40 to 60 cents and the cheaper 
leathers range from 30 cents per foot 
and downward. 2 
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U.S. Army 


Auction Sales 


NEW CUMBERLAND, PA.—Oct. 6th 
CAMP GORDON, GA.—Oct. 14th 
ST. LOUIS, MO.—Oct. 13th 
NORFOLK, VA.—Oct. 18th 


TERMS OF SALE: 


20% of bid payable at time and place 
of sale; remainder in 10 days. All 
materials sold f.o.b. point of storage. 
Here are a few representative items: 


59,000 Pairs of Shoes 

16,500 Hammocks 

35,000 Saws 

45,000 Spades and Shovels 
128,800 Angle Posts 
100,000 Knives and Forks 
303,000 Wool Stockings, New 
32,000 Pairs Drawers 

25,000 Undershirts 

2,350,000 Ibs. Dehydrated Vegetables 


And there are countless other items in 
large and small lots that will be equally 
interesting to you. 


M. 


TEXTILES, MACHINERY and EN- 
GINEERING MATERIALS, 
LEATHER and HARNESS, SUB- 
SISTENCE, GENERAL SUPPLIES, 
etc., will be sold at above places by 
public auction on the dates named. 


Write for catalog of all items to be sold 
to: 


Surplus Property Officer 
at:— 
ARMY SUPPLY BASE, 
1st Ave. and 59th St., Brooklyn, N. Y. 
for saies at:— 
NEW CUMBERLAND, PA., and 
NORFOLK, VA. 
at:— 
CANDLER WAREHOUSE, 
Atlanta, Ga. 
for sale at:— 
CAMP GORDON, GA., and 
at:— 
1819 West 39th St., CHICAGO, ILL. 
for sale at:— 
ST. LOUIS, MO. 


FOX & SONS CO. 


OFFICIAL AUCTIONEERS 


ATTEND THESE SALES 
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MARKET CONDITIONS DiS- 
CUSSED 


Craddock-Terry and Witt Salesforces 
Hold Convention 


Market conditions as they affect the 
shoe industry and the sales policies 
of the Craddock-Terry and George D. 
Witt Companies were discussed re- 
cently by the heads of the organiza- 
tion before the salesmen of the two 
companies who met for their semi- 
annual conference Sept. 19 at the 
Virginian Hotel. 

The need for working in coopera- 
tion with the factory organization 
was brought out by Charles Craddock 
while T. M. Terry spoke on credits 
and collections. John W. Craddock, 
president. of the Craddock-Terry Com- 
pany, spoke on the conditions of the 
market and expressed the opinion that 
he believed prices in the shoe industry 
had stabilized. for several months at 
least. 

W. F. McElroy of St. Louis, vice- 
president of the McElroy-Sloan Com- 
pany of that city which is a part of 
the Craddock-Terry chain, also spoke 
to the salesmen and in the afternoon 
conference held by the men at their 
respective houses he went over with 
them the lines made at the St. Louis 
factories. 


Tribute to George R. Harsh 


Before lunch was served at one 
o’clock at the Virginian the salesmen 
paid a tribute to the memory of 
George R. Harsh of Milwaukee, vice- 
president- of the Harsh-Chapline 
branch of the organization who died 
several weeks ago. 

The general trend of the meeting 
was to convince the salesmen that 
since their sales had caught up with 
and passed the output of the factories 
it was up to them to sell goods that 
still remain in stock. 

No novelties have been introduced 
into the lines that the two companies 
will show for the spring season. One 
and two strap pumps are leading in 
the styles for women. Pumps with 
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walking heels in light and dark tan 
will be shown with button and buckle 
straps. Dress pumps, are in patent 
and dull kid as well as in tan will 
have the baby Louis heel. Of the few 
boots in the line only one model 
carries the French heel. The dress 
shoes for men show a trend toward 
black in both oxfords and high shoes 
which are made up with and without 
wing tips. 


MITCHELL WITH LA CROSSE 


I. Carl Mitchell started Sept. 12 
with the La Crosse Rubber Mills Com- 
pany’s line of tennis and basket ball 





I. CARL MITCHELL 
With the La Crosse Rubber Mills Co. 


shoes for at once delivery. Mr. Mit- 
chell will cover the same territory 
he has had for the past three seasons 
—Southeastern Indiana. 


Fleming with Lounsbury-Soule 


H. W. Fleming will cover Mary- 
land, Virginia, West Virginia, North 
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and South Carolina and Tennessee for 
the Lounsbury-Soule Co., Stamford, 
Conn. Mr. Fleming made a recent 
call at- the New York office of the 
RECORDER with a letter of introduction 
from Norman K. Winston, the Presi- 
dent of the Lounsbury-Soule Co., 
which shows the confidence in which 
he is held by his firm. The letter is 
in part, as follows: 

“Mr. Fleming comes to us with a 
complete knowledge of the comfort 
shoe business, due to twelve years’ 
experience in the custom and last de- 
partment of Coward’s. 

Mr. Fleming’s training will stand 
him in good stead in the promotion 
of the Dr. Kahler line. 


THE J. & K. SALESFORCE 


The salesmen’s roster of the Julian 
& Kokenge Company and territories 
which they are now covering is as 
follows: 

L. G. Arens, The West; S. S. 
Brewer, Alabama, Kentucky and 
Tennessee; George Berkowitz, New 
York City; Perez Falk, Oklahoma; 
H R. Harner, Michigan; C. M. Her- 
ring, Pennsylvania, Virginia, New 
Jersey, Maryland and Delaware; 
Elmer Kokenge, Iowa, North and 
South Dakota; Louis Kull. Cincinnati 
and vicinity; H. N. Lape, large cities 
of Kansas, Missouri, Oklahoma, and 
Denver, Col.; C. F. Mahar, Florida, 
Georgia, North and South Carolina; 
Carl B. Mason, California, Arizona 
and New Mexico; H. C. Mayers, Ohio 
and West Virginia; Charles H. Miller, 
New England States; Charles S. 
Mueller, Illinois; S. R. Murphy, Can- 
ada,.Chicago and large cities in Iowa; 
Harlan Rhoads, Indiana; F. M. 
Samuels, Arkansas, Louisiana and 
Mississippi; H. B. Sanford, The East; 
Richard Stix, Texas, Southeast New 
Mexico and a few towns in Oklahoma; 
C. R. Terry, Minnesota and Wiscon- 
sin; J. J. Terry, Kansas and Missouri; 
F. C. Tucker, assisting Mr. Sanford 
in the East; John J. Walsh, large 
cities in Alabama, Kentucky, West 
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ATENT 


Will give satisfactory service in your shoes 
under every kind and condition of 
weather. Try some. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 




















FISHER ia 


No. 059—Ladies’ Plain 
No. 063—Ladies’ Tip Toe Bal 


Polish Our Ladies’ Plain Toe Bal is 
While the last over which distinctly a comfort shoe. It 
this shoe is made is fashioned is made on broad common 
on easy lines, our Ladies’ Tip sense lines with either lea- 
Polish is not barren of style. ther or rubber heels and is 
This model can be furnished certain to appeal to the woman 
with a plain toe if you prefer. oo. must have comfort and 

service. 





FOR every woman who buys a pair of alone. The substance furnished by 

the “latest” shoes, there are two staples is necessary. FISHER’S new at- 
women who buy common sense shoes. tractive booklet will interest you. Ask 
Your business cannot thrive on fads for a copy. 


ala alata lala ls alata lataiels ictal aiols Pept 


oA Pisner M25 il 


LYNN, MASSACHUSETTS 
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Virginia, Tennessee and Mississippi; 
also New Orleans; and F. A. Werner, 
England. 


N. P. Merrill in Detroit 


N. P. Merrill who covers the Middle 
West for Bliss & Perry Company of 
Newburyport, was hastily summoned 
from his Melrose, Mass., home re- 
cently to attend a convention of retail 
shoe merchants at the Hotel Statler, 
Detroit. Several of his customers 
were anxious to see his new line. 


McCabe with Moore-Shafer 


E. F. McCabe, secretary-treasurer 
of the Central Shoe Salesmen Travel- 
ers’ Association of Kansas City, called 
at the office of the RECORDER recently 
and stated that he had recently made 
arrangements to carry the Moore- 


Photo by White 
E. F. McCABE 
With Moore-Shafer Shoe Co. 


Shafer Shoe Co.’s line of Brockport, 
N. Y. Mr. McCabe started on his 
trip Sept. 25 and will cover Kansas, 
Oklahoma, Texas, and Arkansas. He 
formerly sold the A. J. Bates Co.’s 
line. 


Cummings “Hits the Trail” 


George Cummings who travels for 
The Wise & Cooper Company was 
recently seen at the South Station, 
Boston, headed for Detroit, where 
prospects for this season are excel- 
lent. In addition to his good sales- 
manship, George is a philosopher and 
generally has some words of wisdom 
to distribute. When met by National 
Secretary Delaney en route for the 
West, he remarked. “My idea for the 
revival of confidence is a fair profit 
all around to manufacturers, sales- 
man and retail merchant. We should 
not gouge at either end.” 
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Sol Gardner in South 


Sol Gardner is now in Southern 
territory with the R. P. Hazzard 
Company line. He has made South- 


Photo by White 
SOL GARDNER 


ern territory regularly for some time, 
so that his trip into the cotton coun- 
try now is but another peg in his 
service plan of being on the field 
ready for orders all of the time. 


Hickman Leaves for Trip 


J. J. Hickman of Chicago was a 
visitor in Boston recently having run 
East to line up his samples for his 
spring trip. Mr. Hickman is the 
Michigan and Ohio representative of 
the T. D. Barry Co. of Brockton, 


Photo by White 
J. J. HICKMAN 
With the T. D. Barry Co. 


having been connected with this con- 
cern for some years. Mr. Hickman 
left Boston Saturday, Sept. 17. to open 
up in Detroit. 
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Lipscomb with J. E. French 


J. E. French Co. will be repre- 
sented in the South this season by 
C. E. Lipscomb, who formerly repre- 
sented this concern and has now lined 
up again to promote J. E. French 
shoes in the Southland. 


Supple Travels by Auto 


Gilbert Supple hopped into his new 
automobile and left Boston Sept. 9 
with a full line of men’s, women’s and 


_ boys’ shoes of the Emerson Shoe Co. 
-He made at once for Cook County, 


Ill. For the past three seasons Mr. 
Supple covered New England terri- 
tory with the Emerson line. Mr. 
Supple graduated from Harvard Col- 
lege in 1918, but even in his college 
days the shoe game appealed so 
strongly to him that he sold shoes 
in two of the leading shoe depart- 


Photo by White 


GILBERT SUPPLE 
With Emerson Shoe Co. 


ments of Boston. When the World 
War took place, he joined the Navy, 
and on his discharge from the ranks 
of Uncle Sam’s sea force, he took a 
position in the export department of 
Rice & Hutchins, Inc. Gilbert is a 
brother of Frank Supple, who covers 
Pittsburgh and Western Pennsylvania 
for the Emerson Shoe Co. 


Walk-Over Men at Clam Bake 


One hundred and fifty Walk-Over 
salesmen, department heads and 
superintendents attended the annual 
clam bake given by Salesman Doc 
Smith at his camp on Lake Assa- 
wompsett, Lakeville, last Wednesday 
evening. The bake was prepared by 
“Doc” and his assistants from Middle- 
boro and Campello and was voted the 
best ever. After the bake an informal 
community sing was enjoyed. The 
trip was made in chartered automo- 
biles. 





A Thoroughbred of Style 
for Fall Wear 
with the 
“OVALOID” 


Lacing Hooks 


6 ” ° e ahs, 4 
100% American” =~ 


ae A 


Bo 


: " s " a 
is 


by 

i Pas . 

De As PRPS AS 
> 4 











October 1, 1921 


ON THE JOB OCT. 1 


Oct. 1 found the following Robert 
Wise Co. salesmen in their territories 
as follows: 

F. X. Owens, special accounts in 
the larger cities; F. Yates, Ohio, 
Michigan, New Jersey and Pennsyl- 
vania; J. R. Clauser, Pacific Coast; 
B. McWhirter, Texas, Louisiana, 
Mississippi and New Mexico; Art. 
Luft, Minnesota, Wisconsin, North 
and South Dakota; B. E. Sims, Iowa, 
Nebraska and Missouri; W. D. 
Snyder, Indiana and Illinois; N. 
Sachs, Maryland, West Virginia, 
Connecticut, Pennsylvania, Virginia 
and New York; S. Gardner, Kansas, 
Arkansas, Oklahoma and Missouri, 
and C. H. Phillips, Florida, North 
and South Carolina, Tennessee and 
Georgia. 


Edward Andrews’ Mother Dead 


The many friends of Edward J. 
Andrews who will cover New Eng- 
land this season for the Royal Shoe 
Co., will be grieved to hear of the 
death of his mother, Mrs. Mary Ellen 
Andrews,: who passed away at her 
late home, 77 King Street, Dorchester, 
Mass., on Sept. 16. Mrs. Andrews was 
69 years of age. She was born in 
Abington, Mass and came from one 
of the oldest families in that section, 
her grandparents being among the 
early settlers. She was held in high 
esteem by a large circle of friends. 
Among the many floral tributes was 
a pillow from the Boston Shoe Travel- 
ers’ Association, of which society Mr. 
Andrews is a member. Flowers were 
also sent by shoe travelers from out- 
side the Boston district and by other 
friends of Mr. Andrews in the shoe 
trade. Besides her son, Mrs. Andrews 
also leaves a daughter. 


Predicts Scramble for Shoes 


After a six weeks’ trip to the 
Lakes and a run down on the farm 
in Kentucky, “Jim” Stoner who 
travels for Boyd-Welsh Shoe Co. is 
back on the job again and is busy 
taking orders for at-once business. 
“Heavy business is being placed on 
satins, patent and suedes in fancy 
strap effects, and I believe that as 
soon as sizes are broken, there will 
be a scramble for saleable mer- 
chandise,” he says. “The merchants 
are ready for new things for Novem- 
ber selling, -especially in beaded 
effects.” 


Roth Men Hold “Pep” Meeting 


The Roth Shoe Mfg. Co. now has its 
salesmen at the factory, so that the 
boys can acquaint themselves with 
the new spring sample line. The 
boys will-also show samples of stock 
shoes of which there are six good 
numbers. 
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A. B. Clark in New York 


A. B. Clark has been given charge 
of the New York City office and a 
large part of Greater New York in 
addition to the work he has been 
doing in New England for the Grieb 
Shoe Mfg. Co. His headquarters in 





A. B. CLARK 


With the Grieb Shoe Mfg. Co. In 
charge of New York office 


New York are at Room 644, Mar- 
bridge Building. In addition to the 
work of selling, Mr. Clark will have 
much to do with the detailed construc- 
tion of the samples and with the selec- 
tion of the lasts and patterns. Louis 





LOUIS KLEIN 


With the Grieb Shoe Mfg. Co. In 
charge of Boston office 


Klein, who for ten years covered New 
England territory for Parker, Holmes 
Co., will assist Mr. Clark in the New 
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England territory and will have 
charge of the Boston office, Room 409, 
183 Essex Street, under Mr. Clark’s 
supervision. 


LAPE-ADLER SALESFORCE 


The roster of the Lape & Adler 
Company salesmen for spring, 1922, 
and territories covered is as follows: 

Dunbar Archer, West Virginia, 
Virginia and Maryland; B. J. Coens, 
Illinois; J. C. Combs, Washington, 
Oregon and California; Ray Glascock, 
Iowa; James Hagerty, Ohio, Pitts- 
burgh, Pa., and Wheeling, W. Va.; 
John G. Honaker, Texas; H. H. 
Lamar, Michigan; Will C. Lape, Ne- 
braska, Colorado, Wyoming and 
Montana; Paul J. Lee, North Caro- 
lina, South Carolina and Georgia; 
Fred A. McGiffin, Minnesota and Wis- 
consin; Phil Miller, New York, Con 
Quinn, Missouri and Kansas; Arthur 
J. Reilly, Pennsylvania; J. G. Spur- 
lock, Oklahoma and Arkansas; J. C. 
Thomas, Indiana, and John A. Walsh, 
Alabama, Kentucky and Tennessee. 





Mrs. Roy Schneider Dead 


Bertha M. Schneider, wife of Roy 
F. Schneider, Pacific Coast salesman 
for John Kelly, Inc., died at the 
Hanneman Hospital, Rochester, N. Y., 
on Sept. 15. Mrs. Schneider has been 
in poor health for several months, but 
the seriousness of her condition was 
not realized by anyone. Her death 
is mourned by a large circle of 
friends. 


Cooper Succeeds Fanning 


Frank C. Cooper of the Order De- 
partment of the George E. Keith Com- 
pany has been appointed salesman 
for Massachusetts and Connecticut to 
replace Frank P. Fanning, recently 
resigned. He has been associated with 
the company since leaving the service, 
and has made many friends among 
his associates. 


Eddleman with Bert E. Drake 


Joseph Eddleman, well-known 
Brooklyn salesman, and formerly con- 
nected with J. Albert & Son is now 
associated with Bert E. Drake Com- 
pany, Inc., with headquarters in the 
Marbridge Building, New York. Mr. 
Eddleman will travel over the same 
territory he formerly covered. 


NOW WITH TOLMAN PRINT, INC. 


Frank E. Cobb, for many years 
identified with shoe manufacturing 
and shoe printing, has engaged with 
Tolman Print, Inc., of Brockton, 
Mass., to sell tags and printing to the 
shoe manufacturing trade. Mr. Cobb 
will cover all of New England, New 
York and Pennsylvania in the inter- 
ests of the Tolman Print, Inc. 
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No. 603 — Genuine Glazed 
Kid Comfort Bal with Leather 
Insoles and Rubber Heels. 
One Width, Sizes 2% to 8, 

$2.65 


No. 606—Same as above, 
box sides 


No. 6O0S—Same as 606, ex- 
cept with tip and % double 
$2.85 


No. 605—Old Ladies 
Kid Bal, Wide Ankle, 
wide last .....$2.65 
No. 607 — Same as 
605, except with box 
aides Sere 


“Selling Is 
Easy at Such Prices” 
—writes a Wobst Dealer 


Los at these prices! Is it any wonder that 
Wobst dealers are cashing in big with these 
Comfort Shoes—that they are finding selling easy? 
You can add your regular margin of profit and still 
be selling at almost bargain prices. 


“Turnover” is what every shoe dealer is after now, 
and these shoes will produce it. Stylish, neat and 
durable—made of the finest select leather and with 
all the flexibility McKay sewing can give—they are 
the best buy on the market according to dealers who 
handle them. 


Send for Sample Dozen Today. 


WOBST SHOE CO. 
Vliet and 4th St., Milwaukee, Wis. 


Also Manufacturers of Comfort Slippers and Felt Shoes. 


In Stock Always 
Ready to Ship 


No, 604 — Gen- 
uine Glazed Kid 
Comfort 8” Bal 
Leather Insoles and 
Cuban Heels. D 
to E Width. Sizes 
2% to 8...$3.25 





Here is a Sales 
and Profit pro- 
ducer for your 
children’s shoe 
department. 


STUDY THE 
PRICES 


Examine the 
shoe and then 
send us your 


trial order. 


This ts a humdinger—but 
you should see the rest of 
the line. 


A REAL WATERPROOF 
SHOE FOR SCHOOL WEAR 


Storm Blucher—Chocolate Elk uppers, solid oak 
outsole, waterproof slipsolee A REPAIRABLE 


STITCHDOWN. 


The two larger runs have 
outside heels. 





Note:—If they bear: the trade-mark bottom stamp, shown 
above, we repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 














Moccasin with Korry Krome Welted Outsole. 
Outsole Goodyear Stitched to Flexible Middle Sole. 
Light and Extremely Flexible. Ideal Play and School 
Shoe for Misses and Children. All Colors. 

Style 221 Sizes 2-6 Price $2.40 


Style 222 Sizes 7-11 Price 2.65 
Style 223 Sizes 12- 2 Price 3.00 


COLLYER MOCCASIN CO. 


245 Burrill Street - = Swampscott, Mass. 
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(Continued from page 97) 
New Repair Shop at Stevens Point 


The opening of a new boot and shoe 
repair shop at Stevens Point, Wis., 
by Frank Silwa caused local news- 
papers to review his interesting his- 
tory, which is that he was left an 
orphan as a baby and started to 
make his own living at 12. When 
19, he lost his left leg in a sawmill 
accident. Since then he followed a 
number of trades, finally becoming a 
proficient shoe repairer. 


New $25,000 Addition for Greenebaum 
Tanning Co. 

The J. Greenebaum Tanning Co., 
Chicago, which operates a_ large 
branch plant in North Milwaukee, 
Wis., is starting work on a $25,000 
addition, to be 45 by 70 feet, of brick 
and mill construction. The work is 
in charge of Vaughn & Meyer, con- 
sulting engineers, Milwaukee. 

Instead of Fire Water a Fire 
Extinguisher 

“This in Wisconsin!” is the heading 
placed over an article by a Milwaukee 
newspaper which describes the experi- 
ence of S. J. Lauersdorf, a prominent 
shoe merchant of Juneau, Wis. While 
returning with his family from a visit 
to Milwaukee, Mr. Lauersdorf’s auto- 
mobile caught fire. Two bottles of 
root beer purchased for the children 
were the only extinguishers available, 
but they did the work of effectively 
quenching the blaze. 


LaCrosse Rubber Mills Expansion 

The LaCrosse Rubber Mills Co. of 
LaCrosse, Wis., one of the largest 
western manufacturers of rubber foot- 
wear, is building a $125,000 addition, 
200 by 300 feet in size, to be equipped 
as a warehouse and a cafeteria to ac- 
commodate its 800 employees. It wilil 
be ready about Nov. 1, when construc- 
tion work will begin on a new chemi- 
cal laboratory, costing about $20,000. 
The cafeteria will seat 1200 persons 
at one time and anticipates enlarge- 
ment of the working force. It also 
provides clubhouse accommodations 
for male and female workers. 


“Help Wanted” in Milwaukee Shoe 
Factories 
“Help Wanted” signs seeking ex- 
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perienced labor are now to be found 
over the employment office windows 
of most boot and shoe factories in Mil- 
waukee. Business has improved to 
such an extent that operations are 
now averaging a little better than 70 
per cent. As a matter of fact, de- 
mands are such that only the short- 
age of competent workers is limiting 
the rate of capacity. When the in- 
dustry was depressed last winter and 
spring, many workmen drifted to 
other trades or to other cities, which 
creates a condition of shortage now 
that factories are getting back into 
their accustomed swing. 


Milwaukee Ass’n of Commerce to 

_ Have Foreign Trade Division 

Of decided interest to the boot and 
shoe industry of Milwaukee—“The 
Quality First Market”—is the action 
of the board of directors of the Mil- 
wfukee Association of Commerce 
ratifying the arrangements for a for- 
eign trade division of the organization 


‘under the auspices of the United 


States Government bureau of for- 
eign and domestic commerce. The 
contract between the association and 
the Government was signed during the 
past week. The foreign trade divi- 
sion will be unger the direction of 
J.J. Blommer, who also is traffic man- 
ager of the association of commerce. 
In accordance with the agreement, 
the facilities and service will be avail- 
able to all citizens of Milwaukee and 
vicinity without charge, and not re- 
stricted to members of the association. 
This is regarded as the most impor- 
tant step yet taken toward rehabili- 
tating the extensive export trade 
Milwaukee industries enjoyed prior 
to the World War. 
Well Known Traveler Passes Away 
John A. Fletcher of Waukesha, 
Wis., for many years representing the 
R. P. Smith Sons Co. of Chicago in 
the Wisconsin territory, died recently 
at St. Mary’s Hospital at Watertown, 
Wis., from the effects of an attack of 
gastritis suffered while calling on the 
trade of that city. Mr. Fletcher was 
62 years of age and had been for more 
than a quarter of a century the Wis- 
consin emissary of the Smith line. 
Funeral services were held at the 
family home in Waukesha. 


DES MOINES 


RETAIL BUSINESS IMPROVES 
Normal Fall Business Begins 


With new fall displays of wearing 
apparel of all kinds the retail shoe 
business in Des Moines has increased 
to normal September basis. The 
Harris-Emery Co.’s head window 
trimmer, Mr. Jack Cameron, who has 
taken the first prize in many national 
window display contests, has in- 
creased the shoe business for the 
Harris-Emery shoe department as 
Well as other shoe stores. His method 
Is showing novelty footwear on his 


fall models. “A different pair for 
every gown,” is his slogan. All fall 
shoes are selling well with the low 
heel, grained patent brogue the style 
leader. 

The Flora boot parlor is using a 
very novel method in naming its 
styles by girl’s names such as “Marie” 
and “Jane” which has attracted the 
interest of avindow shoppers. Clever 
signs that are about five inches by 
two inches in oak frames announce 
the prices with little catch phrase 
selling slogans as “Chic and charm- 

(Continued on page 130) 








Order 
Knough 


Shoes 


Shoe Salesmen are now on the 
road. It will pay you to an- 
ticipate the number of pairs 
you will sell this season, so 
you won’t go short on stock 
when trade is at its best. 











And when you buy, you will 
consider quality, of course. 
Have you thought of the big 
part soles play in quality of 
shoes? Have the salesman 
specify 


Rock Cak” 


Trade Mark Reg. U, S. Pat. Off. 


soles on your large order and 
see how few “come-backs” 
you have from your custom- 
ers on account of shoe bot- 


toms. 


The “Rock Oak” stamp on 
the soles of shoes you sell is 
your assurance of better busi- 
ness—the customer’s assur- 
ance of highest quality. 


We are always glad to co- 
operate with you in obtaining 
better shoes. Write to any of 
our sales offices. 


“Founded On Integrity” 


The AMERICAN 
OAK LEATHER 
COMPANY 


Cincinnati, Chicago, 
. Boston, St. Louis 
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Latest Styles 
in Stock 


Welt 


Ne. B 269—All Patent Colt Oxford, with 
Tips SOE Bleek. Price. .....csccce $5.15 














No. B 266—All Tan Russia Calf, Three- No. B 270—All Patent Colt Oxford, 7/8 
oe og Oxford with Tip, gas Snel Petes $5. 
ee rice 


No. B 267—Same in All Gun et Terms, Net 30 Days 


No. B 264—All Seat ns Calf Gatend “ 
with Tong Red Scotc rain Tip an 
Rote. Toe tad Paee™"98 = Jy, Clark & Nier, Inc. 


No. B einen in All Gun Metal with 
d F % 
Black Scotch Grain Tip an = Rochester, N. 7. 











REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 

of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 

shades: white, ivory, light gray, dark 
It is easily applied—a brush with _— pray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 

. It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Resolutions Adopted by Michigan Retail 





Resolutions. as a matter of habit are a part of the 
proceedings of every state and national convention of 
retail shoe merchants as they are a part of the pro- 
ceedings of many similar organizations. 

Usually the resolutions are read and adopted the 
last act in the afternoon of the last day when only a 
corporal’s guard is present at the meeting. Every- 
body votes in favor of the adoption “of the resolutions 
as read.” ‘Motion Carried.” ‘Resolutions Adopted.” 
“Motions for adjournment now in order.” Everybody 
goes home and nobody ever again thinks -of the reso- 
lutions or the obligations placed upon each member 
of the association to observe and live up to the pledges 
made. 

If every merchant in the United States would place 
in front of him on his desk, over his bed or on the 
windshield of his automobile a copy of the declaration 
of principles adopted by the Michigan Association and 
make them a part of his business, the principles and 
foundations of his organization, he would be a better 
man, a better merchant and better serve the commun- 
ity in which he dwells and from which he obtains his 
livelihood. 

If he would have a copy made for each of his em- 
ployees and impress upon them that these are the 
principles upon which our business rests and have each 
employee carry the message to every customer v’n0 
comes into the store, the road to normalcy would be 
easier and business getting would be attended with 
less strenuous effort and all would be happier and more 
content. 





























Declaration of Principles of the Michigan Retail 
Shoe Dealers’ Association 


The Michigan Retail Shoe Dealers’ Association, in 
convention assembled September 14, 1921, recogniz- 
ing the moral obligation of the retail shoe trade to 
continue, as in the past, the practice of a highly ethical 
business code, officially adopts and publishes its 
declaration of principles to be: 

First: That the public is our master and upon the 
strictest adherence to this principle lies the future 
success of the shoe merchant. That the mission of the 
retail shoe merchant is to study the wants of the 
public and to supply such wants in the most efficient 
manner possible. 

Second: That our advertising should always be true, 
never misleading; always frank and sincere, never 
evasive or exaggerated. 

Third: That efficient fitting of shoes is a health 
service to mankind and should always be maintained 
at the highest standard of efficiency. 

Fourth: That goodwill is a priceless asset. That 
we retail shoe merchants will continue to cultivate the 
confidence of the public by a policy of fair prices, 
honest dealing, and efficient service. 

Fifth: That the greatest business virtue is service. 
That we retail shoe merchants will continue to improve 
our system of service and elevate it to an enviable 
Position in the business world. 

Sixth: That a retail shoe merchant’s obligation to 
a manufacturer should be placed on the same High 
plane as his duty to the public. That an order placed 
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with a manufacturer is a sacred contract that should 
be lived up to even at a time of declining prices or a 
period of depression. 

Seventh: That business honesty is essential to busi- 
ness survival. That we retail shoe merchants will con- 
tinue our unimpeachable honesty in our relations with 
each other and our relations with the Government and 
the public. 


A Resolution in Time of Readjustment 


Resolved, That we will not participate in pessimistic 
gossip regarding business conditions. 

That we will keep silent rather than add momentum 
to unfounded rumors of discouragement. 

That we will consider the problem of readjustment 
a personal problem. 

That we will do the job in hand with energy and 
enthusiasm. 

That we will think more of the day’s work than 
of the day’s pay. 

That even under the most trying conditions we will 
not allow ourselves to lose sight of the fact that 
America is the greatest country in the whole world— 
that American industry will always survive! 


Resolutions 


Whereas, Retail shoe merchants are part of the 
general public and feel our responsibility in serving 
the best interests of the public at large, and 

Whereas, We are convinced that a duty on hides 
would not be of any benefit to the farmer or to the 
general public, 

Therefore, be it Resolved, That the Michigan Re- 
tail Shoe Dealers’ Association are unalterably opposed 
to any import duty on hides or skins. 

%*% %*% * 

Resolved, That the Michigan Retail Shoe Dealers’ 
Association is in favor of a direct tax on sales in sub- 
stitution for the present excess profits and luxury 
taxes. 

* * * 

Resolved, That the Michigan Retail Shoe Dealers’ 
Association formally recognize and highly commend 
the National Shoe Retailers’ Association, its officers 
and directors for the successful achievements of the 
year. 

Be it further Resolved, That we pledge our con-~ 
tinued support to the national association and recom- 
mend to the retail shoe dealers of the State of Michi- 
gan, that they become firm members of the N. S. 
R. A. 

* % * 

Whereas, It has pleased Almighty God to remove 
from our midst a beloved and highly esteemed asso- 
ciation member, George Bode of Freemont, who died 
during the year, 

Whereas, His passing on is a distinct and irrepar- 
able loss to the association and keenly felt by all its 
members, 

Whereas, In recognition of his untiring efforts and 
zeal in the formation and founding of the Michigan 
Retail Shoe Dealers’ Association, and fathering the 
idea of forming a mutual insurance company for the 
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protection and economy of retail shoe dealers at large, 

Therefore, Be it resolved, that the Michigan Retail 
Shoe Dealers’ Association, in convention assembled at 
Detroit, this Fourteenth day of September, Nineteen 
Twenty-One, do express our appreciation for the great 
services he has rendered the association, and recom- 
mend that a copy of this resolution be sent to the 
family of the deceased and spread on the minutes of 
the association. 


Meeting of National Directors 


An important meeting of the directors of the Na- 
tional Shoe Retailers’ Association was held in Chicago 
Thursday, Sept. 22. 

The principal business of the meeting was to go 
over the plans of the National Convention Committee 
and check up on the work that has been done so far 
together with assisting the local committee in out- 
lining their work for the future in preparation for the 
big meeting to be held at the Coliseum in January. 


October 1, 192] 


The directors of the National Association compli- 
mented the local committee on the work already done 
and all went to their homes with a greater feeling of 
confidence in the outcome of the forthcoming conven- 
tion. Those present at the meeting were: President, 
J. P. Orr, Cincinnati; Secretary and Treasurer, F, P, 
Meyer, Danville, Ill.; Secretary Commissioner, T. C. 
Merkle, Philadelphia, Pa.; C. K. Chisholm, Cleveland, 
Ohio; Al Kachinski, San Francisco, Cal.; C. E. Wil- 
liams and J. J. Sennsenbrenner, St. Louis, Mo.; A. H. 
Geuting, Philadelphia, Pa.; Percy Hart, New York 
City, N. Y.; Harry Fontius, Denver; Seaton Alex- 
ander, Wheeling, W. Va.; Roy Stevens, Ottumwa, 
Iowa; E. B. Gildersleeve, Poughkeepsie, N. Y.; K. T. 
Waters, Buffalo, N. Y.; Victor Vaile, Kokomo, Ind.; 
John O’Connor, Chicago, IIl. 

The following members of the local convention com- 
mittee also attended the meeting: A. E. Taylor, 0. 
H. Hassel, F. E. Foster, B. J. Coens and Milo West- 


brook. 








Correct Costume Revue Plan Meets Approval 
of Manufacturers 


Many High Grade Shoemakers Anxious to 
Show New Creations 


The following letter recently sent out from the 
National Convention Committee to leading manufac- 
turers has met with instant response. Approval of 
the plan and suggestions from a large number of 
manufacturers assures the success of this part of 
the program of the 1922 national convention: 

“The committee in charge of the Correct Costume 
Revue of the N. S. R. A. convention in Chicago, Jan- 
uary next, has been at work for some time formu- 
lating plans for what is destined to be one of the 
most important events in the history of the trade. 
This Correct Costume Revue is going to be one of 
the features of the big convention and one of the 
major reasons why a great many retailers will at- 
tend the convention. 

“The committee fully realizes the seriousness of 
its assignment and the great responsibility it car- 
ries in producing a style show such as this. While 
it is recognized that this Costume Revue will have 
a country-wide influence, it is also apparent that 
such influence may be either beneficial or harmful 
to the trade at large. There are a great many angles 
to consider, so before coming to definite conclusions 
the committee feels that in the interests of the great- 
est good for the greatest number the manufacturers 
in various parts of the country should be sounded 
out for a general opinion regarding the styles of 
shoes which will appear on the board walk at this 
time. 

“This boardwalk, or promenade, will be over 700 
feet in length and erected on the balcony railing 
overlooking the main auditorium. Surrounding this 
boardwalk, or promenade, will be six rows of seats, 
each row being on a different level—thus affording 
seating capacity of 2600 and standing room for 
1500 more. Each one of the 4100 people will have 
an unobstructed view of the models. This arrange- 
ment is most unique, for the spectators will not be 


over 12 feet, in the average, away from the models. 

“That the Correct Costume Revue be true to its 
name, and be fully instructive for the retailer, the 
numbers on the Costume Revue program will include 
the various occasions of the day and the correct 
shoes to be worn for each occasion. 

“It is further planned to provide ample opportu- 
nity for displaying men’s footwear, as it is generally 
conceded that the men’s shoe business needs a style 
tonic at this particular time. The committee sug- 
gests that any men’s shoes shown on the boardwalk 
should be of recent design and of extreme creations, 
as ordinary appearing men’s shoes would not attract 
sufficient attention. 

“It has been decided to feature the Correct Cos- 
tume Revue each day of the convention—one show 
at 5 o’clock in the evening, immediately after the 
business session, and another show at 9 P.M. Pre- 
liminary plans provide for approximately one hun- 
dred models. Shoe manufacturers showing in the 
Correct Costume Revug will be given two showings 
in the afternoon and two showings in the evening. 
In other words, the manufacturer will be allowed 
to present four pairs of shoes each day for the period 
of four consecutive days. The committee will supply 
the models, properly dressed for the occasion. 

“It must be borne in mind that this is going to 
be an unusual opportunity for any manufacturer for 
displaying his shoes. Tentative arrangements have 
been perfected whereby the public may be invited 
for one or two evenings of the convention, and this 
will considerably multiply the manufacturers’ oppor- 
tunity for display. 

“This letter is a formal invitation to you to display 
your shoes on live models at the Correct Costume 
Revue, Jan. 9, 10, 11 and 12, 1922. We shall be 
pleased and honored to include your representation.’ 
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SHOE t™ BABY W KREIDER SHOES 


INSTOCK 


Have you ever stopped to con- 
sider the service we can render 
you in securing a better turn- 
over on your stock? 


We make a specialty of carry- 
ing a large volume of stock on 
all styles that are in big de- 
mand so we may always ship 
your order promptly. 


We are the largest manunfac- 
turers of children’s shoes in 
the world. 


Have you received a copy of 
our latest catalog? If not, write 
for one today. 


Samples sent on request. 


THE FAMILY wit FOLLOW 


——_ A.S_KREIDER 
R-264. Patent Button. 
Mat Top. Turn Sole. 
Child’s Spring Heel 5%-8 $1.35 
Child’s Spring Heel 3 -5 1.25 
Infant’s No Heel 2 -5 1.15 
R-268. Patent Cloth Top as above. 


R-3136. Black Kid Button. 

Stock Tip. Full Quarter. 
Turn Sole. 

Child’s Spring Heel 514-8 $1.20 

Child’s Spring Heel 3 -5 1.10 

4210, Patent tip same as above. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO 
312 w. Monroe St, 
ST. LOUIS, MO. 
1408 Washington Ave. 


Annville 
Lebanon No. 1 


BOSTON, MASS, 
100 Summer St. 
PHILADELPHIA, PA. 
51 North Third St. 


NEW YORK, N. Y. 
123 Duane St. 
Pees. PA, 
928 Penn Ave. 


FACTORIES 


Middletown 
Palmyra 
Pennsylvania 


Lebanon No. 2 
Elizabethtown 
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IN STOCK “sie” 


WITH NO “IFS” «“«ANDS” OR «“WHEREFORES’” 
The snappiest and cleanest of all the Fall Styles 
at pions that have set the whole trade talking 


No. 621—Price $4.00° No. 620—Price $5.00 
Patent Peggy Two-Strap Imitation Tip Black Satin Peggy Two-Strap 
Imitation Turn - White Stitching, Stitched Tip 
Broadway Last _ Imitation Turn 
Breasted Leather ed Louis Heel Broadway Last, Baby Wood Louis Heel 
A- A-D 


No. 642—Price $4.25 No, 773—Price $5.50 . 
Black Kid La Mode One-Strap Faun Suede Oxford Cocoa Calf Trim- P _ ae = _ 
Patent Trim ming, Goodyear Welt ates ouvGtitching P > 
Imitation Turn Broadway —* 13/8 Heel Stitched Tip—Imitation Turn 


Fifth Avenue Last, Breasted Leather AA- i 2 
‘i Fifth Avenue Last, Full Wood Louis Heel 
— = “A'A-D 


EVERY 
STYLE 
IN’ STOCK 


. 665—Price $4.7 
Bleck Ratin Nouvelle a 
Imitation Turn Goodyear Welt 
Fifth Avenue Last, pe y Wood Louis Heel Broadway Last, 18/8 Heel 
AA-D 


THOMSON-CROOKER SHOE CO. 


18 Station Street, Boston 20, Mass. 
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The Stamp of Influence 


The stamp of the Boot and Shoe Workers’ Union 
is a significant emblem to more than 4,000,000 
Union associates. It influences them in favor of the 
footwear which bears it. 


Your stock will move more quickly if you have the 
reputation of selling shocs branded with the 
“O. K.”, the high sign to fellow Unionists that they 
are buying shoes which are quality-made by con- 
scientious, skilled workmen. 


Perhaps this is a new idea to you. Act upon it for 
your profits’ sake. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


COLLIS LOVELY CHAS. L. BAINE 


General President Gen’l Sec’y-Treasurer 


246 Summer Street 
MASSA S etl 
BOSTON - - SACHUSETT WORKERS UNION 


i 
nie ceaeinimnteemmacaaceniiaaaica acai 
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ARE YOU GETTING YOUR SHARE 


of this kind of 


BUSINESS 
EVERY YEAR? 


The demand for sheepskin moccasins of vari- 
ous styles and descriptions comes with a rush. 
We have prepared ourselves to take care of 
this volume of business in a short period of 
time and now have a large stock on hand. 


Orders are being filled in the order they are 
received. Write for illustrated circular and 


sample dozens today. 


No. 990. 6-in. Sheepskin Moccasins 
Sheepskin Sole, Five Eyelets, Laced 
Men's, 6 to 12 Per dozen pair $9.50 
Boys’, L os oo ri 8.75 
Youths’, II to a si i 8.25 
Women’s, 3 to i 7 oe 9.00 
Misses’, I! to ” ™ ” 8.50 
: No. 995. Same 
construction as No. 
990, only sole is re- 
inforced wtih brown 
split leather, giving 
extra durability. 
Men's, 6 to 12. Per 
dozen pair . .$11.30 
Boys’, | to 5. 
dozen pair... 
Youths’, I1 
Per dozen pair, 
$10.05 
Packed twelve pair 
to a carton. 
Packed in individual 
cartons, 35 cents 
per dozen pair extra. 
NO. 981 ARCTIC BOOTS 
These boots are made in three heights, viz, six, nine and 
fourteen inches and are the greatest resisters of extreme cold 
and the best protection against frost bites. They are sheep 
wool lined inverted, which naturally produces comfort and 
warmth. Made with our celebrated snow and dirt proof 
tongue. Strong leather oak sole and leather heel. A dry, 
warm foot is assured the wearer in the very coldest climate. 
This style boot is worn inside of a rubber shoe by Explorers, 
Campers, Miners, Lumbermen, Automobilists, Aviators. Sol- 
diers and Sailors, and in fact is to be recommended to all that 
are outdoors in severely cold weather. 


No. 981. 14-in. 
Sheepskin Boot 
Packed in bulk, sizes 
5 to 12, per pair, 
$2.70 
Packed in individual 


cartons, per pair, 
$2.75 


No. 983. 9-in. 
Sheepskin Boot 
Packed in bulk, sizes 

5 to 12, per pair, 
$2.10 

Packed in individual 

cartons, per pair, 
$2.15 


No. 980. 6-in. 
Sheepskin Boot 


Packed in bulk, sizes 
5 to 12, per pair, 
$1.90 


Packed in individual 
cartons, per pair, 
$1.95 


Full sizes only. 
No half sizes. 


THE ATHLETIC SHOE CO. 


918-934 North Marshfield Avenue 
CHICAGO, ILL. 


BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 




















THE ADVANTAGES OF 


P erfection 


C irclettes 


With the Sharp Shoulder and Broad Wearing 
Surface 


They do protect 


They do stop uneven wear 
They do prevent runover heel 





They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., cice 
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Crawford Arch-Supporting Shanks 
Help Sales Along 










LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 







The Crawford Arch-Supporting Shank is built 











right into the shoe—fitted between the inner eames 
and outer soles and locked to the insole. It i Me. 
preserves the shape of the shoe and gives sup- yong 
port to the arches and ease to the foot. It Clnstanatt 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is oo 
intended for the foot only. Any appli- Sieentes 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. ry 4 ‘ae " 
- Many people in your city have been dissatis- Pidiadsphio 
7 fied with arch-supporting appliances. They Rochester, N. Y¥. 
will appreciate a line of shoes built with Craw- ogee ye og 





ford Arch-supporting Shanks. It will pay 
you to carry a stock. 






Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 
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Black Satin — eee 
Straps 
Patent Leather 
Oxfords 


READY NOW FROM STOCK 


pe ope od pod fe od fo fed pod pc 


cl 


wow! 


eae 


| 


Style 298 
Style 348 


Style 29S—Tan Calf Blucher Oxford, —— e248 7 ee . 
Ball Strap, Cuban Heel Welt, A-D, Style 348—Black Satin, Steel Beaded 
$4.54 Strap and Vamp, Covered Junior Louis 
Pe, BE. Mc swat sccoesceees $5.50 
Style 2S8S8—tTan Calf Oxford, Ball 
Strap, Cuban Heel Welt, A-D...84.25 Similar Styles in Black Suede, Black 
Kid, Black Satin with Full Louis Heels, 
Style 136 —Tan Side 
Strap, Military Heel, D 3.50 Black Satin Strap Slippers. Full 
Style 268 Lesle ‘ 
Style 134 Auis ~ = — aoe Heels, 
“ = rices $3.25 to $5. 
tary Heel, B-I 3 Style 26S8—Patent Oxford, Im. Tip, rices $3.25 Re 
7 Cuban Heel, A-D.....ccscccuces $3.50 
Style 22S—Patent Oxford, 
Cuban Heel, Welt A-D 
Patent Strap Slippers with one, 
two or three straps. Full Louis or 


THE TS err ar 83.5) 564 Atlantic Ave. 


BOARDMAN SHOE CO. Boston, Mass. 


: 





99 Beaded Tassels and 
Novelty Buttons Add 
Snap to Shoe Styles 



































Among manufacturers and retailers, these trimmings are 
valued for the sales they stimulate. A degree of tone is 
thus* given to footwear which in no other way could be 
obtained. Trim up your line. The cost is slight. Samples 
and prices on request. 


DALRYMPLE-PULSIFER CO., HAVERHILL, MASS. 


Manufacturers of Shoe Ornaments for World Trade 
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The Exclusive 
Evening 





No. 800 
JUNIOR LOUIS COVERED 














Immediate | } Neat, Graceful 
Shipment ‘a Strap Effect 


AA to C, $5.00 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: +: PHILADELPHIA 























GETTING MORE POPULAR 
EVERY DAY 
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Cech Shouts! 














Henee 


NS a 
These Everetts SS = S | os 


A manufacturer had a big lot of Black Kid per Pair 


—he wanted to turn into cash. 
All Black Kid 


We Bought It All-Enough Baia 
to Make 180,000 Pairs | Ladertide 
for CASH Sizes 6-10, 6-11 


‘Sold 36 Pairs 
Case Lots Only 











Then a manufacturer who specializes in 
men’s slippers made them up— TO ACT 

; is 
180,000 pairs of better values than you TO PROFIT 


ever saw before the war. Better Wire 


BLOOM-LANGER-LIPPMAN CO. 


The Wholesale Bargain Shoe Basement 


170-180 Essex St. Boston, Mass. 
Terms Net 30 Days—F.O.B. Boston 
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Davies Kicks 
for Kids 


IN STOCK 
NOW 


ALL 








Goodyear Welts 














No. 956—Little Gent’s Mahogany Veal Bal. Overweight Rock Oak 
Soles—Grain Inner Sole. Broad Toe Last (Like cut shown.) Sizes 
9 to 13% (D width) 2.50 
No. 986—Same in Gun Metal 

No. 856—Youth’s Mahogany Veal Bal. 

weight Rock Oak Soles, Sizes 1 to 2 

No. 886—Same in Gun Metal 

No. 756—Boy’s Mahogany Veal Bal. Medium English Last—Over- 
weight Rock Oak Soles. Sizes 2% to 5% (D width) $3.15 


No. 786—Same in Gun Metal 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN. 
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tet this 


Coast to Coast Advertising 


attract business to your store 


























hook up with [MCCALL S 


The .tory of your foot troubles 
777 is told by your shoes- 


Hiwnes 
WCET |) 
io EAA 


sentey Ocvoiner 23 rd. HH 
































Write or Wire Now 


for special, new, window trim, newspaper electros, booklets, pack- 
age inserts, and movie slides. 
Cash in on this great Advertising Drive. No charge. Expressage 


prepaid. 
THE SCHOLL MFG. CO. 
211 W. Schiller St., Chicago 
339 Broadway, New York City 
112 Adelaide St., E., Toronto 
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Continued Improvement Noted in 
Shoe and Leather Industry 


Prediction Seems Justified that Fall and Winter Business 
Will Be Much Better — Undertone of 


Reports from manufacturing, 
wholesaling and retail merchandising 
centers in the east and south continue 
to justify the prediction that the com- 
ing fall and winter season will see a 
decided improvement in the shoe and 
leather industry over that which has 
been noted within the last month. 

Brockton reports a continued and 
consistent demand for men’s high 
grade welts. Haverhill notes an in- 
creased demand for the lighter and 
daintier beaded effects in women’s 
slippers. Lynn shops are running 
some of them as high as 75 per cent 
on novelty footwear. Brooklyn manu- 
facturers are having a good run on 
the moccasin pattern and the three- 
strap, patent leather pump, and re- 


NEW STYLES DEVELOPING 


In the Meantime, Good Business Being 
Done on Moccasin Pattern, Three- 
Strap Being Best Seller 


Some decidedly new ideas in styles 
for women’s shoes will be shown the 
trade by Brooklyn manufacturers 
within the next month or two. Styles 
are developing slowly, and practically 
every manufacturer is now working 
on new models, the details of which 
are being withheld until time for 
showing the new shoes arrives. 

In the meantime a good business is 
being done on some of the established 
styles. The new note is, of course, 
the moccasin pump, which is being 
turned out to order by most of the 
manufacturers. In the _ three-strap 
patent leather model the moccasin is 
in good demand in almost all sections 
of the country. Orders from the 
South have been plentiful in the last 
week and road salesmen are sending 
in liberal orders for this type of foot- 
Wear. 

William Henne & Company, Inc., 
originators of the moccasin style, re- 
Port that their orders for this style 
are increasing rapidly. The firm is 
continuing its attempt to have the 
style patented and has received notice 
of the filing of the application with 
the patent office at Washington. 
However, other manufacturers are 
going ahead making moccasins, 


Confidence Prevails 


port also a revival in the demand 
for staples. 

So much for the high lights of the 
situation as it is reflected in the 
manufacturing end of the industry. 


Unemployment Is Decreasing 


In industrial centers throughout the 
East and South a similar spirit of 
optimism prevails. Unemployment is 
decreasing through the south with the 
return to better times led by the high 
prices secured for their cotton crops 
by many of the growers. To a certain 
extent, also, the same betterment is 
noted in the north and east. New 
England industries are __ steadily 
bettering their position. 

“The hide, leather and shoe mar- 


BROOKLYN 


According to an official of the 
Henne company, the style, instead of 
developing in a low heel shoe, as was 
at first expected, is apparently find- 
ing greater favor in the high heel 
type. They are now turning out moc- 
casins with heels as high as 16/8, 
Spanish, and with the toes slightly 
narrower. On a stage last and with 
high heels, the moccasin is finding 
great favor on the Pacific Coast, ac- 
cording to this authority. 


Black Kid Scarcity Reported 


Higher leather and other raw 
material costs are beginning to worry 
some of the Brooklyn producers. 
Black kid, for which there is a good 
demand to go into boots and oxfords, 
is one of the scarcest leathers in 
Brooklyn, and many manufacturers 
are paying as high as 60 and 65 cents 
a foot for top grades. When shoe 
prices were figured for this season 
top grade black kid was readily ob- 
tainable at around 45 cents a foot. 
Linings and backings also have been 
advanced, owing to the recent up-turn 
in the cotton market. A backing for 
which one manufacturer has been pay- 
ing 11 cents has been advanced to 14 
cents. The shoe manufacturers are 
buying their raw materials cautiously 
now, and most of them report having 
sufficient stock on hand to carry them 
for the next two months. 


kets,” says a statement issued by the 
First National Bank of Boston, “show 
increased activity for home consump- 
tion and a marked increase in export 
trade.” The same source refers to 
an improvement in retail trade gen- 
erally. 


Cold Weather Needed 


Colder weather, however, is needed 
to bring the volume of sales to a point 
which will be really satisfactory to 
the merchants of these sections. The 
major portion of sales now are made 
up of novelties and so long as this 
condition exists and the industry is 
faced with new styles at frequent .in- 
tervals, the merchant will continue to 
buy more or less-£rem hand to mouth. 


Demand for Staples Continues Good 


One of the brightest spots in the 
Brooklyn trade at present is the con- 
tinued good business on staple shoes, 
particularly those of the orthopedic 
type. One manufacturer who pro- 
duces both novelty and staples asserts 
that when his season’s business is 
analyzed it will show that he has cut 
about as many black kid boots as any 
other type of shoe he turns out. All 
the factories making such footwear 
are busy on orders that will run for 
at least another month. Most of 
them are behind on orders at present 
and are working hard to catch up. 


Fitting Room Labor Scarce 


On novelty shoes some delay is 
being experienced in getting the shoes 
through the fitting rooms. In all fac- 
tories complaint is being made that 
the fitting room is holding up produc- 


tion. Labor for the fitting rooms is 
not abundant, according to all reports, 
although it has eased up considerably 
in other departments. 


SATIN ONE-STRAP STRONG 


I. Miller Reports That It Is Gaining 
in Volume on Patent Leather 


I. Miller & Sons, Inc., report a good 
demand for satin one-strap models 
throughout the country,which is gain- 















Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 
Women’s Shoes, Party 
Shppers and Novelties. 





Write for Catalogue 











BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned Boudoirs. Quilted 
Sock. Black 
$1.40, Red ons 
Brown $1.50 
2% to 8. Wom- 
en’s Fine Black 


ets. 
Bench Sewed Turns. Sises 2% t Bet eo. 
Same in Misses’ 11% to 2,.$1.50. 3% 10 —_ 
SALEM SHOE CO., Salem, New Hampshi 



























COLLINS :& STAPLES 
Makers of HandTurnedLowCuts 
This style in stock. Blk. Sat. 
14/8 J. L. heel. Solid sole leather 
counters and shank. Sizes 
to 8 Widths A-C. Price $4.60, 

less 5% 10 days. 
118 Phoenix Row, 
._ Haverhill, Mass. 
183 Essex St..Boston 
Room 306 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 











BOUDOIRS 
IN STOCK 


Fine kid Boudoir 
slippers for imme- 
diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 80. 
SILVER SHOE CO., Haverhill, Mass. 




















Wa in Medium and> 
IGH GRADE HA 
<4 Dowwor SupPErs 47 


all Vy made 3) Dome. 
brparted - Satin Brocaderand Metal Cloth. 


ilbg M GUSTIN Co ” NEW YORK 

















BOUDOIRS IN STOCK 
Trade Catchers 
Black ....#1.15 
Red ...... 1.25 
Tan ...... 1.30 
Black Boudoirs 
With rubber heels 5c. 
extra 
Less 2%—10 days 
BAY STATE SLIPPER CO. 
Haverhill, Mass. 
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ing in volume over patent leather. 
Stock shoes with this concern are now 
moving rapidly, according to Irving 
Grossman, who asserts that many re- 
tail merchants delayed placing ad- 
vance orders, and now finding fall 
business picking up, are in the market 
for stock shoes. 

This company opened its fifth retail 
establishment in Greater New York 
on Sept. 23 at Bond and Fulton streets, 
Brooklyn. The new store is a small 
replica of the company’s large estab- 
lishment on Fifth Avenue. The fit- 
tings and arrangement are planned 
along the same lines. The _ street 
and mezzanine floors are devoted to 
women’s shoes, while a Millerkin shop 
for childzen is fitted up in the base- 
ment. The company took over the 
entire building and remodeled it and 
is leasing out: the two upper floors. 


Style Shows for Many Cities 


Mr. Grossman, with the co-opera- 
tion of L. Stelke, Miller agent in Stam- 
ford, Conn., recently reproduced the 
Brooklyn style show in that city on a 
small scale. Eight living models were 
used and prominent millinery and 
gown houseS supplied the dresses and 
hats. The runway and _ spotligh‘s 
were used, just as they were in the 
July show at the Commodore. The 
show was given twice, once in the 
afternoon and again at night. About 
1200 women attended the afternoon 
show and 800 the night performance. 
Mr. Grossman is planning to hold 
similar style shows in all cities where 
Miller shoes are sold. 

Another publicity feature that the 
Miller company is using is the raffling 
of two pairs of shoes ‘in each town 
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where Mack Sennett’s new film “Mol y 
O” is shown. The women winning 
the shoes will be fitted on the stage in 
the picture theater where the film is 
shown. In this way the local merchant 
as well as I Miller & Sons gains some 
good publicity. 
Black Kid Oxfords Coming 


Immediate prospects for a good run 
on black kid oxfords are seen by some 
Brooklyn manufacturers. The demand 
for tans is said to have died down con- 
siderably. Sally or Dolly sandals, 
particularly with the stitching and 
straight vamps without cut-outs, ap- 
parently have got their “second wind,” 
according to some Brooklyn manufac- 
turers. One manufacturer reports 
come in with great frequency in the 
past week or two, although the orders 
are small and many of them call for a 
few pairs for sizing up. 


Salesmen Sending in Better Orders 


Most of the manufacturers are hope- 
ful of the future, as their road sales- 
men are sending in good orders. The 
retail merchants are still buying spar- 
ingly, but many of them who were not 
buying at all a month or two ago are 
now beginning to place some orders. 
Some buying out of stock also is being 
cone, although stock shoes in Brooklyn 
are not available in large quantities at 
present, according to the manufac- 
turers. One manufacturer reports 
that his salesmen are sending in or- 
ders from every city they visit, 
whereas for some time past it has not 
been infrequent for salesmen to 
“make” certain towns without receiv- 
ing a single order. 


BROCKTON 


GOOD SHOES IN DEMAND 


Some Manufacturers Hampered By 
Shortage of High-Grade Leather 


A feature of the business in Brock- 
ton shoe factories at present is the 
continued demand for the _ better 
grades of footwear. There is a short- 
age of the best tannages available for 
this class of goods, which to some 
extent hampers the manufacturers in 
filling orders. A member of a local 
shoe manufacturing concern said on 
this point: 

“One of the largest upper leather 
tanners of calfskin owes us at the 
present time about 500 dozen skins. 
We could use at once more than 200 
dozen if this amount were available. 
In view of this shortage of leather and 
the continued demand for good shoes, 
I can’t see any reason for lower prices 
on this class of footwear.” 


Brogues Continue Popular 


The men’s welt oxford, particularly 
in the heavy leathers, will, in the opin- 
ion of Brockton manufacturers, -con- 





tinue in popularity during fall and 
early winter. Factory in-stock depart- 
ments are planning to carry heavy ox- 
fords late in the fall in anticipation 
of an excellent demand. As regards 
leathers, these heavy oxfords are al- 
most exclusively of grained stock, with 
black a strong favorite and the darker 
shades of red following. There seems 
to be very little tendency, the manu- 
facturers say, toward the lighter 
shades of colored leathers. A popular 
pattern in the brogue oxford is the 
combination saddle and tip which calls 
for a whole vamp with the tip laid on, 
thus avoiding some of the undesirable 
features of the earlier types of this 
pattern. 





Preparing for Spring Business 


At this season of the year Brockton 
factories, as a rule, are finishing up 
the season’s work. Traveling salesmen 
are going out with spring samples. 
Preparations are under way for what 
is believed will be an excellent se:son. 
Early in October orders will be re- 
ceived from traveling men for shoes 
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for immediate as well as for future 
deliveries. In the former the factory 
in-stock department will play an im- 
portant part. In fact, it is the opinion 
of local manufacturers that merchants 
will buy to a greater extent out of 
stock this season than at any previous 
time. . 


Improvement Over a Year Ago 


There is no question that business 
conditions at Brockton factories are 
much improved over a year ago. 
Every manufacturer queried on this 
subject is emphatic in this statement. 
Because of the high reputation that 
Brockton enjoys for the production of 
men’s and women’s welt footwear 
there is no doubt that factories in this 
city will receive a full share of the 
business which will be forthcoming 
during the next few months. 


New Shoe Manufacturing Concern 


Brockton men are interested in a 
newly formed shoe manufacturing 
concern which is to be located in this 
city or in one of the nearby towns. 
Prominent in this new house is Solon 
F. Morse, for 15 years superintendent 
of the Whitman & Keith Company fac- 
tory in Brockton. Mr. Morse recently 
resigned his position with the inten- 
tion of entering the shoe manufactur- 
ing business. He has been practically 
all his life identified with this con- 
cern, having been associated with 
Whitman & Keith Company fully 30 
years. 


In-Stock Catalog: Published 


An attractive in-stock booklet is that 
gotten out by M. A. Packard Com- 
pany, makers of the Packard shoe. It 
pictures in colors a dozen or more 
advance styles for fall and winter in 
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men’s high and low cut patterns, in- 
cluding a special golf shoe. A feature 
of this booklet is a double-page photo- 
graph of the home of the Packard 
shoe, showing a part of the large fac- 
tory, also the office building. 


‘Korrect Shape News” for September 


The latest issue of the Korrect 
Shape News, gotten out by Field & 
Flint Company for circulation among 
their customers and the trade gener- 
ally, includes much interesting reading 
matter and several attractive illustra- 
tions. Among the latter is a picture 
of one of the 40 model girls who will 
show shoes at the Brockton Fair Style 
Show. There are two interior views 
of O’Connor & Goldberg’s newest store 
in Chicago; also a view of the Field & 
Flint Company’s spring sample layout 
at the factory just before the sales- 
men left. An editorial by President 
Fred F. Field of the company urges 
the trade to resolve to have good busi- 
ness and then “dig in our toe nails 
and scratch gravel to make that reso- 
lution come true.” 


Brockton Fair and Style Show 


On Oct. 4, 5, 6 and 7 will be held 
the Brockton Fair and Style Show, 
the latter being a feature in the main 
or Educational Building. A model 
shoe factory will be operated by the 
George E. Keith Company, manufac- 
turing Walk-Over ladies’ turn shoes. 
No time or effort have been spared to 
make this Style Show, in which prac- 
tically every shoe manufacturer in 
Brockton and the Brockton district will 
be represented, the most elaborate and 
authoritative style show ever held in 
the United States. Live models with 
the latest creations, both in footwear 
and dress, will be on the runway from 
10 a. m. to 7 p. m. every day. 


LYNN 


BLACK STILL IN LEAD 


Lynn Continues to Feature Novelties 
in Ever-Changing Varieties 


Black is now in a strong position 
as a leader in Lynn styles. Patent 
leather is the leading black leather. 
Velvet has appeared as an early win- 
ter novelty. Ribbon trimmed boots 
and oxfords, of velvet, are in the sam- 
ple lines. Strap styles continue to 
lead in the big city trade. 

A new grade of boots, of plain but 
tasty styles, is made for the small city 
and town trade. 

Fancy buttons are appearing on 
some shoes. 


Velvet Boot Designed 


A velvet boot with a triangle of 
White ribbon stitched down to its vamp 
'S one of the newest samples out of 
Lynn shops. Also velvet low cuts, 


having ribbon trimmings stitched to 
the sides. Some plain velvet boots 
there are, to be sure. But Lynners 
have got the habit of working novelty 
effects into women’s footwear, and 
there is no reason why black velvet 
should be an exception to the rule. 


PREDICTS ANKLE STRAPS 


These, in Combination with Instep 
Straps, to Come Next, Says 
Manufacturer 


Lee Briggs, of Briggs & Hutchison, 
home from a trip among big cities, 
says: 

“It begins to look like blacks for 
the balance of the season, with patent 
leather in the lead. Two patterns that 
show up strongest are the three-strap 
center buckle and the new toddle san- 
dal. These shoes carry medium high 
or high heels. 

“The new toddle sandal is an out- 








Where to Buy 


[ Women’s Shoes 

















WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 


than the Best, 

Bettc< Quality 

than the Reot ! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 




















E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac 
Haverhill 
Boston Office 
267 Essex St. Reom2it 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts . 
Boots & Slippers 
for the wholesale trade 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 
Inquiries Promptly An- 
swered, 


Samples on Request. 
Felstiner-O’Connell 
hoe Co., Ine, 

41 Washington St. 
Haverhill, Mass. 
Beach 8t. 





Boston Office, 92 








Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 








Boston Office 
207 Eesex Street 


TOU 








Where to Buy 


‘Boys’ Shoes 











SHOE TREES 
ADJUSTABLE FOLDING 
VENTILATING 
Aluminum and Nickel plated. 
All a shoe tree should be. 
b, ner & instantly to size, 


“Vv” GRIP 


89 Beach St, 
ston, Mass. 























Where to Buy 


Women’s Shoes 











NSON ST. 
YN, NY 














Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specializing 
in High Grade Novelties 












BOSTON 
215 Essex St. 
Bernard L. Durgin 
Factory 
Haverhill, Mass. —_ 


NEW YORK 
D. F. Mellen 





We are now situated in our big, new factory, : 


and production is ‘hitting on high.’’ The 3 
high-quality standard will be better rain- = 
tained than ever before. G 


TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 


sesveneananenansnenny Pron 











Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustration 


DP WVOOD & PREG 


| 
SHOE ILLUSTRATIONS 


A 
(Ma 
OM 
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come of the Sally sandal, which has 
had such a big run. It is modeled like 
the Sally sandal, but it has no cut- 
outs on the vamps. 

“The next move in style will be a 
return to the ankle strap pattern, in 
combination with the instep strap. 
The ankle strap will not be as high on 
the leg as in former seasons, but will 
set down around the ankle bone and 
will cling to its position securely. 

“The instep strap of this new pump 
will be either a broad strap with a 
cutout, or a twin strap. Probably this 
new strap will fasten with fancy 
buttons.” 


New Shoe Made by Standardized 
Method 


George E. Coffin Shoe Co. is stock- 
ing Acme Arch Grip shoes in a long 
run of lengths and widths, so that 
there shall be a size for every foot. 
These Acme Arch Grip shoes are a 
standardized specialty, or, in other 
words, a specialty line of shoes made 
by standardized methods. Mr. Ma- 
honey, sales manager, argues that a 
retail merchant can carry a supply of 
these shoes at a small investment of 
capital and can turn his stock often. 


Boots in November? 


Allen, Goller, Leighton Co. are mak- 
ing boots for November sales. The 
boots are of patent, black and brown 
kid and calf leather, some with low 
and some with high heels. Also the 


SYRACUSE 


BUSINESS PICKING UP 


Many Unemployed, But Increased Vol- 
ume Nevertheless Is Noted 
in Stores 


Syracuse retail merchants agree 
that business is beginning to pick up. 
Most of them have been encouraged 
by recent good sales, and many are 
reviving advertising. Though there 
are thousands of men unemployed 
here, the buying public is beginning 
to loosen up a bit insofar as shoes are 
concerned. There have been few big 
shoes sales lately, but merchants are 
preparing now to offer fall and winter 
stocks. Most of them have already 
ordered and secured winter goods. 


Dollar Day a Big Success 

Dollar Day encouraged many mer- 
chants. It was held September 8, and 
it is estimated that the business for 
the day was more than a million dol- 
lars in all stores. The shoemen played 
a prominent part in the Dollar Day 
campaign and most of the downtown 
merchants were in the sales day, 
offering unusual bargains. Many 
firms reported that they took a loss 
on Dollar Day sales, but consider the 
expenditure as part of advertising, 
for it is estimated that 50,000 buyers 
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company continues to make strap 
shoes, fastening with buckles or but- 
tons. 





New Strap Styles in Lynn Line 


Mitchell, Caunt Co. has two new 
strap style shoes which present a com- 
bination of patent and gray suede 
leather. One is an instep strap style, 
and the strap, of gray suede, is car- 
ried down the side of the shoe, after 
the idea of the sabot strap. The other 
shoe has three narrow straps of gray 
suede and a collar of the same mate- 
rial. Perforations are on the collar. 
This strap is set into the patent 
leather sides of the shoe. 













Rubber Heel Company Buys Plant 


The Bailey Rubber Heel Co. has 
bought the Cameron factory, 65 River 
Street, Beverly, for the manufacture 
of rubber heels and soles. G. F. Rice 
is manager of the company and his 
office is at 52 Chauncy Street, Boston. 
The Bailey company set up machinery 
in the Cameron factory about a year 
ago. The factory was formerly used 
for the manufacture of automobiles. 


















Moccasins of Furs in the Past 






Some moccasins of fur skins, in the 
collections of the Peabody Museum at 
Salem, may give a style suggestion to 
designers of to-day. They are of soft 
small skins, like squirrel skins, and 
they came from Tierra del Fuego, 











from other parts of the State came to 
Syracuse for Dollar Day. Many mer- 
chants offered shoes and oxfords at a 
dollar a pair and a dollar a shoe. 
State Fair Week brought business 
for every shoe retailer. Approximately 
200,000 visitors were in Syracuse dur- 
ing the week and evidently came with 
the intention of buying. Many offered 
special prices for the week. 










Good College Trade Expected 


With the opening of Syracuse Uni- 
versity with a record enrollment, shoe 
dealers in this city have all stocked 
up with college lines. The college 
trade is very profitable and all dealers 
recognize it as a permanent business. 








Patent Sandals Popular 


Patent sandals piped with white are 
going big. So are short vamps and 
tan oxfords. 






Men Want Brogue Patterns 


The men are demanding brogues, 
pebble grains, Norwegians and double- 
deckers. Several stores have thesé 
lines on hand. Novelty shoes are sell- 
ing well. 
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New Nettleton Store In New York. 

Announcement was made here,that 
the A. E. Nettleton company, manu- 
facturers, has opened a new retail 
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store in New York City. This is the 
tenth in its string of retail places. 
The New York store is located in the 
Hudson Terminal Building. 


LYNCHBURG 


BLACK FOOTWEAR LEADS 


Patent In Most Favor—Pumps Carry 
From One to Three Straps 


Black footwear, especially in black 
patent, has taken the lead in the 
Lynchburg shops. All the merchants 
are featuring black in their windows 
and they are predicting that the de- 
mand which started as soon as the fall 
showings were first made will grow 
throughout the season. 

“Whoever wears black footwear 
steps with fashion” is the slogan of 
the Bell Shoe Store which is featur- 
ing the fact that new models are com- 
ing in almost daily. This shop is fea- 
turing pumps with two and three 
straps in addition to the more usual 
one-strap styles. Some of fhe three- 
strap models in both kid and satin are 
displayed with white piping along the 
seams. 


G. A. Coleman Company is showing 
a black patent oxford with the low 
heel at $8.85. The advertisements 
and the window displays of Rucker- 
Evans Company are featuring a 
patent leather and gray suede com- 
bination oxford with low heel at $11. 


Personal Letters Boost. Business 

Personal letters carrying an indi- 
vidual message have been used by the 
Rucker-Evans Company to stimulate 
fall business and they have sent out 
2,000 to the women of Lynchburg and 
the girls of Randolph-Macon Woman’s 
College and Sweet Briar College in- 
viting them to come in and inspect the 
new fall lines. This letter is more 


than a formal circular for it carries a 
human note. It is also pointed out 
that the company will look after the 
repair work that is left with them and 
will deliver it for their customers. 


MONTREAL 


PRICES NOW STABLE 


Traveling Salesmen Out With Spring 
Samples 


Selling prices for boots and shoes 
are now on a stable basis, and travel- 
ers have started out with spring sam- 
ples, according to information given 
out by the Shoe Manufacturers’ Asso- 
ciation of Canada. Many factories 
have been forced to adopt revised 
schedules of wages in order to help 
them meet the demand by the public 
for lower prices, and current rates for 
boots and shoes have been based on 
such lower wage costs. 

“For one year or more,” the asso- 
ciation says, “the production of foot- 
wear in Canada has been considerably 
below normal requirements, and re- 
serve stocks have been cleared. 
Prices, which some months ago were 
influenced very largely by financial 
considerations other than costs of 
manufacture, have been stabilized 
once more on a cost basis, and whole- 
sale or retail dealers who fail to place 
orders reasonably in advance of re- 
quirements will not only be disap- 
pointed in their hope of lower prices, 
but will find difficulty in getting 
Prompt delivery of the lines which 
they have been accustomed to handle.” 


No Wage Revision Expected 


Referring to wages the statement 
says: 

“Practically all of the plants which 
have reduced wages report that no 
further downward revision is contem- 
plated during the coming season. 
Present prices absolutely are based 
on lower wage costs, and buyers may 
order now in full confidence that no 
further reduction in the prices of 
spring footwear will be possible. 

“It ought also to be recognized that 
current prices have been figured on 
the present substantially reduced 
market prices of leathers. But of 
late there has been a marked stiffen- 
ing of quotations on high grade 
leathers, especially kid and calf. 
Stocks of these leathers in the hands 
of the shoe manufacturers are small 
and there is a universal shortage of 
goat skins, from which kid leather is 
made, and of good quality calf skins. 
Prices have advanced also for light 
cow hides, known in the trade as ‘ex- 
tremes,’ for which there is a strong 
demand in the United States, as well 
as in Canada. The fact appears to be 
that such hides and used footwear 


have reached bottom, and a decided | 


upturn my take place. As a result 
of such a situation the prices of boots 
and shoes made from any of these 
leathers may advance.” 
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Where toBuy 


Men’s Shoes 











MERBERT ©.GLEASON. 


OFFICE AND FACTORY 
NEWARK NJ. 


GEORGE 0.GLEASON. 


NEW YORK OFFICES 
AEOLIAN BUILDING 
> W.42¥0 ST, 
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Stacy Adams Co. 
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For Men 


who care to 
dress well. ~ 


T.. D. 
BARRY CO. 


Brockton, Mass. 
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-Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 











see 








(ARD COMPANY 





126 


[w here toBuy 
Men’s Shoes 


Pe PULLMAN TRAVELING Surres 


‘lad ‘ i 
f better*than ever in Quality and fit 
tyc 4 


oO ator.ownerr of 7iade Mori 
’ }' #162 a doz. 
r $182 7 
Colorr Black and Brown 
~ full sizes 3 toll in Stock 


M. GUSTIN CO. 
—— 























Wwistst New York 








BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








Manufactured by 
La Crosse Boot and Shoo Mig. Co. 
La Crosso, Wisconsin 








THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 


o. 
Factory—Brockton, Mass. 








Stock Dept. 5 <¢ 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Where to Buy 


Boys’ Shoes 




















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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HAVERHILL 


BEADED EFFECTS POPULAR 


Tendency Is Toward Lighter and 
Daintier Designs 


One of the most important acces- 
sories to shoe manufacturing in Haver- 
hill is the beading of women’s slippers. 
During the last year the amount of 
beading on this class of footwear has 
been in the nature of elaborate de- 
signs. Now the tendency is toward 
the lighter and more dainty beading 
effects, as, for instance, a line of the 
strap and another line on the vamp. 
Simplicity in this respect is gaining 
trade favor. 

Indicating the importance of the 
beading industry is the fact that a 
large number of women obtain em- 
ployment in this work. One concern 
in this city, the Dalrymple-Pulsifer 
Company, employ not less than 800 
women for beading the uppers which 
are sent to them by shoe manufactur- 
ers in Haverhill and elsewhere. In 
several large cities in New England 
one woman, acting as the firm’s agent, 
gives out work. These agents are 
women of experience in beading and 
have a thorough knowledge of its re- 
quirements. Just now there are fewer 
vamps coming in from shoe manufac- 
turers, but there is yet a great deal 
of work to be done on vamps already 
received to be made up into strap and 
pump patterns for the holiday season 
and for evening dress. 


Increased Output of Boudoir Slippers 


The Bay State Slipper Company, 
with factory on River Street, is pro- 
ducing 1500 pairs daily of the boudoir 


and ballet slippers with which this 
concern is identified. It is the largest 
output which the factory has ever ex- 
perienced. Ballet slippers, by the way, 
are sold in every part of the United 
States as well as in Canada. A recent 
order for these goods came from the 
Hudson Bay Company. The depart- 
ment stores and the theatrical trade 
are large users of the ballet slipper. 


Increased Stock Department Facilities 


Hopkins & Ellis, manufacturers of 
women’s turn novelties, are increasing 
the facilities of the in-stock depart- 
ment. This concern has had a steady 
increase in sales of goods from stock 
and is preparing for further expansion 
in this direction. The policy is to pro- 
duce and carry in stock salable novel- 
ties in women’s turns, so that mer- 
chants may obtain such goods 
promptly. 


New Concerns in Haverhill 


During the past few months several 
new concerns in shoe manufacturing 
and accessory lines have begun busi- 
ness in Haverhill. Most of these have 
taken the form of corporations as the 
modern and most convenient way of 
doing business. The important posi- 
tion which Haverhill-made footwear 
occupies in the trade is reflected in the 
many concerns accessory to the shoe 
manufacturing business which are lo- 
cated here. Each one is as well 
equipped in its line as the shoe man- 
ufacturing concerns in theirs. Haver- 
hill’s production is well balanced for 
the shoe business in all its branches. 


PROVIDENCE 


MERCHANTS OPTIMISTIC 


Business Takes Turn for the Better— 
Big Increase in Savings Accounts 


With September 15 as the official 
fall opening of the schools in Rhode 
Island, the season was ushered in, 
in many of the shoe stores with a 
swing that made the week a banner 
one, indicating, as several merchants 
say, that they are riding into a bet- 
ter business era with the opening of 
the fall season. There has been a 
quickening of business recently, due 
to the fact that many thousand tex- 
tile operatives have returned to work 
after a period of long idleness, and 
merchants are highly optimistic. 

According to the banking men, the 
people of the State are bearing up 
wonderfully well under the present 
business conditions. The report of 
the banking commissioner shows a 
gain of about $9,000,000 in the sav- 
ings and participation accounts here 
during the past year, and while dur- 


ing the past month or so the deposits 
have diminished to a certain degree, 
the amount of withdrawals has been 
surprisingly small. 


Credit System in Effect 


A retail credit rating system for 
the purpose of keeping records of 
the financial standing of buyers at 
retail stores have been established 
anew by the retail merchant’s divi- 
sion of the Providence Chamber of 
Commerce after a discontinuance dur- 
ing the war. As a result of investi- 
gations carried on by various mer- 
chants 130,000 different ratings have 
already been turned in and recorded, 
covering the pay habits of over 
85,000 different customers. When 
the compilation of customers is com- 
pleted the bureau will have more 
than 150,000 ratings of customers 
whose records can be looked up with- 
in three minutes by the credit rat- 
ing system bureau. 
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New Department Manager Named 


John McAlevy, formerly with F. E. 
Ballou’s shoe department has ac- 
cepted a position recently as man- 
ager of the women’s shoe department 
of the Outlet Company. 


Merchants Donate Shoes 


More than 1700 guests attended the 
annual outing of the Pawtucket 
Lodge of Elks, held September 7 at 
the Admiral Inn, Cumberland, R. I. 
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Among the many prizes for the events 
run off were shoes donated by Evans 
& Young, Douglas Shoe Store and 
Sullivan Shoe Co. of Providence. 


oe 


Store Observes Anniversary 


Sterling shoe store on Weybosset 
Street, observed the first anniversary 
of its establishment recently. It is 
one of the most successful new shoe 
stores in Providence, and has built 
up a large following. 


BOSTON 


RETAIL TRADE BETTER 


Improvement More Marked in Medium 
Grades — What Styles Will 
Men Buy? 


The third week of August showed a 
fair improvement in retail business 
in Boston and vicinity. A notable 
feature of the improvement was that 
it was more marked, insofar as the 
sale of shoes is concerned, in the 
stores handling the medium grades 
than in those handling the top grades. 
It was also more marked in the wo- 
men’s departments than in the men’s. 
although the interest of the latter is 
gradually being aroused and a healthy 
increase is expected to develop with- 
in a few weeks. 

There was a time during the week 
when it looked as though the weather 
was going to do its part. Cold nights 
with a touch of frost gave promise 
of fall business but then the wind 
shifted and semi-summer weather re- 
turned. 

Grain Leathers Good 


Nearly every merchant has a dif- 
ferent idea of the styles which will 
prove most popular among men. 
These ideas range from the most se- 
verely plain of patterns in black or 
dark tan calf to the doggiest of pat- 
terns, fairly riddled with perfora- 
tions and pinking in the lightest of 
light tans. The one sure: bet seems 
to be the grained leathers which, all 
merchants agree, will go well this 
fall and winter no matter what pat- 
tern may come out on top. The real 
facts of the pattern controversy, how- 
ever, are that there are as many 
tastes as there are men—one type-will 
buy one style—another type, another 
style. The volume of business prob- 
ably will be done on the plainer pat- 
terns. 


Colonial Pumps Shown 


Women’s styles now include high 
tongue Colonial pumps adorned with 
handsome buckles. These were shown 
for the first time by two of the high 
class department stores and attracted 
a good deal of attention. Other 
styles on- display include the popular 
three-strap, center buckle pattern, 
some of them with tongues like that 
in an oxford and some without that 


accessory. Patent leather continues 
strong in favor. 


New Company in Business 


The Williams, Shaw, MacLean Co. 
has opened up sales rooms and of- 
fices at 92 Beach street and intends 
to act as manufacturers’ agents and 
jobbers of women’s medium and high- 
grade shoes. The officers are J. G. 
Williams, treasurer, who for several 
years was treasurer of the Wiliiams- 
Newman Shoe Co. of Boston; Herman 
L. Shaw, president and sales man- 
ager, who was for several years 
Western representative for the Katz- 
man-Adler Shoe Company and who 


Photo by White 


HERMAN L. SHAW 


President and Sales Manager of the 
Williams, Srkaw, MacLean Co. of Boston 


also was connected with the Shaw & 
Harris Shoe Co. of Detroit, and R. S. 
MacLean, vice-jresident, who has been 
connected for the last twenty years 
with the shoe business and who was 
recently with the Strassburg-Stiles 
Company of New York. At present, 
the company is carrying the lines of 
Felstiner-O’Connell of Haverhill, and 
J. J. Lippitt, Inc., of Lynn, manufac- 
turers of turn novelties and welts, 
respectively. 
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Where to Buy 


Children’s Shoes 














SOFT SOLES 


A Wonderful Line for the 

Wholesaler In Stock—All 

feather moccasins, soft 
soles, ices range 
from $2.50 dos. and 
upwards. Also a 
line of Ladies’ Pump 
Straps. 


NU BABY SHOE CO., East Lynn, Mass, 











‘“W°C.Goodcer 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89 Allen St.. Rochester, VD 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
* ROCHESTER, N. Y. 











Bonite, Shoe * Baby 














“ELAM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 











he Be x4 FOOTW EAR CO, 


” Manufacturers of 
INDIAN MOCCASINS, BOOT SOCKS 
FOOT COMFORT end SLUMBER SLIPPERS 


Samples or Catalog? 


‘| FACTORY 1, OSWEGO. NY. | 





Soft Sole Baby Shoes 


Sample on request from factory 
Sold through jobbers. 


CAMDEN SHOE Co. 


207 S. Second St. Camden, N. J. 
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Standard Shoe Materials 






































Boggs & Cobb, Inc., Boston, Mass. : 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co 





T. W. GODSOE, Pres. 
W.G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $502°" Sizxt 


Tanneries at Danvereport 











mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. - 

SHELTON NAILS ARE BEST 
Request your jobber to supply 
you with this dependable line. 

nd for catalogue. 
=) ‘THE TON. TACK CO. 








Where toBuy 


Men’s Shoes 

















ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty. Let us solve your problems. 


CRAIG-REED & EMERSON, INO. 
Brockton, Mass. 
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BUSINESS GENERALLY BETTER 


Bank Points Out ‘Widespread Effect 
of Cotton’s Price Increase 


“Merchants with reasonable inyen- 
tories,” says a statement issued by 
the First National Bank of Boston, 
“feel freer to operate than when the 
acute money situation was a restrain- 
ing influence. Several of the chief 
New England industries are steadily 
bettering their position in volume, 
profits, or both. The spectacular rise 
in cotton from 12 to 20 cents, while 
perplexing to the manufacturer, was 
electrical in its effect on the grower, 
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and most helpful to dealers and some 
manufacturers having large inven- 
tories. The buoyant feeling attending 
this rise in raw material spread to 
other markets, and the stock, coffee, 
provision and grain markets were 
stimulated. 

“The wool situation is a trifle 
healthier and the mills are busily en- 
gaged, with consequent nearly normal 
consumption of wool. Here and there 
a night shift is being utilized. In 
the hide, leather and shoe industries 
there is increasing activity for home 
consumption and a marked increase 
in export trade.” 


NEW YORK 


STILL AWAITING COLD 
WEATHER 


Nevertheless, Retail Business Is Fair 
—tThree-strap, Patent Leather 
Pump the Favorite 


The third week in August made its 
appearance with New York retail 
shoe merchants anxiously awaiting 
colder weather. On the weather, 
more than on any single factor in 
trade, the merchants here are laying 
the blame for the lack of snap in 
the trade. Business, despite the fact 
that it is not booming, is going along 
fairly well, considering the general 
status of other lines. Consumers 
have shown some interest in fall 
shoes and some dealers have done a 
good volume on novelties. The staple 
demand, however, has not yet mani- 
fested itself. 

The three-strap, patent leather 
pump is still a reigning favorite and 
the Sally sandal is by no means dead. 
Opinion on the moccasin style among 
the New York retail merchants is not 
encouraging. One well known mer- 
chant classed the style as “cheap.” 
However, most of the retailers are 
carrying a few in stock and in some 
stores they are said to be moving 
well, although not in large volume. 


Merchants After Staple Business 


Drives on the staple fall business 
have begun and advertisements are 
now calling attention to oxfords, 
which are expected to furnish the 
bulk of the late fall and early win- 
ter business. Prices have been kept 
around the $10 mark in most cases, 
which appears to be the common con- 
sensus of opinion on the popular sell- 
ing price. 

In men’s shoes there has been lit- 
tle activity so far. Grain leathers 
in brogue types are moving better 
than other styles at present. There 
is some demand for stitched heel 
shoes and the beveled edges also are 
being worn by well-dressed New 
Yorkers. High shoes are being shown 
but as yet have not beén- bought to 
any great extent by consumers. 


Unique Window Display 


The men’s stores of John Ward in- 
augurated the fall season with win- 
dow displays depicting a Western des- 
ert scene. The shoes were placed 
against a painted background show- 
ing desert views, and small tepees 
carried out the Western idea which 
was further heightened by rows of 
feathers around the border of the 
window. The feathers in bright yel- 
low, red and white, made the windows 
conspicuous and attracted the atten- 
tion of passersby. 


Some Cut Price Styles Still On 


Sales are not yet a thing of the 
past. Some of the local retail mer- 
chants are displaying sales shoes in 
one window, while an adjoining win- 
dow may be given over to regular 
fall merchandise at regular prices. 
Consumers have some difficulty in dis- 
tinguishing between the sale and reg- 
ular merchandise in some cases, ac- 
cording to a few merchants who be- 
lieve that the cut price sale idea has 
been largely overdone here. In this 
connection some retailers who be- 
lieved that the Sally sandals were 
dead and marked them down to prices 
around $6 have again placed them in 
the $8 to $10 class. 


MERCHANTS RESUME MEETINGS 


First Dinner Get-together to Be Held 
‘October 18—J. P. Orr to Attend 


The regular executive meetings v2 
the Retail Shoe Dealer’s Association 
of New York were resumed at a 
luncheon on September 20, at the 
Bush Terminal Sales Building. The 
executive committee of the associa- 
tion was in attendance and some 
routine matters were discussed and 
settled. The first of the series of 
dinner meetings for the entire asso- 
ciation membership was decided upon. 
The meeting will be held on October 
18, the place not yet having been 
selected. James P. Orr, president of 
the National association, will be pres- 
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ent at this meeting, according to 
Percy Hart, president of the local 
organization. 

It is planned to have the executive 
committee and as many other mem- 
bers of the association attend the 
luncheons to be held on the third 
Tuesday of each month, except in 
those months in which a membership 
dinner will be held. 

Maurice J. Pass, 605 Sutter Ave- 
nue, Brooklyn, was present at the 
meeting and told of his experiences 
with injunctions against the shoe 
salesmen’s union. As reported some 
time ago, Mr. Pass after an unsuc- 
cessful attempt in a lower court, was 
granted an injunction against the 
union by the Appellate Court, restrain- 
ing the union from picketing his store. 
Mr. Pass made a complete report of 
the case to the association. 


Wildfeur Bros. Open New Store 


Wildfeur Brothers, who conduct a 
chain of men’s and women’s shoe 
stores in this city, have added tne 
seventh link in the chain with a new 
large store at Second Avenue and 
Fifth Street. The firm now has 
stores in the Upper West Side, the 
Bronx, and the downtown East Side 
sections. 
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Two Stores Bought By Adler Shoe Co. 

The John M. Adler men’s shoe 
stores at 121 West Forty-second 
Street and 1517 Broadway recently 
were purchased and taken over by 
the Adler Shoe Company, already 





For Christmas? 


Quilted satin, turn sole, ribbon 
rosette, braid trimming. A type of 
footwear which can be sold the 
year ’round and for which a heavy 
demand develops just before Christ- 
mas. From the line of G. H. € E. 
Dreydberg, New York City 
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Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 

















operating a chain of nine stores in 
the city. John M. Adler is an uncle 
of Jesse Adler, president of the Ad- 
ler Shoe Company. He will hold an 
interest in the Adler Shoe Company 
and act as a director. 


ROCHESTER 


SEES GOOD FALL AHEAD 


Prominent Rochester Merchant’s Au- 
gust Sales Show Big Increase 


C. E. Shields of the Shields Boot 
Shop has returned from a buying trip 
to Boston, where he visited the Stet- 
son factory and incidentally placed a 
blanket order for spring delivery. 

He is very enthusiastic about pros- 
pects for fall business and looks for 
this to be his best year.. To prove 
his point Mr. Shields showed the 
Recorder representative his sales re- 
port for August which showed a gain 
of 24 per cent over last year in dol- 
lars and cents and a gain of 44 per 
cent in pairs. For the first eight 
months, the records of the Shields 
Boot Shop show a gain of 9 per cent 
in dollars and cents and a gain of 20 
per cent in pairs. 

In spite of the continual talk of 
hard times and slow payment of bills, 
Mr. Shields shows an increase of 56 
per cent in collections for the month 
of August as compared with the same 
period a year ago. 


Hold “Children’s Shoe Week” 


The first week of school was cele- 
brated as “Children’s Shoe Week” by 
the Phelan store. Much window dis- 
play space was given to children’s 
Shoes and the newspaper advertising 
carried the announcement of a spe- 
cial showing of children’s shoes, also 
calling attention to the fact that their 


hobby was the fitting of children’s 
shoes. 


Showing Attractive Models 
William Eastwood & Co. are dis- 
playing some attractive new styles 
for fall, including a one-strap pump 
in black calf skin, with 13/8 covered 
wood heel, vamp seam and top orna- 
mented with perforations. 


Capital Increased by C. P. Ford & Co. 

C. P.- Ford & Co. manufacturer of 
women’s shoes, has increased its capi- 
talization from $100,000 to $600,000 
to take care of increased business. 
The firm was founded in 1891 and 
now has a capacity of two thousand 
pairs of women’s shoes daily. The 
officers are John S. Davies, president; 
Martin H. Hoyt, vice-president; John 
H. Kinney, secretary, and Innis P. 
Allen, treasurer. 


Autumn Season Announced 

The prominent retail stores of 
Rochester, including the exclusive 
shoe stores, announced the coming 
of autumn, by conducting co-operative 
fall openings on the last three days 
of the week ended September 17. Lat- 
est fall styles were displayed in all 
stores. 
Wage Arbitration Board Complete 

The arbitration board of five mem- 
bers which will decide the wage dis- 
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183 Esoex St Boston 
71 Qerdie St Brockton 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
bre re 4960-4961 














1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 





Where toBuy | 


Children’s Shoes 

















Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 
Boston, Mass. 
Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

Popular Priced Stitche 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


eters 
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Where to Buy 


Shoe Ornaments 














SHOE ORNAMENTS 


For Particular People 
BEADED BUCKLES 
STRAPS—CLASSY EFFECTS 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








THE LATEST NOVELTY 
Rhinestone Shoe Buttons 
Can be attached by machine. 

In Biggest Demand Now 
Write for pomoiee, 

NOYES MFG. CO 
Manufacturers of Buckles and 
Shoe Ornaments in Large Variet 
63 Fulton St. New York, e 








SHOE BUCKLES 


OF EVERY DESCRIPTION 
~BEADED AND METAL BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST., BROOKLYN, N. Y. 








COLUNIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sel) your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R.I. 


«vol 








M. B. MARTINE, Ine. 
Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 


SHOE BUCKLES. STRAPS AND 

EVERYTHING IN SHOE OR- 

NAMENTATION, INCLUDING 
READING 




















SSS SS SS SSS 
PARISIAN BEADING WORKS CO. 
4&WALNUT STS., PHILADELPHIA 








MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 
Men's outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 
MAX. H. BERGER 
12 Everett St. Brockton, Mass. 
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pute between shoe manufacturers who 
ask a wage concession of 25 per cent 
and employees, members of _ the 
United Shoe Workers, who refuse to 
take a wage cut, is completed. The 
fifth and neutral member is Colonel 
Sanford E. Thompson of Boston, in- 
dustrial engineer, who made a survey 


‘of the shoe industry for Herbert 


Hoover during the war. The fifth 


October 1, 1921 


member was chosen by Phillip H. 
Donnelly, the “outside” representative 
for the United, and Edwin L. Way- 
man, “outside” man for the manufac- 
turers. The wage decision will be 
effective October 1, continuing to 
April 1, 1922. The other members of 
the board besides those’ mentioned 
are Frank X. Kelly for the manu- 
facturers and Louis J. Ammering for 
the shoe workers. 


Western News Letters 


Continued from Page 111 


ing” “A big sensation” and “Charm- 
ingly original.” At Wiltsey’s they 
are showing for street wear a neat 
black grained plain toe oxford while 
for evening wear their best number 
is a black satin flowered pump. 


Stores Sell Out Old Styles at a Loss 


In an interview with Mr. Harry 
Jacobson of the Seymour shoe store, 
he said, “During the next few weeks 
I am going to close out all old styles 
in both men’s and women’s footwear 
at a flat price of $500. All of these 
shoes have cost me much more, in 
some cases as much as $8.00 and 
more. The shoe quality is absolutely 
good but the style is not late. I anti- 
cipate losing several hundred dollars 
but the policy of the store is to have 
nothing but new merchandise, and for 
this reason I am taking the loss.” The 
Brunks Bootery is also selling several 
models of ladies’ pumps and oxfords 
at $4.95. A few styles in men’s shoes 


are shown at the same price. The 
Weldrest Bootery at 506 Locust 
Street is selling men’s oxfords of the 
plain toe variety at $4.95 while their 
high shoes are bringing $5.95. These 
models are regular $10.00 to $12.00 
priced goods which are being disposed 
of at this low price because they are 
not new in style. 


Patent Leather Strong 


Mr. Sol Panor of the Panor Shoe 
Co., Inc., said, “We are doing a big 
business in all our stores in the low 


heel patent brogue oxford. This © 


novelty has caught the women’s eye 
in our mid-western stores and I anti- 
cipate this novelty lasting through- 
out autumn and up to the first of next 
year at least. The style, according 
to present indications, will probably 
turn to a gun metal leather brogue 
at that time. Moderate prices in all 
lines are bringing the sales volume 
now. 


LOS ANGELES 


WILL SKIRT LENGTHS AFFECT 
SHOE STYLES 


The store windows in Los Angeles 
are all decked out in autumn’s latest 
modes. A great deal of interest is 
expressed in the length of skirts, as 
so many just clear the place where 
the shoe tops wou'd be, and others 
fall in uneven lengths. Shoe men here 
are not yet showing any alarm over a 
possible effect upon shoe styles. 


Windows Display New Fall Styles 


The Bootery’s display windows con- 
tain the newest Wolfelt concepts. One 
window contains black satin slippers 
exclusively — mostly colonial — with 
brilliant buckles to offset the sombre 
hue, while the opposite window con- 
tains nothing but brown pumps, 
straps and oxfords. A brown satin 
pump has a narrow strap embroid- 
ered with pink roses. Another brown 
satin pump has a sabot strap of 
brown velvet. 

Innis Shoe Co. is displaying the néw 
moccasin. This is made of patent 
leather and the tongue piece is piped 
with white kid. Three straps fasten 


over.the tongue with harness buckles. 
This shoe is exciting quite a lot of 
admiring comment but it is a little 
early to predict whether it is going 
to be very popular. 

In the Walk Over windows pedes- 
trians on Broadway may see the very 
latest fall fashions in feminine foot- 
wear. Notable features include a 
shorter vamp last and distinctive 
heels in high or Junior French, new 
Cuban French and walking height 
military. 

The new tongue Colonials occupy 
a prominent place in most of the dis- 
plays. It is believed that tongues 
will be worn very much this season. 

Gude’s are showing a great many 
beaded satins, cut steel being used 
quite profusely for ornamentation. 

The College Boot Shops are show- 
ing a good looking brown kid oxford 
with brown pebbled apron piece and 
ball strap, also the same style in 
black patent with black pebbled apron 
piece. Suede oxfords seem very 
popular in the different shades of 
brown as well as black. 

Little change is seen in the vainp. 
The rounded toe is seen. mostly on 
sport shoes. 
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Remodeling Being Done at Baker’s 

One of the C. H. Baker stores on 
Seventh Street is being remodeled. 
When alterations are completed the 
interior will have considerably more 
floor space. The children’s depart- 
ment is being moved upstairs and the 
offices are being enlarged. The dis- 
play windows are also undergoing a 
change. Business at this store is un- 
usually good, despite the confusion 
necessitated * by having workmen 
around. 
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New Rite-Fit Store for Los Angeles 

A new store recently opened in Los 
Angeles is Mellinkoff’s Rite-Fit Shoe 
Co. As the name implies, this store 
is prepared to give proper attention 
to foot ills and a competent staff of 
graduate practipedists are in daily at- 
tendance. The store in addition car- 
rieS a complete stock of men’s, 
women’s and. children’s shoes. A 
beautiful children’s playground in 
connection with the children’s depart- 
ment is an attractive feature. 


SPOKANE 


Cheering Reports from the Northwest 

Spokane shoe men opened the fall 
and winter season with a brisk busi- 
ness caused by visitors to the Spokane 
Interstate fair held Sept. 5 to 10, and 
without exception report their trade 
at a higher volume than was anti- 
cipated sixty days ago. 

August was not the backward 
month expected after a July that was 
only fair and managing owners of 
boot shops report the last month as 
equal to that of 1920 and in a few 
cases better than last year. 

Spokane is sharing in the near- 
prosperity of the Pacific Northwest 
where wheat, the principle crop, broke 
many long standing production re- 
cords. The first State in the Union in 
apple production, Washington has 
found prices good and export quan- 
tity large due to the unusual crop 
this season. Meager apple production 
in the East and Middle West is bring- 
ing a stream of gold into the State. 

An August business which sur- 
passed September, 1920, was reported 
by Harry Kane of the Kane-Stitz 
Shoe Company. His concern out- 
stripped 1920 during the first six 
months of this year and to date Sep- 
tember is a banner month. Mr. Kane’s 
experience is parallel to that men- 
tioned by a half dozen other man- 
agers. 

The mid-summer sales vanished 
quickly when the white stock was 
cleared out unusually early. General- 
ly speaking Spokane shoe men feel 
their city is in excellent condition in 
their line in contrast to most sections 
of the country. 


Shoe Hospital No. 2 


Shoe Hospital, No. 2, opened re- 
cently by W. H. Kronenberg and as- 
sociation at Washington Street near 
Riverside, is the most compact little 
shoe establishment in the city. A 
large stock of men’s shoes is carried 
in addition to the modern repair shop 
operated in conjunction with the store. 
Brisk business is reported by Mr. 
Kronenberg since the opening. 


Third H. & E. Store Opened 
The new Hill Brothers shoe store 
Was opened on Aug. 25 in a choice 
location on Riverside Avenue in the 
center of the shopping district. This 
is the third store of the newly formed 


H. & E. Shoe Company and is un- 
doubtedly the most attractive shop in 
the city. The new store carries an 
exclusive men’s and women’s stock 
from the Hanan, Stacy-Adams and J. 
P. Smith factories for men and the 
Hanan, Pincus & Tobias, William 
Henne, Jonathan Gray and Jonathan 
Kelly factories for women. 

Effective Sept. 15 the H. & E. store 
will inaugurate the policy of carrying 
shogs for men and women marked at 
only three prices: $5, $6, and $7. An 
extensive campaign to advertise the 
new policy and the three H. & E. 
stores accompanied the recent 
changes. 

Trimmings Important Is Opinion of 
Walk-Over Manager 

Gratifying sales of satin and patent 
finished footwear is reported by 
Manager H. C. Featherstone of the 
Walk-Over Company here who is 
pleased with the always increasing 
demand for oxfords and pumps in the 
fall stock. The universal tendency 
toward strap effects without regard 
to any standardization in that class 
pleases Mr. Featherstone. 

“The trimmings, in their appeal to 
the individual woman, tells the story 
of the choice between brown and 
black footwear this fall,” declared C. 
E. Wickersham of the Model Boot 
Shop. “There is a tendency to buy 
black shoes at this time and if they 
are properly trimmed to meet the 
natty finishing of browns they sell 
easily.” 

Shoe Sale That Paid 

The women’s speciality shoe show 
conducted on the fifteenth floor of 
the Old National Bank Building by 
Warn & Winston conducted its first 
sale for three days, Aug. 25 to 27, 
when the entire stock was marked 
into eight lots, ranging at dollar in- 
terva]s from 85 cents to $7.85. 

“We did over twice the business we 
expected,” stated John L. Warn. “The 
sale put us in excellent shape for the 
new season and although we have 
never taken to the sale idea we cer- 
tainly find it paid us this time.” 

Opening of Huey Shoe Store 

Opening of a new shoe store in 
Spokane at West 917 Sprague Avenue 
by the Huey Shoe Company was cele- 
brated by the company on Aug. 17. 
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Where to Buy 


Ballet Slippers 

















GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 











326 W.MONROE ST 
CHICAGO 
wes SUMNER SMITH 














Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, a $1.30; 
11%-2, $1.40; 2-7, $1.50 
No. = White Ballet, 8-11, $1.55; 
11%-2, $1.65; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 
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Where to Buy 


Miscellaneous 
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LYERITE” | 
oe Narn No. 65 ——s Wool Insole— 
or our new 
“A Service Trade Builder.” Send 


for our com- 
plete catalog of Shoe Findings. 
The Silverite Co., Mfgrs., 81 High St., Boston 








— 





Manufacturer—Attention 


Littlefield Heelse—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Maas. 














‘Designed to Prevent 










Perfection Pneumatic 
Arch Cushion 


Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S.A. 





e Ribbon 


i W.E.ELLIS COMPANY Ai 


HaAvVEeRMILL « MAS 
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PATENTED. SUy 28; 1908. = 
“Kimonos and (omfys 
Are the gone to Wear” 
par’ aap pg a: peinoey Ther et mm, well- 
neetne § Net esty_ de Denil Gr Fall is the season when 
engin = our Comfy national ad- 
man wines The vertising shows its great- 
Poa Gos arene Fo er 2 geen, Dos est results in increased 
yoo rs sales in our dealers’ 
thd her feet when tends ap . Seen rt — stores. This full page 
tents at Demet Deore, XY; New Yor Comfy advertisement for 
= October is one of the 
Daniel Green series reaching the 
2,000,000 readers of the 


Ladies’ Home Journal. 




















Are You Ready tor 
a Big Fall Business on Comtys? 


Fall season is Comfy season in every shoe Comfys? And are you selling them to 
store in the land. With the fall comes the every purchaser of high shoes? 

strong desire of everyone to get relief from ; 

wearing hot and uncomfortable high shoes Be sure you have the genuine Comfys— 
in the evening, and seek protection from the kind that look best, wear best and sat- 
cool floors when dressing in the morning. isfy your trade. 


. Two fall needs which give a strong buying [nyestigate our “In Stock Service.” Write 


‘impulse to fall sales and Comfy Slippers. for our catalog of “In Stock Comfys and 
Are you ready for the fall demand on _ Satins.” 


: 
“s.cenewa'se” Daniel Green Felt Shoe Co. sstmine xv: 
Daniel Green 
| 
| 


‘Gomfy Slippers 
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YOUR SALES WILL-COME EASY WHEN 
YOU SELL SHOES LIKE THESE 


- LyasHWraglt | 


a SHOE 


~ 














TAN SCOTCH GRAIN ie ms — ame - 
OXFORD rs: 7 ; _ wa | Sizes 
5 to II 


| - | Widths 
WINGFOOT HEEL | 4 AA to D 














STOCK enti annie k. a STOCK 


ALL THE STYLE BETTER KIND OF SHOEMAKING THE QUALITY IS 
YOU WANT = “JUST WRIGHT” 














Stock No. 135 
“MAURICE” LAST 


Sizes 


5 to II 


a ie Widths 
WINGFOOT HEEL ; rae AA to D 


CHERRY CALF 
BAL 














~ $7.00 








E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


= 
s 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 








SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 
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Through 
Every Season 


Whatever may be the seasonable de- 
mand of your trade, you will find it 
can always be satisfied by a well bal- 
anced stock of Dolgeville E-Z Felt 
Footwear. For superior quality, 
popular appeal and genuine service, 
Dolgeville shoes have set a standard. 


Are you cashing in on the great 
profits gained by featuring this fast 
selling line through every season of 
the year? 


Dolgeville Felt Shoe Company 


Dolgeville, New York 


DOLGEV': 





Oct 
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BECKWITH 














CHICAGO, G. W. Kissy & Oo. 





Prevent this! 


It happens too often with the ordinary box toe. 
The VULCO-UNIT BOX TOE is perspiration-proot 
and water-proof. Its great durability enables it 
to preserve its shape beyond the life of the shoe. 


Specify the genuine 


Vulco-Unit 
Box Toe 


The genuine “Vuico-Unit” Box Tor is made and sold cnly by the Beckwith Manufacturing Co. 





TS PATENTED 





APPARATUS, 


MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 


ST. LOUIS, Oscar F. Wricut Co. CINCINNATI, Geo. A. SPRINGMEIER Co, 
NUFACTURERS OF BOX TOES IN THE a , 
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Helote! Yelocto! Yelweto 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 


shoe¥trade. This is the same quality which was in so great a demand a few 


years ago. 














coos 


MADE IN 10 DIFFERENT QUALITIES. RANGING ald PRICE 
from $1.00 to $2.00 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Ciacinai JULIUS KALLMAN CO. ,Mirzuiss Otic 


Office 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


Address our nearest office for samples and prices 
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People are returning to work after sum- 
mertime vacations. Woods, seashore, lakes 
and mountains have seen their city friends 
depart, revived in spirit for arduous duties. 
Their needs must be met. You know, they 


know, others know 


/fairremores 
Shoe Polishes 


ARE SUPERIOR 


Do not let business which this popular 
polish creates get by your store this Fall 
and Winter. A generous stock of Whitte- 
more’s polish for seasonable shoes will 
move quickly. Black shoes are again in 
fashion and it takes a lot of “blacking” to 
keep them looking right. See your jobber 
salesman or write.us direct. 


WHITTEMORE BROS. CORP. 


Largest Producers of Shoe Polish in the World 





B Oo ~ T Oo N —$—$— — Recommend “Bostonian” 
, Cream fer black or brown, 

: _. smooth or grained leather 

= shoes. - 
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ther One Strap, Heavy Turn Sole, 
— Louis Heel. Widths AA, 
, « 


NN ccnosie xe accamiucn 85.75 


No. 857—Same style as above— 
a Kid. Widths AA, 


No. 843P—Same style as above 
—Russia Calf. Widths A, B, C. 


SE cicconammaccemkead $4.75 





No. 870—Paramount Patent Lea- 
ther Three Strap, Heavy Turn 
Sole, Junior Louis Heel. Widths, 
AA, A, B, C. 


rrr $6.00 
No. 868—Same Style as above— 
Skinner’s Best 7 Black Satin. 
Widths AA, A, B, C. 

ena $5.75 


No. 872—Same style as above— 
Black Ooze. 

Widths AA, A, B, C. 

| ere error ee er $6.75 


EL AAAALAA EADIE EE EP EEE 


BOOT AND SHOE RECORDER 


139 


NOVELTIES 





IN STOCK 
so sot besam wt IMMEDIATE DELIVERIES 





No. 856—Surpass Black Kid, One Strap, 
Heavy Turn _ Sole, Full Louis Heel. 
Widths AA, A, B, = 
ne errr 





No, 842—Skinner’s Best Grade 
Black Satin, Two Strap, Heavy 
Turn Sole, Full Louis Heel. 
Widths AA, A, B and C. 

PRCT STS $5.50 








Run of Sizes 
AA and A 3% to 7 
B and C244 to 7% 











No. 871—Paramount Patent Lea- 

ther Three Strap, Heavy Turn 

Sole, Full Louis Heel. Widths 
mm C. 








No. 841—Skinner’s Best Grade, 
Black Satin, One Strap, Heavy 
Turn Sole, Junior Louis Heel. 
Widths AA, A, B, C. 

6¢60ssaraaehada $5.50 





No. 874—Paramount Patent 

Sandal, Junior oad wage ex 
Widths 

pric Tes 0 0aeenneeesenees $6. 25 

No. S7% Skinner’ s Best Grade 


* Black Satin Sandal, Style as 


above, Heavy Turn Sole, Junior 
Louis Heel. Widths, AA, A, 


bi} 
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IN STOCK 


FOR IMMEDIATE DELIVERY 


Remarkable Prices 


Ladies’ Boudoir. Black Cab. with 
Pom Pom. Sizes 3-7, 3-8, 4-8. 
Widths C and D. In black only. 


Case lots only. 


Price $] 10 


20c Extra on Single Pairs. 


ACT QUICKLY WHILE STOCK IS COMPLETE. 


P. S.—We also carry a strictly high grade Boudoir with special pom pom—leather lined— 
in Black, Red and Tan. Write for particulars and samples. 


E. J. GOODWIN COMPANY 


14 Walnut Street Haverhill, Mass. 











Service, Not Looks, Builds Repeats 


Don’t get “off on the wrong foot” by selling 
showy shoes to your trade at a sacrifice of wear- 
ing value. Sell them La Crosse shoes. They 
can be relied on to bring you work shoe trade 
and hold it for you. 


La Crosse prices have struck rock bottom. 
They are sufficiently low to meet any doubts 
of a further drop. Let La Crosse In Stock 
service meet your “At Once” needs. 


No. 771 — Men’s Chocolate Retan 
Blucher, 10 iron single sole, Goodyear 
welt, soft toe, full vamp, leather counter. 
A great shoe for heavy duty and the 


price is the lowest consistent—$3.25. 2 
La Crosse Boot & Shoe Mfg. Co. 


LA CROSSE WISCONSIN 
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ASSURED SALABILITY 


Before your shoes reach you, most of 
their salability can be assured by 
thoughtful—and styleful—shoemaking. 


When Lindner shoes come to you they 
are, by reason of the genuine worth in 
making and design, practically sure 
sellers. We do our part to the utmost 
in sending you women’s footwear of 
excellence and elegance—shoes worthy 
the Lindner name—shoes that you can 
sell on honor. 


You pay us a consistently reasonable 
price—your shipment is immediate and 
your satisfaction we feel sure will be 
complete. 


Lindner Shoe Company 
CARLISLE, PA. 


PHILADELPHIA LOS ANGELES 
929 Chestnut Street Angelus Hotel 
BOSTON NEW YORK CITY 
183 Essex Street Marbridge Bldg., Room 454 





Buyers’ Easy Reference Directory 





A WANNALANCIT MOCCASIN 


Attractive, long-wear- 

ing slipper for home 

comfort. Made of 

buck, deer or elk. Sizes 
for men, 
women, chil- 
dren and in- 
fants. Plain 
or Fancy. 


Prompt shipment of large orders as well as small. Con- 
tinueus service. Factory running to capacity. Interesting 
catalégs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 











Leach Shoes 


FOR JOBBERS ONLY: 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 
2 to 5 and 5 to 8 
Write or wire to factory 


E. F. LEACH 


Manufacturer 


184 MARKET STREET LYNN, MASS. 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

growing children and as a fully venti- 

lated shoe, the Burkley Ventilated Foot 

Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 

venTiiATiong§ children’s shoes 

PATENTED complete by sending 

your order today. 

Phone Brockton 2133 

for immediate action, 


BURKLEY 
SHOE CO. 


1156 No. Main St. 


Retails, $2, $3.50 Brockton, Mass. 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





My ILLUSTRATED 
CATALOGUE No. 32 
containing illustrations 
in.colors of Everlasting 
Decorative, Flowers, 
Plants, etc., MAILED 
FREE FOR THE 
ASKING. 


FRANK NETSCHERT 
61 Barclay Street 
New York, N. Y. 


No. 32317 Basket filled with fic 
uf d 


ywers, 
each $0.75, per dozen $7.5 


” 





Kid Ballets— 





. SELLERS 
One sioe 
% heel. 
“ I 


STOCK 


Cab Boudoirs— 

Childs’ 8%4-11..$1.25 1.15 

Misses’ 11%4-2.. 1.30 2 y 

Girls’ 2%-7.... 1.835 Low Heel. Quilted 
Sock. 

ORDERS SHIPPED DAY RECEIVED 

Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 





‘ 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. Boston, Mass. 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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You Get Immediate Shipment 


Blacks have the call. This fall and winter is to see the 
return of black shoes in public favor. In the two styles 
shown here for women you'll recognize selling value. 
They appeal to the eye and touch the pocketbook lightly, 
still leaving an attractive profit for you. 


SESS SESE SESE SESE SSN NE SE MEME NE NEMO MONO 


No, 675—Women’s Goodyear Welt suede 
calf oxford, gun metal trimmed, on Paris 


Particular emphasis is deserved by the last, with rubber heel attached. A to 
D; 2% to 8 $5. 


Suede Calf Oxford. It has the charac- 
we ‘ No. 657—All gun metal oxford on this 
teristics of excellence which the best $4.5 
trade demands. It is, in our estimation, No. 2033—Gallun’s tan Scotch £8 


: ° ford with bal stra 
and the experience of buyers, deserving ae sage’ 
No. 658—Gun metal calf, two §ius 


of leading position in the shoe stock. same last 


Samp’ing is convincing that reliance on us to supply your wants 
will encourage big business. 


No. 623—Patent turn, one strap, 
17/8 full Louis heel. B to TGa'nb 


to 8 50 : 
No. 624—Black kid, one_ strap, G ASA y SHOE COMPAN } 
17/8 full Louis heel. B to D; 73 J. a + 


.S SSS SSS 


to 


P78 fall Louis heck B fo De ae 31 North Third St., Philadelphia, Pa. 


LRRARARAANS 








4NSSSSSSSSS SS SSSSSSSSSSSVSSSSSSS SASS SSNS SSS SSS SS SS SSS SSS 
a 








THE 
BRAEBURN 


THE ORMOND No. 606 


No, 605 
Same in 
Brogue 
Oxford. 


No. 603 
Black Norwegian Brogue 
Oxford. 


No. 617 
Same style in Tan Scotch 
Grain, 


THESE No. 80 


Pearl Elk Golf Oxford, Tan Elk Saddle, Duflex 


STYLES NOW Golf Suction Sole. 
IN STOCK No. 81—Same Style in High Cut. THE ABERDEEN 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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NOW IN STOCK for IMMEDIATE DELIVERY 


Black Satin One Strap on our new 14/8 Junior Louis Heel last, 
with solid sole leather counters and shanks. 


Sizes 244 to 8. Widths A-C. 


PRICE $4.60, LESS 5% 10 DAYS 


COLLINS & STAPLES t¢cscewtkk& MASS. 


BOSTON OFFICE, 183 ESSEX ST. R 306 


Address All Communications to the Factory at Haverhill. 





























Hotel 


Belleclaire 
Broadway at 77th St. 
New York City 


In the very centre of the city, 
only a few minutes from the shop- 


A Cozy Boudoir Moccasin! 
REAL INDIAN MODEL 


Durable and Com- 
fortable. Made in _.. Smoked, 
Pearl or Chocolate EtkK.' Beau- 
tifully lined. Trimmed with 
Furette. Ribbon design on tip. 
An ideal seller for Fall and 


Attractive 





Winter. Made to retail 
3.50 4.00 

from $3.50 to $ . ping and theatrical district, A 

hotel of the highest class; easily 

accessible to all lines of transit. 


10 MINUTES TO WALL ST. 
Very Attractive Rates on Rooms 
and Suites by Day, Week, Season 
or Year. 


HIGH CLASS CUISINE 


Let us send you the whole 4S oe : x 
story about our complete —. ane 
line for the entire family. The Hiawatha 


THE FELIX MOCCASIN COMPANY 
“Indian Moccasin Makers” 
MARLBORO MASS. 












































One of Our Popular Winter Styles 
In Stock oe 772 


Ladies’ Furette Moccasins— 


SORRY, BUT WE’RE 
SOLD OUT! 


Before you realize it you are ordering more of the 
styles displayed on the SUCCESS DISPLAY RACK. 
Their capacity for saving your time, your space and 
selling your shoes is phenomenal. 

They display from both sides. Occupy but six square 
feet of space. All sizes aceccmmodated on a single 


Made in tan elk with lininz 
—choice of beaded or ribbon 
tips. Also made without fur- 
ette trimming in a variety 
of the latest styles. 


rack. Replace 24’ of display shelving or a table 
«’ x 8 dimension. 

Finished in Mission Green, Oak or Mahogany Stains 
and in French Grey, Whi:e or Ivory Enamels. Costs 
‘ar less, displays and SELLS far more than any other 
display fixture. 

$7.75 cash with order. Crated weight 26 pounds. 
$90.00 per doz. Crated for freight, 320 lbs. 100% 
Efficient Salesmen pay for themselves in a JIFFY. 


If it’s moccasins, we 
can supply you from 
“Baby to Grand- 
daddy’’ with either 
indoor or outdoor 
styles. 


“Bows made— 
Best made’”’ 


Send for catalog and prices. 


BOWS MOCCASIN CO. AVON, MASS. 


Opposite Depot’ (Brockton District) 


SUCCESS SEED a COMPANY, 
ne. 





Spokane, Washington Dept. B. 


Paem Appa 




















CHE }f{ ARGINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 








The Restaurants offer a truly McAlpin Service 
—with Club Breakfasts, Special Luncheons and 
Dinners, also a la Carte Service. All at moderate 
prices. 


600 Rooms 


Entrance from Hotel to New York Subway and 
Hudson Tubes affording direct communication 
with the Pennsylvania and Grand Central Sta- 
tions, also general Post Office and Railroad 
Stations at Jersey City. 


PLEASANT ROOMS 
FROM $2.50 UP 











FRANK E. JAGO, 
Resident Manager 
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The PEDREINA Spat 


Our Latest N. ovelty 


This new pattern is causing as much enthusiasm as our 
new Priscilla Strap Spats. 
Photograph of spat shows how splendidly it fits. 
The richness of this new style must be seen to 
be appreciated. 


Made of the 
finest 30 05. 
Kersey in a 
broad range 
of the sea- 
son’s best 
colors. 


Sample Orders Our PANELED Spat 


Promptly Filled 


We make a full line of quality spats 
and overgaiters for men and women, 
and can show you a worthwhile saving 


For the conveni- on novelties and staples. 
ence of our cus- 
tomers we carry We invite comparison of our 


in stozk our most workmanship and materrals. 
wanted st ap les 


is KINGMAN MEG. CO. 


order received. STOU GHTON, “MASS. 














Of finest 
Kersey or 
Felt, bound 
in contrast- 
ing colored 
satin or 
leather. All 
desired 
colors. 


gl Radia * o 


USMC CORK INSOLES 


for men and women. 


A NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - Boston 
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IMPORTANT INVENTION! W'ége sui 


The “Automat” Shoe Form for women’s ’ 
shoes is a big help to window trimmers, Made of fine bass wood, in black, natural and mahogany fin- 
as it is Strictly Self-Adjusting, making ish. Automatic fixture, beautifully nickel plated. For pumps 
it possible for one form to fit all sizes and slippers—medium and long vamp, use model 6. For short 
display shoes, 3% to 5, A, B and C z 
vamps, Model 7. For boots and oxfords, Model 8. Price $2.00 


widths—any style last—high.or low heel. ‘ ¢ 
Can be put in and taken out in a jiffy. the pair. Terms 5% 10 days. If your jobber cannot supply 


as > 





you order direct. 





We also make the well-known “Ajusto” Boot 
Top Form, used for forming up the tops of 
women’s boots. Price $3.00 the dozen. 











“Automat” Forms require no re- “a <1 U. S, SPECIALTY MFG. co. 


placement each season; therefore a 
are big money savers. it 29 Newberne St., West Somerville, 
Mass. 




















. 
Buying in Bulk 
Protect Your Profits Grocers used to display their wares by placing them 
in bushel baskets on the sidewalk. In those days 
: . : : customers often paid for dirt when they were buying 
a disastrous fire might set yo back so far, a long time coffee. 
would be required to recover from its effects. It is the Then came the day of standardized merchandise. 
essence of good business to pay for protection. Keep Grocers gradually learned to sell their wares in sani- 
covered to fullest extent. Our special plan for shoe deal- tary packages, trademarked for definite quantity and 
ers makes it easy for you. Ask us to tell you all about it. quality. , — es 
Advertisers used to buy space in publications “in 
° ‘ bulk.” Like the old-time grocer’s customers, they 
Fitchburg Mutual Fire Insurance Co. frequently received as much refuse as “‘coffee.” 
i The Audit Bureau of Circulations has done for advertising 
Puckharg, Snes. whet standecdiead ‘merchandise has done for the consumer. 
It has marked circulation with a stamp of accuracy. 


The city of 141 diversified i ies 99% of whic , ; i 
PE SS eee eee eee ae ee ee In the Boot and Shoe Recorder's circulation an advertiser 
buys a definite and known quantity. its records are audited 


by the A. B. C. 





locally owned. 

















In What Direction Are Toe 
WANTED TO PURCHASE WANTED TO PURCHASE Styles Trending? 


We buy quick and pay highest cash pricr Shall toes of shoes be soft, or hard, 
pd —_ yh eg stocks of shoes or C A ~ H Pr A I D or half and half? Some buyers are 
ay 2, 3 7 for shoe stores 2 surplus » stocks of shoes or choosing all thres. And there is more 
Bank and mercantile sedevenes. We will send amie to tlie var iety in toes than for many a day. 
BROOKLYN PURCHASING SYNDICATE a eS a Soft toe shoes haven’t any box at 
"tae besadaaee weeiee” Kalter Cerf. Mercantile Co., Inc. sil te them. ‘The tip ant dhe same wt 
adway, Brooklyn 691 Broadway New York City rae, P : 
Phone Stagg 1757 Phone Spring 5160-5161-5162 substantial enough to hold the toe in 
- shape. Besides, there are some shoes, 
of patent, or Scotch grain leather 
The NEW YORK EXPORT Highest Cash Prices Paid po ma pore tip a hon , 
f tire sh tocks. We also bi : 

PURCHASING CORPORATION surplus or slow ‘eellers, Quantities “no” ob Other shoes have a demi-box, or 
515-517 Broadway, - gt Gan es @ ee db hich i ll b that 

New York City, N. Y. Correspondence confidential. Established oe Se ey, Seen oe ae Oe ‘ pe 
1890 in dmaalaiia ‘ain holds the end of the toe to its shape, 
a & i but that leaves the flat surface of the 


WILL { farm Sellers \ FOR on Church St., New York, N. Y. 


Surplus Stocks We alse purchase clothing, hats, furn 
BUY Entire stocks { CASH goods, ete. Phone Canal 411 toe soft. 
; CAAA, pasta =i90 - Besides, there is a moccasin box, 


which is shaped to correspond with 


DO YOU CONTEMPL ATE ATTENTION OF the seam of the moccasin toe. It 
Suthtun 40 caine ont of tactnent Shoe Manufacturers - and « Jobbers keeps the moccasin seam from chafing 
7 the toes of the féet. 


I will pay value for your entire or surplus We are solicitin 
sz consignments of 
stock of shoes. lines of footwear, and will also-make Also, there is a skived box, or a 
ro ’ 7 


Leases having a short term to run taken cash advances if "Sore ~ 
CANTOR & WOLPERT, INC., piece of sole leather which is skived, 


over. Established 25 years. & 

4 OLENICK —Auctioneers ie a 

413 Broadway, New York. Tel. 9531 Canal menue y —— <n ome > and Worked;“antil it is dSout as ficx- 
ible aS a box toe can be. 
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WANTED TO PURCHASE HELP WANTED HELP WANTED 
 MMMHHCH@©@]@@@@@CHCH@CHC@@C@@@HC€C€]@@CCMM@M@___@@@€=™!™7”7”727”#7M|M|'|#€tttttttllllr, 











Cash Buyers 
Of general lines of footwear. Will handle Several High Quality 


tock f any size. Business transactions 
cerietiy confidential. Address C498, care Shoe Salesmen Are 


Boot and Shoe Recorder Publishing Co., 207 


South St., Boston, Mass. Wanted by a Well- 
known Western Shoe 
Manufacturing Organ- 











These men must be 
pene first grade salesmen 
ization. used to a large income 
—men who have em- 


The Most Popular phatically made good. 


Size Stick To such—a number of splendid territories are offered 
from coast to coast. 


66 N 9 
This is an exceptional opportunity created by the de- 


cision to expand an already great business. 








MISCELLANEOUS 








Trade Mark 

Made in Three Styles, Reply and give fullest details which will be held in strict 
No. 1, 2, 3 confidence—to : 

With Standard Measures, 


English, French, 
American ; 


C 821, care Boot & Shoe Recorder, 207 South St., Boston, Mass. 


MCCCH@EHHCCHHEECCEEEECEEECC@@E@@EE@E@q@C]>|LE@qHHTEX 


Price No. 3 HHH’: 
$ 1.50 Each MISCELLANEOUS | Ideal Line Belling Step 


“u”v ” Fifteen Styles. Satis- 
Varnum”’ Size Sticks faction Guaranteed. 


are made of Extra 


Lasts & Life-time. 
Quality Maple Wood, SHOE STORE = Write for Catalogue. 
with Nickel Plated ! Daynite 

















Irimmings. Makes an attrac- Furniture Mfg. Ce. 
tive fixture for the store, also CHAI RS i 213 ~Chouteau Trust 
a Bldg. St. Louis, Mo. 


a long wearing and useful one 
as well. 








Write Us Direct if Your Dealer Neatest, strongest, lightest and 
Cannot Supply You ; most convenient fitting stool 


Frank W. Whitcher Co. = ee ee 
Manufacturers WINDOW DISPLAY FIXTURES 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 


“FISHER” _— 
Sy ya i . 
nw i ey, 4 Finished Golden Oak or 
ca | " tes 
- , 
SEBEL ane Price ........ $3.50 each, 
SUPPORT Carried in stock by all wholesale 


Without A Help to shoe and findings houses. If your 























Weak Ankles ti 
re ‘. P suppl ou, order 
Seqvente the Counters se Boots dist a er ene an pply ¥ 


fests. 
td 4 MILBRADT MFG. COMPANY 
partment should be without them. Beautiful Glass Fixtures Pen gy ugly sn dean tie 


t > me 
The New Improved Cot Se ee a . ae = For thirty-five years manufacturers of 
“E,W.” Large line of Yilbradt Rolling Step Ladders. 


SHOE STRETCHER.| gum Wood FixturesR8y . 
will adjust om a , Ask for Catalog “‘L. . ‘ WANTED TO PURCHASE 


a gy nge of Window Valances 
, in Stock 


} Ask for samples. ™ 
across the base end or of tip } 4 4 C “ I 
¢ , Write us about Window gee { A P A 
Fox. “2.00 — oe , a oh sway H D 
us 
WHITCHE for entire shoe stocks or surplus stocks of 
¥. W. T R CO. The Hecht Fixture Co. shoes or other merchandise. Any quantity. 
Ss e 


Prompt attention given. 


Medinah ie, wos & Jackson — CH AS. BLACHER 


: NEW YORK SHOW ROOM 166 Pulaski St., Brooklyn, N. Y. 
65-67 E. 12th St., bet. Broadway & 4th Ave. Phone Williamsburg 3410 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED-—Four cents per, word for each 
insertion. Minimum amount accepted, seventy-five 
cents. For other ‘‘Want’’ advertisements, seven cents 
. ‘ as per word for each insertion. Minimum amount accepted, 
13times 26times 52 times $1.25. ate sie this heading wil be necsived se fo 
noon, on iday of week preceding publication date 
$3.50 $3.00 $2.50 When advertisers desire answers to come in care of this 
7.00 6.00 5.00 office, Page or oe ker > each - 
ment for address. en advertisers desire replies for- 
10.50 9.00 7.50 
14.00 12.00 10.00 





“Recorder” rates for space less than one-eighth 
page per issue: 
Space 1 time 7 times 
1 in... $5.00 $4.00 
2 in... 10.00 8.00 
3 in... 15.00 12.00 
4 in... 20.00 16.00 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 











pees § in | is required, except when regular advertisers, as amounts are too small to open accounts 





TT Ee To 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














Wanted—Proven Sales 
Producers 


An opportunity for producers 
to earn ten thousand dollars and 
over per year. Traveling men to 
call on retail shoe merchants to 
interest them in an educational 
training course of outstanding 
merit—universally endorsed. Ex- 
clusive sales_ territory. Give 
particulars of your experience. 
Retail Shoemen’s Institute, 727 
Atlantic Ave., Boston, Mass. 








WANTED—Live Salesmen to 
carry “Foot Prints’ shoes in the 
following territories: Mississippi, 
Arkansas, Louisiana, Central and 
Eastern Pennsylvania, western 
half of New Jersey, Maryland, 
Wisconsin. Ninety samples repre- 
senting the wanted styles in 
Juvenile footwear, all carried in 
stock for immediate delivery. 
Commission 7% paid on tenth 
of month following shipment of 
goods. Consolidated Shoe Co., 
212 Essex St., Boston, Mass. 














SALESMEN WANTED—To connect with 
us you must prove to us that you are 
used to selling a manufacturers line of 
Women’s Welts and McKays to the best 
retail trade in your territory. You must 
prove to us that you have an established 
trade of good volume on good grades of 
women’s shoes in Central, Western, or 
Northwestern States. You must prove to 
us by your past record that you are 
worth the price you ask for your ser- 
vices, and that you are a money- 
maker for yourself as well as for your 
House. We need three such men. If you 
are one of them write us. Your present 
connection will not be affected by your 
reply. Address C-794, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Experienced Salesman for 
Minnesota, Dakota and Nebraska to 
sell as side line our famous Tredlite 
Children’s Footwear as well as an un- 
usually attractive line of Felt Slippers for 
Men, Women and Children. 6% commis- 
sion paid monthly. This is a splendid 
opportunity for live salesmen to sell this 
advertised line and make real money. 
HENRY KLEINE & CO., 208 W. Lake 
t., Chicago, Il. 


ALESMEN in all territories to handle 
popular priced line of Infants’ and 
Children’s Square-edge Turns, sizes 1 to 
11. Stock proposition. One day service. 
6% commission, paid weekly on net ship- 
ments. References. Address C-804. care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


AL ESMEN “WANTED to. carry our r lines 

of Infants’ Soft Soles, First Steps, 
Slumber’ Slippers and Indian Moccasins. 
Our recent enlargement allows us to take 
on more territory. Liberal commissions. 
Will you _be the lucky one? None but 
hustling dependable salesmen need apply. 
The B. & P. Footwear Co.. Inc., 11-17 
Ww, Cayuga St., Oswego, N. Y. 








ANUFACTURERS| “of. “MILWAUKEE 
made line of work and semi-dress 
shoes backed by extensive mail advertis- 
ing and dealer’s helps, has open State of 
Indiana with small established trade. 
Want man willing to travel on straight 
commission basis, drawing account pro- 
portionate to actual sales; must know 
work shoes and be well acquainted in the 
territory. Address C-805, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 
ALESMAN — FELT “AND NOVELTY 
SLIPPERS — Experienced, wanted 
by manufacturer of a very attractive, pop- 
ular priced line. Must have ability and 
acquaintance with jobbers and large de- 
partment stores. Only a live wire who 
can do real business need apply. Com- 
mission basis. Address C-841, care Boot 
1 Shoe Recorder, 207 South St., Boston, 
Mass. 








S ALESMAN— Live shoe salesman for the 
State of Minnesota to carry our line 
growing girls’. and 

Write 
Address 
KALT-ZIMMERS MFG. CO., Milwaukee, 

is. 


of children’s, misses’, 
young ladies’ welts and McKays. 
immediately for particulars. 


F'RST GRADE, experienced sales- 
men wanted to represent 
standard high class advertised line 
of children’s shoes, one in 
CHICAGO ONLY, and one _ for 
Philadelphia and vicinity. Must 
be qualified and have sales record 
and established trade. Prey details 
in first letter. DR. POSNER 
SHOES, INC., 140 we "Broadway, 
New York City. 











WANTED—Salesmen to carry side line 
of soft sole shoes. Our line is 
medium to good quality. STARK-MAC- 
 < o SHOE CO., INC., Waverly, 


ALESMEN to sell line of Keds all over 
United States. Can be carried as 
side line. Address K-512, care Boot & 
Shoe Recorder, 127 Duane St., New York. 


J. ANUFACTURER tien a branded 
line of high grade women’s, misses’ 
and children’s welts, has open territory 
in the North Eastern States for salesmen 
to carry this line as a side line on com- 
mission basis. STAR SHOE MFG. CoO., 
31 Albany St., Boston, Mass. 





SALESMAN, “experienced thoroughly re- 
liable, sell line bathing shoes, jobbing 
trade. _ Commission. References. 

dress F. W. 619, sane Bldg., N 





ANTED—We desire einalieaaie a 
First Class Representative for the 
State of Michigan, also California, Wash- 
ington and Oregon. Line consists of 
seventy samples of Children’s First Step 
Turn Shoes, sizes to 5, and Spring 
Heel Turns, sizes 4 to 8 and 8% to 11. 
Line is extensively advertised in leading 
trade papers and we maintain a com- 
plete IN-STOCK department. Highest 
commission paid. References required. 
Samples ready. IMPERIAL CHIT.- 
DREN’S SHOE CORP., Rochester, N. Y. 








ANTED—Competent salesman to carry 
jobbers line for Greater New York. 
trade already established. Only those wh» 
ean furnish excellent references need 
anvly. Address C-820, care Boot & Shoe 
. Ss 127 Duane Street, New York, 





XPERIENCE? SALESMAN for New 
Jersey. Will turn over trade. Must 
turn over trade. Must show previous 
suecess. Address K-502, care Boot & 
Shoe Recorder. 127 Duane St., New York. 


JIGH GRADE 
for first class territorv. 
SHOE CoO., Milwaukee, Wis. 


SALFSMAN Wantren 
EDMONDS 











Mass. 





One of the strongest lines of women’s shoes want two or 
three real salesmen for December First. 


care Boot and Shoe Recorder, 207 South Street, Boston, 


— 


Address C-813, 








Send all replies to Boot & Shoe Recorder, 207 South St., 


SEVERAL good territories are 
open for experienced salesmen 
carable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676. care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 

















LINE WANTED 


INE WANTED—For Minnesota or Wis- 
consin, of standard shoes or rubbers. 
Correspondence solicited from manufac- 
turers or jobbers. WwW. Engman, 
Chetek, Wis. 





AN EXPERIENCED SHOF SALESMAN 
selling the large city trade in New 
York State and New England States is 
onen for engagement. Address C-816, care 
Root & Shoe Recorder, 207 South St. 
Bosten, Mass. 





Boston, unless otherwise noted in advertisement. 
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right purpose, to the right wearer 
io abe wuaat problem of the retail ‘shoe merchants. 
corder” is to help solve it: for this is 
tire allied industries relating to shoes 


Annual Subscription in the United States, $5.00. 
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Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 
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RECORDER 


Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
in the right fitting, for the right price, at the right profit. 
The chief purpose of x 
the basic problem upon which depends the progress of the en- 
and leather; their production and distribution. 


Canadian, $6.00. 


Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York,N.Y., as second-class matter. 
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Foreign, $10.00 























LINE WANTED 


XPERIENCED SALESMAN WANTS 
LINE FOR SOUTHERN TRADE—I 
«ave been selling shoes successfully for 
yne concern for the past 9 years. Owing 
to conditions over which I have no con- 
trol it is necessary that I look for another 
connection. I have an cstablished trade 
in Virginia, North Carolina, South Caro- 
lina, Tennessee, Georgia, Alabama, 
Florida, Mississippi and Louisiana. Can 
furnish the very best of references. Pre- 
fer a manufacturer’s line or a high 
zrade jobbers’ line. Address C-815, care 
Boot & Shoe Recorder, 207 South St., 
Boston. Mass. 





ESTABLISHED line of shoes for Detroit 
and vicinity. Well acquainted with 
Detroit dealers and many in_ neighboring 
towns. Have car and can devote entire 
time to good line. Twenty years a shoe 
man. Address C-817, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





HOE SALESMAN, progressive. ability, 
personality, many years’ of experi- 
ence, Brooklyn preferred, children’s and 
boys’ line, or women’s novelties. Can 
produce business for any manufacturer. 
Address K-513, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 








HOE LINE WANTED by young man, 
—25 years of age—for New York or 
New Jersey. No previous wholesale ex- 
perience but ten years of retail. Ad- 
dress K-511, care Boot & Shoe Recorder, 
127 Duane St., New York. 


FOR RENT 








Splendid shoe department for 
rent in heart of best shopping 
district in the city of Minneapolis, 
space to be for rent is a well- 
finished basement in an exclusive 
ladies’ ready-to-wear store. 
Large amount of show window 
space. Store to be ready about 
October 20th. Address Weil 
Brothers, 804-806 Nicollet Ave- 


nue. 

















FOR LEASE 


LADIES’ SHOE DEPARTMENT to lease 

in one of our best locations in New 
York City. For particulars, address 
KAISER & CO., 343 Broadway, New York 
City. 


WANTED TO PURCHASE 

















HELP WANTED 








WANTED—Manager for shoe store, 
doing a good class of shoe business. 
Must buy, sell, advertise and dress 
windows. Organization consists of 
4 employees and shoe repairing dept. 
Liberal salary or salary and per- 
centage to right person. M. 
Abramson, 101 Main St., Flushing, 
kL. LL, M. ¥. 

















FOR SALE 


FOR SALE — Shoe store in Brooklyn, 
| wo 2 Excellent location with or 
without stock. Exceptional opportunity 
to purchase at right price. For particu- 
lars, address K-507, care Boot & Shoe 
Recorder, 127 Duane St., New York. 








oR SALE—Overgaiter plant, complete 
including machines, patterns, dies, 
ete. Good opportunity for parties seeking 
to enter this. line. Address C-808, care 
300t & Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED TO BUY—Second hand shoe 
sample trunks, both men’s and 
women’s. Must be in good condition. 
Address C-818, care Boot & Shoe Recorder» 
207 South St., Boston, Mass. 





c 





MISCELLANEOUS 








Manufacturer will turn over 
entire output on Children’s 
Corset Shoes to Jobber or 
Chain Stores. Will submit 
samples to those interested. 
Box C 812, Boot and Shoe 


Recorder, Boston 











FOR RENT 


OR RENT—Whole second floor, 25’ x 
175’, located in the heart of the shoe 
district in New York City. Modern and 
up-to-date. Satisfactory lease arranged. 
Address C-819, care Boot Shoe Re- 
corder, 207 South St., Boston, Mass. 


SAMPLE room, office or desk room, with 
“ telephone, service, etc. Low rent, 
ideal location, preferably to shoe men. 
Martine, 148 Duane St., New York. 














DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
**Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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SALESMEN WANTED 


For our line of highest grade Men’s 
and Women’s Dress Welt shoes and ox- 
fords to cover the two following terri- 
tories: 


First Territory: Following Cities: 
St. Paul and Minneapolis, Minnesota. 
Omaha and Lincoln, Nebraska. 
St. Joseph, Kansas City and St. Louis, 
Missouri. 


Following Cities: 
Colo- 


Second Territory: 


Denver and Colorado Springs, 
rado. 

Salt Lake City and Ogden, Utah. 

Sacramento, San Francisco, Oakland, 


Los Angeles, Pasadena and San 
Diego, California. 


This line contains the same high grade 
quality and workmanship which has made 
the J. E. Tilt Shoe Company famous from 
Coast to Coast, with the addition of all 
the latest, most up-to-date lasts and pat- 
terns. 


Only high grade men capable of selling 
largest shoe stores and department stores 
need apply. Men with established trade 
in above cities preferred. 

Give full references, names and ad- 


dresses of concerns worked or traveled 
for, age and nationality with first letter. 


J. E. Tilt Shoe Co. 


700 Kingsbury St., Chicago, Illinois 





Keith's Konqueror “Tullelin— 
Our Sn Stock Line— 





ncludes kid oxford olyles brat will 


b<_ gound ofpeedy oellers. 


“The. lwo 


olyles referrer bo here, merit generous 


0r3c. ordere. 


“The “Preston “I. 


“WBrocklon, Wass. 


Don’t 2 cae & the Brockton m rakes. ¢ October 4, 5, 6 and 7. 


Crok for otyle folder. 


Fine Kid Oxford 
1 6-8 inch Heel Peggy Model 


Havana Brown Kid Fine Black Kid 
Stock No. 1006 Stock No. 1005 
Price $6.50 Price $5.75 


Keith Shoe Co. 


A. An, 299 Bradway, “Room 415 
“Boston, 207 Gesex eines 
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SCHERERS 


44 aA 


FLOWER CIT. 


© halves belly shoes 


Sull bellen——\ 


Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 








SEA GULL GREY 
No. 23 


MIDNIGHT BLUE 
4 


o. | 


BELGIAN BLUE 
No. 21 


MAPLE BROWN 
No. 12 

BOOZIE BLUE 
No. 38 

WINE No. 6 


In future selling much will depend 
on first impressions. Make your HAVANA BROWN 


customers enthusiastic at the start by No. 10 
giving them Scherer’s Kid in your a al patete 
BEAUTY BROWN 


o 3 


CHAMPAGNE 
No. 18 


Oscar Scherer & Bro., Jnc. _ TERRA, COTTA 


29 SPRUCE STREET, N. Y. o. 3 
FACTORY, NEWARK, N. J. : BRONZE No. 34 


Originators of and Leaders in Fancy Colored Kid 


shoes. 




















Oct 


October 8, 1921 BOOT AND SHOE RECORDER 


OUR ONLY CONTACT WITH YouR |} 
CUSTOMERS IS THROUGH YOU. |) ,/' 


YOU GET THE CREDIT FOR FOX 
FOOTERY. 


MOREOVER, THERE IS PROFIT AS 
WELL AS PRESTIGE FOR DEAL- 
ERS IN FOX,.SLIPPERS, PUMPS 
AND OXFORDS. THESE DAINTY 
YET EMINENTLY - PRACTICAL 
CREATIONS SELL IN SWIFTLY 
MOVING VOLUME. : 


Haverhill, Mass., U.S.A. 


CHICAGO: Great Northern Bldg. 
BOSTON: 54 Lincoln Street 
NEW YORK: Marbridge Bidg. 
Broadway & 34th Street, Room 632 





cm 
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Quality 


—of a uniform kind in soles can only be secured 
by careful selection. 


4 
—s 


a =o se Sys 


| | This important feature in shoes of our manu- 
we, yf, 4 facture is the inevitable result of careful and 
Ww J Di experienced workmanship, assuring the user 
- of this footwear quick sales, and more profits. 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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With the fine grain that 
your customers 
appreciate 


You know how beautiful a 
fine-grained leather is—and so 
do your customers. Specify 
VODE KID and you will make 
sure of obtaining shoes with 
this smooth, handsome grain 
that is its own proof of quality. 


And this fine-grained kid is 
colored clear through, in any 
of the prevailing colors. You 
can get what you want in kid 
shoes, if you specify VODE 
KID. 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis and Montreal. 
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‘The Leather 
for Fine Shoes 





ae ; 
il 
r } 


BOOT AND SHOE RECORDER October 8, 1921 


| 


Rte 


| 


fi 


WU — eS < 3 COEy TM) 
ay OF <Se 
) ities thd SSID RRR eal 


Py 
x 


PUT err 
Pines 


Lr 


vebe 


Lert Prt 72 7 FY | 





CELCELIELCILGU LIS 


IN-STOCK 





fe 

& 

dals 
LAS 
aks 
mk 
git 
aR 
LAS 
GR 
cals 

















S 
S 
Y 


%. 
\ 
LSS 


PATENT COLT PATRICIA 
FLEXIBLE McKAY 


16/8 COVERED HEEL—WIDTHS A-D 
PRICE $5.25 
‘Follow the Creighton Line”’ 


A. M. CREIGHTON LYNN, MASS. 
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LIGHT SOFT 
PATENT 


$5 





LTA ANE SANYO <a SNS =e 


313X 


IN STOCK 


AtoD 





GUUS ESOT EM 


LN) 


MARION’S AUTHENTIC DRESS STYLE 
YOU CANNOT MATCH IT FOR $5 


Ub b 


All the best features of a Dress Oxford are combined in this latest Marion 
Creation. New '22 Plug Pattern with Wide Throat and Short Vamp. Full 
Tread TWO STEP Last. Close Fit Heel. Flexible Insole and Outsole. 


312X, same as above, only in Velvet Calf. In Stock A to D for $4.85. 


OND 





MARION SHOE CO. 


MARION, IND. 


WESTERN QUALITY o’ASTERN STYLE 
SSP 
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T took a Brother Retail Shoeman to see 

the light—that selling good shoe laces 

builds confidence in your shop—and con- 
fidence builds Bigger Business. 


So—he produced 


They’ve made good—created good-will, 
confidence and good business. 

Today his braiding mill is operating 24 
hours a day to fill the demand for this 
quality article. 


When you order shoe laces it’s an easy 


matter to specify “Sure-typ” and you, too, 
can cash-in on the additional confidence 


that will be created among your customers. 


THE HUTMACHER BRAIDING CO. 
BRAIDERS OF GOOD SHOE LACES 
PATERSON, N.J. 


There’s a wholesale “Sure-typ” distributor in your district. If his 
salesman has not reached you yet, write us for his name. 
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3 STANDARDIZED STYLES IN STOCK 




















No. 3 
English Last 
In Stock 
Widths 
AA to D 
Sizes 5 to 12 
In Case Lots 


$4.60 


3 Profit Making Shoes For You. 


Made of materials you will be proud to sell. 


Full Grain Russia Calf 


Oak Bend Outsoles, Full Grain Insoles. Sole Leather Counters and 
Box Toes. High Standard Workmanship throughout. 


You will make money and friends by selling this Quality Shoe at a 
Popular Price. 


Send for a Case on Approval 
You be the Judge 


sTANWORTH 


SHOEMAKERS 
MARION, INDIANA 
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GALLUN’S NEW COLOR 


RAMBLER 
RED 


(No. 12) 


RAMBLER RED is a new, very deep, pure red color 
that has a wonderful richness and lustre. 


This color will be found in both AZTEC and VIK- 
ING CALF in a smooth finish. 


It is the outstanding color in the leading shoe man- 
facturers’ line for spring— 


Look for RAMBLER RED—You will like it! 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 
H. A. ELY, Manager 11 EAST ST., BOSTON 
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No. 8261—Boys’ Chocolate FARM-WEAR 
10-inch Hi-Cut with 2 Bkls., Soft Cap Blu- 
cher, % D. S. Welt, Munson Last, D width, 
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Vege aVal eave at, 


No. 9211—Boys’ Chocolate Elk, 6-inch Cap 
Blucher, Soft Box, Heavy S. S. Welt, Mun- 
son Last, D width. 2% to 6 


No. 8211—Boys’ Chocolate FARM-WEAR 
6-inch Cap Blucher, Soft Box, Heavy S. S. 
Welt, Munson Last, D width. 2% to 6.$3.00 
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INNA 
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No. 9331—Chocolate Elk 6-inch Cap Blu- 
cher, Soft Box, Nail % D. S., E width, 2% 


Soe 


Styles Nos. 9211, 8211, 9331 are carried in 


No. 9211 Youths’ and Little Men’s sizes. 
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For twenty years “Ameri- 
can Boy” Shoes have stood 
the tests that the real Ameri- 
can boy demands of a shoe. 
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Quality all the way through 
and built for comfort. 
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THE MENZIES SHOE COMPANY 


FOND DU LAC WISCONSIN 


TAT 


re 
< 
es 
AVAVAVAVAVAVAWAVAVAVAVAWAWAVAWAWAVAWAVAWA I AVATAV AT AV AWAY AVAWAWAYAYRVAVAVAWAWAWAY AWW AVAVIVAYAVAY YAY AVRWAVAVAVAVAVAVAY: SVAYAVAVATAVAW, 


SM 


r) 


ae nT MOO 


Ni 





BOOT AND SHOE RECORDER 


(acensneentememmnanme nit 


LS 








From the Grand Central to Fifth Avenue — yes, from 
Atlantic to Pacific the smartly-dressed women who set 
the styles are wearing Shiny Leather. 

d, To specify “Sterling” in placing your orders is to be 
sure of the quality-leader in footwear fashion. 


Sterling 


SterliigG@olt SterlingKid  - 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 








October 8, 1921 BOOT AND SHOE RECORDER 


MULAN 


ANNOUNCEMENT 
The de-luxe line of 


ce FOOTWE 


For Men, Boys and Little Men 
Is Now Being Made By 





FIELD & FLINT CO. 


Makers of “Korrect Shape” Shoes 


Montello Station 
BROCKTON, MASS. 


TRADE MARK 
REGISTERED 





IN STOCK 
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MEN WHO EXPECT 
MUCH OF THEIR 
HOSIERY PREFER 


Reg U.S:Pat. Office 


FOR DURABILITY: FOR APPEARANCE: 


“ONYX” Hose are made The colour, texture and the 
for hard usage. Cotton, mer- careful finish of “ONYX” 


FOR FOOT COMFORT: 


Properly made half hose, 
of good materials are as 





essential to comfort, as prop- 
erly made shoes. “ONYX” 
socks are soft and smooth. 
They fit just comfortably. 


cerized Lisle and Silk, alike 
are knit of the best yarns of 
their kind. All.are re-enforced 
where the wear is hardest so 


make a good looking sock, 
which will keep its appear- 
ance. And the snug fit of 
“ONYX” socks makes them 
appear always at their best. 


as to give the maximum of 
service. 


Emery & Beers Company, Inc. 


Broadway at 24th Street New York 


31 Bedford Street 

1033 Chestnut Street 

210 Pearl Street 

North American Building, State and Monroe Streets 
259 Geary Street 
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IN STOCK 


Ready to Ship Now—Menihan Novelties that have the Snap and Style 
that Women Demand—They’ re excellent Values. 


No. W 311—Patent Oolt, Gilt No, W 345—Black Satin One Strap, 
Center Buckles, 10/8 Patent Covered 18/8 Satin Covered Baby Louis Hea, No. W 315—Black Satin One Strap, 
Heel, New Process Lightweight Fiex- New Process Light Weight Flexible Louis Heel, 
ible ‘Soles. Price $5.50 ao ar aa 26 + My vy Ay 7, Ad to T% 

‘ o. 25—Same with 15/8 Satin y 4 
ae = os Covered Junior Louis Heel. ” © 8 to 8 D 5% oe as 

7, A 8% to 7, B 2% Price 

to 7, C 2% to 7. 


No. W 106—Van ke Tan Calf No. W 113—Van Dyke Tan Calf 

Oxford, 18/8 Military Heel, Goodyear No. W 149—Black Suede Oxford, Oxford, ban Heel, Goody 

=— 18/8 Military Heel, Goodyear Welt, — wo ac 
Price $6.00 Price 


$5. 
No. No. W 108—Same in Patent Colt. 
— Mans bit Bowe ve ue 
No. 11 i lack Gl 5 » “ AA 4% to 8, A 4 to 8, B 8% to 
eee eee © 8 to 8, D 8% to 8, 8, 0 8 to 8, D 3% to 8. 
AA 4% to 8, A 4 to 8, B 3% to 

8, C 3 to 8, D 3% to 8. 


eee 
ite ttt 





‘W 131—Medium Shade Tan 79—Havana Brown Kid ~ No. w 185—Toney Red Calf Ox- 
Calf Oxford, One Inch College Heel, Oxford, 10/8 Cuban Heel, Goodyear ford, One Inch College Heei, Good- 
Goosvear Pte 4A 6 se 7, A 4% elt, to & year Welt. Price .........85.25 

° 0 7, . e 5S 

7. Price 85.25 SUED vcleisiciicentican ee a eo eee 
AA 4% to 8, A 4 to 8, B 8% to 
8, C 3 to 8, D 3% to 8. 


Terms: Net 30 Days 


The Menihan Company 


: . Shoemakers for Women 
4 


Rochester, N. Y., U. S. A. 
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_ JAYESCO 


(Pronounced Jay- es-c0) 


The Leather That Speaks for Itself 


The quality that JAYESCO puts into a 
shoe is easily recognizable. 
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Wl 


No customer can fail to note the silky 
texture and mellow “feel” of this fine calf- 


YU: 


skin. 


And the color—a deep rich cherry shade 
(hand boarded)—has a character all its 


DEC EDC DEE DEO DEEDES DEC OE 


Yd 


own, which is very apparent in the shoe. 


D xk 


xX 


It is no wonder that old and new customers 
are enthusiastic over JAYESCO. 


Have you sampled it? 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB" 
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“Maintains a Standard Reputation” 
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BRIGHTEX 
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The Other White Cotton 
Shoe Fabric Exceptional 


A fine duck weave—flexible—not stiff like a 
weave of this kind generally is. 


As smooth and soft as Kid. 


Moisture does not harden or shrink Brightex; 
always retains its original softness and comfort! 


Made With Care, Pre- 
pared for Long Wear 


J. EINSTEIN, Inc. 


9 SPRUCE ST. NEW YORK 


BOSTON ST. LOUIS CINCINNATI MONTREAL 
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Prices—Style—Quality 


Can you beat these values? 








IN STOCK 


D ‘WIDE—SIZES 3-7 


No. 


PATENT 
SALLY 
SANDAL 


High Grade Flexible McKay. 


Price $2.85 


PATENT 
LIGHT 
FANTASTIC 


High Grade Flexible McKay. 


Price $2.50 


Note the attractive prices of these 
two fast selling novelties. 





Immediate Delivery 
Terms 1%-10, Net 30 Days—F.O.B. Boston. 





Halpern-Navison Shoe Co. 


Factory Distributor Wholesaler of Shoes 


52 Lincoln St. Boston, Mass. 
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THE NEW MOCCASIN THAT 

eliminates ripping over the ball and 

- greatly reduces the chances of leak- 
ing thro’ the seam. 


No. 3877 


Men’s Chocolate Chrome Waterproof Veal. 16-inch WOC-O- 
MOC, Bellows Tongue, Klondike a pots Waterproof 
Sole, Woco Last. To order, 5 to 12, B F. Made of 
leather that is light in weight but oon stand y service. 






Complete Catalog on Request 


G. H. BASS & CO. 


SHOEMAKERS 


WILTON MAINE 
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W 
Lincoln Shoes are the kind that boys like. That's why they 


\ are such easy sellers at prices which mean liberal profits for the 
(ie , retailer. 
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Stock No. 3520—Boys’ Mahogany Side 
Bal, Perforated Vamp, Goodyear welt, Wing- 
foot Rubber Heel, Single Sole, Penn_ Toe. 
Sizes 1-6; C, D and B Wide..Price $2.85 
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SE = Pag Stock No. 3522—Boys’ Mahogany Side 
\ = Minn ’ Whole Quarter Blucher, Goodyear = 
\\ SS) | / Wingfoot Rubber Heel, Single Sole, Princeton 
SN : J -6; D and 
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Stock No. 3523—Little Men’s Mahogany 
Side. Whole Quarter Blucher, Wingfoot Heel, 
Single Sole, Goodyear Welt, Yale Toe. 

13%, Cc, D and E Wide Price $2.35 
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Stock No. 3604—Boys’ Chrome Gun © 

Metal Bal., Mat Top, Goodyear Welt, Single 
\\ \ Sole, Wingfoot Heel, Penn Toe. 1-6; C, D 
is { and E Wide Price $2.85 
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MARSTON & TAPLEY Co. 


MANUFACTURERS |. 
DANVERS : MASS. 
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BOSTON OFFICE, 111 LINCOLN ST. 
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DEALERS ARE NOW TAGGING SHOES 
MADE OF THE ABOVE FAMOUS LEATHER 


Repeated calls from shoe merchants for 
means of identifying Shrewsbury Grain 
Calf in the public eye, prompted us to per- 
fect a plan whereby the benefits sought 
could be obtained. 


Shoe dealers can now secure the sales ad- 
vantages which this little tag gives, by ask- 
ing their shoe manufacturers to furnish a 
tag-to-a-pair in each carton of a shipment of 


Shrewsbury Grain Calf shoes. 


Footwear bearing the tag shown here is 
known and recognized as superior. It is dis- 
tinguished as the product of firms whose pol- 
icy is not how cheap, but how good. The 
tag signifies the use of the finest upper 
leather of the kind made. On the back of 
the tag is 





OUR GUARANTE® 


iil We guarantee Shrewsbury Grain Calf to be 
THIS IS AN ENLARGEMENT 
: tanned by the same process we have used for 


OF THE TAG. THE ACTUAL 
SIZE IS ABOUT over 100 years. It is a natural bark tannage 


TWICE THE SIZE ‘ : rie 
process, in which NO acid is used. A leather 


OF THE ONE BE- 
Low. free of acid is a friend to the feet. 


INCORPORATED 1900 


CN 


GREEN @ HICKEY LEATHER CO 
SVaple athersWhich Are Unequalled 
15 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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A Brown Kid Boot That 
Not Only Looks Well 
But Fits Well 
































Style 301 
Last 121 


Brown Kid 8-inch Lace Boot on our 
new 121 Last. Perforated and 
punched as indicated. The heel is 
Y%. A superb all round dress o 
walking boot. 


JOHNSON ae 


SHOE MIG CO. 
HALLOWELL 








Made Ja The Pine JTree flate~ 
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Our Leading Spectalties for 
Spring Season of 1922 


VAN DYKE CALE tre approved Brown shade 
VAN RUBA CALE  Bawried rea with tat grain 
VINETTE CALF "is rim 
VIX CALF Boarded Tan, unusually rich colo 
BLACK VINETTE CALF __ Betty gtazes, smooth finish 
VEGA CALF Suh Sa 
OKAY CALF Colors 18 o.oo. 27 0000-0588 


CHIC C ALF trates Black Suede with vel- 
SKOTCH GR AIN In Patent, Black and Colors 


NEWMADE PATENT LEAT 


(Small Kip Sides) 


OST of the leading shoe 


manufacturers are showing 
the above lines in their samples 


of men’s and women's fine shoes. rai \ fry’ 
BARNET LEATHER CO., Inc. 


H eadquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 








N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 
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SCOTCH GRAIN BROGUE BLUCHER 
3 STRAP 


ARCTIC LEATHER MID SOLE 
AND TOP LIFT 


GOODYEAR WELT . 
ALSO IN 
GUN METAL CALF AND 


RUSSIA CALF 











FOR FALL WEAR 






PATENT COLT LACE OXFORD 
(SOFT TOE) 
ALSO IN 
GUN METAL CALF AND 
RUSSIA CALF 
9/8 SEMI-FLANGE HEEL 











DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


~SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 
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IN STOCK FOR IMMEDIATE DELIVERY * 


Carfagno 


Hand Made Turns 


*““Note the Distinctiveness’”’ 


W 726—Baby L.X.V. Suede Cov. 
Ww 716—Full L.X.V. Suede Cov. 
Price $7.50 

as Patent 


Colt 


W 722—Baby L.X.V. Celluloid Cov. 
W 723—Full L.X.V. Celluloid Cov. 


Price $7.00 
Sizes AAA, he’ “A. sa A, %; 


334; 0 
W 711—Baby L.X.V. Satin Cov. 
W 710—-Full LXV. Satin Cov. heeies Net 30 Days 


Price $6.50 


The ae Shoe Compnne mpenesie®, N. Y. 


October 8, 1921 


4 719—Baby L. X. V. Kid Cov. 


W 718—Full L.X.V. Kid Cov. 
Price $7.00 


Black 
Satin 


Beaded 


W 721—Baby L.X.V. Satin Cov. 
W 720—Full L.X.V. Satin Cov. 
Price $7.50 





OR a quarter century the 

house of Weber has weath- 
ered economic uncertainty; has 
seen prices rise and fall. 
Throughout this long stretch of 
time, we have helped many a 
merchant on his way to sound, 
profitable business. 


Weber Union Made Shoes, built to 
retail from $5.00 to $9.00, can 
help you. Every penny you put 





into them will come back, bearing 
interest. 


New York Office, H. Harris, 
1328 Broadway, Marbridge Bldg. 





Style S54 Wine Shell Cordovan Bal, 


Boston 


Goodyear 


Last, Square Wing Tip, Half 
Wingfoot Rubber Heel, 





Hi 
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HARDWARE ]} 
PRODUCTS 








cANNOUNCING 
Yewly Created ‘Designs In 


4 Buckles Footwear 


® Season oF 1921~1922 


No. 137114 No. 1141 No. 1413 No. 1416 
Sizes 34-14-5 Inch Sizes 34-14-54 Inch Sizes 34-14 Inch Sizes 14-3%%-14-5 Inch 


No. 2137 


: No. 1062 No. 2136 
Sizes 36- Vy Inch Size 36 Inch Size 36 Inch 


Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 
bers everywhere. 














We shall gladly send free samples upon request. 


Write for Bulletin 132, illustrating our compre- 
hensive assortment of buckles suitable for use on men’s 
and women’s shoes. It’s yours for the asking. 








NEW BRITAIN, CONNECTICUT 


CHICAGO BRANCH SALES OFFICES - NEW YORK 


326 W. Madison St. 127 Duane St. 
SAN FRANCISCO ST. LOUIS 
Postal Tel. Bldg. 608 Victoria Bldg. 
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MR. RETAILER: 

Here are some of our live models with all the char- 
acteristics of workmanship and material that have made 
our men’s shoes such good sellers. We have a variety 
of Lasts and Patterns that will complete your line and 
give you the best possible merchandise at the most rea- 
sonable prices offered today. Do not fail to see our 
women’s and growing girls’ shoes. Ask your neighbor 
about our shoes, if they are big sellers for him they 
surely will bring business to you. 


No. 1—Made of Cordo Calf, fine sole, flexible 
innersole. Widths B to E. Sizes 2 to 8. 
Price $4.00. 


No. 2—Made in Side and Full Grain Calf. 
All leather construction, flexible soles, with 
or without rubber heels. Widths A to E. 
Sizes 2 to 8. Side Leathers, $4.00; Calf, 
$4.50. 


No. 3—Made in Black and Brown Surpass 
Kid. Widths A to D. Sizes 2 to 8. Prices 
$4.50 to $5.00. 


IN STOCK READY NOW 


We also make several of the latest styles of Brogue 
effects, Saddles, Wings and Imitations; in Black and the 
latest shades in Brown, also in both Scotch Grains, all 
kinds of Patent Leather combinations. 

Send for a sample case. On account of the very low 
prices of our shoes, we can accept no orders from stock 
of less than twelve pairs. 


We are large users of “Wingfoot” Rubber Heels. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 


Boston Office, 117 Lincolm St. Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bldg. 
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Facts about TONY RED CALF 


















Entering its 13th season of national N 
popularity. O. 


That is the remarkable record of TONY 
RED CALF, made exclusively by Creese 


and Cook Company. 




























This record is unapproached by any other Thru Inadvertence 






colored calfskin, and there is no relaxing —one of the largest manufactur- 
° ers of men’s shoes in this coun- 
In the call for TONY RED that comes try recently advertised a shoe 
made of “TONY RED Russia 
to us day by day. Calf.” 7 






We wrote them in this regard, 






Such a record cannot have been made knowing that they were not users 
on color or name alone. The Creese sero a gheot dn 
and Cook standards behind TONY wen 

RED had to be there to secure and Rh ee ee 
extend the demand that exists. Pk AO apg pe 





eral trade term. 






























We make Tony Brown and 
Tony Black too. Have you 
sampled ? 






Creese and Cook Company 


Creators of New Calf Leathers 














TANNERIES 
DANVERSPORT, MASS. 


* WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 BROADWAY, CINCINNATI, O. 
LEATHER TRADES BLDG., ST. LOUIS, MO. 
















Trade Mark 


A Thoroughbred of Style 


for Fall Wear 
with the 


“OVALOID” 


Lacing Hooks 


‘100% American” 
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STORE SALES WILL TAKE A JUMP 
WHEN “STACO” STYLES ARE SHOWN 


Women’s welts now 
added to our long 
line of men’s Brock- 
ton-made shoes. 


We use Goodyear Wing- 
foot Rubber Heels. 


D!06—Men's Tony Red Calf Bal, D121—Men's Scotch Grain Brogue 
Park Last; also made in Mahog- Welt Oxford, Soft Toe, Rolled 
any Calf and Gun Metal Calf. Edge -and Heel, Vanguard Last 

made in black and tan Scotch 


Grain. 


FOUR HANDSOME 
MODELS SUGGEST 
THE EXCELLENCE 
OF OUR STYLES 


D527—Women’'s Sport Welt Ox- 
ford, Plain Toe, Soft Box carry- 
ing rolled edge and heel, with 6/8 
Heel on the sport last made in 
black and tan Russia, black and 
tan Norwegian Calf. 


D513—Women's Tony Red Calf 
Welt Oxford, Smithsonian Last, 
13-8 Heel. Also made in Gun 
Metal Calf. 


SEND FOR CATALOGUE 


STONE-TARLOW SHOE CO., Inc. 


BROCKTON, MASS. 


BOSTON OFFICE, 183 ESSEX STREET 
NEW YORK OFFICE, 47 WEST 34th STREET 











Sn 
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Stock No. 476 


Kid, Seamless Bal, Plain Toe, Cat’s Paw 
Rubber Heel, 99 Last, Turn. 


Price $3.35 


We are in a posi- 
tion to meet your 
every comfort 
shoe requirement. 
Write us for com. 
plete catalog of Stock No. 200 
faints ee an a styles always IN Kid Pollsh, Kid op, Rubber Heel, 76 


Heel, Davis New Process. STOCK. Price $3.35 
Price $3.15 


A.H. BERRY, SHOE CO. B 


PORTLAND, ME. 


BOSTON OFFICE 428-430 ALBANY BLDG. 
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aEN 
C.H.ALDEN CQ 


U.s.& 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


oO ° ° ° oO 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


° °o oO °o o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. — 








This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








FACTORY | ‘BOSTON OFFICE 
ABINGTON, MASS. _ ; 10 HIGH STREET 
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$2000 


worth of medals and other prizes 
or window trims 


YOU CAN WIN—TRY'! 


This chance is made to order for you. Towns over 
10,000 compete separately. Towns less than 10,000 
compete separately. 


Everyone who enters the contest gets a prize. 
There are no blanks in this contest, but you must 
be sure to follow the simple conditions given below. 


MEDALS 
Towns 10,000 and over 


1st prize—Diamond Solid Gold Medal 
2nd prize—Solid Gold Metal 
DIAMOND SOLID 3rd, 4th, Sth, 6th, 7th prizes—Solid Silver Medals 
GOLD MEDAL 8th, 9th, som 12th prizes—Solid Golden Bronze 
als 


Towns less than 10,000 


1st prize—Diamond Solid Gold Medal 

2nd prize—Solid Gold Medal 

3rd, 4th, 5th, 6th, 7th prizes—Solid Silver Medals 

8th, 9th, wes 11th, 12th prizes—Solid Golden Bronze 
als 


Send in a photo or snapshot of your Dr. Scholl Demonstra- 
tion Week Window Trim with your name and address and 
that of your store written plainly on the back and give 


your town population. 
It must, of course, feature Dr. Scholl service and it must be 
used in the window during Demonstration Week, October 


22 to 29. 


Write today for Free Materials. 


THE SCHOLL MFG. CO. 


World’s Largest Maker f 

This beautiful Mahogany Finish Desk or Mantel Clock, F ° = ° = 

size 6 inches long by 3% inches high, value $5.00, oot Appliances and Remedies 

given FREE to every contestant, whether a winner P 

of a medal or not, who sends in a photo or snapshot 339 Broadway 213 West Schiller St. 112 Adelaide St. E. 
ef the Demonstration Week Window Trim. New York, N. Y. Chicago, Ill. Toronto, Canada 


DrScholls Demonstration Week 
October 22°29 
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Dr Scholls 
Demonstration Week 


Advertising 


will blanket the continent 


Senday. October 23 rd. 


The story of your foot troubles 
is told by your. shoes 


=" at 


October 8, 1921 
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Oct. Bs" ee Nplate 
Dr Scholl: iy 


Demonstration Week 


ore 





This 
€ ; Brings 
Fall 
? Supply 
e Of 


Material 


The Scholl Mfg. 
Co., 213 W, Schiller 
St., Chicago, Ill, 


Gentlemen:—I wish w cash 

in on this Nation-Wide Adver- 

tising you are doing in connection 

with Dr. Scholl’s Demonstration 

Week. Send me without charge a 

complete* supply of Selling Helps and 
Window Trim material. 
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EMM, 


Here We Are! 
Now Loeated 
in Lynn 








TT 





ANNA 


Always speci 
SPRING-STE 
Rubber Heels 
when ordering 
leather shoes- 


THEY WEAR LONGER J 


Style 36 (as illustrated)—Boy’s 
Brown Whole Quarter Brogue Bal, 
Goodyear Welt, Wingfoot rubber heel, 
Plaza toe, sizes 1 to 6, Price, 
$3.75. 











Style 520—Big Boy’s Brown Brogue 
Bal, Goodyear Welt, Wingfoot rubber 
heel, Plaza toe, sizes 6% to 9. Price, 
$4.25. 


Style 39 — Little Men’s Brown 
Brogue Bal, Goodyear Welt, Wingfoot 
rubber heel, Avon toe, sizes 10 to 
13%. Price, $3.15. 


With Spring Solid Leather 8 Boles, 3 amas Heels 


Step Rubber 
FALL 


IMA 


Heel—of course! 


Sizes: 4 to 9 and 5 to 9. 


Widths: EE and EEE. 
Style 56 (as illustrated)—Boy’s 
Brown Sport Bal, Goodyear Welt, 


Fat Ankle 
Flexible Goodyear Welt | Bier st acl am “is 
WALKING SHOE BE Bete eae eee re 


Price, $4.10. 
Style 59—Little Men’s Brown Sport 


Bal, Goodyear Welt, np ge rubber 
heel, Newton toe, sizes to 13%. 
, $3.10. 


Especially designed for women with 
large ankles. Comfortable and du- 
rable. Made of fine plump kid with 
plump outer sole. “Flexible welt. 


U. S. Rubber Heel. 


soll " Leather Soles, Innersoles, Heels 
and Counters 


Ask for Complete Catalog 


We have just moved to Lynn from Haver- 


READY 


hill. We are making real quality Goodyear 
welts at very attractive prices for the 
wholesale trade and VOLUME BUYERS. 


Samples and Attractive Prices Submitted on 
Request. 


E. Bottomley Company 


Manufacturers of Women’s Goodyear Welts 


266 Broad St. Lynn, Mass. 
Boston Office: 34 Lincoln Street 


sl 000000000 


Style 46 - illustrated )—Boy’s 
Strap Bal, 


Brown Ball 


oodyear 


Welt, Wingfoot aber heel, Plaza 
toe, sizes 1 to 6. Price, $3.75. 


Style 546—Big Boy’s Brown Ball 
Strap Bal, Goodyear Welt, Wingfoot 
rubber heel, Plaza toe, sizes 6% to 9. 
Price, $4.25. 


Style 49—Little Men’s Brown Ball 
Strap Bal, Goodyear Welt, Wingfoot 
rubber heel, Newton toe, sizes 10 to 
13%. Price, $3.15. 


Solid Leather oe Innersoles, Heels 
Counters 


TO 
SHIP 


MARSTON & BROOKS CO. 


MANUFACTURERS 


Hallowell 
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MIDDLE WEST 
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Sales Records Talk!! 
Ours Shout— 


‘““The Whitest White 


LEVOR GRAIN KID 


Satisfies hundreds of shoe manufacturers.” 


Why Not You? 

















G. Levor & Company, Inc. 


Tanners of Cabrettas 


GLOVERSVILLE, N. Y. 


Salesrooms Export Dept. 


BOSTON Hide and Leather Bldg. 
ST. LOUIS 100 Gold St. 
MILWAUKEE New York, N. Y. 
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SCHOOL 


GUARANTEED 


Immediate Delivery 


No. 1—BAL LACE 
5to8 B8Ii4Atoll 

5400—Cherry Chrome Bal $1.55 
5401—Black Chrome Bal . 1.55 
5410—Full Grain Tan Lotus Bal... |. 1.85 
5412—Full Grain Cherry Elk Bal.. 1.60 1.85 
5413—Full Grain Smoked Elk Bal. 1.60 1.85 
5414—Full Grain Cherry Lotus Bal. 1.60 1.85 
5416—Full Grain Cherry and 

Smoked Combination Bal.. 1.60 1.85 


te annie ae No. 2—BUTTON SHOE 
” 5600—Cherry Chrome Button... . $1.35 $1.55 
5601—Black Chrome Button 1.55 
5614—Full Grain Cherry Lotus 
Button i? 1.85 
No. 3—SCOUT SHOE 
5214—Full Grain Cherry Lotus 
$ $1.70 
No. 4—TWO STRAP BAL BOOTEE 


3012—Full Grain Cherry Elk $2.05 $2.30 $2.60 
3014—Full Grain Cherry Lotus... 2.05 2.30 2.60 


Place your orders early so as to get deliveries on time. Do not 
wait and be disappointed. We had to disappoint a number of 


concerns this season. 


No. 4—TWO STRAP BAL BOOTEE 


THEY CANNOT RIP 


GOODYEAR DOUBLE * wr? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 

















21 
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SHOES 


NOT TO RIP 


THE REASONS WHY : 


They are more flexible than any welt shoe made. 
They are made on proper shaped lasts, lasts that fit the 
feet. 

Smooth on inside—no nails, tacks or stitching to hurt 
the feet. 

They are made with solid Grain Leather insoles. 
They are made with good upper stock. 

They are made with good firm counters. 

They are made with good Box Toes. 

They are made with the best grade of solid oak leather 
outsoles. 

They all have double needle leather backstays. 

These shoes can be resoled by any cobbler, anywhere. 
To resole cut off worn outsole and sew on a new one. 
The upper is held to the insole by a separate row of 
stitching and will not loosen up when the worn sole 
is cut off. No staples are used in the manufacturing 
of these shoes. 

Last, but not least, they are made by the Ramsey Pat- 
ented Process and are FULLY GUARANTEED 
AGAINST RIPPING. 


Double 


TITCHED 
TRENGTH 
ERVICE 


“IT’S IN THE MAKING” 


STITCHED 


GOODYEAR DOUBLE “Win 
967 ATLANTIC AVE. E. J. RAMSEY CO. 


RAMSEY’S PATENTED PLAY SHOES 


EY CANNOT RI 


Ramsey’s is the Ideal Children’s Shoe!for School 





No. 1—BAL LACE 





No. 2—BUTTON SHOE 


P 


WELT 


BROOKLYN, N. Y. 
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We Carry the F ollowing Shoes 
in Stock 


AAA to D 


250—Brown Kid Oxford, 14/8 353—Gun Metal Calf Oxford, 8/8 
$5.50 ? 


Hee! 


350—Black Kid Oxford, 


664—Russia Calf, 2-Strap Pump, 12/8 Heel 


BOOTS IN STOCK 


200—Brown Kid, 9 Straight Tip, Polish 14/8 Heel.... 
201—Brown Kid, 9 Straight Tip, Polish 12/8 Heel... 
400—Black Kid, 9 Straight Tip, Polish 14/8 Heel.... 
401—Black Kid, 9 Straight Tip, Polish 12/8 Heel.... 








A few of our better selling numbers have been 
placed in stock to insure PROMPT SERVICE to 
our customers and the trade generally. They are 
good styles, of a sort that will sell through the 
entire season—and they have the merits of quality, 
high grade workmanship and correct, as well as 


modish lasts. 




















A. H. COLMARY & CO. 


BALTIMORE, MD. 
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Philadelphia 


THE COST OF A SHOE 
6° 
ITS COUNTER 


Lac cost of a pair of shoes is the aggregate cost 
of its several parts. 


If a saving in total cost can be secured through the 
lesser price of one of the important parts, it is good 
business to demand that part. 


That’s why we say to the shoe merchant, “Specify 
Mousam Counters in the shoes you buy.” 


By doing this, you not only insure the highest qual - 
ity in an important part of your shoes, but you 
assist the manufacturer in keeping down cost—cost 
to yourself and ultimate cost to your customers. 


And Mousam Counters are provably superior to 
leather counters. They cost 400% less. There is 
ever argument in their favor. 


COUN FERS 


GUARANTEED TO OUTWEAR THE SHOE 
o o 
Oo a 


GE 
co 
‘ ‘ 

One 


om PAY 





OGERS FIBRE COMPANY 








12! BEACH STREET 
BOSTON, MASS. 


Cincinnati 










MOUS AM 


a 


St. Louis 
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Profit With White Shoes 


for Next Spring 
at Profitable Prices 


Minn 





NA 


TTT 


A Complete Line of White Sea Island Shoes 
at $2.35 to Retail for $4.00 


Exceptional Fitters in all widths and sizes—Best Quality Sea 
Island Duck. White Welting, Prime Outsole and Goodyear 
Wingfoot Heel, Flexible as a turn. 

















Write for our new booklet 


to the trade—painting the 
possible pitfalls in profit- 
figuring for the coming year. 











THE McGOVERN SHOE CO. 


Manufacturers of 
Misses’, Children’s and Growing Girls’ Footwear 


COLUMBUS, OHIO 
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Made in Milwaukee Sold all over the World 


COLORED PEVEE KID 


The exceptional uniformity of the 
raw material used in tanning COL- 
ORED PEVEE KID results in a most 


uniform product. 


Produced in a beautiful brown shade 
with a full, rich color. The smooth 
tight grain and its extra good feel 
makes COLORED PEVEE KID a 
very desirable leather to have in 
your men’s and women’s fine qual- 
ity footwear. 


SAE UO aL oo ee 


Demanding Pfister & Vogel leathers 
to be used in the manufacture of 
your shoes, gives an assurance of 
identified quality. 


PFISTER & VOGEL LEATHER'CO. 
Milwaukee Wis. Established 1847 
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Formative Shoes 


for niin 


Rubber Heel 
Women 
(Goodyear Welt) 


Flexible Shank No. 92 


Modified 
Formative 


T is becoming very interesting to us to observe oy 
the dealer demand for both the regular 
Formative and Modified Formative lines. $5.00 


We find that shoe merchants appreciate hav- 
ing side by side the Formative models fulfilling 
the requirements for common sense shoes and 
their sister models having all the flexible-shank 
and other orthopedic qualities along with the 
gracefully narrowed forepart and the higher 
Cuban heel. Fitted With 
These two groups of Formative Shoes mean Rubber Heel 
maximum selling in every store that carries 
them. Every customer can be fitted and satis- 
fied. 
All this has its important effect upon the 
store’s sales and profits. 


If you need a line of high-grade ortho- 
pedic shoes that sells at a sensible price, 
consult us and get our merchandising 
and advertising propositions. 


Styles and Prices | No. 94 
. 92—Black Kid Oxford. ’ —. 
. 98—Brown Kid Oxford. Price \e 
. 94—Black Kid Boot. Price . Black 
. 95—Brown Kid Boot. Price Kid 
$6.00 


Enterprising retailers are invited to correspond with us. 


COTTER SHOE COMPANY 


LYNN, MASS. 
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IN STOCK 
#1000 


ne, of aa Ops ecials made ina 


rade of Black Glazed Kid 
over our new*123 last. An 8 welt 
carrying, a Wingfoot rubber 
half-heel ona 14% military. 
Fills a real staple need in any 
retail establishment. 


Widths AAA-D--Sizes 2k to 9 
Price--Lowest market price at 
time of auotation. 








MOORE- ATAFEX’ 
°WHOE ° MFG °CO° 
BROCKPORT. N.Y. UL4A. 


NEW YORK OFFICE: eter re BLOG., BROADWAY AT 34 ST 
ACK E. JESTER, MOR 
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ESTABLISHED 
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Dark Brown Calf Haven Oxford 
77 Last—10/8 Heel 
Tip, White Stitch 
Price, $5.00 
S-71 : Sizes: 
Brown Kid, 8 inch AA, 44 to 8 
High Pol. Abas 
79 Last Welt B and Cc 34 to 8 
14/8 Heel, Fudge Edge Imitation Tip Net 30 lt 
Price, $6.75 
Sizes; 
AAA and AA, 44 to 8 
A, B, C, D, 4 to 8 
S-70 
Same in Black Kid, $5.75 
Net 30 days 


IN STOCK 


FOR 
IMMEDIATE DELIVERY 





‘\ 
THE VAL DUTTENHOFER SONS CO. 


CINCINNATI, OHIO >, 
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SCIENTIFIC 


TURNS and WELTS 


An IVES line of 
gee 





QUALITY PLUS STYLE 
IN STOCK FOR IMMEDIATE SHIPMENT 


Brooklyn workmanship and designing, coupled with the highest grade materials 
in upper and bottom stock and a knowledge of junior footwear requirements 
gained through years of constant study, has resulted in a product that appeals 


to the most critical. 


Here is but a hint of a comprehensive in-stock line that comprises over two 
hundred styles all ready for instant shipment. 


8% to 11 11% to 2 2% to 6 
TAN CALF LACE BOOT WELT $4.25 $4.75 $5.75 
TAN LOTUS LACE BOOT WELT 
AFRICAN BROWN KID LACE BOOT WELT.... 
GUN METAL CALF LACE BOOT WELT 
BLACK KID LACE BOOT WELT 


ALSO WHITE GENUINE BUCK IN LACE OR BUTTON, TAN CALF BEIGE SUEDE TOPS, 
PATENT LEATHER BEIGE SUEDE > sore PATENT LEATHER WITH WHITE 


SEND FOR CATALOG FOR FULL LISTINGS 


DRA POSNER SHOES Lac 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 
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IX “LIVE-WIRE” SELLERS made on merit, sold on merit, and primed for rapid-fire action. 
The very cream of the season’s production, styled to perfection and offered at a price that will 
spell profit for you. Here’s your first chance to stock the famous B. W. Last right from the floor. 


WRITE OR WIRE ORDER AT ONCE. 


No. S—405 


Five Eyelet Blucher Gun Metal Oxford on Co-ed Last, 
White Fair Stitch, Sock Tip, ese 10/8 Heel. 
Sizes: AA, 5-9; A, 4-9; B, 3%-9; C, 3-9; D, 3-8. 


raice $4.75 


No. S—200 


Black Satin One Button One Strap on Peach Last, Junior 
Louis 14/8 Wood Covered Heel. Imitation Turn. 
Sizes: A—-4%-8; B. 3%-8; C, 3-8; D, 2%-8. 


rice $4.65 


Black Kid Six Eyelet, Whole Quarter, Lace Oxford, B. W. 
Last, 12/8 Military Heel. Stock Tip, Welt. 
Sizes: AAA, 5%-9; AA, 5-9; A, 444-9; B, 4-9; 
C, 3-9; D, 3-8. 


race $4.60 


No. S—401 


Top Grade Havana Brown Kid Six Eyelet, Whole Quarter 
Oxford, B. W. Last, Solid Leather 12/8 Military Heel, 
Stock Tip, Welt. 

Sizes: AA, 5-9; A, 4-9; B, 4-9; 


rice $6.00 


No. S—300 


Black Kid Three-quarter foxed, 
8% Inch Lace Boot, B. W. Last, 
12 /8 Military Heel, Stock Tip, 
Welt. 

Sizes: AAA, 5%4-9 5-9; A, 
4-9; B, 3%-9; C, ‘393 "D-3-8. 


rtce $5.85 


No. S—301 


Brown Kid 8% Inch Lace Boot, 
B. W. st, 12/8 Military Heel, 
Welt, Stock Tip. 

Sizes: AAA, 5%-9; AA, 5-9; A, 
4%-9; B, 4-9; C, 3-9 


ruce $6.75 


The Roth Shoe Manufacturing Co. 


CINCINNATI 


There are no shoes better than Cincinnati-made shoes; 


There are none so good as ROTH’S 
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“The Slipper Beautiful’ 


HERE IS NO PARTICULAR SEASON FOR KREEP-A-WA 

FELT SLIPPERS. THEY ARE CONTINUOUSLY IN DE- 
MAND ALL THRU THE YEAR BECAUSE OF THEIR QUALITY, 
COMFORT AND ALL-THE-TIME SERVICE. 


A MOST DESIRABLE AND ATTRACTIVE ARRAY OF STYLES 
AND COLORS ARE CARRIED ON THE FLOOR FOR IMME- 


DIATE DELIVERY. 


A CATALOG ILLUSTRATING OUR “IN STOCK” STYLES 
WILL BE SENT UPON REQUEST. 


No. E194:—A favorite style.in stock. 


CEASDECA DEER DEEMNSD 


BLUM SHOE MBG. CO. 


Factories at 
DANSVILLE, NEW YORK 


New York Office, 643 Marbridge Bldg., 34th St. and Broadway 
M. J. O’Brien 
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Chicago’s Pride, the Wrigley Building 
Our Pride Is Our Service and Values 
Newest Styles 


IN STOCK FIRST 


No. —e oe er P Patent 2 Buckle Sally Sandal, 11/8 
center uckle rap Sandal, Good- ; ; 

year Welt, Military Heel. A, B and Military Heel, flexible McKay. B, 
C Widths 5. C and D widths ........+++- $4.00 


} No. 1347— Same description as 
above in hand turn, 14/8 full Spanish Same description as above in Good- 


Louis Heel. A, B and C widths. 
$6.25 year Welt. B and C widths. .85.25 


NOTE—Both above numbers also come without cutouts in vamp. Same price. 











Dave W. Saifer Shoe Company 
37 So. Wells St. - Chicago 
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How they Coming? 


66“ OOD, and then some’’—you'll say the same 
with All Americas on your shelves. | 





Men are buying—but only where they are posi- 
tively sure that they are getting their money's worth. 
That’s the reason All America dealers are so suc- 


cessful. 


All Americas are Rockland made—are obtainable 
in desired quantities from each of our nine distribut- 
ing houses—enabling you to make maximum turn- 
overs at minimum costs. 


Get your share of the men’s business—buy All 
Americas. 


Rice & Hutchins, Inc., 
10 High St., Boston, U. S. A. 


RICE & HUTCHINS 
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Time For Fair Profits on New Merchandise 


to be squeezed out of the business world if 

they continue to be weak-kneed, timid and 
panicky on this question of getting a fair and 
square profit for a real service rendered. The next 
three years will see the failure and elimination 
from the retail field of many shoe dealers who 
haven’t the foresight now to ask a proper and de- 
cent profit on new merchandise. Let’s hope all the 
losses on old merchandise has been taken by this 
time. 

This is pretty strong language, but it is the truth. 
Contrary to the wail that is going up the country 
over that shoe merchants are exacting too great a 
profit, the truth of the matter is that the profit is 
taken in the wrong place. 

When a shoe store in a prominent city on Main 
Street sells but eleven pairs of shoes per day in 
the month of September, when the overhead re- 
quires a minimum of 30 pair, the answer is not in 
more profit per pair, but in more pairs for profit. 
There is a distinction and difference between the 
two. The store that takes a big profit per pair just 
because it needs the money is bound to get the 
smaller number of sales and is headed toward ex- 
tinction. 

There is a respect on the part of the public for 
the merchant who has the courage to ask a fair liv- 
ing profit, but who at the same time makes a selling 
price produce a volume in number of pairs. There 
is going to be a stiffer competition on price, but a 
profit has got to be made if stores desire to stay 
in business. The time to build fences is now and 
the best fence that a store can have is a legitimate 
profit on an active stock. 

A bitter form of rivalry is appearing. It comes 
from the store that offers $10 and $12 values at $5 
(at least that is the way that the advertisements 
are worded). This competition means one of two 
things—absolute falsehood or preliminary steps to 
bankruptcy. Don’t follow such false léadership. 

It is a known truth that a fair profit makes a 
sound business. There are thousands of men who 
invest their savings in a retail shoe store and who 
have been fairly successful in the venture to date. 
Many of them are up against a real bona-fide crisis 
as far as the subject of prices is concerned. To 
meet the competition down the street, they are up- 
setting all of the sound traditions learned in the 


G tobe 3 thousand dealers in shoes are going 


past five years. They are getting back to that posi- 
tion common in the trade ten years ago when the 
average profits of merchants were two cents on a 
dollar. 

This editorial is going to be somewhat of a reve- 
lation to many of the chronic kickers in the trade, 
not in the retailing field, who have right along felt 
that the merchant’s profit in shoes to the public 
was too high. 

The merchant whom we have in mind is the real, 
solid, substantial business man, who has an estab- 
lished store and who is serious in his ambition to 
stay in business five, ten and twenty years from now. 
He is the man who needs the caution not to follow 
the waltzing mice in the Bronx Zoo. The placard 
on the front of the cage reads, “This Mouse is bred 
with a view of degenerating that part of the brain 
involving the sense of balance or equilibrium.” 

The general public wants good shoes and is will- 
ing to pay fair prices, and the retail merchant who 
is putting too much jazz on his profits is putting 
the rollers under his business. Too high profits 
will eliminate him, but he is not the man who is 
losing his sense of balance in the same ratio with 
the merchant who feels that he has got to beat last 
year’s amount of sales by cutting the life of his 
profits. After taking losses on his liquidated stock 
he keeps on taking losses on new stock just to fol- 
low competition. 

Before long manufacturers are going to refuse 
credit to the man who is making his business un- 
safe by a panicky rush for more sales and most of 
them credit sales. 

Many a retail shoe merchant is working day and 
night for his landlord. He has got to correct the 
many costs of doing business. 

Shoe merchants are going to meet the most diffi- 
cult problems of their career from now on. For 
them to undermine their business by selling at sacri- 
fice prices, is for them to lose the respect of manu- 
facturers and wholesalers and to eliminate them- 
selves from the shoe game. 

Every city in the country has some merchant who 
buys shoes as recklessly as a drunken sailor spends 
his money. In his wild scramble to be the style 
leader he plunges on freaks—far beyond the limit 
of his outlet, and the result has been, and is to- 
day, an accumulation of footwear that would not 
bring 25 cents on the dollar. For other merchants 
to follow him is to allow good money to be swept 
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into the losses of lunacy. The gambler in style is a 
dangerous menace to the shoe trade for the simple 
reason that he will find many imitators. 

If ever there was a call for associations to be of 
value it is this season. A retail organization should 
be a big factor in correcting this abuse of a very 
useful instrument—style in footwear. Buy what 
you need. Don’t do what the gambler is teasing 
you to imitate. Buy only in proportion to your out- 
let. Most of the supposed keen competition is 
fancied. The best way to meet competition is to 
meet your competitor in conference and to straighten 
out selling difficulties. His troubles are exactly the 
same as yours, although he may try to deny it. 

In our Washington news this week we have an ex- 
clusive story on a freak idea of politicians in the 
agricultural bloc. Their demand is for a licensing 
system in order to bring pressure to bear upon the 
retail merchant. They hope by a licensing system 
to hold down prices. We offer instead of their plan 
the sane suggestion of Alvin T. Simonds, fixing the 
“Responsibility of Business to the Public.” In our 
Aug. 27 issue, he said, “The state does not allow 
men to practice law or medicine without a license, 
but it allows any man who can secure the proper 
amount of capital or credit to enter upon a business 
venture which involves the future welfare of 
thousands. When a man establishes a business and 
begins making or selling goods, he is creating a 
large financial responsibility, as well as controlling 
to a certain degree the welfare and happiness of all 
whom he employs.” 

One hundred and twenty thousand corporations 
in the United States in 1917 produced no profit. 
There were 1641 commercial failures in the United 
States in February, 1921, representing an indebted- 
ness of over $60,000,000. 

Those who have little or no knowledge and appre- 
ciation of the force of the great economic laws of 
profit and loss can prate about a licensing system to 
hold down prices, but the real licensing system 
should be that making it obligatory for a business 
to make a profit. 

The economic law of profits when violated is much 
more serious than the problem of meeting competi- 
tion. We wish that every reader of the RECORDER 
could get the spirit of the statement by Mr. Simonds: 
“When a company employing 30,000 men and women 
fails because of poor management due to an igno- 
rance of fundamental economic laws, something has 
happened that society should not allow.” You have 
no right to fail because of “no profit” as well as 
fail to serve correctly by too much profit. 

We repeat that this editorial is going to startle 
some of the kickers who have fogy ideas that the 
retail dealer is taking too much for his service. 
The reason buying is not more active is because the 
merchant wants to pay his bills and can’t. He 
liquidated old stock but fails to take a fair profit 
on new. 

The real serious merchant is the one who is ren- 
dering a service that is well worth the fair profit 
that he is asking. He is the man who is getting a 
reasonable profit on new merchandise. We are tak- 
ing for granted that merchant subscribers of the 
RECORDER heeded our advice many months ago to 
have a real liquidation and then to continue busi- 
ness on the platform of a profit on every pair in 
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season, not excessive to the values, but fair to the 
store and to the public. 

The major portion of the public will not go into 
stores which are obviously “fly-by-night” establish- 
ments, but will make proper comparisons between 
values in institutions that have a reputable charac- 
ter. If prices are too high in any one of these stores 
the answer is soon found out through the customer 
going elsewhere. The fact remains that the sane, 
general public buys in worth-while shoe stores com- 
bining style and service, and which are understood 
to be going-organizations doing business at a fair 
profit. 

Let the agricultural bloc try its stunts. All short- 
cuts to the public usually come to the same ending 
by failure to recognize that for a business to con- 
tinue it must make a profit. Let it be understood 
that this is no brief for a flat 35 or 40 per cent mar- 
gin on the selling price right across the board. 
Business isn’t being done that way any more. Each 
article is bought and sold according to its merit, so 
let a fair profit be not without honor in your store. 

Arthur D. Anderson, Editor. 


WHY THIS “CORRECTION” WAVE 

The human foot, which is vastly more complicated 
than any machine, is in need of vigilant care and 
frequent determination. The retail shoe merchants 
of this country are beginning to learn that preven- 
tion of foot trouble is more to be desired than cure. 
Never in the history of the trade has there been such 
a keen interest in the study of the foot and the sale 
of corrective footwear. The trade is learning that 
it does not do to permit feet being neglected until 
pain and disability sound an unmistakable alarm. 
The thing to do is to tend to the foot before the 
orthopedic doctor is called in and expected to do 
the impossible. 

It is said that if all available knowledge about 
causes of disease were actually applied the world 
over, millions of lives could be saved each year. 
This statement is true, but it may easily mislead. 
There can be no hygienic millennium in general medi- 
cine or in specific foot attention. People may listen 
to advice, but they will not always follow it. More 
shoes are sold to fit the eye rather than the foot. 

Gradually with the education of more people, there 
is a growing appreciation of the value of the knowl- 
edge of the retail shoe merchant and his store sales- 
men. Knowledge of the foot and its processes are 
steadily developing. The RECORDER realizes that in 
a no more fundamental way can it contribute to 
progress than to conduct research into the purpose 
of footwear. When Dr. Marshall said in our last 
week’s issue, that several pairs of shoes of slightly 
different shapes, sizes and balance are better to wear 
than a single fixed style continuously, if the person 
is in good health and has normal, adaptable feet, he 
sounds a keynote that means better shoe service as 
well as more pairs. 

It is a good thing for a person to have an ortho- 
pedic type of shoe to vary off the wear of so-called 
“stylish shoes.” The healthier the foot the more 
abuse it can take. The shoe merchant is gradually 
appreciating the wonderful possibilities of service 
to public health that can come through his store. 
He is awake to the possibilities of holding customers 
and to develop appreciation of all types of footwear. 

(Continued on page 64) 
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The Agricultural Bloc Advocates : 


Licenses 


New Faddist Movement to License Stores and Regulate Distribution 


Special from Recorder Correspondent, Washington 


RASTIC methods to force a reduction in 
D retailers’ prices are under consideration 

by the organized farmers of the country. 
Their plans embrace both legislative and economic 
measures. Because of the ascendancy of the agri- 
cultural bloc in the Senate and the House, the farm 
organizations are confident that they could success- 
fully demand legislation for licensing and limita- 
tion of the number of retail dealers, with power in 
the license to prevent an undue margin in any com- 
modity. Their economic action calls for a very wide 
extension of co-operative stores in agricultural and 
industrial centers. Chas. W. Holman, a well- known 
legislative expert and organizer for the farm or- 
ganizations, in an interview with the Boot and 
Shoe Recorder, pointed out that their plans were 
entirely feasible. The shrinkage of prices for agri- 
cultural products makes the farmer think seriously 
of the purchasing power of the dollar as applied to 
the necessities of life. Farmers are very ready to 
Say that the average retailer has not reduced prices 
In proportion to the manufacturers and wholesalers 
reductions. They accuse him of holding up the 
process of liquidation because of an apparent un- 
willingness to sustain losses which other distribut- 
ing agencies have accepted. In order to bring pres- 
sure to bear upon the retailers, the farmers have in 


mind economic factors and, if necessary, legislative 


measures. 
Not a New Fad 


The demand for a licensing system is not without 
a precedent. The Frelinghuysen bill which is on the 
Senate calendar, was drafted to effect the same pur- 
pose in the coal industry. Mr. Holman believes that 
there is another precedent for licensing the retailers, 
that maintained by the old Russian Government un- 
der the Romanoftfs, which limited the number of drug 
stores to a certain number of inhabitants, corre- 
sponding in our country, to the licensing system for 
saloons before the enactment of the Eighteenth 
Amendment. © 

He also cited the success of a licensing system in 
holding down prices as inaugurated by the Food Ad- 
ministration during the war. One of the chief ob- 
jections to the licensing system, however, is the 
elaborate governmental, machinery required for reg- 
istering and enforcement of licensing. The farmers 
contend that it is possible to devise a system similar 
to the plan adopted by the Bureau of Internal Rev- 
enue, requiring merchants to submit periodical 
statements regarding stocks and sales of produc- 
tions, thus letting the Government prohibit profiteer- 
ing. 

Mr. Holman has traveled extensively among the 
farmers of the country and he believes that suc 
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a legislative program involving the establishment of 
a license system would have the support of agricul- 
tural people. They are of the opinion that the re- 
tailer is not liquidating “frozen” stocks. 

“The time is at hand for the dry goods merchant 
and other retailers to get on a new basis of serv- 
ice,” said Mr. Holman. “He can give service if he 
is satisfied with the small profits on a large turn- 
over.” 

Advocate Co-operative Stores 

According to this farm organization official the 
presence of co-operative stores has a salutary effect 
upon retailers. They have frequently been respon- 
sible for the introduction of improved business 
methods in towns where they have been established. 
They have had the effect of stimulating competition. 
The official findings of the Department of Agricul- 
ture, after a survey of typical co-operative stores 
in the United States, showed that in cases where 
the merchants have competed keenly against the co- 
operative store they have been compelled to adopt 
more efficient business methods. This has resulted 
in lower prices to every consumer in the locality and 
frequently in better prices to farmers on produce. 

“The manager of one of the most successful of 
the stores included in the survey expressed the con- 
viction that the co-operative store is to the busi- 
ness community what the governors are to the steam 
engine, and that on account of its regulative in- 
fluence there ought to be a co-operative store in 
every town. The same manager was of the opinion 


that it would be an equally undesirable condition to 
eliminate privately owned business from any town.” 


The Advice of So-called Experts 


The farmer is interested in a reduction of the 
high cost of living. The Department of Agriculture 
reports way that “in addition to whatever salutary 
influence the co-operative store may have upon the 
business community, the survey shows that there are 
possibilities in the co-operative store, if properly 
organized and managed, for the accomplishment of 
important savings to members, thus opening the way~™ 
for a reduction of the high cost of living.” 

It is possible to compete with the average retailer 
from two sources. Mr. Holman makes it clear that 
the first source is a large manufacturer who is 
forced to establish his own chain of stores in order 
to get the volume of turnover which the factory 
needs and which is now restricted by the exorbitant 
prices charged by the independent retailer, and sec- 
ondly, the development of the co-operative store in 
agricultural communities and in co-operation with 
the American Federation of Labor in industrial cen- 
ters. To those who are not acquainted with the oper- 
ations of co-operative stores, Mr. Holman direcis at- 
tention to the official report of the Department of 
Agriculture, which says: 

“The manifest purpose of the co-operative store 
is to make savings for its members in the purchase 
of household and other supplies. Patrons are 
charged the customary retail prices for the locality 
in which the store operates. Then, at the end of the 
specified period the accumulated surplus is dis- 
tributed in proportion to the purchases which each 
patron has made during the dividend period. Fol- 
lowing the Rochdale plan, non-members are fre- 
quently allowed half the rate of dividends on pur- 
chases allowed members.” 


The survey conducted by the Department of Agri- 
culture indicated that the co-operative store has 
tended to bring about lower prices, smaller margins 
of profit, more efficient business methods and other 
practices beneficial to the farmer. Higher figures 
are quoted frequently for produce sold by the farm- 
ers, in communities in which co-operative stores ex- 
ist, because of a stimulation of the local market. 

“With the application of efficient business meth- 
ods and the education of the farmer to a clear un- 
derstanding of the functions of co-operative stores, 
American co-operative stores may be made success- 
ful. Instances are cited of unusual savings and 
large dividends to members of various associations. 
Such associations procure capable managers, by pay- 
ing adequate salaries; take advantage of large-scale 
purchasing and cash discounts; maintain proper ac- 
counts and cost records; and watch stock turnovers. 
The co-operative store in general, it is pointed out, 
has very great possibilities in this country if the 
farmer can be made to understand this necessary 
relation of efficiency to financial success.” 


Semi-Public or Private 


The only essential difference between accounting 
for co-operative and other retail stores lies in the 
fact that the former are semi-public institutions, 
while the latter are private enterprises. In the co- 
operative store the working capital is contributed 
by a large number of persons, who are entitled to 
regular reports. The business is managed by a 
board of directors, which requires constant informa- 
tion concerning the conduct of the business. The 
law creating the association prescribes certain 
methods of publicity. Moreover, the accounting for 
co-operatitve associations is complicated by the fact 
that the net earnings are usually distributed to pa- 
trons, frequently to both members and non-members, 
in proportion to their purchases from the store. 

It is interesting to note that the farmers have no 
delusions about the effect of co-operative stores in 
communities. They understand that private enter- 
prise of a retail dealer will withstand those opposi- 
tions, but the farmer believes these co-operative 
stores will in a measure regulate prices. The co- 
operative store at its best is a test of mutuality and 
quality. 


“Tricks in All Trades But None in Ours,” Someone 
Says 


One of the interesting points disclosed by Mr. 
Holman was the fact that the organized farmers of 
the South are watching the effect of the slight rise 
in the price of cotton on retailers’ prices. Cotton 
raisers say that normally the increased price of cot- 
ton should not be reflected in dry goods sales within 
a period of five or six months and even then, the dif- 
ference in the actual relationship of raw product 
and the finished commodity would be rather small 
and worked out on a yard basis. The farmers an- 
ticipate that merchants selling flat white stuff will 
be telling consumers that prices must go up about 
the first of October because cotton going into the 
manufacture is so high. Mr. Holman warns retail- 
ers of the possibility of the farmers showing them 
up if such methods are resorted to. 

Statistics have been compiled by the cotton ass0- 
ciations of farmers of the South showing the actual 

(Continued on page 64) 
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ITlaking Buyin’ Mere AE 
tractive te the Public. 
a a 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the re- 
tail shoe merchants. The chief purpose of “‘The Boot and Shoe Re- 
corder”’ is to help solve it; for this is the basic problem upon which 
depends the progress of the entire allied industries relating to shoes 
and leather; their production and distribution. 


sible for price )—but if it is for want of an idea to do 
business with—well—take freely of the suggestions in 
the following pages to stimulate good business. “My 
business for an idea” then becomes an idea for any 
business. 



























































CETING TREAT DRG 


Are you, your staff and your friends doing all that you ; 
A ; ‘ can to make buying more attractive to the public? It 4 
amet i : A 
el ’y may be price, weather or season that has chilled the CBae 
public purse (and of these you may perhaps be respon- 
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CETIING TREATS DRI 


ITlaking Duyi 
the Public. 
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especially if they have been tried and 
proven. Ideas are business assets and 
worthy of study. 
Useful Selling Ideas 


Good display and sales plans do something more 
than make immediate business. They are a tonic to 
jaded buyers. 

Many and varied are the clever selling ideas adopted 
by various trades to win more customers to the retail 
stores. The RECORDER submits a classified group of 
these ideas for your approval. If there are any which 
“listen good” to you, they are yours to-adopt. If you 
have better or different ones, send ’em along! 

According to the federal government the large 
majority of the people in the United States spend 99 
per cent of what they earn. Of this amount the aver- 
age family will spend between 80 and 82 per cent for 
essentials, and between 17 and 19 per cent for luxuries 
and non-essentials. 

Were it not for the fact that you have competitors 
who are also out after their share of the business, the 
buying power of the people-in your community is not 
a matter with which you would have to seriously con- 
cern yourself. A certain percentage of the average 
family budget necessarily has to go for the purchase 
of shoes, and if your store were the only one of its 
kind in the community obviously you would draw this 
entire volume. But only in isolated instances does 
such a condition prevail and some of this volume is 
bound to go to your competitors. Therefore, your ef- 
fort is to guide the thoughts of your public in the 
proper direction and see to it that your store enjoys 
not merely its average quota of this volume, but more 
than its average quota. 

The RECORDER has been recently combing different 
sections of the country in quest of new plans and ideas 
which shoe merchants have successfully used. The 
few which follow represent the very best of the many 
that were found. These ideas are based entirely upon 
successful practice, and they will help you get more 
than your average quota of the percentage of the fam- 
ily budgets in your community which go for the pur- 
chase of shoes. 


G csveciatiy ie are of greatest helpfulness, 


WINDOW DISPLAYS 
The Win in Windows Is Demonstrated in Sugges- 
tions Herewith 
Change your arrangement of shoes at least once a 
week. Nothing causes the interest of the public to 


lag so quickly as the neglected window. Rearranging 
and making trifling changes often have a marked effect 
on business. After getting in the best window you 
are capable of, give attention to the outside—the glass, 
the signs and the paint. See that the outside presents 
as clean and attractive an appearance as the inside. 
Don’t let one counteract the value and effect of the 
other. 


Shoes the Attraction 


The Walk-Over Boot Shop, located opposite the Wis- 
consin State Capitol building, Madison, Wis., is get- 
ting remarkable results with unique window displays. 
An example, recently used, is as follows: The window, 
not a large one, pictured a ladies’ sewing room in 
every detail.. Fine furniture was used, and the color 
scheme carried into rugs, curtains and drapes. In the 
foreground, just in front and a bit to the left of the 
ladies’ sewing chair, alongside a sewing table in 
studied disarray, was a single pair of ladies shoes. 
The display, from any starting point, seemed to lead 
the eye directly to the pair of shoes. The pair was 
changed daily, and sometimes twice a day, when the 
street was crowded with shoppers. No price marks 
or signs were used. The window “spoke for itself.” 


Value of Fitting Shown 


Get a globe (world) such as is used in geography 
classrooms. Put a dab of glue on each corner of a 
sheet of tinfoil. Paste this on the surface of the globe 
next to the window glass. Show it in connection with 
comfortable shoes. The accompanying sign should 
read: 

MAKES THE WORLD SEEM BRIGHTER 
A shoe that fits the foot has a lot to do 
with cheerfulness. Let us fit you with these. 


Telescope Emphasizes Quality 


Mount a telescope, a pair of field glasses or a pair 
of opera glasses on a tripod in your window. Use a 
sign reading: 

YOU’LL LOOK A LONG WAYS 
before you find a better shoe than 
this for $.... 


Automatic Bargain Window 


Baker’s Family Shoe Store, Lynn, sometimes has 
an automatic bargain window, in which it offers its 
odd lots of shoes, and marks them down daily, until 
they are sold out. Sizes, as well as prices, and daily 
mark downs, are plainly posted in the windows. 
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Old Methods and New 


Manager Fred B. Koehler of the large shoe depart- 
ments of Crutcher & Starks, Louisville, recently ex- 
hibited in his window a print from an old photograph 
of company store windows made some ten or fifteen 
years ago. The window was crowded with shoes, it 
being in the days when the retail merchant felt that 
the only way to trim a window was to put as much 
stock in it as possible. 

Mr. Koehler in comparing the old print with mod- 
ern windows remarked: “There are still a lot of com- 
panies which haven’t gotten away from that old idea. 
They still jam their windows with merchandise, and 
the high-class buyer passes them up as second-class 
stores. It is impossible to arrange an attractive win- 
dow, one that has any artistic attributes, if it is to 
be so loaded with merchandise that background and 
color scheme is lost sight of.” 


Don’t Crowd Windows 


This same argument was recently borne out when a 
new manager from the East took charge of a store of 
a large company, which for years had been jamming 
its windows. People who had never given the win- 
dows a thought before commenced to be interested, as 
the contrast in the new trims was so great as to be 
noticeable. Instead of jamming the windows he be- 
gan showing only a few pairs, attractively arranged, 
and used baskets of flowers (some artificial) and real 
backgrounds. His business has picked up materially. 

The old argument was that you had to show the 
consumer the shoe he was looking for, because if he 
didn’t see it in the window he wouldn’t enter the store. 
To-day any consumer knows that a real house can’t 
show all of its merchandise, and doesn’t expect to see 
the stock in the window. 

In the old days with small stores so much stock was 
sometimes in the window that it was necessary to get 
shoes out of the window quite frequently to fill an 
order. 

Time and Place for Rubbers 


In weather which is suitable for the use of rubbers 
many retail shoe merchants have set aside a regular 
space in the windows to display these goods. The 
space has not been large, but it has sufficed to give the 
public the main fact, that the merchant carried rubber 
goods in the footwear line. It enabled him also to 
show the various brands, grades and prices he was 
offering, and to familiarize his community in general 
with the facts on rubber footwear. 


NEWSPAPER ADVERTISING 
Copy That Is Different—Word “Bargain” Never 
Used 

The shoe department of the Stewart Mercantile Co., 
River Falls, Wis., is using a series of advertising copy 
in the local newspapers, which is truly “different.” 
The space used for each advertisement is not over one 
column, three inches. Under the logotype of the store 
name in standard design, is a “newsy heading,” such 
as “Shoe Talk—Fitting Children’s Shoes a Ticklish 
Business.” The remainder of the little sketchy ad is 
Set in regular newspaper type. A recent example of 
the text was like this: “But we do it just right. 
There is a bit of a science connected with selecting 
the correct last and length for growing feet. It’s a 
maiter of pride to our salesmen to give the children 
What they need,” etc., etc. These little ads sometimes 
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have a special bargain buried in them, and from the 
manner in which people call for the specials, the store 
is assured that the stunt is working very well and gets 
close attention. 

Caspari & Virmond, Wisconsin Street at the bridge, 
Milwaukee, Wis., never use the word “bargain” in 
their advertising. If a mark-down is offered, the firm 
simply shows both prices. Members of this firm be- 
lieve that the word “bargain” has no place in a shoe 
shop of class, and stated that their experience was 
that “bargains” in connection with shoes to the Mil- 
waukee public means “cheapness.” 


Circularizing the Summer Trade 


A Milwaukee shoe store quietly does a good deal of 
advertising by mail in the summer resort section 
around Milwaukee. Mailing lists in late years have 
proved valueless because of the numerous changes in 
ownership of cottages and villas. This offered a seri- 
ous problem, of interest to every shoe dealer with 
suburban trade, at any time of the year. This store 
solved the problem as follows: It ascertained that on 
all rural mail routes, the mail boxes are numbered 
consecutively from one up. Inquiry at the headquar- 
ters offices of the various rural routes gave informa- 
tion as to how many numbers were located on each 
route. The mail was then addressed to “The Resident 
at No. 7 (etc.) R. F. No. 13.” 

This was done for each route from No. 1 box to the 
limit of numbers. This plan worked very satisfac- 
torily. R. F. D. carriers made no objections, particu- 
larly as the mail was packaged in consecutive order 
before going to the postoffice, each bundle being marked 
for the proper R. F. D. route. 


ADVERTISING A LA SEASON 
Weddings Occur in October as Well as June 


A Milwaukee retail shoe merchant says that he has 
noticed a strong tendency in the two past autumns, to 
make August and even September much more of a 
period for weddings, than some five or ten years ago. 
During the above mentioned months, this merchant 
paid special attention in his window displays and his 
mail circular work to the needs of the bride in foot- 
wear. He said that this has paid well, for it is much 
more easy to sell the fall bride several pairs of shoes 
than the June bride, often including boots and winter 
outfittings and findings. 


A Christmas Suggestion 


The holiday season is close at hand and you will 
soon be making your bid for the Christmas trade of 
your community. Last year a merchant in a small 
Georgia town began advertising early in November 
that he would give a prize of $10 for the best list of 
presents suitable for women, and a prize of $10 for 
the best list suitable for men. The only requirement 
was that the articles suggested be such as could be 
purchased in his store, which happened to be a general 
mercantile establishment handling shoes, clothing, dry 
goods, etc., etc. . 

Competent judges were selected to pick out the prize 
winning lists from among the many suggestions that 
were offered during the contest, and early in Decem- 
ber the contest closed and the prizes were awarded 
the winners. From then until the day before Christ- 
mas these two lists were published in paid advertising 
space in the newspapers regularly, many of the people 
of that community making up a part of their Christ- 
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mas gift lists at least from these suggestions. At the 
same time the idea brought the store a great deal of 
valuable publicity. 

Contest on Presents List 


A retail shoe merchant using this same idea, how- 
ever, would find it best not to confine the lists to such 
articles as are handled in a shoe store. Contestants 
should be allowed to suggest a complete list, and one 
of the requirements should be that the items for the 
most part be of useful nature, instead of what we 
would term luxuries or non-essentials. And, of course, 
another requirement should be that at least one or two, 
or possibly three, of the items suggested be such as 
could be purchased in a retail shoe store. The grow- 
ing tendency on the part of the public is to give useful 
presents at Christmas time, and such articles as you 
handle, of course, represent that type. 

With a contest of this nature you will not only be 
offering the people of the community worthwhile sug- 
gestions to be used in picking out their Christmas 
presents, but you will be getting the store a lot of good 
advertising. 


LITERATURE AND BOOKLETS 
Some Attractive Specimens Noted. A Personal Letter 


John Ward Men’s Shoes, Inc., has been recently 
sending out some very snappy advertising in the form 
of booklets and circulars showing the shoes they have 
for sale with prices. The literature is aimed to pre- 
sent the shoes in a convincing and unusual manner. 
The artistry does not overshadow the shoe itself. 
“New” English is used and is considered by the com- 
pany to have a decided advertising value. This is a 
combination of simplified and phonetic spelling to 
make the words look different—such as “manajer” and 
“collej” and “frendly;” “servis” for service, “balanse”’ 
for balance and “sel” for sell. Wherever the meaning 
would be too much obscured by phonetic spelling, the 
correct spelling is used. A little booklet entitled “For 
Lovers and Others” is printed in nile green with a 
man and a woman who are evidently lovers repre- 
sented in a blue ink. On the inside pages a little item 
reads—“John Ward Men’s Shoes—Whether your 
strong point is sitting on the side lines or smashing 
’em over for aces, John Ward Sport Shoes will help 
you play a clean, fast game.”” On the opposite page a 
picture of a young man packing his grip, with golf 
sticks beside him and sport shoes scattered around 
preparatory to being dropped into the opened bag on 
the floor is entitled—John Ward Sport Shoes complete 
the week-end duffle. Another little folder in black and 
cream reads—“John Ward Men’s Shoes Distinctiv. 
John Ward Men’s Shoes combine the ideas and ideals 
of a quarter century’s successful merchandising.” 
Still another folder is in black with green border on 
covers—on the front cover is a light cream mortised 
section on which is delineated a John Ward Store—a 
pair of shoes printed in bright orange appears on the 
back cover on a black surface. 


Cleverly Worded Appeal 


A circular letter, with a personal appeal, signed by 
President Frederic E. Young of Coes & Young Com- 
pany, Boston, announces the fact that this high grade 
men’s shoe store sells good shoes and that they con- 
trol every step of the production; the letter tells of the 
fine, selected skins which are converted into the leather 
of which their shoes are made. The letter continues— 
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Design is our own. The comfort built into 
our shoes results from an understanding of the 
bony, muscular and nervous structure of the 
human foot. Styles are followed, but our skilled 
shoe tailors modify them to insure comfort. 

Finally, rigid inspection insures perfection of 
workmanship in every shoe sent us. 

Such service, Mr. , is merely what you de- 
serve. It brings you satisfaction. Also, it is 
bringing us reputation. 











INTERIOR ARRANGEMENT 
Combination Show Case and Box Shelving 


To save space and also to give novelty to the depart- 
ment, The Boston Store, men’s, boys’, children’s and 
women’s shoe sections, located adjacent to each other, 
are now using a combination show case and box shelv- 
ing, in sectional‘pieces. The idea was evolved by Carl 
Herzfeld, general manager of the store, according to 
Charles Lew, head of the shoe department. The sec- 
tions are located in the form of hollow squares. The 
outside parts are display cases, with pretty lighting 
effects. The inside of the squares show rows upon 
rows of shoes in boxes, the squares being of various 
sizes, and fitted up with convenient fitting chairs and 
stools. Nearly all of the customers notice the peculiar 
arrangement and speak favorably of it. 


INTERESTING THE CHILDREN 
A Button—Button Contest—A Fall Feature 


Now to get the children interested. As a business 
booster a numbered button scheme has proved to be 
one of the latest and best methods. Each button car- 
ried a consecutive number, but there are ten duplicate 
numbered buttons in the lot. 

The clerks of the store are enlisted in the system of 
distribution and they are directed to meet pupils as 
they come from school and to present each with a 
button. 

Each button says, “Find the boy or girl with a 
number the same as yours and both come to our store 
and each of you will get a pair of good stockings free.” 
Any other premium can be used with equal success. 
Once distributed the result is the liveliest publicity 
campaign on record. The children run around in an 
effort to find the boy or girl who has a duplicate but- 
ton. When you consider that the numbers are up in 
the thousands and the great difficulty in memorizing 
the run of the numbers, you will see that it means a 
whole lot of friendly competition before the first two 
children get to the store with mate numbers. Just 
imagine the horde of enthusiasts that will go along 
with them, and the activity of all the rest for days to 
come!” 


SALES AS A HELP 
An Anniversary Is Staged at Savannah and Others 


When B. H. Levy Brothers & Co., of Savannah, Ga., 
recently celebrated their fiftieth anniversary a beauti- 
fully bound book was published entitled, “Fifty Golden 
Years,” and presented free to the company’s customers 
as a souvenir in honor of the event. It was a romantic 
history of business achievement, telling of the estab- 
lishment of the store by a comparatively poor boy 1D 
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1871, and its remarkable growth and success since 
that time. This boy was B. H. Levy, who was then 
only 21 years of age. The company is a large dry 
goods and ready-to-wear firm, with a large and suc- 
cessful shoe department. 

In addition to the publication of this book arrange- 
ments were made to show during the sale on living 
models, shoes, clothing, hats, etc., the fashions worn 
at the time the store was first established in 1871. 
Models were also clothed in the fashion of the modern 
day, and appearing in the windows and in the store 
during the progress of the fiftieth anniversary sale, 
the idea attracted much attention and favorable com- 


ment. 
Letter From Oldest Customer 


Another feature of the event was the company’s 
effort to locate its oldest regular customer in point of 
service. When he was found he was asked to write 
the company a letter frankly stating why he had re- 
mained so long a customer, and this letter provided 
material for some excellent advertising during the 
sale. : 

An idea along these same lines was recently used 
with success by the J. K. Orr Shoe Co., of Atlanta, Ga. 
As an advertising feature an effort was made to lo- 
cate the pair of “Red Seal” shoes, which is the brand 
manufactured by this company, that had given the 
longest service. As a result numerous letters were 
received from all over the Southeast regarding shoes 
that had been giving long service, but the prize win- 
ning letter came from a man in Alabama, who sent 
the company a package containing a pair of Red Seal 
shoes he claimed to have been wearing for fourteen 
years. This man was E. O. Pearson, of Opelika, Ala., 
and the J. K. Orr company succeeded. in proving the 
claim through the dealer who made the original sale, 
and through the label still legible, which bore the com- 
pany’s name and the date, 1907. The only repairs 
Mr. Pearson claims to have had on the shoes in that 
time were rubber heels. 

Naturally this is a circumstance that can be used 
to excellent advantage for advertising purposes, as 
can nearly all of the letters or specimens that would 
be entered in a contest of this nature. The Orr com- 
pany offered new shoes free for the best records of 
long wear, and the retail shoe merchant could conduct 
the contest along the same lines. 


GETTING WORKINGMEN’S TRADE 


The Pay Envelope Is Used—Also Newspaper Adver- 
tising 

In almost every community, large or small, there 
are three important productive factors from which 
the shoe merchant will draw his volume of trade— 
rural, industrial and commercial. To the merchant 
dealing in essential requirements such as the shoe 
store and speaking of the business as a whole, these 
three factors are of about equal importance... Their 
importance will vary, however, in given communities. 
The industrial field, that is, the trade of the work- 
ingman, in nearly every locality—the small city as 
well as the large one—is well worth cultivating, its 
importance, of course, depending upon the number of 
factories, mills and plants that happens to be in your 
particular locality. 

In a town of about 2000 population in central 
Georgia the proprietor of a general mercantile estab- 
lishment is going after the trade of the workingman 
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by pay envelope advertising and has been obtaining 
some very excellent results for the past year. His 
plan, however, is entirely different from the usual ad- 
vertising of this nature, and involves two or three 
ideas that are well worth considering. 


A 10 to 25 Per Cent Discount 


When the idea of making a special appeal to this 
class first came to this merchant he arranged to hold 
for one week what he called a “Special Sale for the 
Workingman.” During the progress of this sale every 
line of merchandise most commonly used by the aver- 
age laboring man was featured at attractive discounts 
ranging from 10 to 25 per cent. Among the articles 
featured were work shoes, work shirts, overalls, etc. 

A large circular was printed advertising the sale 
and several hundred of these were distributed to the 
workingmen at the factories, boys passing them out as 
the men went home from their daily work. In addi- 
tion to this he arranged with the various factories to 
supply them with pay envelopes, and was allowed to 
use the opposite side of the envelopes for advertising 
purposes. Special announcement was made of the 
coming sale, attention being called to the circulars and 
to the full page advertisements of it in the local news- 
papers. Naturally the space for advertising on a pay 
envelope is very limited, and the best use should there- 
fore be made of the opportunity. 


Results Very Satisfactory 


Results from this particular sale proved so unex- 
pected that this event is hereafter to be held semi- 
annually. 

Since that time this same merchant has been using 
pay envelope advertising with regularity and to splen- 
did advantage. At times he will offer a special dis- 
count of five per cent or thereabouts on a certain day 
during the coming week, the discount to be given only 
if the pay envelope announcing it be turned in when 
the purchases are made. This plan also serves to show 
the merchant just what sort of results he is getting 
from this kind of advertising, and the large number 
of envelopes turned in when such an event is an- 
nounced proves the advertising to be well worth the 
investment involved. 

Sometimes a special discount will be given during 
the whole of the coming week but only on certain lines 
of merchandise, and sometimes only on certain days, 
the method varying from week to week. Occasionally 
there will be a few envelopes of a different color, blue, 
green, etc., that will be distributed promiscuouslv 
among the regular pay envelopes, and specially at- 
tractive bargains will be offered the holders of these 
envelopes. 


MISCELLANEOUS IDEAS 
A Few Dealer Helps Briefly Described 


A shoe merchant in Alabama held a measuring con- 
test and gave a pair of new shoes free to the lady with 
the smallest foot, the one with the largest foot and 
the one with the most perfect foot. He held the same 
sort of a contest among the men. The store received 
a whole lot of worthwhile publicity during the contest. 

A retail shoe merchant in Atlanta has arranged 
with two or three of the dancing academies and halls 
where dances are held regularly to install display 
cases. In these cases are displayed dancing shoes and 
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pumps for men and women, and silk hosiery. The 
cases are so placed that they can be readily seen by 
all the dancers. 

A shoe merchant in Birmingham while visiting the 
markets a few weeks ago in Boston and New York, 
carried with him several hundred cards which had 
been written by hand by some of his employees and 
were addressed to several hundred names of custom- 
ers in Birmingham and vicinity taken from the mail- 
ing lists. Reaching Boston and New York these cards 
were dropped in the mail boxes. There was a personal 
touch about this plan that created considerable good 
will for this store. 


Pride of Department 


Retail shoe merchants have noticed that as the per- 
sonnel of the store increased the per capita sales have 
not kept pace with the number of persons employed. 
In other words, as the organization grew larger, in- 
dividual members seemed to do less selling, in actual 
results. A prominent Wisconsin store, which met 
this problem, found the solution in dividing its entire 
business into numerous departments, such as women’s, 
children’s, boys’ and men’s, and then keeping records 
for each department distinctly. In this way deficien- 
cies or decreases were traced down to individuals, and 
on the other hand, pride of department standing also 
helped overcome the problem. 


For Cash Only 


While catering to the very highest grade of trade 
in Milwaukee, an achievement made in spite of a far 
up-town location, the Kress Shoe Shop, George 
Frantz, proprietor, 553 Twelfth Street, Milwaukee, 
maintains an absolute and unswerving policy to sell 
for cash only. The difficulties that may arise under 
the conditions noted are easy to imagine. Mr. Frantz 
states that the secret of creating and maintaining a 
cash policy, with the very highest class trade, is sim- 
ply a cordial explanation of the store policy with an 
air of finality, to the customer, possibly using some 
illustration that pertains to the business of the cus- 
tomer or her husband as to the advantages of buying 
for cash. Mr. Frantz says that he has never lost a 
sale through his cash policy, and that frequently cus- 
tomers of considerable means have complimented him 
on his stand, after he explained the policy to them. 


A Different Advertising Method 


A slightly different method of advertising a 20 per 
cent reduction sale was recently used by a Louisville 
merchant. Instead of price tags on the merchandise 
being changed to show the reduction, all prices were 
left at the old level, the customer being told that 20 
per cent‘came from that price. In making sales the 
ticket, whether charge or credit, showed the full 
price, less 20 per cent, and in billing to charge ac- 
counts each item showed the full price less the dis- 
count. 

In this way there was no danger of the customer 
claiming after the bill was rendered that the clerk had 
priced the merchandise at a lower price. Say, if an 
article sold for $5 originally, and was $4 with the 
discount off, if billed at $4, the customer can argue 
that it was priced to her at $4, and that the 20 per 
cent should come off the $4 price. 


The Pleasure Resort Trade 


Working the business of the pleasure resorts has 
proven profitable for several years for some of the 
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higher grade local houses, handling both men’s and 
women’s shoes. For instance, at West Baden and 
French Lick, Ind., about sixty miles from Louisville, 
which are more in the nature of winter resorts than 
summer resorts, the patronage is of a high class, 
which spends freely. In the early part of the spring 
when things are really humming at these resorts, the 
high class local stores, and stores of Indianapolis and 
Chicago, have representatives present with high class 
sample lines, and generally pick up a very good 
volume of business. 


Giving Gasoline to Farmers 


Several northern Wisconsin shoe stores, in small 
towns and at rural cross roads have recently offered a 
“tankful of gasoline with every $15 purchase of shoes 
for the family.” The.results have been satisfactory. 
Circulars distributed among the farmers in advance 
of certain days when the offer held good, urged far- 
mers to bring in their families “to have them shod,” 
and pointed out how the head of the family would 
make a great saving, as the store would pay for the 
gas used for the trip, which, of course, could be used 
for other purchasing, too. The plan originated with 
the idea of off-setting activities of mail order house 
shoe departments. The farmer likes something for 
nothing, said one of the merchants who tried the 
plan, and such a plan gets his mind off other things 
connected with mail order buying. 


Artistic Price Tags 


Instead of the usual price tags, Joseph Schumacher, 
Grand Avenue shoe dealer in Milwaukee, has tried 
with good results, the use of a tasty, small tag, with 
price distinctly, but not largely marked on the tag, 
these being fastened to the shoes displayed with a 
neat ribbon. Tags and ribbons are of the same color, 
and the colors are varied, from time to time. The 
plan has added to the neatness of the display; and, 
what is more, has prevented a cluttered appearance 
when a goodly number of pairs were shown at one 
time. The tags are very carefully arranged, however, 
and are never allowed to “simply be there.” 


Lucky Number Sales 


“Lucky number sales” have proved advantageous to 
the J. A. Schwab store in Kenosha, Wis., over a period 
of weeks. Every customer making a purchase, gets a 
number, one for each pair. At the end of the week, 
the chosen number is displayed in the store windows 
in unusually large lettering. After the first week or 
two, the store noticed that Saturday morning, about 
10 o’clock, when the number went up, a large crowd 
was waiting in front of the windows. The lucky num- 
ber received a pair of shoes free of charge. 


Summer Outings for Employees 


S. J. Brouwer, veteran Milwaukee shoe merchant, 
has inaugurated a permanent policy of bi-weekly sum- 
mer outings for his employees, the party going to one 
of the many near-by lakes in the Milwaukee district 
after closing hours, in autos and street cars, and en- 
joying a picnic with water sports, community singing, 
and other “family” entertainment. A number of cam- 
era artists among the employees have been variously 
encouraged to take snapshots, and in other ways the 
picnics are made to “last” through the period between- 
times. Mr. Brouwer is firm in the conviction that the 
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plan has largely helped to increase selling effort and 
volume in his large staff. 


“Moderately Priced Style Show” 


For the first time in the history of Kenosha, Wis., 
—and the idea is no doubt a novelty to merchants in 
many other cities—a ‘Moderately Priced Shoe Style 
Show,”. was put on this month by the J. Gottlieb Co., 
of that city, with great success. The show was well 
advertised in advance, through newspapers and mail 
circulars and cards. It attracted the largest number 
of customers that any special shoe selling plan of this 
store has ever accomplished. Moderately-priced shoes 
were featured, and no others. It was not an under- 
pricing or cut-price plan. The store was highly com- 
plimented by its customers for the idea. . The sales- 
men and women of the store sold to many of those 
who came in, higher-priced and better shoes, as a 
result. 


Making Your Experience Count 


Upon the card you are to use for your sign fasten 
an unrolled paper of pins and an open paper of needles. 
Make the sign read: 


NEEDLES AND PINS, NEEDLES AND PINS, 
WHEN SHOES DON’T FIT YOUR TROUBLE 
BEGINS. 


Fitting—which insures good looking 
shoes and comfort—is issured here. 


To Sell Dancing Shoes 


Set samples of your dancing shoes on dance records 
for phonographs. The sign should be in harmony: 


RECORDS FOR’ DANCING SHOES 


Customers tell us our dancing shoes 
wear long and keep their 
nice appearance. 


Open House to Customers 


After trying theater style shows to good advantage, 
the Walk-Over Shop, 137-1389 Grand Avenue, Milwau- 
kee, this fall, announced “An Open House” to all cus- 
tomers, promising a real style show to those who 
called in. The store emphasized that the day selected 
for the event, was “visiting day for*customers,” and 
also for any others who might be interested in seeing 
the latest things in shoes. The store was crowded, 
and the management was pleased to see so many of its 
regular customers, and also some who had been regu- 
lars but had dropped off. Many new faces were also 
noted among the visitors. 


Taking a Comic Mirror Seriously 


Perhaps you can get the loan of one of those mirrors 
that distort the figure—show a man slimmer than he 
really is. An appropriate card is: 


LONG-HEADEDNESS 


You’ll pay a little more for this 
shoe, but it’ll give double the 
wear of most that cost 
only a little less. 


A Guessing Contest 


A prize of $10 was offered by a shoe merchant in 
southern Georgia to the person in his city guessing 
nearest to the number of pairs of shoes sold by his 
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SOME BUSINESS SAWS 


“There is no concern so big that it does 

not have to give good value.” 
* * * * 

“If the truth were known, there are so 
many pairs of shoes in the homes of the 
public as to make unnecessary the pur- 
chase of a single pair of shoes this year.” 

* * * * 

“Merchants have to make it attractive 
for the public to buy if they want to do 
business these days.” 

* * * * 


Shoes Tell the Story 


“Once it was true in Austria that work- 
ers wearing wooden shoes received 10 per 
cent less than those wearing leather shoes, 
because of their clumsiness in getting about 
and their conspicuous inefficiency.” 

* * * * 


What Are Shoes Worth? 


Never mind what the shoe costs, the 
question is what is it worth in your store? 
It is worth what your customers are will- 
ing to pay for it. What they will be will- 
ing to pay will depend on the style of shoe 
that they are buying and to what use they 
intend to put it. 











store during September, and the money volume repre+ 
sented by these sales. To give possible contestants an 
idea of the amount of business the store was doing, 
the: merchant stated the average ‘number of pairs of 
shoes sold per month during the previous six months, 
and the average monthly money volume. The contest 
attracted considerable interest and. resulted in many 
guesses being made. 


Theatre Tickets to Customers 


Thirty-one retail merchants in Tifton, Ga., got to- 
gether and rented the Strand theatre of that city for 
every Wednesday afternoon. The regular program 
is shown at this matinee and every customer purchas- 
ing 50 cents worth or more from any, one of these 
31 merchants during the week, is entitled to one free 
ticket to the show on Wednesday afternoon.. Virtually. 
every shoe store in the city and every department 
store are included among the 31. 


Table of Costs Displayed 


A store at Columbus, Ga., has placed what it. calls a 
COST TABLE, directly: near the entrance where it can 
be seen by every person entering the store. Every 
Tuesday and every Friday one or two articles are se- 
lected from the stock and placed on this table for sale 
at the actual wholesale cost. The plan has been -in 
progress several weeks and it has been. learned that, 
while the company loses on the actual sale of these 
articles, the idea serves to bring dozens of people into 
the store, most of whom. make other purchases while 
they are there. 
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GOVERNMENT AS A TRADE ALLY 


To Market Surplus Production Under Service Assist- 
ance of U. S. Bureau of Foreign and 
Domestic Commerce 


Dr. Julius Klein, who has temporarily given up 
his work at Harvard University to accept the im- 
portant position of Chief of the U. S. Bureau of 
Foreign and Domestic Commerce, was a special guest 
at a luncheon-meeting held at the Boston Shoe 
Trades’ Club, Sept. 28. 

In introducing Doctor Klein, Major Charles T. 
Cahill, president of the club, paid a high compli- 
ment to his efficiency and said that American shoe 
manufacturers and tanners should not lose sight 
of the fact that their plants have a production ca- 
pacity of from 25 to 100 per cent more than at 
present and that this surplus product must find a 
place in foreign commerce. 

He read a letter from Mr. E. B. Terhune, general 
manager of the BooT AND SHOE RECORDER, in which 
Mr. Terhune said: 

“It is folly to look for a return to normal busi- 
ness until we once again get our stride on export 
trade. Half of the world is glutted with goods; 
the other half is suffering for want of goods. If 
we can strike some sort of an exchange balance be- 
tween nations and get the arteries working freely 
we will enter into one of the greatest business re- 
vivals of all times. 

“Doctor Klein is one of the big men who is going 
to bring this about. We all have confidence in him, 
and I know that we all intend to help him to the 
utmost of our abilities.” 

In the course of his address Doctor Klein referred 
to the marked change in the business situation that 
has taken place since he last spoke to the Boston 
shoe and leather trade a year or so ago. 

We have reached the stage, he said, when some 
very careful thinking and planning is called for. 


Wide Contact Abroad 


We in this country certainly must look forward 
to foreign trade as one of the bases of our indus- 
trial and commercial prosperity. It is absolutely 
necessary that we should have a wider contact 
abroad. 

The speaker instanced the case of a number of 
small manufacturing concerns in the West, which 
he recently studied, which are endeavoring to 
spread out their area in order that they may be 
able to cqunt upon a stabilizing influence in times 
of local depression. This principle must be carried 
out by the average manufacturer with respect to 
foreign markets, although the fact never should be 
lost sight of that foreign trade must be undertaken 
on a permanent and not a temporary basis. 

Doctor Klein then went on to describe in detail 
the plans of the Bureau of Foreign and Domestic 
Commerce as an aid to American business men, 
according to the views of Secretary of Commerce 
Hoover. He said that the Government now has 600 
agents, trade commissioners and attachés abroad, 
all of them carefully selected, well paid and of a 
high grade of efficiency. 

The great difficulty heretofore has been to bring 
the service created by these able representatives to 
those who need it. Secretary Hoover on taking office 
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saw at once this serious gap in a service that did 
not serve, and found that much valuable data was 
carefully interned in Washington and allowed to 
remain there. 


Arthur B. Butman as Expert 


All of this service and information will be made 
of direct value to manufacturers and merchants in 
future, and one of the important factors in this 
will be the fifteen commodity divisions recently cre- 
ated in the Department of Commerce in charge of 
expert division chiefs. 

These divisions, aided by small committees of 
the different industries, will bring this world infor- 
mation collected by the department representatives 
to the desks of exporters. In this way constant con- 
tact will be maintained. This will be trade promo- 
tion service of a direct character such as has not 
before existed. 


A WASHABLE CALFSKIN 


An automobile soiled this piece of leather—it was «a 

sight—whereupon John Goldberg took a piece of cloth 

and washed off the stains—proving that the new wash- 

able calfskin of Carl E. Schmidt & Co., Inc., tannage 
was all that it was claimed to be 


Doctor Klein also referred to the recent change 
in the issuance of “Daily Commerce Reports” from 
a daily to a weekly basis, and said that the depart- 
ment also is issuing a “Monthly Survey of General 
Business Conditions,” which is largely statistical 
and up to the minute. 

The department also expects to provide reliable 
information on commercial losses and tariff changes 
in various countries. There has never before, he 
said, been a time when the subject of tariffs was so 
important to American exporters. 

It is also planned to keep in close touch with the 

(Continued on page 64) 





October 8, 1921 


hispering Curope 


* EVERIT B.TERHUNE 


General Manager, CBoot and Shoe Recorder 











that with the cessation of war in Europe 

the days of waste and extravagance here and 
abroad must cease, a period of reconstruction and 
economy must follow, and a return to normal life and 
living must be made. I felt that those processes would 
be slow, difficult and painful. I believed that the finan- 
cial troubles and industrial trials of exhausted Europe 
would react on us. Whether the United States had or 
did not have written treaties and acknowledged alli- 
ances with other governments and nations, the in- 
escapable interdependence of the peoples of the earth 
was a fact that could not be ignored and we should 
not evade the financial and commercial consequences 
of that interdependence. Trade was born before 
treaties and it lives in spite of them. 

For reasons that were human and personal, as well 
as industrial and economic, I wanted to see war- 
scarred Europe with my own eyes. I wished to gauge 
the extent of its calamitous conditions and measure in 
my own fashion the time and difficulty of a return to 
an approximation to the Europe of ante-bellum days. 
I am no wiser and no more far-seeing than my fellows; 
but I did want to get my knowledge of conditions at 
first hand for I was frankly skeptical of much that was 
coming out of Europe, propaganda, inspired reports 
and correspondence. I was in the Missouri attitude, 
—TI wanted to know, to be shown. 

Since the signing of the Armistice I have visited 
Europe three times,—during 1919, 1920 and 1921. 


Europe Dazed in 1919 


Early in 1919 I found a Europe that was still dazed, 
still in the abnormal atmosphere of blood and battle, 
still in a species of stupor as if unable to grasp the 
idea that peace had come. Men were still under arms; 
ruins were still smoking; and Versailles was in the 
limelight. 


I HAVE realized, as all sane men have realized, 


Hysterical in 1920 


In 1920 I came to a hysterically, garrulous Europe 
still breathing hate and talking revenge and repara- 
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tion, a jumpy, nerve-frazzled Europe, not quite ready 
for, nor equal to the duties and tasks of peace, a Eu- 
rope full of illusions and vain imaginings of making 
its beaten and bankrupt enemy restore the world they 
had destroyed and pay the “Butcher’s Bill’ also. 


Whispering Fears in 1921 


In 1921 I found still another Europe, a depressed 
and discouraged Europe, nerve-shaken, appalled by its 
own problems and difficulties, suspicious, its bubbles 
bursting, its illusions fading, the panaceas conjured 
up by its hallucinations turning to dust in its mouth. 
This Europe had its oases of sanity in a desert of 
doubt and despair, its strong, resolute, hopeful units 
who understood the tasks ahead; and more frequently 
its panicky, distrustful groups that met and counselled 
in obscure places, in furtive ways, in hushed voices, 
groups that suspected its fellows and had strange ob- 
sessions of lurking enemies and eavesdroppers. I 
found “Whispering Europe.” 

This “whispering” psychology I met and felt all 
over Europe; it was a vague and indefinable at- 
mosphere of ambush; and at times it recalled the im- 
pressions I had as a small boy walking past a grave- 
yard in the dark and expecting spectral hands to reach 
out and grasp me. It puzzled me to explain and de- 
fine, but it came to me as a species of revelation in one 
of the capitals of Eastern Europe in a hotel where I 
was having a meeting with a well-known public man 
who had a reputation as an expert in international 
economics. It was a difficult interview at best and had 
its humorous aspects. My visitor was guiltless of 
English and our medium of intercourse was German, 
which I speak rather indifferently and hesitatingly. 
As men will under such circumstances, I listened to 
him with strained attention and my difficulties in fol- 
lowing him were not made easier by his hushed tones, 
whispering voice and constrained and furtive manner. 
In desperation and as politely as I might I said, “Is it 
really necessary to speak in this mysterious way, in 
these whispers? I am not accustomed to it and if you 
could speak a little louder I could hear and understand 
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you better.” He took no offense at my complaint and ex- 
plained as he looked about the room cautiously, “One 
cannot afford to speak loudly or act openly in these 
times in this country. One never knows what ears are 
listening, what eyes are watching.” 

I realized that I had solved my problem; I had found 
I was in “Whispering Europe.” 


A Sinister State of Mind 


I found this distrust, this suspicion, this attitude of 
excessive caution, this hush of voice and wariness of 
speech, to be typical of the times; and “Whispering 
Europe” came to mean for me a significant and sinister 
manifestation of a state of mind peculiar to and preva- 
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are much the same and the physical results are merely 
differences in degree, the psychological reactions do 
vary among the exhausted nations. 

While traditionally a sober, thrifty land, whose pe»- 
ple have ever faced fact and truth uncompromisingiy 
and philosophically, France is to-day in the net of a 
great illusion. Her escape from the clutch of Germany 
was a narrow one. Until America came on the scene 
to tip the balance her fate was uncertain and her an- 
guish acute; and when victory did come the swing 
from doubt to confidence was amazing. With victory 
and Versailles, nerve-shattered, devastated France 
seemed to lose something of her ancient chivalry and 
to give herself over wholly to a passion for revenge 


lent in Europe. Others must have encountered it be- 


cause my experience is not 
special. I am giving it a 
name. To me it represents a 
profound reaction from the 
thunders of war, the tramp of 
marching armies, the roar 
and riot of the red years. It is 
a species of spiritual nausea 
from peace treaties distaste- 
ful to victor’ and vanquished 
alike, the dismemberment of 
empires, the redistribution of 
provinces and peoples, the 
stressing of race conscious- 
ness by race recognitions of 
doubtful wisdom, and the vio- 
lent separation and_ sullen 
union of tribes and territor- 
ies; and until there is a re- 
turn to normal conditions, a 
clarification of troubled 
waters, a restoration of inter- 
national confidence and am- 
ity, and a subsidence of inter- 
national suspicions and _ hat- 
reds I am of the opinion 
“Whispering Europe” will 
persist. 

This atmosphere of dis- 
trust and suspicion appears 
to touch every activity of Eu- 





Start Reading This Recorder Feature 


Any survey of Europe to-day as made 
by an American publisher concerned 
with and interested in a major Ameri- 
can industry must be based on a broader 
viewpoint than that of a casual tourist. 
Mr. Terhune has been an active Euro- 
pean observer for a period of twenty 
years; frequent business trips have 
given him a scope and command of lan- 
guage and contact with active men, so 
this series of articles becomes a real 
newspaper feature, terse in expression 
and vivid in fact. 

Right after the Armistice he took 
the first party of business men to 
Europe to get at first hand the trade 
and social outlook on reconstruction. A 
year ago he prepared the consolidated 
exhibit of American shoes and leather 
at the Foire de Lyon, Lyons, France, 
and this year he went alone on a mis- 
sion of trade importance in behalf of 
the Foreign Trade Committee of the 
Chamber of Commerce of the United 
States, of which he is a member, and for 
the BooT AND SHOE RECORDER, of which 
he is the ever active general manager.— 


and reparation and an obsession that the fruits of vic- 


tory would compensate her 
for the suffering and sacri- 
fice of war. 


It Dazzles the Vision 


To-day an imaginary rain- 
bow hangs in the skies of 
France, out of whose elusive 
gold beams will be minted 
those limitless indemnities 
that will ruin her enemy and 
enrich her. This illusion, this 
rainbow, this obsession daz- 
zles the vission and possesses 
the Soul of France; and it is 
as disconcerting as potenti- 
ally disastrous. 

A distinguished European 
economist said to me signifi- 
cantly, “I have made a deep 
study of the great wars of 
the world and I have learned 
that in many cases the van- 
quished has often become the 
victor.” 

In Paris I met the conti- 
nental manager of a great 
American house that special- 
izes in office appliances, who 
told me that his salesmen 
were selling ten machines in 


ropean life unless I am very 


gravely mistaken and its in- EDITOR'S NOTE. 





Germany to one in France. 
The French workman to- 
day is inflated with the psy- 








fluence is not wholesome. The 
unsettling influences of a gro- 
tesquely inflated currency, which nobody respects, may 
be an element in this post-bellum psychology; it cer- 
tainly destroys values and weakens public confidence ; 
and as I discuss the several countries I visited I will 
touch on this matter if only to point out its absurdi- 
ties, its humors and its mischief. 





France 


Ot Rainbow Illusions 


The four years of war, of constant battle, death and 
destruction, of mental anguish and physical suffering, 
of hunger, houselessness and nakedness, the separa- 
tion of families and the terrors and horrors of a world 
upside down and a civilization wrecked and arrested 
have written their record not only on the soil of Eu- 
rope but on the souls of her peoples. While the causes 


chology of victory and unrest. 
He lost fathers and brothers in the long struggle and 
saw his home and village destroyed; but he defeated 
the national foe. He has the rainbow illusion, and he 
wants his share of its imaginary gold. He is infected 
with socialism and communism; theories are his reali- 
ties and illusions his daily bread. He is walking in 
the shadow of industrial trouble. 

The German worker is defeated, disillusioned and 
awakened; the promises of his Junkers have turned 
to dust; there are no spoils of war for him; only debts 
and penalties await the Fatherland. He has driven 
out the War Lords and thrown away the sword; he is 
sobered and submissive; he is trained to obedience and 
disciplined to work; his feet are on the ground; imag- 
ination plays no tricks with his realities. The German 
has gone to work; he is working hard and long under 
efficient management, and he is producing the goods. 

The contrast at this hour between the French and 
German industrial workers, is as significant as it is 
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impressive. The man with his head in the rainbow 
and the man with his nose to the grindstone. 

The battle now is an economic one. I am wonder- 
ing ultimately which will be the victor, and which the 
vanquished. 

France to-day is not in a sound condition—finan- 
cially. No man nor nation is that is spending more 
than its income, that is piecing out deficits with loans 
and fiat paper money. The Government is periously 
close to the danger point. With a national wealth of 
one hundred billion dollars, it has a national debt of 
fifty-one billions. This condition is not healthy. 

I landed in France in June, 1921. Drought held con- 
tinental Europe in its grip. No rain had fallen in 
France for many weeks, a statement that must seem 
incredible to the veterans of Flanders and the Ar- 
gonne. The harvest prospects were not good. Prices 
of living were rising. 

Not a cheerful outlook in a France that is wasting, 
not working. She is still engaged in futile military 
adventures, maintaining a standing army of 800,000 
men that should be back in industry. Her military 
fears are aggravating her neurosis. Her national coal 
supply is uncertain; her mines await rehabilitation; 
she is dependent on the German supplies from the 
Ruhr, a source that itself is dependent on an unstable 
factor, the constant labor of a sullen mining force. 
These conditions are not a solid assurance of continu- 
ous operation of her industries in the coming winter, 
nor of comfort in the homes and service in the cities. 

The French currency is dangerously inflated and its 
volume is being multiplied by the. ceaseless printing 
presses. The franc has fallen from its normal value 
of 19.3 cents to seven cents. The paper currency cir- 
culating in trade and traffic is physically disreputable; 
it is dirty, very often filthy and patched together like 
a beggarman’s coat. I speak from sad experience with 
it. I saw only one silver franc piece during my stay 
in France. Possibly there are others. The gold and 
silver of France are being hidden in the pots and 
stockings of the uncannily, thrifty peasantry of the 
country—a sign of a coming storm. 


Paper Money Discredited 


This enormous currency inflation is a serious propo- 
sition and its potential dangers are supplemented by 
quasi-official and eommercial paper issues; but these 
have doubtful value and limited acceptance, that of the 
Chamber of Commerce of Lyons, for instance, being 
refused in the neighboring city of Marseilles. In 
Southern France I found the pathoscope lead slot-slugs 
used on tram-cars and in shops.for small change. The 
paper money is disliked and discredited; but the Gov- 
ernment is poor, its outgo is greater than its income; 
and, like Mr. Micanber, it pays its dues with paper 
promises, 

The peasantry are said to be rich; but this is ques- 
tionable. Much of the loans of the Government were 
taken by the peasants, and the bond of a semi-bank- 
rupt whose interest is paid in depreciated currency is 
not a specially valuable asset. Most of France’s na- 
tional loans are domestic, but she must have gold to 
meet the interest on her external, foreign loans; and 
that, as I have said, is going out of sight and circula- 
tion rapidly. 

Probably the peasant on his tiny farm is safer and 
better off than the urban worker. He is the source of 
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most of France’s food supply; and when he goes to 
market his charges and methods are not unworthy of 
our own profiteers. The average of prices to-day is 
about six hundred per cent higher than in 1914. Here 
are a few I noted:—Chicken, 18.50 francs; butter, 15 
francs; sugar, 3.80 francs; bread, 1.30 francs; 
veal, 16 francs; mutton, 15 francs; beef, 15 
francs each per kilogram. Milk sells for 1.40 francs 
per litre. The French kilogram is equivalent to-two 
pounds, three ounces, and the litre to one and seven- 
tenths pints; and if the franc is figured at eight cents, 
a comparison of food prices between Boston and 
France can be reached readily. 


The Empty Belly Feared 


As only about sixty per cent of French factories 
were running and the employment was only for about 
sixty per cent of normal working hours, no major 
labor troubles were anticipated; and another factor 
that seemed to point to industrial peace was the lean 
condition of the treasuries of the labor unions. Skilled 
labor is receiving about forty francs a day and un- 
skilled about twenty; but these wages do not leave 
much margin for saving in view of the prices of liv- 
ing despite the acknowledged thrift of the French 
worker. Yet, despite unemployment and empty treas- 
uries, strikes have begun again. This fact remains 
that while there is unrest and uncertainty in France 
and the workman is nervous and discontented, he is 
getting enough to eat. In France the empty belly is 
always the mother of social and political trouble, if not 
revolution; and it is safe to say that even if there are 
strikes the Government won’t let the striker and his 
family starve. The French politician’s motto is 
“Safety First.” 

These things, however, do not make for industrial 
stability, without which, France may find her return 
to normal status jeopardized. 

The rich in France are not suffering much in my ob- 
servation; they seem to have plenty to gratify their 
extravagances, appetites and pleasures; they are in- 
fected with the Boccacio germ in spite of high prices 
and the voracious tax gatherers. The class between 
the rich and the proletariat, the middle class or white- 
collar brigade, is just as unhappy and embarrassed in 
France as it is here and elsewhere. 


Nightmare to Industry and Thrift 


Debts and extravagance make the tax problem a 
perfect nightmare to industry and thrift. I was told 
of a case in Southern France which I think illustrates 
the folly and greed of legislation and government in 
France and exhibits specifically the hazards and ec- 
centricities of taxation applied to the inheritance of 
property. A young woman inherited some real estate 
worth three hundred thousand francs from her uncle 
and as she was in dire need of money to obtain the 
actual necessities of living, she was anxious to sell 
her property. The tax law stood in her path like a 
hungry wolf ready to devour her inheritance. She 
learned that being a collateral relative to the deceased 
her estate, if sold, was subject to special penalties that 
would permit the Government to collect two hundred 
ninety thousand francs in taxes and leave her a beg- 
garly ten thousand. This looks amazingly like confis- 
cation; but a desperately hard-up Government is sel- 
dom squeamish about individual rights. ia 


(Continued in next issue) 
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(Continued from page 60) 

trade papers representing the different industries, 
and the Division of Intelligence, which now con- 
tains about 45,000 selected names, is being revised 
and extended weekly. It will be the hope of the 
department also to make the various district offices, 
like the one in Boston, of even greater value to 
business men. 

Among other invited guests at the head table 
were: John F. Butler, U. S. Trade Commissioner to 
France; Leonard B. Gary, district office manager of 
the Bureau of Foreign and Domestic Commerce, 
Boston; Mark A. Smith, special agent of the Tariff 
Commission, Washington; Harry I. Thayer, presi- 
dent of the Tanners’ Council, and Herbert T. Drake, 
president of the New England Shoe and Leather 


Association. 
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W. S. LEFAVOUR RESIGNS 
To Become Connected with Norman & Bennett Co, 


W. S. Lefavour, sales manager of the United Last 
Co., has resigned his position to become connected 
with Norman & Bennett Co. of Boston. Previous 
to entering the employ of the United Last Co., Mr, 
Lefavour was associated with John Pell & Son. In 
his letter of resignation, Mr. Lefavour expressed 
his regret at leaving the pleasant associations he 
had contracted with the company. In accepting the 
resignation, G. C. Thomas of the United Last Co, 
expressed his very highest appreciation of Mr. Le- 
favour’s past work and asked him to remain, at least 
for the present, as a director of the company. 




















(Continued from page 50) 

There is a place for Louis heels as well as for 
flexible shanks, a place for low heels as well as 
rigid shanks, and the whole scheme of footwear for 
the human foot is a complicated science worthy of 


the price asked. The standing of the retail shoe 
merchant as a useful member of society has been 
greatly advanced in the past two years. Let’s make 
still greater progress through a greater knowledge 
of the utility of footwear. 








(Continued from page 52) 
percentage of increase and these lists will be pub- 
lished in the event it is found that merchants are 
taking undue advantage of the recent price advance 
in raw cotton. 


FOR MAYOR OF NEWTON 
Leon B. Rogers Honored by Fellow-Citizens 


At the earnest solicitation of a large number of 
representative men and women in Newton, Alderman 
Leon B. Rogers of West Newton has 
consented to become a candidate  jesmguammnes 
for mayor at the city election in “73 
December. 

Mr. Rogers is probably best 
known for the services he has ren- 
dered in connection with activities 
of the Newton Hospital and Ameri- 
can Red Cross. In the last hos- 
pital campaign he engineered the 
raising of $80,000 for this splendid 
charity, a piece of work calling for 
the highest praise. In the two Red 
Cross roll call campaigns, which 
were under his direction, results 
far surpassing all previous records 
were attained. 

During , the Boston policemen’s 
strike Mr. Rogers, because of his 
qualifications for leadership, was 
quickly made a captain of the New- 
ton constabulary, which rendered 
such praiseworthy service during 
that crisis. 

In business life Mr. Rogers is 
treasurer of the Rogers Fibre Company of Boston 
and is a director of the Market Trust Company of 
Brighton. He is 42 years of age, married and has 
a family of three children. 

The city of Newton is fortunate in possessing men 
of Mr. Rogers’ qualifications who are willing to give 
of their time and talent to public service. 


_ LEON B. ROGERS 


Not One Complaint 


“One million pairs of shoes made from these cloths 
have been sold and none without a single complaint 
about the wear of the cloth.” 

This statement was made in error in the advertise- 
ment of J. Einstein, Inc., of Philadelphia, which ap- 
peared in the September 24 issue of the BooT AND 
SHOE RECORDER. The idea which it was sought to 
“put across” was that although one million pair of 
shoes have been made of the two fabrics featured by 

this company, no complaint had been 
registered against their durability. 


For the Fun of It 


Commendable. 

Snipp.—“I have decided to take up 
settlement work.” 

Snapp.—“Not a bad idea, old man. 
They whom you owe may need the 
money.” 

Turns. 


Man is vari-gaited. 

Buy, and wide—for feet that are 
built that way. 

In football a player kicks only 
when there is something that it is 
worth while kicking about. 

“Touch” and go: They who borrow 
money. 

I. Ambroke Says: 


There are those who say that 
money talks. Possibly you are one 
with whom it holds confab. No? 
Shake, old top! The Mazuma and yours truly are not 
on speaking terms just now, either. 

Sex Element In Shoe Selling 

You do not have to convince a woman that she will 
need more than one pair of shoes. With a man it is 
likely to be different. He may not be from Missouri 
but may have to be shown. 
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What Is the Proper Mark-Up? 


HE big problem in merchandising is 
to transact the largest possible vol- 
ume of business on the smallest pos- 

“| ¥ sible amount of merchandise and 
=) transact it at a profit. 

It becomes a question of establish- 
ing a proper relationship between overhead 
charges and volume of business done. In certain 
exclusively high grade stores “customer service” 
is a mighty factor in the sum total of overhead 
charges. When $50,000 or more are expended in 
furnishings and equipment for a store, when the 
rent for a month exceeds the annual salary of 
any of the salespeople, when a doorman in livery 
assists the lady shopper from her limousine and 
opens the store door for her, when a maid or two 
in uniform attend to the little comforts of a lady 
shopper, when a highly trained salesperson waits 
on only one customer at a time and gives her un- 
limited time and attention, when merchandise 
is charged for an indefinite time and delivered in 
an expensive delivery car—when these and a 
hundred more such customers’ services are ren- 
dered the percentage of mark-up must necessarily 
be larger than obtains in the ordinary everyday 
store. To the customer who supports such a store 
price is a secondary matter and values are gauged 
largely by the attention and services rendered. 

On the other hand, the store that specializes on 
a short range of prices and in a medium grade of 
merchandise; the store that confines itself to only 
the most wanted styles and materials and does 
not attempt to meet all the footwear needs of all 
the public; that cuts out all the overhead expense 
of delivery, charge accounts and special individual 
customer service can get a very much larger vol- 
ume on less stock than the exclusive high grade 
store and can make a substantial net profit on a 
much smaller percentage of mark-up. 

Each of these stores has its place. Each is giv- 
ing the customer value received, the first by giv- 


ing extra service and the second by giving extra 
value in merchandise. The relationship between 
overhead and total volume is necessarily different 
in these stores. 

The average store is in a sense a half-way be- 
tween proposition. It caters to the needs of the 
whole family and endeavors to supply the needs 
of practically every man, woman and child in the 
whole community regardless of whether they are 
rich or poor and whether they demand much per- 
sonal service or little. 

The average customer is looking for the store 
that will render the service which he thinks is 
proper and will sell him the best merchandise for 
the money. 


A Manufacturer Who Is Particular 
That Consumers Are Not 
Overcharged 


The buyer of a very large store recently bought 
a lot of shoes from one of the large makers of 
men’s shoes. The shoes cost him on an average 
a little over $5 a pair. They were exceptionally 
good looking and he marked them $10 a pair. He 
thought the manufacturer would be pleased to 
know that the shoes sold readily at this price, but 
the manufacturer took a different viewpoint. He 
told the merchant it was unfair to the manufac- 
turer, to the consumer and to himself to sell the 
shoes at that price and he would not make him 
any more shoes unless he agreed to sell them not 
to exceed $7.50 to $8.00. This manufacturer had 
scoured the country to get the best leather pos- 
sible at a price, had bought the leather in large 
quantities, had squeezed out every possible item 
of overhead that could be eliminated and had con- 
fined himself to a few patterns and figured his 
prices on a large production basis in order to get 
shoes into the hands of consumers at what the 
public would think was a reasonable price. 
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Staiger’s New Store 


Portland Store Combines Beauty, 
Utility and Practicality in Arrangement 


By NAOMI SWETT 


on September 1, when the new ultra- 
modern shoe retailing establishment of 
William H. Staiger, Portland, Ore., was thrown 


open to the public. 

“Perfect!” was the unanimous comment of the 
many business friends, including local retailers in 
all lines, who called at Staiger’s that day. Portland, 
as a city of beautiful specialty shops, really has 
to be shown something above the ordinary to make 
her sit up and take notice. 

Perhaps the most unusual thing about Staiger’s, 
aside from utmost development of store architecture 
to combine rare 
beauty with 
practical utility, 
is the absolute 
deviation from 
the usual in 
both line and 
color through- 
out the entire 
store. This 
might be due to 
the fact that 
Mr. Staiger was 
determined to 
spare no ex- 
pense to make 
the store quite 
artistic. One 
might say that 
the final touches 
were arranged 
much the same 
as in adding the 
finishing 
touches toa 
beautiful new 
home — various 
consultations with designer, owner and furnisher— 
innumerable experiments in color effects until just 
the right,note was struck! 

In this manner is Staiger’s quite “different.” 
Though the entire shop is a beautiful harmony of 
line and color, yet one cannot say that a definite 
color scheme is adhered to throughout the place. 
The shoe cartons are a soft brown—rather a coffee 
color. All woodwork and shelvings have been fin- 
ished in this same soft, warm tone, to make the 
boxes as inconspicuous as possible. A _ hair-line 
striping of red and blue has been introduced into 
the paneling, which gives a decorative effect quite 
unusual to a place of business. Four artistically 
paneled doors on each side of the store conceal any 
unsightly findings or other small merchandise that 
might otherwise destroy the orderly appearance of 
the harmonious salesroom. Burnished gold decora- 


‘O PEN HOUSE” was the word at Staiger’s, 


A deep well-arranged entrance invites you in 


tions add to the beauty and dignity of the doors 
and relieve possible monotony of the dull woodwork. 
All stock is within easy reach of tabourettes, with- 
out the use of ladders of any kind. When it came 
to a suitable floor covering, carpet, of course, was 
the first suggestion to be offered. But even the 
finest and softest grade of carpet seemed to add 
a slight dullness to the appearance of the shop 
and, after considerable experimenting, the ver 
stunning black and gray cork tile linoleum was de- 
cided upon. The fitting-chairs are opera style, of 
mahogany, upholstered in French blue leather. (It 
will be noted that the only other introduction of 
blue is in the fine hair-line striping on the wood 
paneling.) The 
fitting-stools 
match the 
chairs, and long 
gray carpet run- 
ners in front 
of the fitting- 
chairs add the 
touch of soft- 
ness that the 
customer likes 
when trying on 
shoes. 

From the 
handsome 
brown-tiled and 
burnished - cop- 
per exterior to 
the exquisite in- 
terior of the 
shop, features 
present them- 
selves that draw 
exclamations of 
admiration 
from hundreds 
ofpassersby 
daily. “It’s Staiger’s new store!” is the general 
comment. That seems to be sufficient! 


A Deep, Well-Arranged Entrance 


The dimensions of the store are 20x 100; yet out 
of this 20-foot frontage Mr. Staiger has developed 
show windows that have a facing of 40 feet of glass 
on either side! This has been accomplished not 
as the result of “accident,” but as the product of 
close study and analysis of retail merchandising. 
The front of the windows are cut “on the bias,” so 
that the entire length of the rather deep entrance 
is visible even when standing on the sidewalk. 
Handsome mahogany panelings form the window 
backgrounds, though these are removable, so that 
wallboard, tapestry or other materials may be intro- 
duced at will. French leaded glass is used for the 
rear of the windows and the front door, and plenty 
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of daylight streams into the store. The rich appearing 
valances of old gold silk velvet are trimmed in heavy 
gold silk tassels, and appliqué edgings, with a single 
monogram in blue at the front of each window va- 
lance. Neat display stands are used, and a single stand 
lamp of exquisite design, with a colored velvet floor 
drape are the only decorations introduced into the win- 
dow display. It will be noted that the tall stand lamps 
relieve possible starkness that might result from the 
use of high display stands. In this manner stands of 
various heights bring each shoe to the attention of the 
onlooker—where otherwise some of the several pairs 
might be submerged in monotony. 

An interesting feature is the odd little staircase at 
the front of the stair that forms a convenient means 
of descent from the light, airy office located at the 
front baleony. This entire staircase occupies a space 
put 6 ft. deep, 30 in. wide and 9 ft. high. Easy and 
rapid descent and ascent, considering the minimum 
amount of space 
occupied is 
made_ possible 
by means of the 
“split” steps. 
Two sets of 
stairs have been 
made one sev- 
eral inches high- 
er than the oth- 
er—so that 
though the 
stairs themselves 
appear steep, 
yet the distance 
from one step to 
another, by this 
double set, is no 
more than with 
anordinary 
stair. A_ tele- 
phone booth for 
the convenience 
of customers is 
stationed at the 
front of the 
store—and a 
basket system 
for wrapping 
and cash, removes preparing of packages and cashier- 
ing to the office upstairs. 


The Personality Behind the Enterprise 


One must necessarily feel the personality of the man 
behind such a store as Staiger’s, much the same as 
one feels the personality of the host of a charming 
home. William H. Staiger is a young man—quiet and 
refined in tastes—who conducts his business more as a 
host conducts a lovely home. He is frankly proud of 
his lovely new business home—and derives real en- 
joyment from every hour spent in it. He explains 
quite simply why he thought such a rarely beautiful 
store necessary. 

“You see, we have always catered to a nice class of 
trade—people of good taste who appreciate value and 
neatness rather than jazz in shoes. We were success- 
ful in holding the patronage of such a closs of people 
(there are many of them in Portland), with the result 
that for the past few years THE SURROUNDINGS 
IN THE OLD STORE WERE NOT GOOD ENOUGH 


Beautiful harmony of line and color 
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FOR THEM.” 

Herein lies the secret of Staiger’s success—THE 
SURROUNDINGS IN THE OLD STORE WERE NOT 
GOOD ENOUGH FOR THEM. When a retailer gets 
to the attitude of considering what surroundings are 
good enough for his trade, it is quite evident that he 
is paying the highest type of unconscious compliment 
to his customers. Now if Staiger had said: ‘We are 
going to try to cater to a more exclusive trade,” we 
should have reason to doubt the success of the new 
establishment. But Staiger wants his old customers— 
he long felt that his place was not nice enough—and 
he has paid them the finest compliment possible by 
thus improving his place of business. He’s Portland 
bred—is William H. Staiger—has lived here since he 
was a year old, and has been with Staiger’s since the 
store was opened by his father in 1907. Four years 
later the elder Staiger passed away, and the young 
ftaiger put himse’f heart and soul into the develop- 
ment of his fa- 
ther’s enter- 
prise. He re- 
ceived an educa- 
tion in Portland 
schools, and af- 
ter having been 
fourteen years 
in a single loca- 
tion—the firm of 
Staiger’s has es- 
tablished itself 
in the minds of 
Portland women 
of good taste. 

“The World’s 
best shoes with 
Wide Awake 
Service,” is the 
slogan for Stai- 
ger’s —and Mr. 
Staiger sincerely 
believes that he 
can back up the 
strength of such 
a slogan by of- 
fering Portland 
women shoes 
from Laird 
Schoeber, D. Armstrong, C. B. Slater and William 
Henne. For men the Johnston and Murphy, Bostonians, 
and Dr. A. Reed shoes are featured, and the Holland 
and Jos. I. Melanson shoes for boys. Mrs. A. R. 
King’s line of children’s shoes is highly advertised. 

Mr. Staiger does not believe in feature methods of 
doing business—his advertising is along conservative 
lines—straightforward newspaper display ads unef- 
fusive in style—directly appealing to the buyer who 
knows.. Store service embodies gentle courtesy and 
real service—not a service that compels a customer to 
buy—but a service that is a real endeavor to satisfy 
the customer. “Make ‘people feel at home,” says 
Staiger, “and they will want to come back.” 

There is a seating capacity of seventy-five, and all 
stock is kept in the roomy basement. 


According to statistic gatherers lovely woman 
painted, powdered and perfumed herself several 
hundred thousand dollars worth less last year than 
the year previous. 
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Mountain States Convention 


Successful Two-Day Meeting at Antlers Hotel. 
H. N. Lape, of Julian Kokenge, Says 
Demand for High Grade Shoes 
Keeps Up Women’s Prices 


tain States Shoe Retailers’ Association 

ended at the Antlers Hotel, Colorado 
Springs, Colo., after a two-days’ gathering. 
The convention opened Monday morning with an 
address of welcome by Mayor Ira Harris of this 
city, followed by the opening address of President 
Frank F. Wulff of Colorado Springs. The members 
from all sections of the Mountain States territory 
have shown a splendid interest in the affairs of this 
association and have responded nobly to any re- 
quest made of them for support or co-operation,” said 
Wulff. “This speaks well for the future develop- 
ment of our activities as we continue to expand the 
scope of our labors. The period of deflation has vir- 
tually come to an end, and although it was one of 
great hazard finds the majority of shoe stores in a 
healthy condition with a determination on the part 
of the owners and managers to increase their efforts 
and to build in a more substantial way for the 
future. Confidently we face the future in our chosen 
vocation feeling that intelligent merchandising 
methods with conscientious service to the public 
will carry us forward to greater accomplishment 
and better busi- 
ness. This is a 


T HE fourth annual convention of the Moun- 


The following committees were appointed: 

Resolutions—E. Fontius, Denver, chairman; Her- 
bert Hirschman, Salt Lake City; A. C. Draper, La 
Junta, Col.; H. C. Ryan, St. Louis. 

Nominating—J. F. Fleming, Denver; J. M. Benge, 
Grand Junction, Col.; H. W. Jones, Ogden, Utah; 
Frank Leonard, Pueblo, Col.; R. H. Johnston, Den- 
ver; H. H. Harbaugh, Greeley, Co. 

The afternoon session*f the first day opened with 
an address by H. N. Lape of Julian, Kokenge Com- 
pany, Cincinnati, and Lape Adler Company, Colum- 
bus. According to»Mr. Lape shoe prices will not 
come down. The reason attributed by Lape for the 
failure of women’s shoes to come down in price is 
the demand for*fiigh-grade shoes. Said Mr. Lape, 
“The women want the best and only the best. The 
style situation in shoes.is complicated and confus- 
ing. There is danger that the result will be serious 
loss of sales when in point of fact frequent changes 
in styles are made for the express purpose of stimu- 
lating sales. The chief difficulty appears to be the 
lack of authority. There is no organization or even 
co-operation among stylists.’ Mr. Lape stated that 
blacks are coming strong at this time and he advised 
the convention to P. M. low heel straps. He pre- 

dicted a big sale 
of patent leather 





good time to take 
courage. 

“Let us have 
faith, faith in 
ourselves, faith 
in our business 


oxfords and three 
buckle center 
straps. He said 
there was no 
great future 
ahead for boots, 





and faith in the 
outcome of the 
future. The 
clouds are clear- 
ing and the sil- 








peesecseas 


at least not for 
eighteen months. 
This spring 70 
per cent of the 
sales would be 
black and _ tan 














very lining is in 
view. Get the 
machine in order, 
put some kick 
into the starter, 
adjust the car- 
buretor and see 


UTAH 





to it that you are i 9 


hitting on all six. 
The grade will be 
easy and you are 
sure to get to 
the top.” 

The report of 
Secretary- 
Treasurer Sam. 
J. Deal showed 
the association to 
be in a healthy 
condition. 








calf of new 
shades. Combi- 
nations will come 
into their own 
as is always the 
case when patent 
leather is at the 
front. Mr. Lape 
said that by the 
15th of Novem- 
ber all the fac- 
tories would 
have all the work 
they could take 
care of and he 
advised those 
present to return 
to their homes 
and place their 
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orders now if they wanted deliveries. He looks for 
a radical change in styles next spring low shoes 
for women in black patent leather, satin and suede 
will command a big sale. 

Louis heels and high heels to be worn. He ad- 
vised the shoe 
merchants’ that 
they must keep 
the fancy shoe 
business going. 
“Shoe merchants 
are going to sell 
more pairs of 
shoes this com- 
ing season than 
they ever did be- 
fore. This is not 
a boom business 
but a steady 
growth. It is up 
to you to go after 
the business and 
I predict that 
you will make 
more money with- 
in the next five 
years than you 
ever did before.” 
William Pid- 
geon, Jr., retir- 
ing president of 
the New York Shoe Retailers’ Association, told the 
dealers in the second address of the afternoon that 
service was the keynote on which the retail busi- 
ness must be built. “The world is now making just 
one demand on business above all others. The world 
is demanding service. Not only must we give them 
shoes for so many dollars, but we must give them 
at the same time patience, we must give them kindly 
faces, we must give them intellect, and we do it, at 
every point of their needs, and they leave us feeling 
that we have 
given them some- 
thing they like. 
They must come 
back, they must 
feel we can give 
them a sense of 
permanency and 
a sense of some- 
thing out of the 
common. A 
sense that we 
stand here as 
shoe men in the 
community to 
pay that particu- 
lar attention to 
their needs in 
shoes, the same 
as their minister 
or their priest or 
rabbi does in 
the hour of need 
when the great cry of the human heart is looking 
for inspiration and hope. What does he do? He comes 
and ministers to the human race, ministers as they 
need. So every day you sell not only the thing you 
pull out of the box, but you sell part of yourself, 


HERBERT N. LAPE 


WILLIAM PIDGEON, Jr. 
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your soul, your heart, your impulses and .aspira- 
tions, the part of the community you are and the 
human feeling goes with it.” 

The afternoon session was concluded by a talk 
by Herbert Hirschman of Salt Lake on the retail 
salesman, his 
duties and re- 
sponsibilities and 
a talk on _ in- 
surance by Rob- 
ert S. Somerville 
of the Shoe Deal- 
ers’ National Un- 
derwriters. 

Mr. Hirschman 
brought out that 
the salesman re- 
flected the pro- 
prietor of the 
store and there- 
fore it was up to 
the owner of the 
store to set the 
right example by 
having confi- 
dence in what 
he had to sell 
and seeing to it 
that the sales- 

FRANK F. WULFF aan oat ie 

right kind of 

salesmanship for they are selling service. A shoe 
merchant must first sell himself to the salesman. 
He advised the merchants to have meetings of their 
forces ever so often and get in outside speakers to 
give pep to the organization. Mr. Hirschman insists 
that his employees read the trade papers. It is a 
good plan to first sell the article to the salesman 
and he in turn 
can sell it to the 
public. He also 
believes in pro- 
moting his men 
as they deserve 
it in order to 
keep his force 
intact as a store 
that keeps its 
men is giving it- 


good advertising 
in that one fact 
alone. 

Monday even- 
ing a stag smok- 
er was held and 
enjoyed by the 
shoe men attend- 
ing the conven- 
tion, with sing- 
ing, vaudeville 
and a good din- 
ner contributing 
to the evening’s 


H. E. FONTIUS 


entertainment. 

J. Arthur Connell, president of the Colorado Title 
and Trust Company of Colorado Springs, opened the 
morning session of the second day with an address 
on the financial situation. He gave a very interest- 









self -some:- very... 
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ing and instructive talk briefly sketching the con- 
ditions as they affect the business and financial sit- 
uation in Europe and this country. 

He told how Germany was forging to the front 
by hard work and working for less pay the laborers 
received in other countries. He told of one inci- 
dent where an English city had decided to build a 
water works system and called for bids. A German 
bid ten thousand pounds less than anyone else. The 
City Council was afraid to award the contract to the 
German and so put it to a vote of the people. The 
people voted to let the German do the work. Bel- 
gium is not as industrious right now as it was right 
after the war as socialism is getting a foothold 
there; France is working toward better conditions 
with thousands of men still employed in cleaning 
up the battlefields. The average Britisher at this 
time is pretty much discouraged. The coal strike 
was the last straw. According to Mr. Connell this 
country has seen its worst time as far as business 
is concerned and from now on it will forge ahead. 

H. H. Harbaugh of Greeley gave a short talk ex- 
plaining the reason the shoe merchants needed to 
keep their dues paid up to date pointing out that 
the association could not run without funds. 

Ford C. Frick of the Fawcett Advertising Agency, 
this city, gave an instructive address on “Why Ad- 
vertise.” In his talk he sketched the history of ad- 
vertising from the beginning of the human race up 
until the present. ‘The biggest trouble with you and 
me and all the rest of us here is that we have for- 
gotten how to sell,” said Mr. Frick. “We have been 
so used to having people come into our store and 
buy what they want without any effort and without 
the slightest degree of selling ability on our part 
that we have forgotten all the salesmanship we ever 
knew. Let’s buck up a little bit. Let’s shoot a little 
ginger into our selling methods and some real mer- 
chandising talk into our advertising. Let us, as 
optimists, shout just a little louder of prosperity 
than the poor pessimists are now shouting panic. 
Let’s remember this flurry is not a new thing, that 
it has occurred periodically throughout the history 
of commerce, and let’s remember, too, that the old 
world has stood, and business has emerged safe on 
its foundation, and that more pessimists have died, 
twenty times than now exist to howl ‘wolf’ every time 
an adverse wind blows.” 

Harry E. Fontius, who has just returned from 
a board of directors’ meeting of the National Shoe 
Dealers’ Association, appeared before the final ses- 
sion of the convention and told the shoe merchants 
of the plans that have been made for the convention 
in Chicago next January. 

“Putting Pep Into Our Own Business and How,” 
was the subject of the address delivered by William 
Pidgeon, Jr. He pointed out that there were times 
in every business when owners became discouraged 
and in a rut and at that time new life must be in- 
jected. He told the value of advertising in doing 
this. “There used to be a time when I thought ad- 
vertising was for the big merchant only,” said the 
speaker. “That time is past. Advertising is for 
every merchant, no matter how small.” There are 
two kinds of advertising, according to Pidgeon, 
newspaper and the kind of advertising known as 
store service. He also pointed out the good of mail 
advertising. He said to keep a list of everyone that 
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came into the store and keep in touch with them by 
sending them something through the mail several 
times a year. 

In the following business of the convention the 
following resolutions were passed: 

“Whereas, since our last annual convention there 
have been some gratifying changes in the past, ten- 
dency of shoe manufacturers to enter the retail 
business with their own stock, and recent public an- 
nouncements been made of the abandonment of such 
a policy by several large concerns, and, whereas, 
there are other manufacturers still continuing their 
practice to the detriment of the individual retail 
shoe dealer, be it resolved that the Mountain States 
Shoe Retailers’ Association go on record as opposed 
to such practices, and again urge its members to 
individually and collectively -discourage all such 
tendencies on the part of any shoe manufacturer.” 

“Whereas, the constant agitation for an inclusion 
of a 15 per cent duty on hides’in the tariff biil now 
pending in Congress creates in the public mind an 
idea that cattle raisers would benefit, and whereas 
such a duty would not be of benefit to the former 
but merely impose an added cost on his footwear as 
well as all consumers, be it resolved that the Moun- 
tain States Shoe Retailers’ Association in convention 
assembled does hereby oppose any such legislation as 
calculated to benefit no one and be it further re- 
solved that the secretary of the Association is di- 
rected to write the Senators and Representatives in 
Congress from the states comprising membership in 
the Association protesting against any proposed duty 
on hides and to send each a copy of this resolution. 

“Whereas, a change in the issuance of new prices 
on rubber footwear would be of an advantage to the 
retail shoe dealers and would work no hardship on 
the manufacturer. 

And, whereas, a change has been made on the 
issuance of new prices of tennis goods as asked for 
by the retail trade, therefore be it resolved that this 
convention go on record as endorsing a change to 
March 1 in issuing new prices on rubber footwear.” 

The Association also passed a resolution putting 
the Association on record as favoring the work of 
the national associations; also recommending that 
each and every member affiliated with the National 
Retailers’ Organization. A resolution also put the 
Association on record as favoring a direct tax on 
sales in substitution for the present excess and 
luxury taxes. The following officers were elected: 
Herbert Hirschman, President; R. S. Johnston, Den- 
ver, First Vice-President; H. H. Harbaugh, Greeley, 
Second Vice-President; George Warring, Salt Lake, 
Third Vice-President; Roy Maxwell, Fort Collins, 
Col., Fourth Vice-President; M. B. Wise, Denver, 
Fifth Vice-President; T. P. Hunter, Salt Lake, Sec- 
retary-Treasurer. Directors elected were: R. 5S. 
Johnston, B. M. Benge, Joseph Wasserman, Cheyenne, 
Wyo.; H. E. Fontius, Taylor Thompson, Colorado 
Springs; Tom Brown, Pueblo, Col.; J. R. Fleming, 
Denver; Jack McKendrick, Salt Lake; A. C. Draper, 
La Junta, Col.; Frank F. Wulff. 

Great credit goes to former President Wulff and 
the Convention Committee for the success of the 
convention. Every session started promptly and the 
worth while program was run off in a smooth man- 
ner. The convention ended to-night with a dinner 
dance at the Antlers Hotel, taken part in by the 
shoe merchants at the convention and their ladies. 
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He realized that while this merchant had sold 
one batch at $10 and could possibly sell another 
batch at that price, he could not possibly long 
continue to get such a price because some other 
merchant would undersell him and the shoes that 
this manufacturer made would lie on the shelves 
and he would not continue to get orders from the 
merchant. 

Another manufacturer of men’s shoes cites an 
instance where an Indiana merchant bought shoes 
of him at $5.25 and put them in his window 
marked $10 a pair. When the traveling man rep- 
resenting this factory called again the merchant 
told him business was poor and he did not need 
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A manufacturer of boys’ shoes was turned down 
by a large retailer because he said the shoes were 
not rapid sellers. These shoes cost the merchant 
$2.25 less 2 per cent and were marked $4. The 
manufacturer’s contention is that these were good, 
honest, serviceable everyday shoes, were not fancy 
in any way and therefore would not need to bear 
as large a mark-up as women’s novelty shoes be- 
cause the style risk is not so great and it takes 
less time to sell each pair. 

After all, what does it profit a man to mark 
shoes at a wide margin of profit and then let them 
lie on the shelves, for in the last analysis no profit 
can be had until a sale is made and the money is 


any more shoes. 


in the cash drawer. 











ST. LOUIS 


Retail Business Remains at Same Level 


Warm Weather Continues, 


Retarding 


Business Activity—Whites Still in 


ITH the thermometer hover- 

ing around 90 deg. on the 
twentieth day of September, little 
hope can be held out for any activity 
in the buying of Fall footwear. 
While all the retail stores in the down- 
town “shoe belt” are displaying to 
advantage their very latest styles 
both in the windows and store cases, 
the protracted hot spell, which it truly 
is, eliminates any possible effort to 
force the buying. 

Even thus late in the season white 
canvas shoes have been asked for and 
many pairs still grace the feet of the 
fair sex. What business is being 
done is mostly in the patent sandal 
and patent strap buckle styles. All 
the retailers are of the opinion that 
the first cool spell experienced will 
have the desired effect in stimulating 
business. To verify their judgment 
a visit to six or seven of the leading 
retail stores, on the first cool morn- 
ing found business brisk and greatly 
improved over the sluggish period 
passed through during the warm 
weather. 

Another angle as to the effect, cool 
weather seems to have on purchases 
is that little or no complaint is heard 
about prices or style when the days 
are comfortable. In the final analysis 
the only element needed to add the 
necessary “pep” to start Fall shoe 
buying, is brisk, frosty, cool days. 
The past week’s business shows no 
improvement over the previous weeks. 
There are some instances in which 
the above statement is not true, but 
these are spotted and usually there 
has been some uncommon effort, in 
the way of anniversary or special 


Demand—Patent Sandal and 


Strap Buckle Popular 


advance Fall sales conducted to show 
the increase in business. Patent 
leather in sandals, oxfords, strap ef- 
fects, especially buckles, is scoring 
heavily in the demand. This latest 
vogue has surpassed Satin and has 
broken away from the field in the 
call for styles. 

The cut-out Sandal is losing in pop- 
ularity to some extent, but the more 
modified effects are still going big. 
Patent oxfords with walking heels are 
proving strong sellers. What appar- 
ently seems to be the one best bet 
in patent leather, is a buckle three 
straps, either with center buckles or 
side buckles. The lower heel heights 
seem to be desired in this type of 
footwear. 

Black suede is rapidly approaching 
the popularity class and many of the 
retailers are showing their patent 
sandal and oxford patterns in black 
suede. Of the two patterns mentioned 
the suede lace oxford with welted sole 
and walking heel proves to be the 
style most desired. 

One of the largest retailers, who 
probably disposes of more pairs in 
the popular priced field than any of 
the down-town merchants, stated that 
in his opinion suede would not only 
supplant satin in both beaded and 
plain effects, but would pass it in the 
styles and type demanded. Satin con- 
tinues on the downward tendency. 
The decrease is not a sudden plunge, 
but the activity which this type of 
footwear was enjoying a month or 
so back, is lacking, in the present day 
sales. 

On the few cool days we have had, 
some stores report a few calls for 


women’s oxfords in heavier grained 
leathers, both in black and tan. This 
is the first indication of any call for 
the heavy leathers which are found 
in the displays of all stores, but for 
which, at least up to this time, there 
has been little or no call whatsoever. 

Black kid and black calf in strap 
pumps show a slight increase in the 
wanted colors. The demand that has 
been created for these dark shades, 
it is alleged, are due to women tiring 
of tan, which they have been wearing 
for considerable duration. 


- 


Swope Issues Mail Order Catalogue 


The Swope Shoe Company, one of 
the most exclusive shoe stores in the 
city, has just issued their Fall and 
Winter catalogue consisting of forty- 
eight pages. The catalogue will be 
sent to an exclusive list of twelve 
thousand names. 

Straps in slippers and pumps are 
the principal styles featured. Patent 
leather and tan calf with a few pat- 
terns of black and brown suede are 
the leathers and colors predominat- 
ing. 

Mr. Colby and Mr. Weibel have left 
on their Fall trip. Mr. Weibel makes 
the Southern territory and Mr. Colby 
the middle west. Recent reports of 
the sudden prosperity of the farmer 
in these sections point to a most suc- 
cessful season. 


Hutchinson’s Celebrated 21st 
Anniversary ~ 


Hutchinson’s celebrated their 21st 
birthday with a two-day sale on all 
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their merchandise. A bonafide reduc- 
tion on all shoes in the entire store 
was offered at a 10 per cent mark 
down. This included their high grade 
lines of Johnson-Murphy and Stet- 
son’s. 

George Palmer, manager of the 
store, stated that the sale was a suc- 
cess, the demand being for at least 70 
to 80 per cent of high shoes. The 
trend of black is gradually gaining 
in the color field and in this particular 
sale this color was wanted to the tune 
of 40 per cent, the remainder of the 
choice being for brown in the darker 
shades. 


Manager Graham of Hanan & Son 
to Attend Convention in New York 


Wm. Graham, Jr., manager of the 
Hanan & Son’s retail store here, is 
leaving for New York in a few days to 
attend the convention of the Managers 
of the Hanan & Son’s retail stores. 
Managers from the 22 retail stores 
will be in session during the conven- 
tion. 


Vogue Boot Shop Discontinues 
Men’s Department 

The Vogue Shop at 615 Locust 
Street is discontinuing their men’s de- 
partment which occupied half of their 
spacious store. The men’s depart- 
ment will be supplanted with a 
hosiery department in which will be 
featured women’s fine hosiery. Men’s 
hosiery will also be carried in the new 
department. 

It is contemplated that $5000.00 will 
be expended in alterations and re- 
pairs. New fixtures are to be in- 
stalled in the new addition to the 
store. 

In closing out the men’s line reduc- 
tions as high as fifty per cent were 
placed on the merchandise. S. S. 
Crasilneck, one of the proprietors of 
the store, stated that more pairs had 
been sold at the sale price in one day 
than had been disposed of in the pre- 
vious three weeks. 


New Hosiery Corporation Formed 


The Vogue Hosiery Shops, Inc., 
was recently incorporated for 
$20,000.00. The new corporation is to 
conduct hosiery departments in the 
Vogue Boot Shop and the Worthmore 
Shoe Company at 409 North Seventh 
Street. 

The principal stockholders in the 
newly formed company are M. Weiss 
and S. S. Crasilneck, both long exper- 
ienced in the retail shoe business here 
in St. Louis. 


Grand Leader Showing New Sty'e 
Oxford 


Manager Hinckley of the shoe de- 
partment of the Grand Leader is 
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showing a new Cleopatra Oxford, 
Mocassin style in patent leather. It 
has a three buckle strap, with blucher 
effect and piping around the vamp. 
It also carries a low walking heel. 
They are being featured at $9.00 a 
pair. 


St. Louis Shoe Retailers’ Association 
Hold Dinner Dance 


The St. Louis Shoe Retailers’ Asso- 
ciation, held its opening meeting 
Wednesday evening, September 21st 
at the spacious quarters of the Cen- 
tury Boat Club on the Mississippi. 
There was no business transacted as 
the affair was a dinner dance and the 
ladies were invited. 

A dinner was served at 7 o’clock 
and the music and dancing commenced 
about 9 o’clock. It was one of the 
most enjoyable meetings held by the 
club and made especially attractive 
with the ladies present. The enter- 
tainment committee which did such 
creditable work consisted of Arthur 
Ebbs and J. Sensenbrenner. Frank 
Ames, president of the local organiza- 
tion was present, having just recently 
returned from an extended vacation 
on the Pacific Coast. 

It was announced that the monthly 
October meeting would be held the 
second Wednesday of the month in- 
stead of the third Wednesday, which 
is the regular meeting day. J. K. 
Orr, President of the National Shoe 
Retailers Association, is the invited 
guest and the principal speaker for 
the evening. 


Ground Gripper Boot Shop Adds 
Children’s Line 


Manager Fisler of the Ground Grip- 
per Boot Shop in the Arcade Building 
has announced that a Ground Gripper 
children’s line has been added to the 
mens and women’s lines now being 
carried. Fisler reports business more 
than fair and stated that it continues 
to grow from week to week. 


Wholesale Business Continues on 
Upward Trend 


Very little change is being exper- 
ienced in the wholesale business aside 
from the prosperity it has enjoyed 
during the past weeks. The business 
continues to travel in an upward 
direction and most manufacturers re- 
port conditions entirely satisfactory. 
Business coming in from Southern 
sections continues to improve. There 
is a tendency on the part of the mer- 
chants to buy the lower end merchan- 
dise, shoes that will appeal to the 
purse of their customers, who have 
just felt the effects of the rise in the 
cotton market. Orders are not of 
large volume. There have been some 
exceptions, however, where visiting 
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merchants have placed orders for a 
large volume of shoes. 

The Sales Manager of one of the 
largest manufacturers in describing 
their business in the South and its 
recent revival stated “Our business in 
the South is wonderful.” He ampli- 
fied this by saying that his particular 
house was having difficulty supplying 
the demand for shoes and they were 
making all that was possible to be 
made. 

Patent leather is the one big bet 
with all the houses, with oxfords in 
the darker shades of tan claiming a 
good share of the business. Suede in 
both black and brown is having some 
call but not to any noticeable extent. 
Satin still remains good, but some 
wholesalers have observed a letting 
up in the demand which predominated 
a few short weeks back. The smailer 
communities are buying boots. Of 
course this isn’t anywhere near the 
big end of the business but to a cer- 
tain extent an indication that boots 
in the smaller towns will not com- 
pletely lose their identity. 


Samuels Shoe Co. Business in Sept. 
Ahead of Last Year 


Julian Samuels of the Samuels Shoe 
Company stated that their business 
for September up to the 20th day of 
the month had shown a decided in- 
crease in shipments made. Samuels 
expected the increase to continue 
throughout the remainder of the 
month and this September would ulti- 
mately show an increase over the 
same period of last year, of at least 
40 per cent. 

In their growing girls’ and misses’ 
line, in which they specialize, it was 
asserted that the demand for high 
shoes against low shoes was 60 per 
cent in favor of the lower type. Ox- 
fords in both tan and black were the 
leading styles being demanded by 
their trade. 


I. Rosenthal of ‘Blytheville, Ark., 
Visitor 
I. Rosenthal of Rosenthal’s, one of 
the leading shoe stores in Blytheville, 
Arkansas, was in the market recently 
making purchases and reviewing the 
style situation. 


Buster Brown Shoes Featured By 
Lynn, Mass., Dept. Store 


In the recent issue of the Brown 
Shoe Company, weekly sales letter 
“Success” there was featured on the 
front cover a reproduction of a large 
newspaper ad of the Burrows & San- 
born store in Lynn, Mass., who used 
big newspaper space heralding the 
Buster Brown line and its shaping 
last features. 
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CLEVELAND 


September Sales Show Increase 


Patents Have Been Best Sellers—Black 
Satins Also Move Well—Weather 
Favorable—Men’s Sales Show 
90% 'Tans 


HE month of September has 

brought a healthy increase in 
business over August. Sales started 
off with a good increase in the first 
week of September and there was no 
sign of a let-up when the third week 
of the month closed. 

Patent leathers have been the best 
sellers and black satins also have 
gone well. Black suede has also en- 
joyed a run of popularity. Novel- 
ties are having the best run; in fact, 
the present season has been an 
unusual one for goods of this type. 

On account of the fact that practi- 
cally all shoes sold have been of the 
low models, dealers are expecting a 
good run on spats when the first 
frosts come and the annual rains sét 
in. High shoes have been laid in and 
there is no worrying about moving 
them at the proper time despite the 
lack of calls for them at this time. 

The weather has been fine all 
through the month of September, and 
this is said to account for the let-up 
in sales of heavier low models, but 
these are expected to move better 
with cold weather. 

Practically every dealer interviewed 
predicted that women would again 
wear goloshes. This foot covering is 
bound to come back again, and it 
can not be staved off this year, is the 
argument advanced. 

In men’s shoes the taste seems to 
run in the other direction. Dealers 
in this class of goods assert that 
nearly 90 per cent of sales have been 
in tans, with the soft toes enjoying the 
greatest popularity. Wing tips and 
brogues have gone well and slight 
perforations seem to have the call 
over the extreme effects. The men 
seem to want the larger toes and 
shoes of this type are worn almost 
exclusively by Cleveland men. 


Show Window Burglarized 


Joseph Oppenheimer, one of the 
best known retailers in the city, had 
an experience with a polite burglar 
that he will long remember. 

Oppenheimer is known as a mighty 
industrious man through the day, and 
he is also industrious when it comes 
to sleeping nights. He was “pound- 
ing his ear” and oblivious to all sur- 
roundings one morning not long ago, 
when the telephone in his residence 
rang at 2.30 a.m. He answered and 
& voice came over the wire: “We have 
just broken the show window in your 
store at 3543 Woodland Avenue and 


have taken out the best models. 
You’d better go down and watch it, 
so that no one else enters.” 

What Joe said in reply would not 
bear printing in any respectable mag- 
azine, for he thought that a joker 
was on the other end of the wire. 
So Joe went back to bed. When he 
entered the store the next morning he 
found that the entire display in the 
show window had been cleaned out. 


Barney Bolasny is going to conduct 
his own shoe store, after many years 
experience as a clerk. He will open 
a new store at 2153 Ontario Street 
on October 8. He will carry a line of 
men’s and boys’ shoes, and will fea- 
ture $5 and $4 shoes. The room is 
being suitably furnished for the open- 
ing. Mr. Bolasny has been employed 
in the stores of the Miller Bros., this 
city, and he has made many friends in 
the trade. 


Miller Brothers Open 13th Store 


Miller Brothers have opened their 
thirteenth store. The latest one to 
come under the management of this 
hustling and intelligent organization 
is located at 12530 Superior Avenue 
in this city. It is the Tenth store 
of the company in this city. The 
others are located as follows: One at 
Canton, one at Akron and one at 
Youngstown. The Millers carry a full 
line of shoes. The new store is a 
beauty. A new Arcade front has 
been put in, and the interior is hand- 
somely finished. It is one of the finest 
neighborhood shoe stores in this city. 


H. P. Calvey, who left the B. R. 
Baker Co., this city, to take charge 
of the new shoe department which 
the W. B. Davis Co., has opened on 
the first floor of their establishments, 
reports a nice run of business during 
the first month of his incumbency. 
Calvey opened the first shoe depart- 
ment ever conducted by the Baker Co., 
with whom he was employed seven 
years. Before going to the Baker 
Co. hé was manager of the two Emer- 
son stores in this city. He made his 
start in the business as a cash boy 
for Hull & Dutton Co., the predeces- 
sors of the May Co., in Ontario 
Street. Mr. Calvey says that Septem- 
ber trade opened at his store in a 
way that was surprising. The volume 
was good, with the calls running 
largely for tan shoes. Soft toes en- 
joyed the greatest popularity with 
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the trade at this store. Low shoes 
were sold almost exclusively. Calvey 
was born and raised in this city, and 
his host of friends here wish him 
success. 


Shoe Travelers Move 

The Arcade, headquarters for rep- 
resentatives of factories and distribu- 
tors, has been the scene of several 
movings. C. H. VanArnam, who rep- 
resents the Little Hikers Shoe Co., 
has moved his offices from 602 The 
Arcade to 622, where he has more 
room and is more conveniently located. 
In room 609, three representatives 
are located. E. F. Buzek, of the 
Cleveland Shoe Co., and who has been 
secretary of the Travelers Club for 
years has space in the suite; so has 
L. Siegel of the Levie Shoe, and F. 
W. Hasey of the Peters Shoe Co. 


Conduct Style Exposition 

The Pocock-Wolfram Store con- 
ducted a fall style exposition week 
here the third week of September that 
was reported to be very successful. 

The store was especially decorated 
for the occasion and so was the show 
window at the front. In the exhibits 
the prevailing models from the stand- 
point of popularity were shown, 
patent leathers and other black 
models almost monopolizing the ex- 
hibit. 

The pulling power of offering spe- 
cial inducements was demonstrated. 
The store management selected one 
model, up-to-date in style, and offered 
a special price. One model was so 
selected for each day in the week. 
Then the model was featured each 
day in the show window. For Mon- 
day, a cordovan calf blucher walking 
shoe with Scotch grain saddle was 
shown at a price reduction. The ticket 
showed a reduction from $7.50 to 
$5.85. On Tuesday another model 
was chosen and so on through the 
week. 


From Alaska to’Cleveland 

David Kirstner, came all the way 
from Nome, Alaska, to open a shoe 
store in this city. He walked into the 
office of M. Spero, who represents the 
Central Shoe Co., in this city, and 
after purchasing his stock, gave a 
few of his experiences in the far-away 
Alaska. 

Mr. Kirstner plans to open his 
Cleveland shoe store about October 1, 
and in the meantime he will oversee 
the work of finishing the interior, 
and:spend some time in recreation. 
The new store is to be located at 
12516 Kinsman Avenue, in a new resi- 
dential business center that is spring- 
ing up. The finishing will be in 
mahogany and all interior fixtures 
and furniture will be in harmony. 

For many years Mr. Kirstner con- 
ducted a general store in Nome, where 
he located when the city was a 
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struggling place, and much smaller 
than it is today. Traders and trap- 
pers and the rough but good and true 
miners came into his store for many 
miles around to do their trading. 
Tales of hardships endured while 
enroute to the store were poured over 
the counter into Mr. Kirstner’s ears, 
and his store was for years the clear- 
ing house for all sorts of information 
and stories of adventure. 

In the early days of his career in 
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Alaska, Mr. Kirstner experienced 
great difficulty in keeping his stocks 
replenished because of inadequate 
transportation facilities, and he fre- 
quently had to rely on roughly and 
awkwardly made apparel that he 
could purchase from Alaskans. 

A brother of Mr. Kirstner still con- 
ducts the general store in Nome. 


Samuel Newpoff, who has been in 
the retail shoe business at Columbus, 


DETROIT 


Weather Retarding Sales 


Men’s Trade Quiet—Browns Still Strong 
—Women’s Sales Progress—Some 
Demand for Oxfords—Little 
Effort in High Shoes 


HE usual excuse for the non- 

development of increased 
business is now heard on every 
hand. The weather—“‘when we get 
the right kind of weather we are 
going to do a whale of a business,” 
is the way one merchant expressed 
himself. Others are looking forward 
to a revival of buying just as soon as 
the weather makes it advisable, or 
necessary. 

The men’s trade is quiet. Oxfords 
are mostly in demand, although in 
some stores the sale is about fifty- 
fifty. Blacks are developing in some 
stores, perhaps because more are 
pushed than in others. Browns are 
still strong, however, and appear to 
have the approval of many men. One 
merchant is making an effort to have 
customers purchase a tan and a black 
pair, one high and the other low, at 
the same time. 

The sale in women’s shoes pro- 
gresses favorably, but not with the 
vim shoe merchants look for when the 
weather helps demand. The lighter 
strap effects are still going strong, 
but tailored and sports oxfords are 
forging to the front. In fact, in some 
stores, the demand appears to be 
leading towards oxfords. For street 
wear they are the best sellers, many 
buying now with the idea of purchas- 
ing spats to wear with them later on. 
This will not help the sale of high- 
cuts later, but there appears to be 
little effort being made to secure a 
place for the high-cut in the fall line. 
Perhaps with rougher weather high- 
cuts will develop a demand, but none 
are being shown in the windows of 
the down-town stores. 


Spats May Be Good 


“Spats are a novelty line,” said one 
merchant. “I believe they will be 
good sellers as soon as there is any 
decent weather for them. They are 
now a style line and the younger 


women are merely waiting for a 
chance to come out with the newer 
novelties. I think they will sell 
largely for their style value, not as a 
utility article,” he concluded. 


Corrective Shoes Going Well 


The corrective shoe is having its 
innings in Detroit. It is being intro- 
duced largely into every stock, of 
course, but some of the more prom- 
inent stores are featuring them 
largely. Thomas J. Jackson, Inc., for 
instance, finds that at least half of 
their business is done on the “Canti- 
lever” line they are featuring. The 
Royal Shoe Company is drifting into 
the sale of “Arch-Preserver” shoes to 
the exclusion of other lines altogether. 
R. H. Fyfe and Company and other 
large stores make a feature of cor- 
rective footwear in addition to their 
regular lines. 

The latest addition to the ranks of 
Corrective Footwear is the Queen 
Quality Shoe Store, 1417 Woodward 
Ave., Thomas Meath, manager. All 
this week there is a crowd in front of 
the show windows watching the liv- 
ing model who is displaying the won- 
derful advantages of the “Osteo- 
tarsal” show. Mr. Jos. Pietzuch, 
inventor of the “hard-soft” rubber 
heel with which all of these shoes are 
equipped is in attendance to give all 
information necessary to assist the 
salesmen make sales. The living 
model attracts attention and many 
sales are being effected through this 
medium of advertising. 


Living Model Displays Popular 


Since the living models displayed 
the new shoe styles so daintily at 
the style show, the display of living 
models is becoming epidemic in De- 
troit. The Queen Quality have living 
models showing their special correc- 
tive footwear. The People’s Out- 
fitting company, who do not sell bath- 
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Ohio, came to this city, purchased a 
new stock of shoes from M. Sperro, 
of the Central Shoe Co., and then 
started out to find a location for his 
new store. Newpoff likes Northern 
Ohio so well that he says he will have 
no difficulty in finding a town in which 
to locate, and he figures that the 
immediate months are going to be 
good ones. His stock of goods is 
being packed and will be held for 
shipping instructions. 


ing shoes, but furniture, by the way, 
have three living, breathing bathing 
beauties in one-piece bathing suits in 
their windows displaying their per- 
sonal charms, advertising the free 
distribution of kisses. No, the candy 
kind. 


The after results of the Style Show 
held early in the month are apparent. 
Many customers mention the fact that 
they saw such and such styles at the 
show. “Can you sell me shoes like 
them?” 

The sale of similar styles to the 
ones shown on the living models are 
good, but the stimulatien to the sale 
of shoes it is expected will appear 
later, when the weather is not so 
summery as it is now. 


Wedding Outfits Help Sales 

Thayer McNeil Company, Frank 
Casey, manager, was superintending 
the wrapping of a large package of 
footwear. “Sending something back 
to the factory,” was the first question 
asked. “No, indeed! that’s just a lot 
of slippers for the bridesmaids at a 
wedding to be held tomorrow.” 

The sale of wedding outfits of this 
nature can be made more profitable if 
the salesmen will study the needs of 
the bride, the bridesmaids and the 
rest of the family. 

“Sales aggregating $500 have been 
made from an advertisement I used 
last spring, in which the Bride’s needs 
were particularly mentioned,” stated 
Mr. Casey. 

It’s a nice thing to be able to sell 
the bride a large number of shoes and 
slippers for her trousseau, to outfit 
the bridesmaids with slippers and 
hose, to sell father, mother and all 
the members of the family shoes for 
this one particular event. It can be 
done. Mr. Casey has proven it. 


Wool hose are selling well with 
tailored oxfords and bids fair to be a 
serious rival to the spat, for utilita- 
rian purposes. 


New Shoe Stores 

W. H. Bartlett Co., 1000 Woodward 
Avenue, have opened with a shoe de- 
partment in the basement. This store 
occupies a portion of the space for- 
merly operated by the Elmer Coi- 
pany, which recently went out of bus- 
iness. 
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THERE ARE NO BETTER 


SHOES 


FOR STYLE—FOR FIT—FOR WEAR 


IT’S A WINNER! 


The New “SWAG” Last 
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AND IT’S 


IN-STOCK 





No. B258 

Men’s Morocco Calf Bal. 
A-B, 6 to 11; C-D, 5-11. 
Code Word, 


e Men’s Gun Metal 
Shipped Unbranded B, 6 to ll: C-D, 
if desired. All shoes 11. Code Word, These three styles are 


have Goodyear Wing- _ , all Goodyear Welts 
foot Rubber Heels. No. B 1718 on our Swag Last. 


Ww ine Lotus Bal. for Boys. 
B to 5%; C-D, 1 to 


51h, "cs Word $3.65 


Boat 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


LAT On aeeeT 
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18 South Wells St. 
Chicago, Ill. 
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The Difference— 


@Between a successful and an unsuccessful sale in your 
store lies in the distance your buyers travel to purchase 
your merchandise. 


@The wider the area over which the goods are distributed 
then—is the measure of the success of your campaign. 


€Consider your store as the center of a pool into which a 
pebble hes been thrown and the widening ripples—the 
gradual expanding of your influence. 


Force is necessary to start the ever-widening circles and, 
in the case of your Kelly Sale. this force is the advertising 
that is written as a result of a very thorough investigation 
of the districts that you do and should serve. 

GAs the territory taken in expands, a greater and greater 
number of prospective buyers are taken into your confi- 
dence. with a result that your merchandise is not only sold 
but the selling has brought you in contact with hundreds 
of new people who remain your customers. 


To these new people. the odds a1 4 ends. broken lines. and 
the unseasonable portions of your stock are as new mer- 
chandise. and so. the disposal of this part of your investment 
is brought about without loss of profit. 


In a small way this will give you an idea of the scientific 
principles that are used in Kelly operation in your store. 
principles that are not necessarily new—but are applied in 
a profitable way as a result of a quarter century's exper- 


lence. 


QUnless we were prepared to furnish you with the most con- 
vincing kind of proof of our ability it would be folly for us to 
even attempt to secure your business. 


GWe have this proof and your inquiry giving us the size and 
character of the stock you carry is sufficient to bring you y 
not only the proofs, but the explanation of the methods that “ 
will be individually applied to develop your business. 


SS ES 


Seay TK Kelly Sales System 
MINNEAPOLIS MINN 
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Now in Stock 
THE GYPSY 


The newest creation “Gypsy Pump,” 
made up in finest grade Patent Colt Skin, 
carrying 10/8 solid leather heel, Good- 
year Welt 


100% Leather 
AA to D All Sizes 


$5.50 


Always Ready fo Serve 


salahdeladelotadatulslsdatadeledsdsdelebel 
2 SHOE CO. In 
TIDE HO 


7 PUP pyr r PPT ERED PP EEETT ETT DT PTr Ere pre TOT 
> Stylists ||’ Originators. .|..\_ Creafors 
: DUANE ST. NEW YORK, CITY ; . 


Boston Office - - 214 Essex Street 
In the Heart of the Shoe World 
138-140 DUANE STREET 


Lhhbnbsd 





NEW YORK, N. Y. 
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IMMEDIATE DELIVERY 


Style No. 9983__Medium Brown Calf Oxford. 
Price $6.00 
Widths AAA-D. 
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Style No. 9842—Black Kid Oxford. 
Price $6.50 
Widths AA-D. 


J. J. GROVER’S SONS CO. 


LYNN, MASS. 


Soft Shoes for Tender Feet 
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Boston, 80 Boylston St., Little Bldg. New York, 47 W. 34th St. 
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DR. “COPLAND’S HEALTH SHOE 


The Line They All Talk About 


There are many wonderful features to Dr. Copland’s Health Shoe. In 
fact these shoes embody all of the necessary points which go to make a 
real honest-to-goodness health shoe. The sole is of the highest grade 
leather; the counters are of the very best solid leather; each shoe con- 
tains a cushion innersole; every pair has the popular Crescent rubber 
heels attached and the uppers are of the finest grade of genuine vici-kid 
procurable. These health shoes are hand turned and each pair carries 
the Dr. Copland’s guarantee for 100% comfort and durability. 

Dr. Copland’s Health Shoe will prove a most profitable addi- 


tion in your store. We carry them in stock at all times in 
a full and complete line comprised by the following numbers: 


io. 101—Fat-ankle with stock tip, 7 wide. 

io. 102—Regular D, E and EE wide. 

io. 103—Regular plain toe, medium vamp. 

io. 107—Modified sister bal., EB wide. 

io. 108—Regular sister bal. E and BE wide. 

No. 110—Seamless gipsy bal. 

All of the above are made on a 7% inch pattern, made im eur ewn 
factory under special supervision. Price en the entire line....$3.50 
Same as above in oxferds, plain or steck tip 2.85 


Send for sample pait end display cards. 


CRESCENT SHOE CO. 


MANUFACTURERS AND JOBBERS OF 
WOMEN’S AND CHILDREN’S SHOES 


159 Duane Street New York, N. Y. 
































Do You Have Your Fall Stock as Low as Your Spring Stock? 


AND WHAT ABOUT SIZING IN FROM THIS NUMBER? 





FOR AT ONCE SHIPMENT—SECOND 
QUALITY McKAY GUM PONY LACE 
—WIDE TOE ONLY: 

5-8 814-11 1114-2 
2410 Wedge Heel $1.25 $1.50... 
2410H Heel 1.50 1.75 











Boots in stock—Spring catalog ready 


~ 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, “MARYLAND, U. S. A. 
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| INSTOCK a 


Strap, 
oC 5.25 3118—Black Satin Cincinnati Flex- 
$329—Same in Suede, A to C. “$s. 50 St McKay, Full Louis Heel, AA ¥.. 


3126—Same 
Louis 


LIVE STYLES THAT — ares 
WILL PUT PEP IN 


ANY UP-TO-DATE 
SHOE STORE. 
GOOD, HONEST 
CINCINNATI 
3098—Suede Full Louis Turn or MERCHANDISE 


Vamp, A to C 3965—Dull Kid, Full Louis F oe 
3099—Same in Baby Louis, ; Beaded Vamp and Strap, A to C 
Cc 6. 


$7. 
3968—Same in Black Suede, Fail 
Louis, A to C 7.25 
3966—Same 

ee a 
3964—Same i " 

Louis, A to C $6.7 


3326—Patent Three Strap Welt, A 3818—Black Satin, Full Louis Turn 3478—Patent Strap Turn ane 
34 $5.25 Two Strap, A to C $4.75 Covered Full Louis Heel, A to C, 
3819—Same in Baby Louis, A “5 $6.00 
.75 


Terms—Il% 10 Days, Net 30 Days 


THE CHARLES MEIS SHOE CoO. 


CINCINNATI 
SUCCESSFUL SHOE SPECIALISTS SINCE 1878 











ANVIL 1 LOR 





UTA T TET 
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CROB 


CHILDREN’S 

















PATENTED DOUBLE WELT 


Give You “Turn-overs’”—Not 
“Left-overs” 


HE “Acrobat” Patented Double Welt Shoe is making folks sit up and take 
notice. Designed on perfect-fitting “Acrobat” Nature lasts. Made of the 
best quality materials by the most skilled workers. The advantages resulting 
from its patented double welt construction make an instant appeal to customers. 


And how it does sell! 


Why Don’t YOU Find Out About “Acrobats” ? 


To handle the “Acrobat” line does not require a large investment. “Acrobat” 
ready-for-shipment shoes are made in a limited number of styles so carefully 
designed and chosen they meet all requirements. This enables you to keep a 
complete range of sizes, turn your investment rapidly, and without a lot of odds 
and ends left-overs. 

Send for Catalog 21-F, showing High Cuts in stock, sizes from 3 Infants to 8 
Growing Girls. 


SHAFT-PIERCE SHOE COMPANY 


Specialists in Children’s Good Shoes Since 1892 
FARIBAULT MINNESOTA 
































Acrobat No. 1352 
Brown Bear 34 

Fox Lace 

5/8 $2.50 

8144/11 $2.85 

11%4/2 $3.25 
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One of the Many “‘H & E”’ Business Builders Carried in Stock 











Buiack PATENT CHROME GRECIAN SANDAL 


Ready for at once shipment, this shoe is just the thing to meet the 
present-day demands. Modified French Toe, Cuban Louis Heel. 
3 to 7; O, 2% to 7. Price 


























Hopkins & Ellis turn novelties are made 
to create business for retailers of the better 
kind. Carefully selected materials, stylish, 
well fitting last and superior turn 
workmanship make them a real business 
building asset for any dealer. 


Send for our catalogue of in-stock styles 


























HOPKINS & ELLIS 


Haverhill, Mass. 























82 BOOT 


Real Kid Shoes # 


to Sell at 
opular prices 











Rock Oak Sole, 


No. 679—KoKo Ivory Veal Bal, 
Custom Trimmings, 


Grain Innersole, Leather Counter, 
Strand Last 
In Stock B to D, 
No. G7S—Same Shoe Blucher Pattern, 
In Stock C and D. 


The Price is $4.65. 
Premier Last. 


CLINTON SHOE MFG 


CLINTON IOWA 
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Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 


Established 1896 ROCHESTER, N. Y. 





Catalog on request 
A’ salesman in every State 








EE PE VE VE BE IE VE VE DE IE VEE Vo VE IE VE BE BENE VE BRIS 98 NE $298 te he pe pe ee aenenpe ine pe icK58 


A Real 
LEADER 


is our two-strap buckled 
spat, made in three grades 
of Kersey, Oxidized 
buckles, calfskin or patent 
leather straps. In all 
colors. Adjustable and 
ornamental tops. A classy 
spat for a classy dresser. 


Write for particulars of 

our Brogue Spat made 

especially for low heeled 
shoes. 





$22.00 a Dozen 
23.50 a Dozen 
25.00 a Dozen 
-23.50 a Dozen 


300 Grade Kersey, 9 Button Height 
Same Grade Kersey, 10 Button Height 
Same Grade Kersey, 12 Button Height 

400 Grade Kersey, 9 Button Height 
Same Grade Kersey, 10 Button Height 
Same Grade Kersey, 12 Button Height 

600 Grade Kersey, 9 Button Height 
Same Grade Kersey, 10 Button Height, 
Same Grade Kersey, 12 Button Height 


Samples sent upon request. Prompt deliveries assured. 
SEASONABLE GOODS AT RELIABLE PRICBS. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET, SWAMPSCOTT, MASS. 


MERE SE IE LE LE LEIS LE IE TE IE ILI SE LE IE LIE IE TELE TE IE LETS IE IE IE EVE IE VEE TOIL EE TEE 


26.00 a Dozen 
25.50 a Dozen 





30.00 a Dozen 
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Men of Leadership in your 
Town dress up to their 
position. Therefore, they 
expect and appreciate 


Fine Shoes 


Study its details carefully. 
The last and the style make - 
selling easy. 


Style No. 567 OXFORD 


No. 4 Norwegian Calf, 12 Iron 
Single Sole, Custom Last. 














Price $6.50 
In Stock B to D. October 15th. 

















Nunn Bush &Weldon Shoe (. 


MILWAUKEE, WISCONSIN 
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Young Ladies’ and Children’s Quality Footwear 


Note: Our Stock of No. 41 and No. 53 is temporarily 
depleted. These numbers will again be In Stock October 
15. Anticipate your requirements early. 


No. 41—Young Ladies’ Tan Boarded eo 
Oxford, Rubber Heel, AA-D $4.7 


No. 53—Black Boarded Calf Oxford, . 
11/8 Heel, AA-D $4.60 Write for 


“Wey. Catalogue 


~~ IN STOCK READY TO SHIP 


No. 42—Young Ladies’ Tan oe 
Calf Walking Boot, 9/8 Heel, AA-D os. o- 


No. 51—Tan Calf Polish wees Last as 
No. 53, 11/8 Heel, AA-D $4.60 


No. 36%—Black Kid Blucher Comfort 
Oxford, Rubber Heel, C-EE $4.25 


Manufacturers of Ne. 172—White Genuine Buck Polish 
oot. 
Growing Girls’, 2% S. Maieccaad $6.00 
Goodyear Welt Misses’, 11%- z $5.25 


° Children’s, 8%- ‘tr . D 
Shoes Exclusively. No. 170—Tan Calf Polish Boot. 


Send for Samples a s aed, 4 4456 
Children’s, 8% - Th 8: CS $3.25 
No. 171—Gun Metal Polish Mat Kip Top. 
Growing Girls’, 2%-6, A-D Peg 
Misses’, %- 2 A-D 
Children’s, 8%- it, | ere 33:28 
. 176—Patent Vamp Dark Brown 
Nubuck Top. 
Misses’, 11%2-2, A-D ........200- $4.00 
Children’s, 8144- Th ‘B. DP tseceanene $3.60 
All misses’ with 6/8 heels—all child’s 
with spring. 
Prices on Stock Numbers 170 and 171 
have been reduced as above since Octo- 
ber 1 announcement. 


D. A. Donovan’s Sons Co. 
Lynn, Mass. iia 




















REPCO—your customers want it 


| Sadun is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 


ivory, light gray, dark eray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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REST 


The Perfected Curative Shoes For Women 





| 


La France REST “| 


CURE Shoes are | 
made in boots or ox- | 
fords, as illustrated | 
herewith. Choice of 
either toe. Finest | 


(‘Brown or Black Kid. 


A SUPERIOR ARCH 
— -RETAINING+ — g 
\ FEATURE 














MRE 
SCARE eat 





La France “REST CURE” shoes are an established success with most 
E have been making of our many agencies. position most comfortable 


them in | steadily to the wearer. 


greater volume for over a No shoe we know of em- 
dozen years. In fact, we bodies all these important 


have never been able to For the Assistance of features. 
make enough. Our Customers In selling REST CURE 
Now in our great new fac- We have provided a ee as — eg TA 
tory we can make more of eas and FR AN ic gen weg all it 
them. means to the public in 
La France Flexible Welts F ree ‘ terms of years of quality 
are too well known to re- Advertising Service production. 7 
— onetee rt on Rest Cure “Shoes. — ~ on inemnating 
ere. n ou are cordially in- eman or curative com- 
Shoes we combine with our vited to avail your- _ ..... fort shoes on styleful lasts 
4 oe soles a oom selves of it. "by selling a ~y of oe 
arly snug fitting arch and a success an authority. 
movable stiff shank, which Write us today for samples 
latter can be adjusted to the and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 
183 Essex St., Boston 
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Heluete! -felveto! —Yelueto! 
P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VELVETS—Made especially for the 


shoe trade. This is the same quality which was in so great a demand a few 


years ago. 





ANNUAL UA 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Cisse’ JULIUS KALLMAN CO. ,™irq7e40%S, 


Office 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


Address our nearest office for samples and prices 


HILAL KL 
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CLEANS & RECOLORS 
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Griffin Rapid Black Dye Griffin Quick Cleaning 

For converting shop-worn Tan Flui 

Shoes into a Lasting Black. No The proper article for cleaning ? 

i. tual one’s = ts Satin Footwear. Non-inflammable, Griffin Lotion Cream 

gross; $1.55 dozen. Large size ‘Stainless, dries quickly and is In white, black, light tan, Havana 

3 oz., $22.00 gross: $1.90 dozen.  ffective. Removes spots | from brown, dark brown, light gray 

Quarts, $1.15 each; gallons $3.90 ‘Pats. Gross, $22.50; doz., $2.00. and dark gray. Cleans, softens 

—=_ 2 — Pe ee = so 

tains no inju 8 acids 18 

Griffin Suede Powder to the leather what cold cream 18 


In the pad bottom tin. Cleans to the skin. 3 oz, size, $21.60 
gross; $2.00 dozen 


and restores cvlor and surface in- 

caaty. The gad te shastately FOUR LEADERS IN A LINE OF SHOE eis hacaiadiiieds: aiameiadin aume 
f field mouse, ay fawn, or black lotion cream for black 
champagne. ivory, ight, medium, DRESSINGS THAT HAS NO PEER hn Bony Ein 

dark and gray castor, light olive, 
seal and nigger brown, light, 


medium and dark gray, black. 
$20.20 Gross, $1.85 Doz. There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET "NEW YORK, U. S. A. 
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Ms BOON TO WOMEN” 





“A LIFE’S STUDY” 








Style Plus Foot Corset 


An appeal which attracts hundreds of 
women who are wearing ordinary style shoes 
that torture their feet. 











“Futkorset” shoes have all the style of any 
line plus a properly constructed arch sup- 
porter that fits snugly into the arch of the 


foot. 


Capitalize on woman’s insistence on style 
Thirty-t ; i + . 
in the manufacture of ladies’ and her frequent need of special shoes which 


shoes, and a reputation for 
support her arches. 


giving the best values for your 
money. 








There is a direct appeat to the women of 
your locality in the Master “‘Futkorset” line. 





IN STOCK 
Black glazed kid welts 
Chippendale brown kid welt 


Widths AA to C. Sizes 3 to 9. 
Large sizes, 8144 and 9, 25c extra. 


“‘Master Shoemakers” 
Terms: 4%-10, 2%-20, net 30. f. o. b. Cincinnati. 





























THE DUTTENHOFER - STEVENS GO. 


MAKERS OF : 
WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI : 


“Master Shoemakers” 
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OF THE CHAIRS AND FITTING STOOLS crvEs THAT PLEASING 
UP-TO-DATENESS TO YOUR STORE. WHICH MARKS YOU AS 
THE LEADING SHOE MERCHANT OF YOUR TOWN. 


TuHIs LEADERSHIP DRAWS TO YOU THE TRADE OF THE*: 
“SMART SET”OF YOUR COMMUNITY. THIS PATRONAGE 
IS COVETED BY EVERY STORE, BUT FEW REALIZE THAT? 
THE APPEARANCE OF THE STORE HAS QUITE AS MUCH TO 
DO IN PRODUCING THIS RESULT AS THE SNAP AND? °°: 
CHARACTER OF THE SHOES OFFERED. Ir IS THE AGE OLD 
PRINCIPLE THAT”FINE FEATHERS MAKE FINE BIRDS. 


Our BUSINESS IS TO HELP YOU RE-EQUIP YOUR STORE, 
MAKE IT SO PLEASING TO _THE EYE THAT IT 1S ITS OWN 
BEST ADVERTISEMENT. YYOU CAN MAKE YOUR STORE 
THE NEW STORE IN YOUR TOWN. 


GET OUR PRICES ON JNDIVIDUAL CHAIRS AND FITTING 
STOOLS. WE OFFER A VARIETY OF BEAUTIFUL DESIGNS* 
FROM WHICH YOU ARE INVITED TO MAKE A SELECTION. 


MILWAUKEE CHAIR C®° 


FOR OVER AHALF CENTURY 

Makers of Zine Chai 
LARGEST MANUFACTURERS OF OFRICE CHAIRS IN THE WORLD 
MIDWAUKEE: CHICAGO -NEW YORK-> SEATTLE: MINNEAPOLIS 
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THE HOME OF NOVELTIES SAE AT POPULAR PRICES 


Specially 
Priced 


Dress Slippers on the Floor— 
for Immediate Delivery 


No. 3202. Fine Quality Black Ooze Calf, 
Patent Leather, Two Strap and Collar, Junior 
Louis Heel, a beautiful Slipper. A-B-C 
widths 

No. 3201. All Black Ooze Calf, Two Strap, 
Very High Grade Make, Junior Louis Heel. 
AA-A-B-C widths 

No. 1276. Black Patent Colt Mocassin, 
Goodyear welt soles, 12/8 military heel, B-C 
widths 

No. 1275. Same style in Genuine Ooze Calf, 
B-C widths. 


~ 


NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 
32 SO. WELLS ST. NOVELTY SHOE BLDG. 


CHICAGO 
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“DOMINO-MADE” sHoEs IN stock 


“Shoes That Are Built on a Solid Foundation” 


SPECIFICATIONS 
Full Chrome Patent Leather 


Uppers. 

Solid Leather Inner Soles. 

Single Fine Quality Other Soles. 

Imitation Turn. 

Guaranteed Counter. 

Beckwith Box Toe. 

10/8 Heel. 

Sold in Case Lots. 

Sizes 3-8, C and D Widths. 

Extra Charge of 20 Cents for 
Sample Pairs. 

Terms: Strictly 2%—10 Days. 
F.O.B. Factory. 


No. 1086 
Sally Pump Price $3.50 


No. 1040 
Ball Room Oxford With — Cut-out— 


Price $2.75 
TWO POSITIVE SELLERS FROM THE “DOMINO-MADE” LINE 


ORDER EARLY WHILE STOCK IS COMPLETE 


Domino Shoe Co. 29 Granite Street Haverhill, Mass. 











PNW SNUBS SSUNSSSSSSUEESSSUENSSSVUNSVSVSSS SSS NN NNN NNN NNN NN NN 


“RITE-EASY” SHOES 


The most flexible and comfortable 
shoes made for men. 





No. 41 a /- No. 112 


Stock No. 41—Havana Brown Kid Stock No. 112—Black Kid “Doc” 
Blucher with the Goodyear Wingfoot Last. With Goodyear Wingfoot Rub- 


Rubber Heel. Derby Last. ber Heel. 
At the base of our good relations with our customers is the reliability of our 
product. Qur line this season, as in the past, is rightly priced to allow you a 
substantial profit. 











Send for Catalogue. 


CIVILIAN SHOE CO. WARD HILL, MASS. 


\ 


SSS SSS 
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We follow a strict business policy—It is to always 
give each customer the most possible value for 
every cent spent. This policy seems to work out 
famously. 


We have told the shoe merchants of America quite a bit 
about our big factory-family—how they feel a personal re- 
sponsibility in the Harrisburg product. And the queer part 
of it is that our workers are not spurred on by thought of a 
bonus. We treat them well and they reciprocate by putting 
that bit of extra effort into their work that means better 


shoemaking. 


Therefore, as we receive good value, we can pass this value 
on to the shoe merchant. The cartons on his shelves with 


the Harrisburg trademark—shown above—contain genuine 
value. The shoes therein are worth the price asked and: 
will almost invariably give complete satisfaction and bring 


the customer back. 
And that’s quite a lot for any shoe to do. 


We're always mighty well pleased to put new customers on 
our books. Once they are there, we aim hard to make each 


customer as pleased as we are. 


The Harrisburg Shoe Mig. Co. 


sf Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES —CUILDREN'S SHOES 
OF VALUE 
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FRED RUEPING LEATHER CO. 
~ FOND DULAC, WIS,U.S.A. 


oad Calf 


Fashion’s choice is a smooth Black Calf. We cannot 
afford to exaggerate and in making the statement that 


““Rueping’s Mohawk Calf’’ is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 

A rubbery, mellow feel, tight break, fine grain and 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 

Add these convincing points to your sales talk, 
specify ““Rueping’s Mohawk Calf” and tell your trade 
about it, 

P A oe backed by an organization that has pro- 
uced 


“Quality Upper Leathers” 


for over 65 years. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 
BRANCHES 


Cincinnati Milwaukee St. Louis 
Chicago San Francisco Montreal 
Northampton, England 

















BOOT AND SHOE RECORDER 


October 8, 1921 


a) 


COMBINATION MODEL NO. 94 


Graceful lines without Foot- 
aches, receding toe, 14/8 Cuban 
heel, high arch, R. and L. long 
counter, width wider ball and 
bottom, low instep and short 
heel measurement. 


Stock No. 172—Black Kid 
Oxfords ...$6.75 


Stock No. 494—Brown Kid 
Oxfords . 


Stock No. 94—Black Kid 
8 inch Lace Boot.$8.25 


Stock No. 794—Brown Kid 
8 inch Lace Boot.$9.25 


PHYSICAL CULTURE SHOES MEAN COMFORT 
EVERY DAY FOR EVERY WOMAN 


Physical Culture Shoes are scientifically con- 
structed to conform to the lines of the foot and 
freely follow every movement. They fit com- 
fortably without sacrificing style. 


Physical Culture Shoes are constructed with a 
high tempered flexible steel spring, built into 
the well arched shank, supporting and strength- 
ening the arch without limiting the functions of 
the muscles. 


Our combination lasts which are strongly 
featured in our “In stock’? Department, elimi- 
nate undue pressure and yet hug the foot, pre- 
venting slipping. 

Carried in stock all year round in wide range 
of combination and special featured orthopedic 
models in boots and ‘i, black and brown 
kid AAAA to EE 8 to 10. 


# ; 
HEALTH AND BASE—STYLE PLUS COMFORT « 


Wm. Henne & Co., Inc. 


Known Since 1875 for Quality 
957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 
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IN STOCK 


HE requirements 
T of a complete and 
active stock of 
boys’ shoes urge your 


Shoe 2 A po ae 


SPRING-STEP 
Rubber Hee!: 


ATTACHED 





} 





SPOT DELIVERY on this ‘‘immediate-demand”’ Stock No. 200 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, English Last, 


; i i ibiliti Oak Outer Sole, Springstep Rub- 
It carries with it unusual possibilities for volume det aneee ne Bo 


and profit. Sizes, | to 514. 
Shipped direct from the Factory to you. Price $3.25 


Good year welt boy’s shoe. 


THE ENSIGN SHOE CO. 


Belfast, Maine 








Here is a Sales 
and Profit pro- 
ducer for your 
children’s shoe 
department. 


STUDY THE 
PRICES 


Examine the 
shoe and then 
send us your 


trial order. 


This ts a humdinger—but 
you should see the rest of 
the line. 


A REAL WATERPROOF 
SHOE FOR SCHOOL WEAR 


Storm Blucher—Chocolate Elk uppers, solid oak | —— 
. Moccasin with Korry Krome Welted Outsole. 
— wall slipsolee A REPAIRABLE Outsole Goodyear Stitched to Flexible Middle Sole. 
-HE ' Light and Extremely Flexible. Ideal Play and School 
Sizes 3-0. -8 The sun Denes cans hows Shoe for Misses and Children. All Colors. 
oy Gea Style 221 Sizes 2-6 Price $2.40 
Style 222 Sizes 7-11 Price 2.65 


Note:—If they bear the trade-mark bottom stamp, shown Style 223 Sizes 12- 2 Price 3.00 
above, we repair them for your customers at cost. 


The C ty Shoe Co., Inc. COLLYER MOCCASIN CO. 
351 Classon Avenue Brooklyn, N. Y. a 
























October 8, 1921 BOOT AND SHOE RECORDER 95 


GRIFFIN SHOES 


BACKED BY 20 YEARS’ SUCCESS 


‘BUILT TO BEAT THE BOY’S WEAR 





HERE IS WHY THEY SATISFY 














OAK BEND SOLES 
2. SOLID LEATHER INNERSOLES ALWAYS 
3. GUARANTEED COUNTERS ad 
1, FULL CHROME UPPERS IN STOCK 
5. “RED-LINE-IN” LININGS 





Write for Catalog 








6. LEATHER TOP FACINGS 





Little Gents’ Bal 
















T 3319X—Mahogany 
T 1319X—Gun Metal 
(Gun Metal is not perforated) 








Gents’ Whole Quarter 
Blucher 

T 3419X—Mahogany 

T 1419X—Gun Metal 














Boys’ Whole Quarter Blucher 
















Boys’ Round Toe Bal 





T 3416X—Mahogany 
T 1416X—Gun Metal 






T 3316X—Mahozany 
T 1316X—Gun Metal 














= Boy Youth Gents 
Goodyear Wingfoot (246-544) (2). (8-13 ¥%) 


AMERICAN WELT . Rubber Heels 2.75 ~ 2.60 2.35 
McKAY SEWED All Leather Heels 2.55 2.40 2.15 | 


Terms 3%, 30 Days—Net, 60 | 
W. H. GRIFFIN CO., Manchester, N. H.. MANUFACTURERS 
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If You Are a “Big Order” 
Traveling S hoe SalesmQn—tiwcnmme nemo 


a°H eadliner”’— 


IT 


It is our desire to make our selling force 
the snappiest, most progressive and most 
productive in the country. We're going 

‘ after new business—going after it with 
the right ammunition—top-notch sales- 
men. Our line of men’s shoes is a most 
excellent one. 


i] 
HANAN 


i 


The following territories can be given 
out: 


AMM 


Ml 


Arkansas and Nebraska, Arizona, Cali- 


AI 


iil 


ill 


WE WANT YOU! 


fornia, Chicago, Colorado, Illinois, Indi- 
ana, Towa, Louisiana, Minnesota, Mis- 
souri, New Mexico, New York City, 
New York, Ohio, Pennsylvania, Utah- 
Idaho, Washington-Oregon and Vir- 
ginia. 

This is a remarkable opportunity for the 
high grade shoe salesman, and the men 
we close with should find generous re- 
ward for their labor. We are waiting 
for the right men. 


Opportunity 


c/o Boot & Shoe Recorder 
207 South St., Boston 


sil 


USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 


Order some today. 


United Shoe Machinery Corporation - 


Boston 


J. K. Krieg Company, New York 


United Shoe Repairing Machine Co. - 


Boston 


October 8, 192} 


VX ———— 


Ai 
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While fans may yell and heroes tumble 
And all the “dope” goes far astray 
There’s one sure evergrowing favorite 
And that’s Rialto’s—“Styles that pay.” 


DELPHINE 


——S 


Reg. U. S. Patent Office 
RESORT 


Rialto styles, always just a little 
ahead of the “Band wagon” (see 
illustrations) are profitable because 
they’re correct and early. (There’s 
nothing quite so mournful as a style 
that arrives late. ) 


The merchant who buys “Rialtos” 
is just a little ahead of the other fel- 
low and as a result he “capitalizes.” 
You'll find as you become more fa- 
miliar with it, that the Rialto or- 
ganization is geared to think and 
move quickly. 


There are a great many merchants 

that are playing the novelty game 

safely and profitably with Rialtos. 
Good-all-ways 


Write us—please 


RIALTO SHOE GOMPANY 





Millions of farmers 
know this honor-mark 
of quality—the famous 
Look for 
it whenever you buy 


“U. S.” Seal. 


rubber footwear. 


The ‘ Pitch-forward” 
leg—lInstead of being 
built straight up-and- 
down, the leg is pitched 
or inclined forward. So, 
instead of sliding and 
chafing at every step, 
it allows the utmost 
freedom of motion. 


At the Instep—8 lay- 
ers of fabric and tough 
rubber mean long life 
combined with 
perfect flexibil- 

ity. 
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_ US 


Flanged Sole — Extra wear 
is guaranteed by this extra 
3 heavy flanged sole. It con- 
sists of a solid single piece of 
rubber that runs clear from 


toe to heel. 


‘ 


Seventy-five years of experience are behind the 
“U.S.” line of rubber footwear. It is complete with 
a type for every need — all built in the same rug- 
ged, reliable way — for men, women and children. 


United States Rubber Company 
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: Boot 


Note the special 
“ Rocker” last-See 
how thefootof the 
boot curves up to- 
ward the toe in- 
stead of lying flat. 
This means that 
in walking the 
boot rocks for- 
ward without ex- 
cessive wrinkling 
at the instep. 


























This “‘spike” side stay, 

backed by the broad 

collar with 6 extra lay- 

ers of rubber and fab- 

ric, keeps the boot up- 

right and springy — 
prevents sagging 
down around the 
ankles. 


11 layers here! 

Right back of the 

heelis wherelotsof 
boots give way. The 
“U.S.” Boot has 11 
thicknesses at this point! 
It’s built so as to hug 
the heel properly and 
prevent chafing. 


The heel of the “‘U. S.” 
Boot has an extra broad 
tread, of highest quality 
rubber. 








“U. & Rubber Footwear 
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How About the New Rubber Styles? 


Now Is the Time to Chart Your Stock and See Whether 
You Will Not Need Some of the New Models Made 
Necessary by Changed Footwear Styles 


IGHT now is a good time to 

chart your rubber stock to 
see how your rubbers conform in 
heels and toes to those on your 
present stock of shoes. You no doubt 
have a large proportion of your fall 
and winter rubber stock purchased, 
but it may be that there are some 
brand new shoe styles which have 
arrived for which you will want rub- 
bers or gaiters. 

If, for instance, you find that you 
have some 7/8 or 9/8 inch heels on a 
woman’s mannish style, you will prob- 
ably have to order some rubbers to fit 
these heels. If you find that your 
woman’s line is on an English last, 
with a swing toe, you will doubtless 
need a slightly different style of rub- 
ber than you ordered last spring. The 
rubber men have lasts to fit all models 
of shoes—so talk over your problems 
with them and order the right rubber 
models. 


Sell Rubbers With Shoes. 


Said the manager of a shoe depart- 
ment recently, “the best way to sell 
more rubbers is to have all of your 
sales people instructed to suggest a 
new pair of rubbers at the time they 
complete the sale of a pair of shoes. 
The argument is that it is necessary 
to secure a pair of rubbers at the 
time the shoe is bought, in order to 
get the right shape of heel and toe, 
and in order that the shoe may be 
properly protected on the next wet 
day—for rubbers preserve the uppers 
and soles and give to the shoes a 
longer life. A rubber that does not 
fit will not wear well, and there is no 
use in blaming the rubber; but rather 
the poos salesmanship of the store.” 

The sale of a new pair of rubbers 
at the time of the sale of a new pair 
of shoes makes for better merchandis- 
ing because it gives to the customer 
a better service; the customer does 
not have to wait until a storm drives 
him into the store to have a pair of 
rubbers fitted over a wet shoe, or 
one with uneven heels, but has ‘his 
rubbers at hand, in the morning, and 
leaves the house dry shod. The big 


thing is to push rubbers twelve 


months in the year. 
Children’s Trade Important. 


At this time of the year, the sale 
of rubbers to school children is an 
important feature of the store’s busi- 
ness. Dry feet are essential to the 
good health of the child; if his rub- 
bers do not fit his shoes properly, or 
become leaky, his feet will surely be- 
come wet, with colds and more severe 
sicknesses the result. It has been esti- 
mated that children are the biggest 
consumers of rubbers. A normal child 
will wear out four pairs of rubbers 
from September to May—and then 


too he sometimes loses his rubbers— 


Men’s heavy plain over, net lined, 
rolled edge, sole and heel 


or the dog may chew them, or some 
other dire accident occur. 

As in the men’s and women’s styles, 
city children seem to prefer the low, 
or croquet rubbers—storm rubbers 
are not very much in evidence on city 
streets. Beside the black rubbers, 
there are also tan rubbers, which 
prove a popular seller to the little 
folk, as they match their tan shoes 
and have a “smart” appearance. A 
white rubber is also a good seller, 
and the little tot may thus be clad 
in white from head to foot. 

Rubber gaiters or arctics are strong 
children’s numbers, lined or unlined. 
Some of the lines have a moire silk 
finish, with plain edge and “Kickoff” 
heel, and moreover are made to with- 
stand hard wear. 


iCj Feature 'Children’s Style. 


One of the very strongest sellers, 
especially at the Holiday season is 


—\ A 


\ 


the rubber boot, with red top, or all 
black, with extension top, just like 
dad’s, also the knee height. The plain 
leg boot is a good and staple number. 
It can be truly said that the small 
boy or girl wishes to wear the same 
styles as father and mother adopt and 
if father wears a pair of rubber boots 
in the garage or for hunting or fish- 
ing, his son will make a demand for 
the same article of foot covering. 

It is not too early to begin to think 
of featuring these rubber boot lines— 
there is probably no article of wearing 
apparel which a little boy or girl 
prizes so highly as the rubber boot. 
They look well in window or on store 
counter with a neat card stating 
price and a bit of reading matter— 
it might be a rhyme from Mother 
Goose Melodies, or an original verse. 
The figure of a kitten—peering over 
the top of the boot—to represent 
“Puss in Boots” makes an appeal to 
the little folks. And what Johnnie 
or Susie sees and wants, mother or 
dad will eventually buy. 


Rubber Heel Prominence. 


The fact that rubber heels are 
winning a big place among world 
necessities is given prominence in a 
recent issue of “Between Us,” a book- 
let published in the interests of the 
branches of the United States Rub- 
ber Co. as follows: 

The following from a recent issue 
of a magazine devoted to the shoe 
findings business gives a graphic idea 
of the vast possibilities of the rubber 
heel business: 

The amazing extent to which the 
public has become educated to the use 
of rubber heels may be realized by 
the fact that it is estimated that 115,- 
000,000 pairs were manufactured in 
1920—sufficient to equip every man, 
woman and child in the United States, 
and the population of Greece besides. 

Within the past few years produc- 
tion has jumped from zero to enor- 
mous figures—and is on the increase. 
Some idea of the vast production may 
be gleaned when it is figured that the 
1920 production, if placed end to end 


NN 
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NOVELTY FOOTWEAR 


14/8 Jr. Louis Heel—Turn Sole. 


IN STOCK 


No. 6151—Beaded Black Satin 
No. 6257—Beaded Black Kid 


17/8 Louis Heel—Turn Sole. 


Order Today to Insure Prompt Delivery 
Fall Style Booklet just off the Press. Copy Sent on Request. 


JAMES CLARK COMPANY 


Shoes 


Leather 
St. Louis, U. S. A. 


Findings 





in a straight line, would extend with- 
out a break from New York to Cape 
Town, South Africa, about 10,890 
miles. 

Piled in a single column, these 
115,000,000 pairs of heels would 
tower 9,583,333 feet into the heavens, 
or 329 times the height of Mt. Ever- 
est, the lofty Himalayan peak. 

The immense surface covered by 
this vast amount of rubber would 
make a paved road 50 feet wide and 
25 miles long, if the heels were: laid 
side by side. 


Potential Field 200,000,000. 


Of this enormous quantity one of 
the largest manufacturers of heels in 
the world produced 13,295,727 pairs 
—enough for the use of every inhabi- 
tant of New York, Chicago, Philadel- 
phia, Detroit, Cleveland, St. Louis and 
Boston. If placed end to end they 
would extend 1,117 miles, equal to a 
distance from New York to St. Louis. 
If laid one on another they would be 
1,384 times the height of the Wool- 
worth Building, New York’s highest 
skyscraper. The manner in which the 
public has adopted rubber heels may 
be indicate from the fact that this 
company’s total business in this line 
in April showed a 22 per cent. in- 
crease over the same month last year. 
The company’s orders for manufac- 
turers were 62 per cent. greater in 


both April and May than in the same 
months of 1920. 

With the public rapidly becoming 
educated to the use of rubber heels, 
and with a potential field of at least 
200,000,000 of the 325,000,000 pairs 
of shoes made annually in the United 
States, manufacturers see the time 
coming when the use of leather heels 
will be a rarity. 


Rubber Market Notes. 


The market for plantation rubber 
has been quiet, demand from large 
dealers being lacking, and that from 
other quarters of limited extent. The 
steady tone was retained, however, 
and asking prices on ribbed smoked 
sheets and first latex crepe were un- 
changed at 15%c for spot and Septem- 
ber or October delivery, 16c for No- 
vember, 1614c for December, 16%c for 
January-March and 17%c for Jan- 
uary-June arrival. 
quiet with prices remaining as quoted 
at the end of last week. 


Rubber Quotations. 


Para—Up-river, fine 21 @21% 
Up-river, coarse 11%@.. 
Island, fine 18 @18% 
Island, coarse 94%4@ 9% 
Caucho, ball, upper ‘ 
Caucho, ball lower 
Cameta 

Plantation—First Jatex, crepe 

Brown crepe, tiih, clean. ... 


15%@.. 
12% @13 


Paras also were _ 


Brown crepe, rolled 
Amber—No. 1 
No, 2 


*Esmeralda 
*Mexican scrap 
*Guayule, wet 
*Guayule, dry 
*Balata, block, Trinidad.. 
*Balata, block, Colombian 
*Balata, 
*Balata, 


Scrap Rubber. 


On the advance of crude» rubber 
dealers in scrap rubber are placing 
their hope for better business as pres- 
ent trading is spotty. 


Boots and shoes 
Arctics, trimmed 
Inner tubes, No. 2 
Hose, steam, fire 
Inner tubes, No. 1 
Arctics, untrimmed 
Tires—Automabile 


Window Designed to Appeal to Boys 


H. Halle & Bro., the Oak Hall Store, 

55 North Main Street, Memphis, re- 
cently showed a boys’ window, illus- 
trating the idea of school days. Fig- 
ures of boys with their geography, 
primer, knapsack and dinner basket 
lent a humorous tinge. Various arti- 

' cles. of necessary wear, from overalls 
‘sand jumpers to youths’ suits, hose and 


h-feetwear,-carried out the.idea. 





kate TAR tet OS ets 


ee ae ae a ell 
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Changing Styles Have Put New Life 
Into Leather Market 


Ability of Tanners to Furnish Striking Finishes Insures a 
Healthy Demand—Perceptible Improvement in 





HE demand for something dif- 

ferent has helped materially 
in making a healthy leather market 
during the past few months. The 
advance made in colored leathers, 
which are in keeping with the dress 
standards, is in sharp contrast with 
the situation of some years ago. The 
beautiful leathers being turned put 
today make a fashion possible in foot- 
wear which could not be attained 
formerly. 

This ability to furnish new and 
striking finishes in upper leathers of 
beautiful shades and rich color, in- 
sures a healthy demand when business 
might otherwise be dull. 


Demand For New Finishes. 


There is today a strong demand for 
these new finishes of leather, espe- 
cially for calf leather in the Scotch 
grains, both in black and colors but 
the demand also extends to kid, 
especially in the choice leather and 
the popular colors such as Havana 
brown. Certain colors in leather are 
maintaining their popularity right 
through from one season to another. 
There has been a perceptible improve- 
ment in the call for the better grades 
of upper leather since Labor Day, and 
this increased business is now extend- 
ing to other lines for staple shoes. 
Side leather, in fact, is showing a 
greater improvement during the past 
few weeks. 

The opinion is generally held that 
the liquidation bargains are virtually 
over and that the leather market is 
settling on a stable basis as far as 
price is concerned. There is little 
likelihood of any further retrench- 
ment in price, and some of the leather 
which has been sold during the past 
few months, was at a price which tan- 
ners could not consider on stock now 
being produced. 


Shoe at a Popular Price. 


A noticeable feature of the market 
is the tendency to produce a shoe 
which will sell at a popular price. 
This means a larger demand for side 
leather. Full grain colored side 
leather is bringing 30 cents per foot 
for the top selection and down to 18 
cents according to quality. This is 
an extremely low price when the over- 
head costs of today are considered, 
and it is also approximately one third 


Demand for Better Grades of Upper Stock 


of the price at which similar leather 
was selling two years ago. This rep- 
resents the average price shrinkage in 
upper leathers and those who do much 
thinking and are familiar with the 
industrial conditions will realize that 
leather could not be sold any cheaper 
and yield the ’anner any profit. 

The finest selections of suede 
leather are quoted at 70 to 75 cents 
per foot but there is a good grade of 
suede in black and colors which can 
be obtained at 55 to 60 cents. This is 
about one half the cost of this leather 
at the peak price. 

Wide Range in Glazed Kid. 

The range in glazed kid prices is 
very wide as there is a great differ- 
ence in goat skins with over a thous- 
and varieties to select from. Kid 





leather sells all the way from less 
than ten cents per foot for the cheap- 
est, up to 80 or 90 cents for the 
choicest. The good medium grades 
from which the bulk of our medium 
fine shoes are made range from 40 
to 60 cents per foot. For a time, the 
large cheaper grades of black skins 
were a drug on the market, but they 
have been moving in better shape of 
late. 

A pleasing feature of the leather 
market is the greatly improved de- 
mand for patent leather. So many 
of the new styles in shoes contain 
patent leather, that tanners and 
japanners are confident of a return 
to something like normal activity. The 
prices on the best patent colt skins 
run up to 60 cents, even bringing 65 

(Continued on page 107) 








Comparative Leather and Hide Prices 


Upper Leather (price per foot) 


War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0. = $1.40 a $1.50 $0.65 a $0.75 
Calf, smooth colored, top grade.. .28a 1.40a 1.50 45a .55 
Calf, smooth, black, top grade... .26a 38 130a 1.40 45a .50 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 26a .30 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ......... 28a .80 90a 1.00 35a .40 
ee errr 24a .26 65a .70 24a .26 
Kid, colors, best fancy ......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade .......... 38a «85 1.35a 1.60 -70a_ .80 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 oa LI 25a «60 
Kid, medium, black ............ 18a 22 60a 1.00 30a .50 
ee errr dacesieas 06a .12 20a .36 10a _ .20 
Chrome patent sides .......... 25a .30 85a 1.05 35a .43 
Sole aantias a per aa A 
TENE THO. Dionne. 6.0:5.0.05.0600 .58 pe ae 
RMI Gc asad acdsk hoa staawisaecmane sive 36 $0 4 bic 46a .50 
Se eer ere 38a 89 92a .95 55a .58 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use .... ... 48 1.15a 1.25 -70a_ .80 
Raw Hides ane, Lenny om per pound) 

Native steers, as used in sole 

leather, harness, etc. ......... 18% 52a .55 oct <s 
Heavy Texas steers, for sole 

MMU 6.5.50.s:4ayndinaiavsadccwees 18 wae 2 -.-a 14% 
Light native cows, for side upper ; 

PD ii:4/04.0'arn eid endterccteiteienes rae 17% woe uae ee a 
Branded cows, for light sole 

PN 566.5 ocisnsidcecaaesses< ae 17% cok a sat 2 
No. 1 buffs for heavy upper and 

OE I his 65.8 4 0dr 045000 pies 15 45a .50 06a .07 
No. 1 Chicago City calfskins, for 

Hime CAH IEREREP 20. cccccccces nee 17% 80a 1.02% d4ea. 21 
Kips for upper leather ......... ae 16% 65a .80 13a _ «18 
B. A. hides, for hemlock sole 

ee I or ar ae 30 42a «446 14% a .16 
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“CONSTANT COMFORT” 


AMERICA’S BEST COMFORT SHOE 








IN-STOCK 














No. 34 


No. 34—Best yy # Black Kid % 
a 8” Polish, 13/8 Hee 
31—Same shoe with plain toe. 


Both In Le Ghee No. 2—Black Kid Polish, 9/8 Rubber 
No, 20=Same shoe as No. 2, with plain 


toe. 
Both Ih Stock, C, 
Price, D5. 10 


i Rs Be pearar 

rt cs QUALITY 
“Constant Comforts” 
are a line of Black Kid 
Turn Shoes that are 
quality built through- 
out. It’s a line of genu- 
ine values — honestly 
made and honestly sold. 
If you’ve never tried 

No. 86 . “Constant Comforts,” 
take the first step today 








a Cc s oc 
Ne. iG—Black, Kid Que Strap fe Sandal, and send us a trial No. 47—Black Kid Two Strap Sandal. 
Price, $2.00 1 12/8 Rubber Heel. In Stock B, C, 
eae order, Price, $2.35 








AULT-WILLIAMSON SHOE COMPANY 


Manufacturers 


AUBURN LOS ANGELES OFFICE: 109 E. 8TH STREET 
BOSTON OFFICE: 139 LINCOLN STREET 
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In Southern Territory 
N. M. MacDonald Le't Boston, October 1 With Emery & Marshall Line 


N. M. Macdonald is now calling ‘on 
the retail shoe trade of North and 
South Carolina and Virginia—in the 
interests of the Emery & Marshall 
Co., of Haverhill; with a full line of 
women’s up-to-date welts and turns. 
After he has rolled up a goodly bunch 
of business in this*section, “N. M.” 
will wend his way North, arriving in 
Boston about November 15. His Bos- 
ton headquarters are at 183 Essex 
Street, which he will visit for a short 
time preparatory to making a canvass 


N. M. MACDONALD 
With Emery & Marshall Co. 


of New England and Canadian trade. 
“IT do not think that there will be 
many boots sold this season,” said. Mr. 
Macdonald, who called at the Recorder 
office just prior to taking the train 
South. “Patents will sell big; also 
sandal effects and straps. A patent 
leather, plain toe welt oxford, should 
be a good seller. Toes will be shorter 
and rounder, and a women’s snappy 


shoe with the Spanish Louis heel, 
which I have in my sample case, will 
be a good number. With the cotton 
situation so favorable, business in the 
South is bound to be better this sea- 
son. I recently received a letter from 





BA Red Wing Man 


The salesman whose photo- 
graph appears in the circle 
above is P. A. Axelson, who 
sells Red Wing shoes in Wis- 
consin and Michigan. Mr. Axel- 
son was formerly superintend- 
ent of the Red Wing Shoe’s 
plant, but in February, 1920, he 
took to the road. 

“TI find conditions in Wiscon- 
sin very favorable,” writes Mr. 
Axelson, “and expect that this 
same condition will prevail in 
Northern Michigan in another 
season. Our boys’ shoes are the 
talk of all merchants who re- 
alize what real boys need. I am 
meeting with much success on 
this line. A common remark 
which many merchants make is 
—That is the best line of boys’ 
shoes I have ever seen.’ Mer- 
chants’ stocks are low and buy- 
ing is being done in a favorabl> 
way. A great any merchants 
now low on stocks and wanting 
goods at once may be disap- 
pointed in getting some num- 
bers. A factory cannot turn 
out in sixty days what it nor- 
mally takes six months to ac- 
complish.” 











one of my customers which stated 
that it would be but a short time 
before business in the South would be 
back to normal. They have been hard 
hit down there, but they are bound to 
soon recover.” 


Bloomquist Sells Lundin Shoes 


W. R. Bloomquist has been with 
the Lund-Mauldin Company of St. 
Louis for two seasons but has cov- 
ered the most of his territory for the 
past ten years. He writes to the 
RECORDER from Grand Forks, N. D., 
that the merchants are feeling more 
optimistic, but are buying more care- 
fully than in the past. “It would seem 
as though their stocks are smaller 
and that they are getting more rapid 
turnovers,” he said. 

Mr. Bloomquist adds that the 


W. R. BLOOMQUIST 


brogue style in oxfords seems to be 
very popular, also fancy patterns in 
high. shoes. “I am looking forward 
to a very successful season with my 
popular priced Lundin shoes,” states 
Mr. Bloomquist. 


James Sells Barry Shoes 


W. B. James has made his entrance 
into Northwestern territory in behalf 


of the T. D. Barry Co. line. While 
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Factory and Home Offices 


of 


FRENCH, SHRINER & URNER 


manufacturers 
“Extra Quality’’ Men’s Shoes 
BOSTON, MASS., U. S. A. 
63 Melcher Street 





N OW as ever, our watchword is Superior “Built-in” 
Quality—the strong central purpose; the guid- 
ing thought in all our efforts. 


- the matter of styles, our purpose is to perpetuate 

and to strengthen our already eminent reputation 
as purveyors of fashion to men of smart taste and re- 
finement. The individual character of our Footwear 
has secured the endorsement of discriminating shoe- 


wearers everywhere. 

















October 8, 1921 


an old campaigner of the Northwest, 
this is his first season with the T. D. 
Barry Co. line. Mr. James reports 
that business is exceptionally fine. 


Lundberg in Northwest 


F. R. Lundberg, a resident of Min- 
neapolis, is covering Montana, North 
and South Dakota and Iowa for the 
T. D. Barry Co. and reports good bus- 
iness. However, he does not take all 
the credit to himself for his rise to 
fame. “Co-operation accomplishes 
the work of giants,” says Lundberg. 
“Business in the West and Northwest 
is booming.” 


Fanning With Ashuelot 


Frank T. Fanning travels for the 
Ashuelot Shoe Co. of Keene, N. H., 
this season. In former years, he 
covered all of the principal cities in 
the Middle West, and for the past few 
years he has devoted his time to New 





(Photo by White) 
W. B. JAMES 
With T. D. Barry Co. 


England territory. He is now plan- 
ning a long trip reaching from 
Albany, N. Y., to Kansas City, North 
and South. He will call on the larger 
retail and jobbing trades. 


Chambers With Phillips-Cram 


Charles G. Chambers of Memphis 
will cover the States of jLouisiana, 
Texas, Oklahoma, and Arkansas this 
season for the Phillips-Cram Corpor- 
ation. Mr. Chambers will display to 
retail shoe merchants in his territory 
Some brand new effects in women’s 
turned slippers. 


The Snows, Jr. and Sr. 


“Like father, like son,” is an old 
Saying, but nevertheless a true one 
in the case of Charles W. Snow, Sr., 
and Charles W. Snow, Jr. The senior 


BOOT AND SHOE RECORDER 





and junior were both in Boston re- 
cently after a week or so in North 
Grafton, Mass., doping out more 
“dog” stuff. Charles, Junior, is only 
nineteen years of age and is to take 
the territory in conjunction with his 
father, carrying the Forbush Shoe Co. 
line. Junior is a vigorous fellow of 
pleasing personality with push and 
lots of “pep.” With his natural 
initiative and the training of “dad,” 
a bright future in shoe selling is pre- 
dicted. 


Fales Sells Comfort Shoes 


Frank M. Fales says that there is 
a big demand for old ladies’ comfort 
shoes and turns, such as his firm, J. 
W. Barnard & Son of Andover, Mass., 
is making. Mr. Fales’ territory is 
Massachusetts, Rhode Island and Con- 
necticut. “The firm of J. W. Barnard 
& Son is over 100 years old—it was 
started by the grandfather of Henry 
Barnard, the present owner, and the 


(Photo by White) 
J. A. OSBORNE 
Sales Manager of Boston Blacking Co. 


great-grandfather of Henry Bar- 
nard’s sons, who are now conducting 
the business with their father,” said 
Mr. Fales. 


Moses in the South 


Guy P. Moses is representing F. E. 
Adams Shoe Company, manufacturers 
of women’ 


is now calling on the trade with new 
samples of the Adams line. 


Walk-Over Overseas News 


John Packard of the George E. 
Keith Co. wires his firm from Mon- 
terey, Mexico, that conditions are im- 
proving and future outlook much more 
hopeful, because of the settlement of 
the oil question. Herbert Dalton 
another Walk-Over man, is finding 





turn footwear, Newbury- 
port, Massi,n Southern territory? “He ‘© 
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things a bit. better in Cuba, although 
they are decidedly sub-normal, while 
Warren Baldwin is now in China, but 
is soon to start for Indian and Java. 


Millett With Nettleton 


Robert J. Millett, for several years 
representing shoe manufacturers of 
Brockton in well known selling terri- 
tory, has joined the selling staff of 
the A. E. Nettleton Co. of Syracuse, 
N. Y., makers of men’s fine shoes. He 
will sell for that firm in New York, 
Pennsylvania, Ohio and New Jersey, 
where he is acquainted with the trade. 


O’Sullivan Men On Road 


Five salesmen are now on the road 
for the O’Sullivan Shoe Co. of Ran- 
dolph and it is the plan of the com- 
pany to increase this force as business 
warrants. Salesmen and territories 
are: H. A. Becher, Michigan; S. Har- 
gis, Missouri; S. P. Cohen, Washing- 


(Photo by White) 
F. R. LUNDBERG 
With T. D. Barry Co. 


ton and Virginia; A. D. Kloss, New 
York and W. L. Persons, Ohio. 


Marston & Brooks’ Men 


A roster of Marston & Brooks Co.’s 
men and the territory which they are 
covering is as follows: D. Abrahams, 
2802 Springhill avenue, Baltimore, 
Md.—Maryland, Virginias and Caro- 
linas; George E. Armstrong, 76 Lin- 
coln street, Boston, Mass.—Maine, 
Connecticut, Western New York, 
Ohio; E. H. Blackett, Box 533, Min- 
neapolis, Minn.—Minnesota and Da- 
kotas; E. N. Cherry, 126 No. Ashland 
avenue, Chicago, Ill—Chicago, IIl.; 
G. P. Gray, Hotel Gayoso, Memphis, 
Tenn.—Arkansas, Louisiana and Mis- 
sissippi; W. L. Schutz, 310 So. Broom 
street, Madison, Wis.—Missouri and 
Nebraska; C. W. Underhill, Apt. 22, 
609 E. Colfax avenue, Denver Col. 
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George R. Vollman and Arthur W. Lawrence 
Take Over Helming-McKenzie Shoe Co. 


Mr. George R. Vollman of Cincinnati, and Mr. 
Arthur W. Lawrence of Boston have purchased the 
business of The Helming-McKenzie Shoe Company 
of Cincinnati, thus forming the 
Vollman, Lawrence Company. 
The retiring members are Mr. 
Wm. S. McKenzie and Mr. John 
Helming, both of Cincinnati. 

The Helming-McKenzie busi- 
ness was started thirty years 
ago by Mr. John Helming and 
up to his retirement at the pres- 
ent time he has been the oldest 
active shoe manufacturer in the 
point of service in this section. 
Mr. Lawrence and Mr. Vollman 
will carry with them the same 
factory organization which has 
made the Helming-McKenzie 
shoes so popular throughout the 
country. 

Mr. George R. Vollman was 
born in Cincinnati forty-four 
years ago. He was one of a fam- 
ily of twelve children, nine of 
whom are living and his father 
and mother, Rudolph and Helen 
Vollman, are still living. Mr. 
Vollman married Anna Amend, 
who was a native of Cincinnati, and Mr. and Mrs. 
Vollman have two sons, George, Jr., 18, and Robert, 
16. In 1910 Mr. Vollman became a stockholder and 
was elected secretary of the Helming-McKenzie Com- 
pany. 

Mr. Voliman started as office boy for the Helming- 
McKenzie Shoe Company twenty-eight years ago. From 
office boy to bookkeeper, then salesman—in towns that 
had no electric lights, driving from town to town, in 
all kinds of weather and under unusual conditions. 
Successful from the start, he took on larger towns 
from ten to fifteen thousand population. He now has 
entre and numbers among his business friends the 
smallest as well as the largest merchants in the busi- 
ness to-day. 

As office boy young Vollman’s opportunities were 
many, and one in particular of which he availed him- 
self was a close study of shoe manufacturing under 
the guidance of Mr. John Helming. 

For years the two could be found at the factory 
every evening, often as late as 10 o’clock, and on the 
job again at 7 o’clock in the morning. In all the time 
he was connected with the business Mr. Vollman 
availed himself of every bit of information that might 
be needed for a thorough understanding of the busi- 
ness from every angle. Always untiring in his efforts 
to succeed, he grew right along with the business, 
until to-day he logically becomes president of the new 
company. 

Mr. Arthur W. Lawrence was born in Massachu- 
setts and comes from a family of shoe manufacturers, 
In 1902 he left school to enter the employ of the W. H. 
McElwain Company, shoe manufacturers of Boston, 
being employed in the upper leather department. He 


ARTHUR W. LAWRENCE 


was with this company for eleven years and occupied 
various positions, including manager of sales. 

In 1913 Mr. Lawrence went through the Far East 
to investigate shoe manufacturing 
opportunities in China for a group 
of New York capitalists. When 
the European War broke out in 
1914 most of the Allied Govern- 
ments were in need of large 
quantities of army shoes for their 
soldiers. Mr. Lawrence was sent 
to Europe, representing certain 
large shoe manufacturers, in con- 
nection with the sale and manu- 
facture of army shoes for the 
Allies, remaining in Europe dur- 
ing the latter part of 1914 and 
the year 1915. In 1916 he was 
appointed by the U. S. Chamber 
of Commerce at Washington as 
purchaser of footwear for Com- 
mission for Relief in Belgium, of 
which Mr. Herbert Hoover was 
chairman. Approximately three 
million pairs of women’s and 
children’s shoes were purchased 
and manufactured here in this 
country, sent over to Belgium in 
the food ships and distributed to 
the Belgians in the devastated areas—this phase being 
an important part of the great assistance which Amer- 
ica gave to the Belgians in their time of need. In 
connection with this work Mr. Lawrence has since 
received a decoration from King Albert. 

When our country entered the war Mr. Lawrence 
was called to Washington as purchaser of shoes for 
our army and served in such capacity until the 
summer of 1917, at which time he enlisted as a pri- 


_vate in the regular army. 


After the armistice he became manager of the 
Fabric Footwear Division of the United States Rub- 
ber Company of New York. 

Both Mr. Vollman and Mr. Lawrence have a wide 
acquaintance and a large following among the shoe 
trade of the country. The high standards pursued 
by The Helming-McKenzie Shoe Company, which 
have developed a product of exceptional competi- 
tive value, will be continued by the new company, 
and in forming same Mr. Vollman and Mr. Law- 
rence take up their new duties with all possible en- 
thusiasm and assurance as to the future. The total 
footwear production in Cincinnati is increasing rap- 
idly each year, and shoes made here are becoming 
famous throughout the country for their style, fit, 
wear and adaptability. 


A POLISHED FULL GRAIN SOLE 


There is economy, as well as style, in a new finish on 
some men’s high-grade shoes, for the natural grain is 
left of the leather, and polished, which gives it a fine 
appearance; also, as the grain is not buffed off the soles 
will wear a week or two longer. 
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Colorado, Wyoming, Utah, Nevada, 
California, Arizona; Wm. Walton, 
1175 Commonwealth avenue, Boston, 
Mass.—New Hampshire, Vermont and 
Pennsylvania. 





Morse & Burt Salesforce 


The salesforce of Morse & Burt Co. 
and territory covered by them is as 
follows: 

John J. Doyle, Middle West and 
South West; George B. Jordan, Pacific 
Coast; H. A. Kalt, parts of New Eng- 
land, New York, Pennsylvania, Vir- 
ginia and West Virginia; George H. 
Lambert, Chicago, Minnesota, Wis- 
consin; Joseph F. Murphy, New Eng- 
land and special territory; S. M. 
Nathanson, New York City; Theodore 
0. Olsen, New York, Pennsylvania 
and West Virginia; C. A. Patterson 
and Harry N. Wheeler, southern 
states. . 





J. J. Grovers’ Salesforce 

The J. J. Grovers’ Sons Company 
salesforce and territory covered by 
them is as follows: 

John B. Clark—Ohio and certain 
large cities in the Middle West; G. 
Wm. Crist—The South; Joseph C. 
Dingle—Missouri (except St. Louis), 
Kansas, Nebraska; Joseph G. Duncan 
—West Va., Kentucky, Indiana; 
Charles E. Flowers—Denver to the 
Pacific Coast; Charles E. Gore—New 
York office; Bert A. Koehnle—New 
York state, Eastern Pennsylvania, 
Delaware, New Jersey, Baltimore, 
District of Columbia; Ernest L. Lever- 
one—Michigan, Western Pennsyl- 
vania, Southern New York; Fred C. 
Mowry and T. A. Gray—The South- 
west; James R. Rounding—New Eng- 
land and certain cities in the Central 
states; W. C. Strine—Wisconsin, Min- 
nesota (except the Twin Cities), The 
Dakotas; Lewis K. Urquhart—lIllin- 
ois (except Chicago), Iowa. 


Stacy-Adams Men 

A list of Stacy-Adams Co.’s men 
and territories are as follows: 

Wm. H. H. James, 25 Alton Place, 
Brookline, Mass. Tel. M-3188 Brook- 
line; John McElaney, 367 Belmont 
street, Brockton, Mass.; Hubert S. 
James, 25 Alton Place, Brookline, 
Mass.; Wm. H. Larkin, 38 Boulevard 
Terrace, Coolidge Corner, Allston, 
Mass.; Carl H. Merrow, 75 Glenwood 
ave., Brockton, Mass.; G. Stacy 
Bearse, West: Elm Terrace, Brockton, 
Mass.; Joe W. Ellison, 45 Trinity 
ave., Atlanta, Ga.; Clarence P. Waide, 
34 Seward Rd., Wellesley Hills, Mass. 


(Continued from page 101) 


cents per foot, but the best grades of 
patent side leather are held at 40 to 
43 cents per foot for the choice selec- 
tions, 35.te 38 cents for medium and 
30 cents for the lower grade. 
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Tanners Fairly Busy. 


The tanners of upper leather, as a 
whole, are running at fair capacity 
and believe that there is plenty of 
business in sight. They are deter- 
mined to hold firmly to their present 
prices, especially in view of the fact 
that they could not produce leather at 
any lower than asking prices and 
make a profit. 

Confidence is expressed for better 
business for the fall and winter, which 
condition is strengthened somewhat 
by an improving export demand. 


Sole Leather Call Improves. 


There is also a slight improvement 
in the sole leather market which will 
continue, of course, to improve in 
ratio to the demand for shoes. The 
tendency is still to purchase as closely 


‘to needs.as possible. Tanners main- 






























ERNEST J. SIBBALD 
Pacific Coast Representative for Plant 
Bros. & Co. 


tain that sole leather cannot be tanned 
and sold at a profit from hides at 
their present prices, that is, if the 
sole leather is to be sold at current 
prices. There is need of readjustment 
on sole leather prices, it is claimed, 
if there is to be a profit on sole leather 
now going through the tanneries. 


COD OIL FOR LEATHER 


Fish from Cold Waters of North At- 
lantic Yield the Best Grades 


Blubber Hollow, the heart of the 
leather and shoe district of Salem, 
Mass., provides thousands and thou- 
sands of barrels of oil for tanners to 
put into leather. 

The best oil for shoes comes from 
livers of codfish, caught up under the 
Arctic circle. The oil from fish from 
icy waters helps to keep the icy 
water out of shoes. 

In Blubber Hollow the cod oil is 
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sulphonated, or made into an emul- 
sion, and supplied to tanners. The 
emulsion is applied to leather during 
the process of manufacture, and it 
soaks deep into the fibers, lubricating 
and strengthening the leather. This 
season tanners are putting more oil 
into leather than for many a day, be- 
cause the style of sport shoes for 
winter wear calls for a leather that 
will keep out cold and water. 


Murfitt with Thompson-Crooker 


George Murfitt will represent the 
Thompson-Crooker Shoe Co. in New 
York State, outside of New York 
City, from now on. He has been 
to the factory creating a special line 


4 










LA COSTE EVANS 
With Weyenberg Shoe Mfg. Co. 


of samples and is already in this 
territory. Mr. Murfitt was formerly 
with Helming-McKenzie Shoe Co. and 
for a dozen years or more has be- 
come well acquainted with the mer- 
chants in his field. 


SELLS OUT TO PARTNER 


M.. E. Milford announces that he 
has sold his interest in the concern 
of Milford-Berger Shoe Company, 
Vinita, Okla., to his partner, A. B. 
Berger, who assumes all indebtedness. 





New Wholesale House to Open 


Stock in a new shoe jobbing house 
will be placed on the market the next 
month or six weeks. This decision fol- 
lowed a conference in Memphis re- 
cently between Harry C. Yerkes, vice- 
president of Goodbar & Co. and their 
chief buyer for many years, and W. A. 
Woodmansee, secretary of the con- 
cern. Goodbar & Co. for some time 
have been in process of liquidation. 
The new firm when launched will rep- 
resent principally Memphis capital. 
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ING A REPUTATION 


BY HOLDING TO A STANDARD 


For 35 years, La Crosse Shoes have been rec- 

ognized as a standard on which many retailers 

rely to build their work shoe reputations. We 

have studied the needs of work trade; know 

what they want, when they want it and the price 

that will get you their business with fair profit. 

~ %) It should mean much to you to have our support 

No. 718 a in producing sales. Let us show you how. 


Men’s 6” Choc. Retan Biasher 
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_ Reinforced Shank 


Insole ed 
Counter Brass Nailed 


LEATHER demas @ecinat ~—_ we 


moet % Double Sole 


at $2.90 


LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE WISCONSIN 
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Your Finding Case, Does It Contain 
“Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 


Women’s or Men’s 27 in. per gro. Laces $2.00 
“ “oe “ 30 bd bed oe 2.20 


Men’s 36 in. per gro. haces $2.50 

“ 40 ry ry cry oe 2.70 

Women’sor “ 45% “ “ 7 2.90 
“ “ se 54 o oe oe o 3.30 








Women’s 63 in. per gro. Laces $3.70 
“ 72 oy oe oe 4.10 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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ma ---8 suggestion from a Jehwehdel- hy merchant! 


can 
increase 


your business 














MERCHANTS 


Few merchants know DisPLAy 
SERVICE co. 


what to do 1150 West 3d Street 
— CLEVELAND,O. 


to make their show windows pay. profit! KSend Book To:- 


If YOU are.ready_ toxput your*"’ lazy" 





windows to work 





ASK FOR OUR’ BOOK AOORESS 





To .save time ee 


your windows. 
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Information 
Wanted 


T HE National Vigilance Committee of the Associated Advertising 
Clubs of the World, which is making a determined fight against 
fraud in advertising and particularly, at this time, in the investment 
field, must have the co-operation of the public in its work. The read- 
ers of this publication are invited to write Richard H. Lee, counsel of 
the Association, at 110 West Fortieth street, New York City, answer- 
ing the following questions. It will not be necessary to repeat the 
questions. Just number your answers, 1, 2, 3, etc., as the questions 
are numbered: 


1—Have you during the last year bought stock in any oil companies, or oil leases 
or oil land? 

2—Please give the names of the company or companies. 

3—How much did you invest? 

4—What returns have you received from your investment? 

5—What were the representations made to you at the time you bought? 

6—Are you satisfied with your bargain? 

7—What is your occupation? 

8—Did you draw the money out of a savings account to make this investment? 

9—Whom did you consult before you made this investment? 


Please answer those questions as fully as possible, writing us in absolute 
confidence. No publicity whatever will be given in connection with your 


answers. 


It is highly probable that compliance with this suggestion may save the funds 
of others, if you have been sold oil stocks or leases that you should not have 
bought. Please address: 


NATIONAL VIGILANCE COMMITTEE 
Associated Advertising Clubs 
110 West 40th Street, New York, N. Y. 


oom 
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heel. A, 7 to Il; B, 6 0 13 C and 
D, 5 to 11. The “Brute’ . -$6.50 


READY OCTOBER 10 


No. 372—Pate: oh “ ol = ford. Imitation Turn. Flex 
ible Sole. Fen Si d Widths: | a 6% 
to 11; A, B, oto tN; tC. D, 5 to II. Price... ..$6.00 No. 580—Brogue Last. Gallun’s 26 Brogue Oxfor 


oo ory Calf C. S. Oxford, Imt. Turn. Fe enway AA, 7 to 11; A and B, 6 to 11; C and D, 5 to it: 
a 4 Sizes and Widths: AA, 6% to 11; A, B, 6 to ad Pri $6.75 
Sto il. Pri $5. n Cordovan Oxford. Rawhide Sli Sole, 


0. 230—Women’s Dance Ozford. Imitation a d Widths: AA, 7 to Ib; A, B, 6 to II 
25 Last. A, 4 to 8; B, C, D, 2% to 8. Price...$5.50 to Il. - Price 


The Dalton Pie ca Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 
\ BOSTON: 183 Essex St. NEW YORK: 651 Marbridge Bldg. | CHICAGO: Room 706, Security Bldg. 
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WOOL FELT MOCCASIN 
HOUSE SLIPPERS 


The demand for these Slippers in the past six months 
has been most wonderful and without a 
doubt it has become an every day seller 
with thousands of merchants. We 
are well prepared to take care 
of your order. 


Try a sample case. 


X 17 WOMEN’S Wool Felt 
in —_ Slippers, Ribbon Trimmed 
to match, Heavy padded Chrome Sole al padded Spring Heel. Packed thirty-six 
pair, solid colors, to the case. All run of sizes, in the following colors: Pink, Lavender, 
Purple, Dark Blue, Wine, Old Rose, Light Blue, Brown, Orchid, Heliotrope, 
Taupe. We will offer you these Felt Slippers at 


Satin Quilted Slippers 


For all occasions and purposes a pretty thing for your 
boudoir. An all year round seller and you will 
notice we again take the lead in offering you 
something new and up to the minute at 
way below the regular price. 
X16 WOMEN’S Extra Fine 
Quality Satin Quilted Slippers, 
Padded Quilted _ Innersole, 
Chrome Sole and Heel with a 
Pom Pom. A very good number 
in the following colors to match 
Lingerie: Light Blue, Black and 
Copenhagen Blue. 


Sizes, 3-8, 4-8. 1 45 
ry 3 


In our felt shoe advertisement that appeared in the September 3rd issue of The Boot 
and Shoe Recorder, we inadvertently made use of the word “Comfy” as applied to a line 
of Felt Shoes offered for sale. We have been informed that the word “Comfy” is copy- 
righted by and is the property of the Daniel Green Felt Shoe Company. We have no 
desire to make unauthorized use of trade names or brands belonging to any other firm. 


M. FINKOVITCH, Inc. 


The Distinctive Wholesale Catalogue Shoe House 
138 LINCOLN STREET BOSTON, MASS. 


QS 0 f National Service Since 1890” 
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Conditions Gradually Improving 


Wholesalers Report Fair Business on Novelties with Little 
Change in Demand for Staples—Merchants Still 


dustry, although the retail 

end of it has been consider- 
ably hampered by unfavorable 
weather conditions, continue to grow 
progressively better. 

Wholesalers of novelties continue to 
do a good business throughout the 
East and South on novelties such as 
the three-strap, center-buckle pattern, 
the moccasin and the five-eyelet pat- 
ent leather, plain toe oxford. This 
type is in demand in medium grades. 

Higher grades are moving more 
slowly at wholesale. The largest vol- 
ume of advance business is _ being 
placed by merchants in the smaller 
centers. The larger city stores, par- 
ticularly the department stores, are 
not buying with any such assurance 
as are their “country cousins.” Busi- 
ness in white shoes of all kinds of 
leathers, fabrics and patterns intended 
for sale to the public next spring and 
summer is fairly brisk. 


CC austry, att in the shoe in- 


Basic Industries Improve 


Conditions in other basic industries 
of the country also show improve- 
ment. Although there has been no 
very decided increase in the demand 
for iron and steel and although the 
farmers of the country have not as 
yet received all the money which they 
will receive eventually from the sale 
of their crops, there is manifest a 
very decided spirit of optimism. The 
textile industry as a whole holds up 
well and unemployment is decreasing 
at a fair pace. 

Brooklyn manufacturers report that 
fewer orders are being received, indi- 
cating that merchants have filled their 
initial requirements and are awaiting 
a resumption of buying on the part of 
the public. Welts, they say, are 
stronger than turns and there is a 
steady demand for shoes made over 
orthopedic lasts. 


Will Novelty Boots Sell 


Another style center, Lynn, says 
that September was a month of little 
but novelty low-cuts but predict, at 
least some of them do, that a brisk 
demand will develop later for novelty 
boots. Low cuts being manufactured 
for late fall and early winter sale to 
the public will be marked by the elim- 
ination of cut-outs in the patterns and 
the addition of tongues beneath the 
straps, if straps there be. 

In sport shoes for sale next sum- 
mer, one Lynn manufacturer says he 
is booking a good business on shoes 


Buying from Hand to Mouth 


of white buck, white kid, white ca- 
bretta and white fabric with heels 
ranging from 6-8 to 16-8 in height, 
the preponderance of demand, how- 
ever, being in favor of the lower heel 
models. 


Colder Weather Needed 


The warm weather which persisted 
throughout the month of September 
throughout the East and South had, 
as noted before, much to do with the 
lack of business which featured the 
month in retail circles. It also tended 
to confirm the merchant in his deci- 
sion to buy only from hand to mouth 
except on those numbers which he 
feels are reasonably staple. 

New York merchants report fair 
business in novelties and little or no 
demand for footwear of the staple va- 
riety. The Spanish influence, just now 
dominant in wearing apparel, is exer- 
cising its influence on heels also. 

Low-priced stores are selling the 


moccasin type and the plain toe, pat- 
ent leather, low heel oxford. Of these 
the higher class stores are chary, al- 
though most of them display them in 
their windows from time to time. 


Unemployment Decreasing 

In the western end of the Empire 
State, the more or less industrial city 
of Buffalo reports retail business 
much improved during the last week 
of September and that merchants 
generally are looking forward to a 
good fall trade. Low-cuts will be in 
high favor in the city, they: believe, 
but boots in volume will be sold in 
the country districts. 

Farther east, in Providence, R. I., 
industrial conditions also are much 
improved. Several of the larger tex- 
tile mills, which have been closed 
down for some time, are opening and 
taking back men and women who have 
been without employment for some 
time. The trend in Pittsburgh also is 
upward. 


BROOKLYN 


Fewer Orders Are Being Placed 


Manufacturers of Turn Sole Footwear 
Feeling Effect More Than Those 
Making Welt Lines—Demand 
Good for Orthopedic Shoes 


ESS brisk business is reported 
by most of the women’s shoe 
manufacturers: in Brooklyn. -Ac- 
cording to most of the manufacturers 
the retail merchants apparently have 
ordered their -initial requirements in 
fall and winter footwear and are now 
awaiting the development of their own 
trade before coming into the market 
for more shoes. The factories produc- 
ing turn shoes appear to be less busy 
than those turning out welts. A num- 
ber of employees on turn footwear 
in Brooklyn are seeking employment, 
while the workers on welt shoes seem 
to be fully employed at present. The 
producing of orthopedic footwear is 
one of the brightest spots in the 
Brooklyn field and little or no let-up in 
the demand for this type of footwear 
is reported. 


Spring Samples Going 
Through 


Work on spring samples is going 
forward and in some cases these will 


be ready about the middle of October. 
At present there is a feeling of uncer- 
tainty concerning spring styles and 
the manufacturers expect to do little 
more than feel out the market with 
their initial samples. From present 
prospects there will be little or no 
change in prices. 

A new agreement with the Brook- 
lyn union will be made on Nov. 1, but 
manufacturers are reluctant to predict 
the outcome of negotiations. A reduc- 
tion in wages will be asked, but the 
attitude of the union is not yet deter- 
mined. The manufacturers here main- 
tain that they are paying a higher 
wage scale than that prevailing in any 
other shoe center and that this makes 
Brooklyn shoes expensive, although 
the higher cost is offset, in their esti- 
mation, by better quality. There is a 
strong determination among the lead- 
ing manufacturers here to maintain 
quality at all hazards, regardless of 
the constant pressure for lower prices. 
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Where to Buy 


Women’s Shoes 

















THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
& _ In Stock Specialists of 


” GP Tiae \ Women’s Shoes, Party 
QOS 


Slippers and Novelties. 
Write for Catalogue 





Fine Chevrita Kid Hand 
Turned Boudoirs, Quilter 
Sock. Black 
$1.40, Red and 
Brown | — 
2% to Wom- 
en's Pine Black 
K , —_ 


Bench Sewed Turns. 4 1.60. 
Same in Misses’ 11% o 2. .$1.50. 3% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 





A LST TTTTT TNE NNN NTN NNENNNNNNODENDONNNNTNNTNOREEREINON eneeeTHNOrreOOnENE TERS ORREEER 
BOUDOIRS AND BALLETS IN STOCK 








COLLINS & STAPLES 
Makers of HandTurnedLowCuts 
This style in stock. Blk. Sat. 
J. L. heel.. Solid sole loathe 





dre the last word in footwear 
fer stylish women 








BOUDOIRS 
no, £8 
Fine kid Boudoir 

slippers for imme- 


diate delivery, made of vest — vltain- 
able in Black, Pink, and Tan. 
Order sizes or case lots. Prices, “Black $1.30, 
colors $1.50. Terms 5% 10 days, net 80. 
SILVER SHOE CO., Haverhill, Mass. 























oy ‘ a - 
SLLLL Dm aer ies OS PL LLLL i L¥. 
‘ Specializing in Medium and 
ae IGH SERS 
bnported 5 Satin Brocadevand Metal Cloth. 
2.25 per pair and up 


ae. M GUSTIN CO wewyorn 








BOTPOIRS IN. STOCK 
teher 


Dark Brown, 
81.20 
Blk. Boudoirs with 
rubber heel; 5e. extra 
Less 2%—10 duy~ 
THE BAKER SHOE CO. 
Haverhill, Mass. 
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Predicts Demand for 
Opera Pumps 


A demand for plain opera pumps to 
be worn with spats is predicted by 
Frank Grossman, of Julius Grossman, 
Inc. “In my opinion retailers have 
overlooked the possibilities of plain 
opera pumps,” he said. “Few of them 
have ordered them in any quantities, 
and yet they are the most satisfactory 
shoes to be worn with spats. It will 
be found that the buckle and button 
strapped shoes will not fit well under 
spats. Also, a fancy shoe is less de- 
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sirable if it must be covered with 
rubbers.” 


Enters Political Arena 


The Clarenden Hotel, Brooklyn, has 
been established as campaign head- 
quarters for George W. Baker, shoe 
manufacturer, who is running for 
Borough President of Brooklyn upon 
the Republican ticket. In addition to 
being well known in the shoe trade, 
Mr. Baker has taken a leading part in 
civic affairs in Brooklyn for many 
years. 


NEW YORK 


Novelties Being Bought Freely 


Full Demand Not Expected by Merchants, 
However, Until Cold Weather Arrives 
—Staples Moving Slowly 


ONSIDERABLE improvement 
in the local retail field is re- 
ported by some merchants. Busi- 
ness in the closing week of September 
was on a decidedly broader plane than 
that which ushered in the month. 
Colder weather is needed, however, in 
the opinion of most retail merchants, 
to bring out a full demand for new 
footwear. Staples have not yet begun 
to move and the present business is 
confined largely to novelties, which 
have been shown in profusion to tempt 
the ultimate consumer. 

Among the new styles now being 
displayed and meeting with success is 
a moderate-sized tongue pump with 
Spanish heels and carring and square 
buckle either to match the shoe or of 
cut steel or beads. This shoe, intro- 
duced by Franklin Simon & Co., is 
known as the Spanish Lengueta pump, 
and follows closely the Spanish influ- 
ence that is predominating women’s 
apparel in general. The new pump 
comes in both high and low Spanish 
heels and a variety of leathers as well 
as satin. 


Spanish Influence 
Spreads 


J. & J. Slater also have broken away 
from established styles and are featur- 
ing among other things a smart pump 
in a wide range of leathers, including 
light gray buck, with two straps, 
placed low and cut solid with the 
quarter. No buttons or buckles are 
used to fasten the pump. A small 
vertical strap joins the two cross 
straps. This pump also carries the 
Spanish heel. 

Another type of shoe that is meet- 
ing with a good demand in many quar- 
ters is a multiple strap pump with 
rubber gores at the side, which elimi- 
nates the buckles and buttons and still 
permits a fairly high strap effect. 


Center Buckles May 
Go Out 


The three-strap, center-buckle shoes 
are still selling well, but the competi- 
tion from the lower-priced stores is 
slowly killing the shoe with the high- 
elass trade. Center buckles are ex- 
pected to be in slight demand within 
the near future. The reasons given 
by most retail merchants for this opin- 
ion follows the argument that spats, 
which already have begun to sell, will 
not fit smoothly over the strapped 
pumps. 

The moccasin pump and the plain 
patent leather low-heeled oxford are 
making little impression in New York. 
As yet the high-class stores have been 
chary of going into these models ex- 
tensively and they are being featured 
broadly by the medium and _ lower 
priced establishments. The plain vamp 
patent oxfords are being retailed 
around $7 and $8 in some of the 
Thirty-fourth Street stores and mocca- 
sins at these prices also are being 
shown. 


Oxford Run Predicted 
This Fall 


Oxfords look better for fall selling 
than any other type of women’s shoes, 
in the opinion of Mr. Fitzharris, man- 
ager of the women’s shoes depart- 
ment at Franklin Simon & Co. “We 
are anticipating a big oxford busi- 
ness,” he said, “and contrary to the 
views of some shoe men, I am confi- 
dent that there will be a big cal! for 
Russia calf. Black, especially in pat- 


* ent boarded calf, is selling well with 


us, and plain black calf is moving 
good, but I am pinning my faith to 
Russia calf.” 





October 8, 1921 


New Manager Engaged 
by Oppenheim-Collins 


The shoe departments of Oppen- 
heim-Collins & Co. are now under the 
management of J. J. Holden, who suc- 
ceeded C. L. Thompson, who resigned 
to go with Lindke Shoe Co., Detroit, 
as buyer and manager. Mr. Holden 
was with Oppenheim-Collins & Co. up 
to about a year and a half ago, when 
he went with Bloomingdale Brothers, 
and subsequently with Hahn’s, Wash- 
ington, D. C. 


‘Shoes for Occasions ’”’ 


A new method of linking up shoes 
with costume displays was devised 
last week by James McCreery & Co. 
in an interesting trim in three win- 
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dows that attracted considerable at- 
tention. One costume was shown in 
the center of each window. In the 
right foreground, on short display fix- 
tures, were shown the various types of 
shoes suitable for wearing with the 
particular costume. At the right was 
another pair of shoes carrying out the 
same idea. With a street suit was 
shown five pairs of shoes, including a 
plain oxford, a ball strap oxford, and 
welt and strapped oxfords. An after- 
noon costume and an evening gown 
also were shown. 


New Nettleton Store 


The Paul Shoe Co.’s store at 30 
Church Street has been converted into 
a Nettleton shop. A sale disposing of 
all the stock in the store was held be- 
fore the change was made on Oct. 3. 


HAVERHILL 


Mexico Beginning to Buy 


And Haverhill Shoe Manufacturers Are 
Looking Forward to Trade Re- 
sumption with Other Countries 


AVERHILL shoe manufactur- 
ing concerns are hopefully 
looking forward to a resumption of 
business with European and South 
American countries. In former years 
Haverhill-made footwear was exten- 
sively sold in European countries, 
also to Cuban and Mexican trade. 
Following the world war and the de- 
preciation of foreign exchange, this 
export trade in Haverhill shoes has 
diminished. A revival in Mexican 
trade is noted, but few orders are 
being received from other foreign 
countriés, 
Samples Sent Abroad. 
Speaking of the foreign trade sit- 
uation as regards Haverhill-made 
shoes a member of a local-firm said: 
“We have lines out in several for- 
eign countries. Our samples are in the 
hands of responsible representatives. 
When trade conditions abroad show 
any improvement we are certain to 
get orders. Our goods have an ex- 
cellent reputation, and it is only the 
depreciated currency and consequent 
lack of buying power which prevents 
us from getting business from our 
customers in Europe.” Other manu- 
facturers in Haverhill make similar 
statements in reference to their for- 
eign business. When this is resumed 
it will afford an outlet for Haverhill- 
made footwear, which at the present 
time and to a great extent is lack- 
ing. 


Now Selling ‘* Fox 
Footery”’ 


I. Chesley Downs, son of L. H. 
Downs, general manager of Chas. K. 


Fox, Inc., is now traveling for that 
house. Mr. Downs, Jr., who has been 
identified with the manufacturing 
department, is now covering Rhode 
Island, Connecticut and Vermont, also 
New York State and Eastern Canada, 
as far west as Hamilton, Ontario. 
He has a thorough knowledge of the 
factory production and is well quali- 


fied to represent this line of women’s - 


turn and welt footwear. 


In-Stock Buying 
Continues 


Haverhill shoe manufacturing. con- 
cerns carrying shoes in stock are re- 
ceiving substantial evidences of ap- 
preciation in regard to this method 
of merchandising. Factory in-stock 
departments are being enlarged and 
new departments established by local 
concerns. There is no question in the 
minds of Haverhill manufacturers 
that shoe merchants will continue in- 
definitely the policy of purchasing in 
small lots and according to require- 
ments. Frequent changes in style, 
with uncertainties in regard to trade 
conditions in various parts of the 
country are mainly responsible for 
this plan of purchasing on the part of 
the retail shoe men. 


Brown and Black 
Popular 


Samples which are being shown by 
Haverhill shoe manufacturing firms, 
making women’s turn, welt and Mc- 
Kay footwear, are strongly repre- 
sented in the black and brown colors. 


Where toBuy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 
than the Best, 
Bettu« Qua"ty 
than the Rest! 
yead for Tatalogue 


MAID-RITE FELT SLIPPER CO. 
163-169 Livingston St., Brooklyn, ree CO iy: Y. 

















E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac! 
Haverhill 


Boston Office 
267 Essex St. Reom2i3 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries ewered. ptly An- 


Samples on 
Felstiner-O'Coenett 
Shoe Co., Inc, 
41 men & St. 
Haverhill, 
Boston Office, 92 Beach 8t. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Masa, 


207 ty -B 











Where to Buy ] 


Shoe Trees 











“vy” GRIP SHOE 


TREES 
ADJUSTABLE FOLDING 
VENTILATING 


Aluminum and Nickel plated. 
All a shoe tree should be. 




















Where to Buy 


Women’s Shoes 











BROOKLYN, NY 





Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalicing 
in High Grade Novelties 


NEW YORK 


D. F. Mellen 215 Essex St 


Rervard L. Durgin 
Factory 
Haverhill, Massy. — 





WOMEN’S FINE TURNS and NOVELTIES = 
We are now situated in our big, new factory, : 
and production is ‘hitting on high.’’ The : 
high-quality standard will be better urain- = 
tained than ever before. 3 


TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














| Whereto Buy 


Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 





Every Wednesday and Friday 








Where to Buy 


Shoe Illustration 


pRWOOD & PRE 


SHOE ILLUSTRATIONS 
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In the former the bright and dull 
leathers and also black satins are 
especially noticeable. 

The browns are principally shown 
in kid, suede and satin. Strap pat- 
terns, ranging from the one to five 
straps, are outselling other designs. 
Small buckles are popular and the 
button fastening is a staple. There 
are many novelties continually being 
brought out by the manufacturers. 
A turn shoe made with a moulded 
counter and moulded box toe is a 
patented novelty. Plain patterns are 
increasing in popularity. Haverhill 
manufacturers have trouble in secur- 
ing sufficent help to put through the 
fancy stitched vamp patterns, and 
welcome the plainer effects. Baby 
Louis and junior Louis heels are 
favorites. Round toes and_ short 
vamps are listed for leadership in 
Spring styles. 
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Move to New Homes 


Two shoe manufacturing concerns 
in Haverhill have recently changed 
their respective factory locations. 
Horace W. Murray Company, for- 
merly of River Street, has removed 
to one of the Burgess-Lang buildings 
on Essex Street. Harris A. Smart 
has purchased the building on River 
Street formerly occupied by the Mur- 
ray concern and is now occupying it 
for the production of women’s foot- 
wear. 


W. P. Tucker Dead 


William P. Tucker died recently at 
Kingston, N. H., at the age of 76. 
He was for many years connected 
with the shoe manufacturing industry 
in Haverhill, retiring about 12 years 
ago to devote his time to real estate 
interests. 


CHARLESTON 


Warm Weather Slows Up Sales 


Retail Stores Well Stocked—Public De- 
terred from Buying Summer Foot- 
wear by Fear of Cold Weather 


S in all other lines the shoe 

business in this city is still 
lethargic. The excessively warm 
weather is delaying the movement of 
heavy footwear and the hoped-for 
cooler weather has put a stop to the 
buying of light-weights. However, all 
the local retail stores are well stocked 
and ready for business as soon as it 
begins to revive. 

A recent entrant into the shoe bus- 
iness here is the Hub Shoe Store, 
which opened up some time ago at 
463 King Street. 

About six months ago the Sutsou 
Shoe Co. of Savannah, Ga., de- 


cided to try the local field and secured 
the premises at 496 King Street, which 
for many years was the site of one 
of the largest pawn shops in the 
city. Placing A. L. Fishburne in 
charge, the Sutsou Shoe Co. remodeled 
the building, and after six months re- 
port that the venture has been quite 
successful. Mr. Fishburne says that 
his store enjoyed a splendid patron- 
age up to about thirty days ago, but 
along with the others his business has 
suffered and, as he puts it, “there is 
little doing now.” He is optimistic, 
however, and believes that in a short 
time shoes will begin to move satis- 
factorily. 


PROVIDENCE 
Industrial Conditions Improve 


Unemployment Decreases as Plants Re- 
sume Work—Cotton Manufacturers 
to Maintain Present Wage Scale 
—Retail Trade Fair 


NDUSTRIAL conditions in 
Rhode Island have improved 
considerably during the past week. 
After many weeks of idleness the 
National India Rubber Company has 
resumed operations and most all of 
the operatives have returned to work. 
J. & P. Coats, Ltd., has been running 
the past week with both night and day 
shifts, and it is noted that other 
plants are operating on nearly normal 
schedules. 
Published reports that the cotton 


manufacturers of this state were go- 
ing to reduce wages within the near 
future are without foundation. At a 
conference held September 23, be- 
tween the manufacturers the matter 
was discussed, and it was voted not 
to cut the wages of the employees for 
the present, but to keep same at the 
present level. Thousands of people 
are employed in the cotton mills of 
Rhode Island, and the news that the 
manufacturers had taken definite 
stand on the question favorable to 
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them was gladly welcomed, as some 
manufacturers had been talking of a 
20 or 22 per cent reduction. 

Regarding retail shoe trade, most 
merchants stated it has been satisfac- 
tory with business improving as the 
cold weather approaches. 


Official Fall Opening Held 


The Outlet Company announced on 
September 20, its official fall and 
winter opening. Louis Steiner, assist- 
ant to Charles Marx stated that the 
company looks forward to a season of 
lively business. In the shoe depart- 


ment 3200 pairs of women’s and 
misses’ high grade pumps and oxfords 
of the season’s latest styles, made to 
retail at $4.50-$8 recently were offered 
at $3.79 with ready purchasers. 
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Fall Styles Shown 


With many of the local stores an- 
nouncing their official showing of the 
very latest in fall footwear, many new 
styles were ushered in. At the store 
of Thomas F. Pierce & Son, the 
“Orinda,” a new twin-strap model in 
smart combinations of smooth calf- 
skin and ooze leathers in colors of 
black and brown, with Cuban heel, 
was very attractively displayed. The 
early popular shade seems to be 
black, in patent leather, satin, calf, 
vici and suede, although brown looks 
to be a close second. The local Walk- 
Over is showing the “Domino,” with 
French-English squared soft toe, of 
sturdy Scotch grain leather, at $10. 


BUFFALO 


Business Improvement Marked 


Retail Merchants Look Forward to Good 
Trade—Predict Vogue of 





ITH the arrival of autumn, 
the shoe business in Buffalo 
is showing a marked improvement. 
Employment here is better and indi- 
cations are that the fall business will 
not be a bad one. 

Dealers expect to see as many low 
shoes worn in the city this year as 
there were last. In the country towns, 
however, dealers report that the de- 
mand for high shoes is as big as ever. 
Traveling salesmen note an especially 
large demand for women’s high shoes 
from dealers in the smaller places. 


Patent Sandals Popular 


Patent leather sandals are having a 
strong run here at the present time. 
They are being worn with light gray 
hosiery, a contrast which is a pleas- 
ing one. 

Wholesalers’ representatives here 
report that while their business is also 
picking up, everything ordered is for 
immediate delivery, and the dealers 
are not buying heavily for the spring 
trade at the present time. There is 
not much bought for more than ten 
weeks in advance. 


Shoe Men to Meet 


Shoe men’s organizations are re- 
suming operation again after the 
summer lull. The Buffalo Association 
of Traveling Shoe Salesmen was to 
hold its first meeting Oct. 2 at the 


Low Cuts 








Hotel Iroquois. President A. F. Jenks 
has issued a notice of this meeting. 


Takes New Position 


Samuel Intrater, formerly in charge 
of the shoe department at the store 
of J. N. Adam & Co., has gone to 
Given’s, another Main Street store, to 
take charge of the shoe department 
there. John Pankaul is the new head 
of the shoe department at the store 
of W. A. Morgan & Babcock. He was 
formerly with the Famous Shoe Co., 
on Broadway. 


Shoe Concerns Move 


The R. E. McDonald Co., of which 
Ed. Zahm is the local representative, 
which has been located in the Asso- 
ciated Service Building, has moved to 
larger quarters in the Exchange Build- 
ing at 202 Main Street. Another con- 
cern which has moved from the Asso- 
ciated Service Building to the Ex- 
change Building is the Superba Shoe 
Co., of which C. L. Hahn is the repre- 
sentative here. 


New Retail Stores Open 


A number of new retail shops have 
been opened here lately. Joseph Gag- 
gino has opened a new shoe store at 
241 Vermont Street. M. Frederick 
Stuntz has opened a men’s furnishings 
and shoe store at 3098 Bailey Avenue. 
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Where to Buy 


Men’s Shoes 











MERBEPT ©. GLEASON. GEORGE D.GLEASON. 





TRADE 
MARK 





NEW YORK OFFICES 
AEOLIAN BUILDING 
39-30-W.42"° ST, 








OFFICE AND FACTORY 
NEWARK.N.J. 
USA 





BROS SHOE 
'S FINE SHOEMAKERS y 
BROCKTON 






































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS, 































ALOVE ALL 


For Men 


who care to 
dress well. 


T. D. 
BARRY CO. 


Brockton, Mass. 




















“1 Gentlemen’s 
eltheton Shoes 

SHOE A.E. Nettleton Co. 
SYRACUSE, N.Y. 
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=— toBuy 
Men’s Shoes 


PULLMAN TRAVELING 
better"than ever inQuality and fit | 
Originatoc~ownery of Ziade Mark’ Pullman’ 


full sizes 3 toll in Stock 


M. GUSTIN CO. 
Wwi9e st. New York 
SS Ee 








HOES, 6 to 14 Inches 
OOTS, 14 to 20 Inches 


Send and 
Sn Cotaleg 
REECE SHOE COMPANY 
Columbus, 

















THE 
CO-OPERATIVE SHOE 


FOR MEN 


Carried in stock at 11 South Street, 
Boston. 


Brockton Coane Boot & Shoe 
—— Mass. 








a 


Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Where to Buy 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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BROCKTON 


To Promote Foreign Trade 


Brockton 


Firm Enters 


Combination 


Which Will Sell Abroad—Leather 
Firm Also Interested 


EK E. TAYLOR COMPANY, 
e with principal factory in 
Brockton and other factories in 
New Bedford, Mass., and Nashua, 
N. H., is a member of a concern called 
the American Manufacturers’ Consoli- 
dated, Inc., with a capital of $100,000. 
The purpose of this new incorporation 
is the promotion of foreign trade. 
Other stockholders are the United 
States Leather Co., Lucius Beebe & 
Sons, and John A. Frye Shoe Co. 
George M. Peabody, president of E. E. 
Taylor Company, is chairman of the 
board of directors. The E. E. Taylor 
Company’s domestic business will be 
continued as heretofore, the new cor- 
poration confining itself exclusively to 
foreign trade. 


Made Member of Firm 


Charles L. Anderson, for 23 years 
associated as a traveling salesman for 
Whitman & Keith Co. of Brockton, 
has been admitted to membership in 
the concern. Mr. Anderson began his 
shoe selling career with the house of 
Batchelder & Lincoln, Boston. He 
was associated with that concern for 
16 years, for 12 years being Boston 
city salesman. He then joined Whit- 
man & Keith Co. as New England 
salesman. For 23 years he has sold 
the Whitman shoe in New England as 
well as the cities of Washington and 
Baltimore. His admittance to the cor- 
poration with which he has been so 
long associated is a deserved recogni- 
tion of long and faithful service. 


Aeroplane Photos Taken 


of Factories 


A novelty in photography, so far as 
Brockton is concerned, was recently 
inaugurated by the visit of an aero- 
plane carrying a photographer, who 
took pictures of several of Brockton’s 
manufacturing establishments. Among 
the factories thus photographed were 
Brockton Rand Co., George E. Keith 
Co., W. L. Douglas Shoe Co. of this 


city, Commonwealth Shoe & Leather 
Co. of Whitman, Emerson Shoe Co., 
and J. E. French Co. of Rockland, 
Mass. 


In-Stock Booklet Issued 


T. D. Barry Co. has recently gotten 
out a fall and winter style book, show- 
ing 21 different designs in both high 
and low cut patterns carried in stock 
both at the factory and in New York. 


Off for the South 


Frank Copeland, who travels in the 
South for the Brockton Co-Operative 
Boot & Shoe Co., is making prepara- 
tions for his semi-annual trip. In 
this connection it is interesting to note 
that Mr. Copeland has been selling 
the Southern trade since 1874, a period 
of 47 years. The first 10 years of his 
selling career he traveled for Copeland 
& Hartwell, a Brockton concern, which 
later discontinued business. Follow- 
ing an interval with other concerns, 
he engaged in 1896 with the Brockton 
Co-Operative Boot & Shoe Co., since 
which time he has uninterruptedly 
been covering the territory which he 
now has. 


Addition to Walk-Over 
Plant 


A new building designed for chemi- 
cal work has been added to the George 
E. Keith Co. plant at the south end 
of the city. It is to be used for the 
production of chemicals which have 
formerly been imported. The neces- 
sary machinery represents the invest- 
ment of many thousands of dollars 


Occupy Enlarged Plant 


The Conrad Shoe Co. is now produc- 
ing geods in its enlarged factory. A 
recent addition of 60 feet, and four 
stories high, will enable the firm to 
increase its daily output to 100 dozen 
pairs. 











Bring Out New Shoe 


The Carpenter Shoe Co., Inc., 
makers of soft soles and first step 
shoes are putting on the market a 
new shoe which embodies the com- 
forts of a soft sole and the durability 
of a first step. The new shoes carry 
non-skid chrome soles and have felt 
sock linings, and are made in all col- 
ors and combinations. 


Flowers Produce Attractive Display 


The window decorator of East- 
wood’s Main Street store prepared a 
very striking exposition display, with 
the assistance of fall flowers and har- 
monizing skins. One window con- 
tains women’s shoes and riding boots, 
while the other is arranged with men’s 
and boys’ shoes. About the windows 
are placed beautiful fall flowers, pro- 
ducing a very pleasing display. 
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ROCHESTER 
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Retail Shoe Firm 102 Years Old 


Achieved Success by Sticking to “Quality, 
Service and Absolute Integrity” Policy 
—Ten Per Cent Discount Given 
During Week 


NE hundred and two years 
ago, in the year 1819, the 
shoe business of Gould, Lee & 
Webster was started by Jacob Gould 
on the present site of the Exchange 
Place Building, 16 State Street. At 
that time Rochester had a population 
of less than 1500, and boots and shoes 
were made entirely by hand. In 1835 
Jacob Gould became mayor of Roches- 
ter and was the second man to hold 
that position. He served two terms. 
From a small beginning, the house 
of Gould has come up through an 
unusual span of years to its present 
high position in the realm of shoe 
merchandising, mainly through its 
policy of “quality, service and abso- 
lute integrity,” and today enjoys a 
reputation of which its owners are 
justly proud. 


New Store in 1906 


The present senior member, Mr. 
Lee, joined the firm in 1881, the same 
year the Powers Hotel was built. In 
1888 the business was moved to a 
larger store in the same block, and 
again in 1905 to still larger quarters 
at 146 Main Street East, in the new 
business center of the city. In 1906 
Mr. Webster entered the business and 
nine years later it was moved a third 
time, to its present large, modern 
store at Main Street East and Elm 
Street. 

Gould, Lee & Webster are celebrat- 
ing their 102nd anniversary the week 
of September 19th, by giving a ten 
per cent discount on all purchases 
made during Anniversary Week. 


Store Manager Resigns 


George W. Schmanke, manager of 
the Rochester Sterling Shoe Stores, 
recently resigned his position to enter 
the employ of a local bond house. 
C. B. Roach, who formerly managed 
the Buffalo Sterling Store, has been 
transferred to this city as manager. 


Clothiers Hold Meeting 


During the week ended October 1 
Rochester has been host to the con- 
vention of the National Association 
of Retail Clothiers and the Men’s 


Apparel Clubs. About three thousand 
clothiers were in attendance. Among 
the subjects discussed in convention 
were: 

How can overhead be reduced? 
Should we charge for alterations? 


Is general retail business being 
injured by the present policy of many 
merchants holding continuous sales 
and by the use of comparative prices? 

How can volume be maintained dur- 
ing the coming months? 

How can false and damaging news- 
paper propaganda be offset and con- 
trolled? 

The menace of the wholesaler who 
sells at retail. 

Are cut price sales at periods that 
are fixed by manufacturers for the 
best interests of the retail clothier? 

Through discussion of the subject 
—one-sided non-cancellable contracts ? 
And of “terms and discounts.” 

Would it be to the advantage of the 
retail merchants if manufacturers 
would carry stock of staple merchan- 
dise? 

Discussion of “zoning the country 
on shipments by express and freight 
to equalize discount periods.” 

Should the association adopt a 
policy as their standard on the mean- 
ing of price guarantee? 

What effect will the new tariff have 
on the retail clothing business? 

How shall we buy for spring? 

Discussion of general market con- 
ditions and the clothing outlook for 
the coming year. 


Talks On World-Wide 


Business Conditions 


Everit B. Terhume, treasurer and 
general manager of the BooT AND 


SHOE RECORDER and who is also a mem-- 


ber of the Foreign Trade committee 
of the Chamber of Commerce of the 
United States, gave an address on 
world-wide business conditions before 
an enthusiastic gathering of business 
men at the Chamber of Commerce on 
September 25th. Mr. Terhume re- 
cently returned from an extensive 
trip through the countries of Europe, 
including England, France, Germany, 
Austria and Poland. 


Moore-Shafer Men In 


The sales force of the Moore-Shafer 
Shoe Manufacturing Company at 
Brockport, N. Y., gathered at the fac- 
tory during the week of September 19 
to inspect the new line and prepare 
for the coming season. The feature 


attraction of the week was a banquet 
held at the new Brockport Hotel on 
Wednesday evening. 
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Children’s Shoes 
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NU BABY SHOE CO., Hast Lyan, Mam, 








W°C.@oodcer 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89Allen St.. Rochester, D7 








Soft Soles and Moccasins 
Ask your Jobber for our 
G ds e DO NOT sel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bontta: Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. /@r Catalog 


AH. MextinCo 


Mekers ROCHESTER NY 

















“ELAM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


iter, N. Y¥. 
Bosica ¢ Office DIS Essex Street 











“The BeP FOOTWE, AR CO! 


| = 
i) INFANTS TURNS-SO} I SOui 
gud HAND MADE MOCCASIN 
*| 











DO YOU KNOW? 


~ you can buy it—or 

ell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Standard Shoe Materials 

















EFFICIENT PATTERN SERVICE 

















Boggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. e. CHAMBERLIN 

4 St. 


Formerly Walpule St Shoe Supply Co 





T. W. GODSOE, Pre. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 3502*" Syc3° 





Tanneries at Danvereport 


AIL THIS!eeceoooo 


mentally, so youll make no mis- 
= in buying nails for use in 
ur repair department. 
SHELTON NAILS ARE BEST 
Request your jobber to supply 
you with this dependable li 
Send for catalogue. 
THE SHELTON TACK CO. 
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Men’s Shoes 

















ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty, Let us solve your problems. 
CRAIG-REED & EMERSON, INO. 

Brockton, Mass. 
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BOSTON 


Business a Bit Slow 


Retail Shoe Merchants Offering New 
Models and Lower Prices 


HE end of September found 

Boston in the midst of Indian 
Summer weather. The public looked 
at the new styles and lower prices, 
but few sales were made. Shoe mer- 
chants admit that business is quiet 
and that they share in the general 
dullness which is typical of retail 
trade in other lines. People are 
really shopping and if they shop long 
and carefully enough they can find 
excellent merchandise at prices which 
are fair. For instance, a man’s 
brogue grain oxford was offered at 
$6.75. 

Some New Models. 


Windows show attractive models— 
so do store interiors. In some of the 
stores, new fall shoes are shown on 
skins of leather, and on the leather 
is a card giving the name of the 
tanner. The idea is to show the qual- 
ity of the leather in the shoes. 

In women’s lines a new style is a 
soft toe brogue, apron cut, brass eye- 
lets, and a 7/8 inch heel. This shoe 
is built on strictly masculine lines. 
Another new model is in a patent 
leather, with a 9/8 inch heel, rounded 
toe, and is termed the “jazz” oxford. 

A beautiful soft tan Russia calf 
shoe in a women’s style, with 9/8 heel 
is perfectly plain, and as strictly tail- 
ored as any man’s shoe. 

There are also the popular strap 
patterns in patent leather, with junior 
Louis heels, or military heels. <A 
snappy black buck in a_ two-strap 
style, with Cuban heel, has a Frenchy 
touch added through a white binding 
on strap and at the throat of the 
shoe. A sport pump in a one-strap 
of tan grain leather carried a military 
heel. 

The Low Heel Demand. 


Speaking of heels, a brand new one 
has made its bow to Boston’s public. 
This is a 16/8 combination of the 
Spanish Louis with the Cuban and 
full Louis. It is straighter than a 
full Louis and not so straight as the 
Cuban—nor quite so straight as the 
Spanish Louis. While many Louis 
heels, especially on pumps, are sold 
for full dress occasions, the great de- 
mand at the present time is for shoes 
with low heels. A canvass of the re- 
tail shoe stores of the city recently 
made reveals the fact that twenty- 
three out of every twenty-five women 
are asking for low shoes with low 
heels. 


School and College Trade 


These are the days when college 
boys and girls are buying their shoe 


wardrobes. These folks are buying 
three or four pairs at one time from 
their favorite store. The college folk 
of Boston are prone to shop as a body 
—they usually pick the high grade 
stores—and those stores profit very 
materially thereby. 

“Shoes for school children are now 
selling well in wardrobe form in the 
high grade stores. And not only shoes, 
but overshoes and rubbers, felt slippers 
and hosiery,” said Henry Dahl, man- 
ager of the children’s shoe department 
of Thayer McNeil Co. “We are sell- 
ing more low shoes for children, misses 
and growing girls this season than 
ever before—and later we shall sell 
these same children wool hose to go 
with the low shoes. Up to the present 
time our sale on wool socks is ahead 
of last year.” 


Shoes of Broadtail 


A very effective showing of broad- 
tail shoes was made in the R. H. 
White Co.’s show window recently. 
These shoes were placed on a piece 
of the furry material and were in 
two tones—black and taupe—they 
carried Louis heels and two instep 
straps fastened with pearl buttons. 
They were designed to wear with 
costumes trimmed with fur or with 
the braodtail itself. Besides the black 
and taupe combinations, there were 
brown and taupe. 


Now Sells Kiddies’ Shoes 


John A. Manning, who was formerly 
assistant to W. G. Lewis, manager of 
the entire shoe division of Jordan, 
Marsh & Co., is now in charge of the 
children’s shoe department, succeed- 
ing Charles C. Ferrers, who has gone 
on the road for the Jelly-Delaney Co., 
Lynn, Mass. Mr. Manning com- 
menced his work of merchandising 
kiddies’ footwear September 1. Not 
only will he have sole charge of the 
children’s, misses’, boys’ and youths’ 
shoes on the third floor, but also in 
the basement. 


Novelty Trade Good 


Wholesale trade continues good in- 
sofar as medium grade novelties are 
concerned. Few staples are being 
sold, however. This is due partly to 
the fact that merchants who ordered 
in advance have not yet had the op- 
portunity to dispose of the first ship- 
ments received and partly to the sec- 
ond fact that many of them are wait- 
ing developments and expecting to 
buy for immediate delivery when the 
consumer demand becomes stronger. 








im 
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Wholesalers themselves are buying in 
smaller quantities than usual and are 
feeling their way cautiously with the 
novelties sampled from week to week 
by the manufacturers. 


It Saved the Brogue 


An interesting theory of why the 
brogue pattern persists in popularity 
was advanced recently by J. H. Wood- 
bury of the T. E. Moseley Company. 
“I believe,” he said, “that the intro- 
duction of the soft toed brogue saved 
the day at least temporarily for that 
pattern. We had begun to notice a 
decided decrease in the demand for 
brogues when the soft toe became the 
rage, and because of the popularity 
of the soft toed brogue, we were en- 
abled to get rid of the box toed shoes 
made with the same trimmings.” 


G. E. Melzard Dead 


George E. Melzard, who retired as 
a member of the sales force of the T. 
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E. Moseley Company last year after 
having been with the firm since 1867 
died recently at his home in Newton- 
ville, Mass., at the age of 67 years. 
Mr. Melzard was a veteran of the 
Civil War, having enlisted at the 
outbreak of the war when only 17 
years of age. He is survived by his 
widow, one son and two daughters. 


Sales Room Is Moved 


The Thompson Bros. Shoe Co. has 
moved its sales room from 207 Essex 
Street, Room 407, to 10 High street, 
Rooms 316 and 317. 


New Leather Firm 


A new leather firm, handling sole 
leather and offal, has started in bus- 
iness at 123 Beach street. John F. 
Comba, formerly salesman for Comba 
& Walsh, and W. E. Deegan, for the 
past eleven years with the United 
States Leather Company, form the 
personnel of the firm. 





Canadians Discuss Credit 


Plan Action to Prevent Bankruptcy 
Proceedings Being Taken as an 
Easy Way Out of Trouble 


HOE manufacturers and whole- 

salers of Montreal and district 
at a recent meeting here discussed 
the problem of dealing with applica- 
tions for compromises and assign- 
ments, so as not only to protect the 
legitimate interests of manufacturers 
and wholesalers, but also to be fair 
with the great majority of retail mer- 
chants who make no effort to shirk 
their legitimate obligations. 

The consensus of opinion was that 
a policy of undue leniency on the part 
of manufacturers and wholesalers 
would result in serious abuses, and 
that the best interests of the retail 
trade would suffer. 


Will Refer Cases to Association 
A resolution was passed recom- 
mending to shoe manufacturers and 
wholesalers in the Montreal district 
that when any application be made to 
them for compromises or extension 
the case should be referred to the 
Canadian Credit Men’s Trust Associa- 
tion for investigation and a recom- 
mendation. 

By a second resolution the meeting 
recommended that all cases of assign- 
ments be referred to the Canadian 
Credit Men’s Trust Association for 
investigation and recommendation to 
the creditors. Both resolutions were 
adopted unanimossly. 


To Be Taken Up in Other Places 


S. Roy Weaver, manager of the 
Shoe Manufacturers’ Association of 


Canada, who was appointed secretary 
of the joint meeting, stated that, in all 
probability, the same problem would 
be considered at joint meetings of 
manufacturers and wholesalers in 
Quebec, Toronto and elsewhere. “There 
is no desire,” he said, “‘to deal harshly 
with honest retailers, and the effect of 
the resolutions passed at the meetings 
here is only to insure a proper inves- 
tigation of all assignments and appli- 
cations for compromises. Manufac- 
turers and wholesalers feel that this 
is no more than fair to themselves, to 
the retail trade, and in the long run 
to the public ” 

The matter was aired at the meeting 
of the Chambre de Commerce, where 
L. J. Daoust, of Daoust, Lalonde & 
Co., expressed the opinion that retail 
merchants should be willing to take 
their share of thé readjustment of 
prices and not go into bankruptcy for 
the purpose of getting an easy settle- 
ment with their creditors. 


Co-operation Is Essential 

Mr. Daoust said he believed manu- 
facturers and wholesalers in all lines 
should get together to put an end to 
this state of affairs. Talking of the 
shoe industry, he alluded to the con- 
ference reported above, and said man- 
ufacturers and wholesalers had been 
forced to stand a good deal of loss 
due to depreciation of stocks, but, on 
the other hand, retailers had gone into 
bankruptcy and obtained settlements 
that were altogether too easy. He 
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Engraving and Printing 




















COLOR PRINTING 


DESIGNING 


CATALOGUES 
HOOPER PRINTING com PANY 
74 INDIA STREET, BOSTON 
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1839 Enaex St Boston 
71 Benhieg St Brocktor 



















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 


3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Children’s Shoes 

















isses 

Women’s Shoes. 

CONSOLIDATED 
SHOE CO 


Ready to Ship 


» Children’s, 
and 


Young 


Boston, Mass. 
Lancaster, Pa. 














Popular Priced 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


“ROCHESTER, N.Y. 


IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 


Stitche 
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Where to Buy 
Shoe Ornaments 








SHOE ORNAMENTS 


For Particular People 
BEADED BUCKLES 
STRAPS—CLASSY EFFECTS 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 











THE LATEST NOVELTY 
Rhinestone Shoe Buttons 
Can be attached by machine. 

In Biggest Demand Now 
Write for Samples. 

NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large vauiey 
63 Fulton St. New York, N. e 








SHOE BUCKLES 


OF EVERY DESCRIPTION 
BEADED AND METAL BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST., BROOKLYN, N. Y. 








CULUNIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


9183 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 





PROVIDENCE - - = R.I. _ 








M. B. MARTINE, Ine. 


Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 
YTHING OR- 


EVER IN _ SHOE 
NAMENTATION, INCLUDING 
BEADING 














AN BEADING WORKS CO. 
4™& WALNUT STS., PHILADELPHIA 








MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tannaged Leather 


12 Everett St. Brockton, Mass. 








BOOT AND SHOE RECORDER 


felt that the leniency shown had been 
responsible for the decision of a num- 
ber of retailers to assign, as they had 
felt that was the simplest way of get- 
ting out of their difficulties. Accord- 
ing to the present bankruptcy law, 
when 51 per cent in number and 
66 2/3 per cent in value of the credi- 
tors accepted a settlement, the minor- 
ity must follow suit. 
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President Alfred Lambert of tie 
Chambre de Commerce, who is also a 
shoe manufacturer, said the idea aij- 
vanced by Mr. Daoust was an excellent 
one, but there should be some excep- 
tions. Mr. Daoust replied that it was 
intended to make exceptions for retail 
merchants in good faith, but sterner 
measures were needed with many. 


LYNN 
Latest Editions of Styles 


Summerish Goods Sold Through September: 
Some Manufacturers Expect a Good 
Boot Business 


GENERAL summary of Lynn’s 
trade shows that September 
was summerish to the end, and that 
low-cut, novelty style shoes continued 
to sell through the entire month. 
Manufacturers point out that many 
women kept on wearing their summer 
shoes, instead of buying new fall 
shoes, which circumstances lessened 
the demand for new shoes. 

Also, a number of manufacturers 
hope that the weather man will pro- 
vide compensation for mild September 
and will send along soon some sharp 
winter weather that will start up 
sales of boots. 

These manufacturers figure that 
Lynn is going to get a brisk business 
on novelty boots, made and delivered 
within three weeks. 


Cut-out Pattern Waning 


As for low-cut styles for late fall 
and early winter, the cut-outs in 
vamps are being closed up and tongues 
are being put under straps, and shoes 
are otherwise being made weather- 
proof. 

Black continues the leading color 
and patent leather is the leading black. 
Satin continues in use and a few more 
velvet shoes have been added to the 
lines. 

Stock departments have been well 
supplied with staple oxfords and boots 
and some novelties. A considerable sale 
of shoes from stock departments is 
expected until the end of the year. 


White Shoes for 1922 


George Anderson, sales manager of 
the Donn D. Sargent Co., says of white 
shoes for 1922: 

“We are facing without exception 
one of the greatest white seasons that 
we ever have had. During the season 
just passed the demand for white shoes 
was heavy and ran late throughout the 
entire trade, and the demand for white 
footwear was not satisfied. Indeed, in 
some centers there was a distinct 
shortage of the right kind of white 
shoes, meaning plain white low shoes, 


as well as trimmed white shoes and 
sport shoes. 

“Our sales of white shoes for 1922 
already loom large. Orders for early 
spring delivery, already booked liber- 
ally, call for shoes of white buck, white 
kid, white cabretta and white fabrics. 
Patterns most wanted are oxfords in 
plain and sport styles and strap 
pumps; also shoes with cut-outs and 
other novelty effects. Heels wanted 
are from 6/8 to 16/8 high, with the 
bulk of the demand for the low heels. 


Big Shoes for Women 


A line of big shoes for women, 
measuring from No. 6 to No. 10 in 
length and up to EEEE in width, is 
being made by E. Bottomly Co., of 
Lynn. Some of these shoes measure, 
roughly speaking, 12 inches in length 
and 10 inches in circumference around 
the ball. Which gives some idea of 
their size. Particular attention is paid 
to the fitting qualities of these shoes, 
especially along the idea’ of fitting 
them wide enough, as well as long 
enough. 


A Score of Widths 


One Lynn shoe firm is stocking 
women’s shoes in sixteen different 
widths, and Lynn last makers make 
twenty different widths for the regu- 
lar shoe trade, not including special 
measurement lasts on custom orders. 
All of which shows how fitting clerks 
are putting shoes on feet with greater 
precision. 


White Sole Leather 


The Sole White Leather Co., Salem, 
incorporated last week with a capital 
of $50,000, will make white sole leather 
by a new process. Thomas A. O’Keefe, 
manager of the new enterprise, manu- 
factures white chrome sheep leather 
in Blubber Hollow. 


Little Shoes of Elk 


The Stevens Soft Sole Shoe Co. is 
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bringing out a line of small shoes with 
elkskin uppers and chrome soles, 
which are called “Tri-to-Walk” shoes. 


Made Models in Paris 


A. R. Hector, a model maker in the 
Bristow last factory in Lynn, spent a 
while making models, both shoes and 
lasts, with Monteaux & Co. of Paris. 
He was born in South Africa and has 
visited India, Australia, China, Japan 
and other far lands, and also he has 
made models in leading American 
centers. 


A Strictly Hand Shop 


Just one hand shoemaking shop re- 
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mains in Lynn. It is the shop of Con- 
nell & Co., Washington Street. There 
isn’t a machine in this shop. The 
shoemakers last, channel, sew and 
finish shoes by hand. They make 
ballet and gymnasium shoes. 


Business Changes Hands 


Joseph A. Wilson and Richard 
Regan, both of whom were with the 
Donn D. Sargent Co., have bought the 
business of Charles Speigel, 505 Wash- 
ington Street, and will continue it, 
making McKay and welt shoes for 
misses and children. 


Ballet and Gym Shoes 


They are Made on Custom Orders, 
for High Class Stores. 


S the fall and winter dancing 

season opens, the demand for 
ballet and gymnasium shoes sets 
in. High-grade shoes of this charac- 
ter are made on custom orders. For 
instance: 

A Boston retail store, supplying a 
high-class trade, measures the feet of 
customers who wish ballet or gym- 
nasium shoes. A diagram of the foot 
is drawn and the measures are marked 
on it. This diagram is sent to a 
nearby factory and a last is modeled 
according to the measurements. 


Entirely Hand Made 

Over this last the shoe is made by 
hand, all excepting the stitching of the 
uppers. The sole is channeled, the 
uppers are lasted and the seam is 
sewn by hand, and the bottom is fin- 
ished by hand, the cordwainers work- 
ing at benches, the same as did cord- 
wainers of a hundred years and more 
ago. 

“These high-grade ballet shoes are 
made of extra choice materials 
throughout. The uppers dre of special 
selections of kid, plump, strong stock, 
excepting, of course; when the shoes 
are made of white kid, or pink satin, 
or some fancy material to match a 
costume for the carnival. 


Flexible Soles Essential 

The soles are of No. 8 or No. 9 iron 
oak leather, an extra flexible tannage. 
The seam is sewn, not with linen 
thread, but with flax, imported and 
said to be so strong that a person 
could be hanged with a single strand. 
Each stitch does the cordwainer pull 
taut, for the ballet shoe, though light 
as a feather, must stand some of the 
hardest kind of wear. 

But most of the wear on the ballet 
shoes comes on the toe, especially 
when worn by toe dancers. They spin 
around on the toe so much that the 
leather is worn away. The box toe 
beneath is made of layers of fabric, 
criss-crossed, to take up the strain 
from every direction, and also with 
layers of gum cement between to make 
them properly resilient. 

These ballet shoes are made on cus- 
tom orders for men, women and chil- 
dren, ranging from youngsters just 
learning to take the first step in danc- 
ing to persons of 40 or more, who think 
it about time to get down the waist 
measure by dancing or exercising in 
the gym. 

The business isn’t big. But it is in- 
teresting. And what there is of it is 
profitable. 








Men’s Oxfords Break Even in Demand. 


with Boots 


Oxfords and high shoes in the men’s 
line are having a fifty-fifty break at 
the Edwin Clapp store. Manager Pike 
asserted that he was somewhat sur- 
prised at the demand they are re- 
ceiving for boots. So far as their busi- 
ness is concerned conditions have 
shown a slight improvement during 
the past week, a great deal of which 
Mr. Pike attributes to the cooler 
weather. 


Brandt’s Show New Styles 


Brandt’s are introducing a new shoe 
which they have named “Virlinia.” It 
is shown in two styles, one a patent 
one-strap slipper with full Louis heel 
and three rows of red stitching across 
the toe and on the quarter. The vamp 
is short and the toe can be termed 
of a modified French effect. The other 
shoe is a _ rich-looking, one-strap 
black satin slipper with gray stitch- 
ing, also full Louis heel. The stitching 
is carried out as in the patent. 








Where to Buy 


Ballet Slippers 














GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, 
Child’s, $1.45 
BROOKS pee MFG. CO. 
Philadelphia, Pa. 








W2 SUMNER SMITH 








Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, a. $1. 0; eg 
1%-3, $1.40; 2-7, $1.50 
No. 1333, White Ballet, 8-11, $1.55; 
11%-2, $1.65; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 














Where toBuy 


Miscellaneous 














“SILVERITE” 
Lamb Wool Selee—Bound and Cord Edges 
rite for our new No. 65 Lamb Wool Insole— 
‘A Service Trade Builder.” Send for our com- 
plete catalog of Shoe Findings. 
ne Silverite Co., Mfgrs., 81 High St., Boston 





— 





Manufacturer—Attention 


Littlefield Heele—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 











Perfection Pneumatic 
Arch Cushion 

~~ ae 

ELASTIC TIP company ") 

: Boston, Mass., U.S.A 





W,E.ELLIS COMPANY [(@ 


cRHULL . MAS 
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WILLD acy Jota tratratratsakwatr atin 
Mus UMMM 


he Best Shoe Jor The Least Money | 


aes MASTERS of STYLE 


Straight Tip and 
Medallion, 


ee Se HE M-C “Roamer” offers 
9/8 Heel. strong sales possibilities for 
Fall. Indications point to an im- 
minent demand for boots. Our 


price for this model is moderate. 





Three to four weeks’ delivery. 











Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 
M-C M'Kays =. posto or 








ROAMER 
LAST 

































































IN STOCK 


The Best Line of Children’s, Misses’ and Growing Girls’ Welts out of Boston 
All Are Genuine Calfskins All Have “Wear Proof” Linings 


Stock No. 550—Children’s Tan Calf Boot.$2.85 
y nee = a “> o> —_- > 3.25 $3.25 
toc o. 552—Growing rls’ an Ca Stock No. 542—Growing Girls’ d 
" i g Girls’ Gun Metal 
Boot, Broad Toe, Rubber Heel...... 3.85 Calf Boot. English Last, Rubber 
Stock No. 553—-Growing Girls’ Tan Calf Heel 3.85 


t, English Last, Rubber Heel... 3.85 
Stock No. 543—Growing Girls’ Gun Metal 


Calf Boot, Broad Toe, Rubber Heel.. 3.85 
Terms: Net 30 Days F. O. B. Boston 


SAMUEL J. KATZ & CO. 
203 Essex Street, Boston, Mass. 


__7/|T1->)}- Oommen 
HOTEL 
OPPOSITE SOUTH STATION Ex % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 
To see. the motor cars from distant places drawn up in front of the ESSEX is to realize the 


widespread popularity of this centrally located hostelry. From whatever direction one enters 
Boston it becomes an easy matter to “make the ESSEX where discriminating travellers stay. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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Must Wright 


eee SHOE 








, ° : *,_. Are Not Trad 
Low Prices and High Quality “Gm en” 
You must gauge the quality of the merchandise by the 
house which stands behind it 


This factory has been making “Just Wright” SHOES FOR MEN EXCLUSIVELY 
FOR 45 YEARS and we are justly proud of the steady increase of sales year, by year. 


=Quality Did It 








Two Stock Numbers Ready to Ship 


New and Snappy—and the Orders We are Receiving Promise a Big Success 





Stock No. 220 , - $7.00 


Brogue Last. . Stock No. 135 
Tan Scotch Grain Ox. 


Wide Extension Edge. Cherry Calf Bal. 


Wingfoot Heel. Wingfoot Heel. 
AA to D. 5to II. AA to D. 5to II. 


Maurice Last. 














E. T Wright & Co., Inc. 
Rockland, Mass. 





BOOT AND SHOE RECORDER October 8, 1921 





Abraham Lincoln once uttered the 
famous saying that, ““A man’s legs should 
be long enough to reach from his body 
to the ground.” 


It’s a far cry from anatomy to window advertising, but— 
the answer to another query, “How much shall we spend 
on our Store Windows?” is a question most Shoe Retail- 
ers are bound to consider. 





To paraphrase the famous quotation, we would say, 
“Just enough so that your message will reach from you 
to your prospect.” 


Good window display fixtures, correctly built and designed, 
are the kind that will bring the greatest sales results for 
your store. 


Our catalogs are convenient helps and full of splendid ideas. 
Let us mail you a set today. 


“Make Buyers Out of Passersby.”’ 


HUGH LYONS & COMPANY 
700 South Street Lansing, Michigan 


Chicago New York 
232 S. Franklin St. 35 W. 32nd St. 














TIME, MATERIAL, LABOR 


are three elements on which you can effect 
increased savings in your repair department 
by making certain that your equipment is 


Progressive. 





BY NAME and BY NATURE 


Health Makers are True to their Name 


A sample order of 
HEALTH MAKERS will 


convince you that they . _ ” “ 
will build bigger busi- The Both-in-One Combination 


ye in your children’s Sole Cutter and Skiver 
epartment. 


is a typical Progressive product. With it, 
your repairman can cut out a half sole and 
skive the butt on the one machine without 
removing his hand from the crank. 


“SS The Skiver makes a wide, flat bevel on 
No. 202 Ne, any stock; the Sole Cutter cuts out an 


Galt Lace —— oe of piece desired and leaves a smoot 
edge. 


H. F. Malott Shoe Co. Write for new circular on this machine. 


Manufacturers a ° 
CHICAGO wn ILLINOIS P rogressive _— ee Co. 
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STYLES YOU WANT ARE HERE 


The Best of Them All 
READY FOR INSTANT SHIPMENT 


No. 770—Price $4.50 
Patent Two-Buckle Peggy 
Imitation Tip White Stitching 
White Fair Stitch 


Goodyear Welt 
Broadway Last, 13/8 Heel 
AA-D 


—i 





IN-STOCK 


These seven styles are the 
snappiest of all the fall 
novelties—they’re in-stock, 
waiting your order for im- 
mediate shipment. 


—E 





No. 620—Price #5.00 
Black Satin Peggy Two-Strap 
White Stitching, Stitched Tip 
Imitation Turn 
Broadway Last, as | Wood Louis Heel 
A- 


No. 621—Price $4.00 
Patent Peggy Two-Strap Imitation Tip 
Imitation Turn 
Broadway Last 
Breasted sees ad Louis Heel 


No. 642—Price $4.25 

Black Kid La Mode One-Strap 
Patent Trim 
Imitation Turn 


Fifth Avenue Last, Breasted Leather 


Louis Heel 
A-D 


No, 773—Price $5.50 


Faun Suede Oxford Cocoa Calf Trim- 


ming, Goodyear Welt 
Broadway Last, 18/8 Heel 
AA-O 


No. 664—Price $4.50 
Patent Nouvelle One-Strap White 


Stitching 
Stitched Tip—Imitation Turn 
Fifth Avenue a Wood Louis Heel 





a 
SERVICE 


Thomson - Crooker’s stock 
department is your best 
bet. The styles are the 
newest and shipments are 
prompt. Why not use it? 


= * 





No. 665—Price $4.75 
Black Satin Nouvelle One-Strap 
Imitation Turn 
Fifth Avenue _ Wood Louis Heel 


THOMSON-CROOKER SHOE CO. 


18 Station Street, Boston 20, Mass. 
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IN STOCK 


FOR IMMEDIATE DELIVERY 
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Remarkable Prices 


Ladies’ Boudoir. Black Cab. with 
Pom Pom. Sizes 3-7, 3-8, 4-8. 
Widths C and D. In black only. 


Case lots only. 


Price $7.10 


20c Extra on Single Pairs. 


ACT QUICKLY WHILE STOCK IS COMPLETE. 


P. S.—We also carry a strictly high grade Boudoir with special pom pom—leather lined— 
in Black, Red and Tan. Write for particulars and samples. 


E. J. GOODWIN COMPANY 


14 Walnut Street 


Haverhill, Mass. 




















In Stock Now! 


gest” 
f \ ; 
i 


=$| 

By “ARCH FORM” 

Children’s Turn, 
First Step 


For the Little Folks 

Oo. Sizes 1-4 
3) Brown Patent But- 

ton, white top......$1.35 

Brown Patent But- 

ton, cham, top...... 1.35 
32 Brown Patent But- 

ton, brown top...... 1.3: 
+ Tan Calf Button.... 1.35 

Black Kid Button... 1.05 

Brown Kid Button... 1.15 

Wifite Kid Button... 1.15 

Patent Button, white 

kid top 

Patent Button, dull ‘ 


Increased business comes to 


- wer ne pared with a complete as- 
Beaver brown top... 1.15 


sortment ‘of “Arch Form” 
"erms: 3 per cent 10 : ‘ 
Terms: 8 ee BO days ; First Step Turns. 


Real Values— 


Buy by Comparison 
Send for sample dozen or sample puir. 
o~ . 
Co-Operative Shoe Co. 


Juvenile Footwear 
309 Main Street, Cincinnati. O. 


the merchant who is pre- 








_—EE 








BUY. OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 




















2 
3 
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More Money Savers 


The King of Jobs offers you this week, four choice lots — 
away under price. Our-on-the-spot cash secured them. 


EVERY LOT A SURE SELLER. 


Men's B Cab McKay Everett 
Men’s Brown Vici Stitchdown Romeo ” fer ng Pl i 
Grain Leather Inner Sole Sock Lining 


Hub Gore. Very Flexible Sizes—6-10, 7-10, 7-11 


J 
E ete, Go ST8 Sold 36 Pr. Case Lots Only ’ 


Sold 36 Pr. Case Lots Only Price $1.25 


Price $1.55 
Same in Black Same in Black 


Don’t 
Delay Ordering 
Such Bargains 
Don’t Stay 
With Us 


CaBss Red Fol Bootes Misses’ Gun Metal Pony Cut Lace 


Padded Ch Sol 
mote | -stacgth pe Long Solid Leather Outer Sole 


Blue Band. Trimmed as Cut ‘ 
Sizes—5-1114 Sizes—1114-2 


Sold 76 Pr. Case Lots Only Price $1.50 
Same in Blue with Red Band Sold 36 Pr. Case Lots Only 
Price 5714¢ Same Child's 
Sizes 814-11 
Price, $1.40 
Same Misses’ English Last 








Price, $1.50 
“The King of Jobs” 


S. Rosenberg & Son 


144 ESSEX STREET BOSTON, MASS. 
Terms, Net 30 Days, F.O.B. Boston 


iF 


TUIUAUOURUOOODUDDOUODODODODDOOODDDODOOEGOORCRODAOUOSOOUDURODEDDOEODE URGE OOODORO DADO DEGUEOEDOGOGOODSDOOOROOOUDOERORSE GURU GUGOCCCUCRCRECEORORGCEEEOCEUUCUEEEEEEEI OEE 
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Milford Made 


This illustration represents one of our 
Women’s oxfords which we are making suc- 
cessfully. Our price of this shoe is $4.75 
per pair. Any orders which you send to us 
by mail will be given our prompt attention. 


We are receiving from our customers who 

have used our Women’s shoes, very com- 

plimentary letters. One of our most im- 

portant customers writes they never have 

received shoes from anyone that came as 

One of Our Women’s near to sample as our line of Women’s shoes. 


“MILFORD MAID” 
Shoes Address orders and correspondence to 


KNOX SHOE CoO. 


Milford, Mass. 


Keith's Konqueror “Tullelin— 


Our Sn Shock Line— 


includes kid oxford otylese that will 
be. found ofoeedy oellers. The. lwo 
olyles referred bo here, merit generoud 
ocze. ordered. Cok flor otyle. folder. 16-8 inch Haat O*Regey Model 


Havana Brown Kid 
Stock No. 1006 Stock No. 1005 


Price $6.50 Price $5.75 


“The “Preston 13. Keith Shoe Co. 


“3 U. Y., 29q Broadway, “Room 415 
. “Boston, 207 Essex Street 
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If you are interested in 
a real snappy line of 
women’s footwear, 


write us 

















Wonderful Shoes for 
Wonderful Girls 


Johnson, Stephens & 
Shinkle Shoe Company 


Manufacturers 


Saint Louis w. 3: A, 








BOOT AND SHOE RECORDER 


October 8, 192] 





Patent Leather Means 
More Sales— 


IN STOCK 


No. B_ 270—Patent Colt Oxford, 
Plain Toe, 7/8 Heel. 





Ne. B 271—Gun Metal Blucher Ox- 











ford, 13/8 Heel. 


Terms, Net 30 Days 


JOY, CLARK & NIER, Inc. 


Rochester, N. Y. 


Welt 


No. B 269—Patent Colt Oxford, Im- 
itation Tip, 10/8 Heel. 











Practical — Compact — Economical 
For Footwear Displays 


Double Palm Shoe 
Stand No. 7 
Base 34, inches plain. 
Standard wire, not extensible. 
12 inches to top of bar. Cross 
: bar, 4% inches long. 2 Palm 


shoe holders, adjustable on 
cross bar to any angle. 


Palm Shoe Stand No. 2 


Standard, % inch. Wire 
extension extensible 9 to 15 
inches and 15 to 27 inches. 
Plain 5-inch base Hinged 
palm shoe holder at top 





Single Dainty Shoe 
Stands No. 3 


Plain base, 2% 
inches _ diameter. 
Wire standard and 
top bars. 


No. 403D 


Made of 1%-in 
material, 44% inches 
high, 3% in. A Base, 


No. 3 felted. No. 403 D 


J. R. PALMENBERG’S SONS, Inc. 
Established 1852 
63-65 W. 36th St., New York 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 
ia 








If “the shoe pinches my toe” 


The Peerless 
Shoe Lengthener 


will take the 
pinch out of 
it. The Peer- 
less fills a real 
need in a shoe 
store. 
When com- 
plaint is made 
that “the shoe 
pinches my —* 
toe,” it is more often that the shoe is too 
short rather than too narrow. 
The ordinary stretcher will not remedy this 
trouble—The Peerless Shoe Lengthener will. 


The Peerless is easily handled—it works 
quickly—the ratchet can be released without 
reaching inside the shoe. 


Price, with 3 toe pieces 


Progressive Shoe Machinery Co. 


Minneapolis, Minn. 
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Why Business is Good 





PLAIN BLACK SATINS—$3.25 
BEADED BLACK SATINS—$3.50 


Beaded Black Satins all FULL BREASTED 
Louis Heels and Good Grade of Black Satin 
TURN SOLES—Natural Finish 


B and C Widths, Sizes 214 to 8 


IN STOCK FOR IMMEDIATE DELIVERY 





y 


—— 


Beaded Black Satins, $3.50 ~ Plain Black Satins, $3.25 


No. 640—14/8 Covered Juni No. 643—17/8 Covered Louis Heel 
No. 641—17/8 Covered Louis Heel No. 642—14/8 Covered Junior Heel 


DAVID P. WOHL SHOE CO. 


1216 Washington Ave. St. Louis, Mo. 
That Live Shoe House in That Famous Shoe City 


5 


TU 
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| KALTER-CERF MERCANTILE CO., Inc. | 


‘‘Merchantable Sizes’’ 


RUBBER HIP BOOTS 


All Sizes from 7 Up. 
PACKED TWELVE PAIR TO THE CASE 





Sizes, case lots 7/9, 7/10 or 7/11 as required. 


Price, $1.90 


4 BUCKLE ALL 
RUBBER ARCTICS 


Made by U. S. Rubber Co. and Hood Rubber 


Co.—all first quality, packed twenty pair to 
the case, as manufactured for the U.S. Army. 


SIZES IN 12 CASE LOTS AS FOLLOWS: 


8 
Number of Cases.. 1 4 4 
$1.10 Per Pair 
Assorted sizes in single case lots $1.35 per pair. 


Terms—Net 30 Days—F.O.B. NEW YORK 


Kalter-Cerf Mercantile Co., Inc. 


591 BROADWAY, NEW YORK CITY, N. Y. 
Boston Office: 119 Lincoln St. 
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W enever you have plainly specified 


Black Gun Metal Calf 


in your order, you may rest assured that you are serv- 
ing the best interests of your customers as well as 


yourself. 


Black Gun Metal Calf has always been a quality 
leather and today it is better than ever before. 


Black and Colored Gun Metal Calf is made only by 
A. C. Lawrence Leather Company. 


Lawrence Leathers Are Reliable Leathers 





A.C. Lawrence LeatherCompany 


161 South Street ,Boston ,Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA , 
CINCINNATI 
MILWAUKEE - ST. LOUIS 
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Buyers’ Easy Reference Directory 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

growing children and as a fully venti- 

lated shoe, the Burkley Ventilated Foot 

Developer ig unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 

ventTnationg children’s shoes 

PATENTED complete by sending 

your order today. 

Phone Brockton 2133 

for immediate action, 


BURKLEY 
SHOE CoO. 
1156 No. Main St. 


Retails, $2, $3.50 Brockton, Mass. 


= 
vate 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





ow 


| 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. 








. e* 
Buying in Bulk 

Grocers used to display their wares by placing them 
in bushel baskets on the sidewalk. In those days 
customers often paid for dirt when they were buying 
coffee. 

Then came the day of standardized merchandise. 
Grocers gradually learned to sell their wares in sani- 
tary packages, trademarked for definite quantity and 
quality. 

Advertisers used to buy space in publications “‘in 
bulk."” Like the old-time grocer’s customers, they 
frequently received as much refuse as “coffee.” 

The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. 
It has marked circulation with a stamp of accuracy. 


In the Boot and Shoe Recorder's circulation an advertiser 
buys a definite and known quantity. Its records are audited 


by the A. B. C. 














One of Our Popular Winter Styles 
In Stock %°- 772 


Ladies’ Furette Moccasins— 
Made in tan elk with lining 
—choice of beaded or ribbon 
tips. Also made without fur- 
ette trimming in a variety 
of the latest styles. 


If it’s moccasins, we 
ean supply you from 
“Baby to Grand- 
daddy’’ with either 
indoor or outdoor 
styles. 


“Bows made— 
Best made”’ 
Send for catalog and prices. 


BOWS MOCCASIN CO. AVON, MASS. 


Opposite Depot (Brockton District) 














SELLERS 


one gE 
% heel. 
IN 
STOCK 


Cab Boudoirs— 


Kid Ballets— 
Childs’ 8%-11. .$1.25 
Misses’ 114%4-2.. 1.30 
Girls’ 2%-7.... 1.35 
ORDERS SHIPPED 
DAY RECEIVED 


Tt siescee Gee 
Dark Brown 1.20 
Satin Quilted Bou- 
doirs, Wood Heels. 
All Shades, $2.00 


low Heel. Quilted Sock. 
Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 








A WANNALANCIT MOCCASIN 


Attractive, long-wear- 

ing slipper for home 

comfort. Made of 

buck, deer or elk. Sizes 
for men, 
women, chil- 
dren and in- 
fants. Plain 
or Fancy. 


Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalégs and price list sent at your request. 

J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 


— 
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HERE IS SOMETHING 
NEW AND 


DIFFERENT 


a 


OUR “Swart AND SPEEDY ; LAST 





Salesmen now out on the road 
would like to show you this 
new Iast. 


Send for our “In Stock” Catatogue 


ALDEN, WALKER & WILDE, INC. 


EAST WEYMOUTH, MASS. 
NEW YORK OFFICE 299 BROADWAY 





BOOT AND SHOE RECORDER 











Your ma of this 
kind of 


BUSINESS EVERY YEAR? 


No. 990. 6-in. Sheepskin Moccasins 
Sheepskin ‘0 Five Eyelets, Laced 
Men's, 6 to 12. -Per doz. pair at 
Boys’, | to 5. .75 
Youths’, 11 to “is ° 
Women’s, 3 to 8. 
Misse-’ 11 tn ? 


No. 981. 14-in. Arctic Sheepskin Boot 
Packed in bulk, sizes 5 to 

12, per pair $2.70 

Packed in individual car- 

tons, per $2.75 

No. 983. 


ot 
Packed in bulk, sizes 5 to 
12, per pair $2.10 
Packed in individual car- 
tons, per pair 2.15 

o. 980. 6-in. Sheepskin Boot 
Poses in bulk, sizes 5 to 12, v4 


The Athletic Shoe Co. 


918-934 North 
$ Marshfield Avenue 
pair $1.95 CHICAGO, ILL. 


Full sizes only. No half sizes. 





October 8, 1921 





Groping in the Dark 


Time was when the purchase of advertising 
space was a “blind groping in the dark.”” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 


figures were unreliable. 


In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods 
this organization is able to supply just the data 
an advertiser needs. The darkness is dis- 
pelled and the bright light of verified facts 
takes its place. Space buyers no longer find 
it necessary to grope in the dark. 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 
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(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 


Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 


Hudson Tubes affording direct communication __with Club Breakfasts, Special Luncheons and 
tions, aleo aomeael Post Office and Railroad Dinners, also a la Carte Service. All at moderate 


Stations at Jersey City. prices. 


PLEASANT ROOMS 600 Rooms FRANK E. JAGO, 


FROM $2.50 UP Resident Manager 











HERE’S THE MOCCASIN 
TO ADD TO YOUR LINE 


A HOUSE SLIPPER which combines comfort, durability 
and attractiveness. Made of Tan Ooze Sheepskin. A 
display will brighten your window and the sales will sur- 
prise you. 

PRICES OF APACHE MOCCASINS 
Babies’ Sizes 1, 2, 3, 4, 5 
Child’s Sizes, 6, 7, 8, 9, 10 
Misses’ 
Ladies’ Sizes, 3, 4, 5, 6 
Men’s Sizes, 7, 8, 9, 10, 11 


Request our catalogue showing seven different styles, or 
—— of Apache and several other popular priced Moc- 
casins. 


ARROW NOVELTY CO., Inc., 108 E. 16 St., N.Y.C. APACHE BEADED MOCCASIN 
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HELP WANTED HELP WANTED WANTED TO PURCHASE 
 MJM,]JW]]JMUMMM lle my a rel quick and pay highest cash peice 


= wholesale stocks 
———. 











“gue my ‘ne our ty. 
Ss l F f P A . Bank and me! ie reference. 
The Sales Force of a Promi- BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 


= 610 Broadway, Brooklyn 
nent Western Shoe Manufac one "oes 











turing Organization Is Being 
Rejuvenated — Several High The NEW YORK EXPORT 


: ° PURCHASING CORPORATION 
Grade Salesmen Are Desired. 616-517 Broadway, 


New York City, N. Y¥. 


. : Slow Sell 
Progressive, energetic salesmen of the better type—men boy | Sarat ws stocus } a 


Entire Stocks 





with selling records—men used to big incomes are the 








ones we seek. Our product—men’s shoes—is a fine one 


and worthy of the best selling efforts. To the right men DO YOU CONTEMPLATE 


; odes P Retiring o t of business? 
a wide range of territories will be opened. 1 will PS, rise for your entice ‘or warpius 


Lea havin sho: taken 
Apply giving the necessary details. Address: over. Betablished 20 years, 
I, OLENICK 


413 B . N k. le Canal 
C-835, care Boot & Shoe Recorder, 207 South St., Boston, Mass. ey See eee See eee 








UHH: VMUMMnwd ddd VUUUHUHCUi a ae eins 
MISCELLANEOUS MISCELLANEOUS ten of ear Mand 


1890. 
GLAUBERG & CO. 
296 Church St., New Yor! 


Milb dt Rolli mame W\ | } el purchase clothing, hate 
Sup Ladders" a a 


-_ ~~ in thy maby 
es 6 a i} 
of stores and, ‘shelving SETTEES ATTENTION OF 
ey enable yo 
get along with less help. Shoe Manufacturers and Jobbers 
sa 
é Ww solicitin ents of general 
shelving = lines of footwear, yand also make liberal 
cash advances if 
CANTOR 
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& “wOL WOLPERT, INC., 
—Auctioneers— 


alog showing atest cat WINDOW DISPLAY FIXTURES — ay some” = 
cther store fixtures, The OSCAR ONKEN Co. 
Milbradt 1154 4th St., CINCINNATI, OHIO 


Manufacturing Co. CASH PAID 


2416 No. 10th St. for shoe stores or surplus stocks of shoes or 
ST. LOUIS, MO. for other merchandise. Leases taken over. 

. . OE We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Ce., Inc. 
591 Broadway New York City 
Phone Seving 5160-5161-5162 




















When WF 























Bicycle 
- STEP 
LADDERS Beautiful Glass Fixtures Cash Buyers 


d Our celebrated line shown in Catalog G. F. oe i - - 
are. mace Large line of general lines of footwear. Will handle 
- ge line © stocks of any sise. Business > ee 
In many 


. * ron strictly confidential. Address (498, 
styles and Wood Fixtures BSW | bet 222 ‘Shoe Recorder Publishing Os. ‘201 
to fit all , Ask for Catalog ‘‘L.” — " 
kinds of Winiiow Velunses j 
° ' in Stock b 
shelving. _ } Ask for samples, 
€? Writ bout Window “es 
tos giving _ Rugs ‘ona Decorating C A S H r A I D 
and prices. ehamasees for entire shoe stocks or surplus stocks of 


h th 
The Hecht Fixture Co, Loe or. 


Metineh ite, ee & Sache CHAS. BLACHER 


67 Randolph St NEW YORK SHOW ROOM 166 Pulaski St., Breokiva, N. Y. 
Chicago, Ill. | 65-67 E. 12th St., bet. Broadway & 4th Ave. Phone Williamsburg 3410 
UN. 
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“CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for éach ‘ 

insertion. Minimum amount accepted, seventy-five 

cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
$1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


On 





“Recorder” rates for space less than one-eighth 
page per issue: 
Space 1 time 
1 in... $5.00 
2 in... 10.00 
3 in... 15.00 
4 in... 20.00 


7Ttimes 13times 26times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 














nnn seuensunneey 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts — 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


We still have several open terri- 
tories, particularly in the South and 
Southwest, where salesmen calling 
on retail shoe trade can sell our 
Tite-Lok Stilts as a side line and 
make big money. Best advertising 
premium for shoe dealers ever put 
out. Price reasonable. Liberal 
commission. Confidential. 


STERLING TOY WORKS, 
Sterling, Ill. 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 





Boston, Mass. 








ALESMEN WANTED—To connect with 
us you must prove to us that you are 
used to selling a manufacturers line of 
Women’s Welts and McKays to the best 
retail trade in your territory. . You must 
prove to us that you have an established 
trade of good volume on good grades of 
women’s shoes in Central, Western, or 
Northwestern States. You must prove to 
us by your past record that you are 
worth the price you ask for your ser- 
vices, and that you are a _ money- 
maker for yourself as well as for your 
House. We need three such men. If you 
are one of them write us. Your present 
connection will not be affected by your 
reply. Address C-794, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


OR SIDE LINE NOW IN SEASON — 
Shoe Salesmen, covering towns of 
2500. and up in Wisconsin, Minnesota, 
North Dakota, South Dakota, and Iowa. 
Ten per cent commission paid monthly 
on shipments. Ladies’ and Gents’ Spats, 
Children’s, Misses’ and Ladies’ Leggings, 
Children’s Pantaletts, Men’s and Boys’ 
Canvas and Waterproof Leggings, Leather 
Puttees. Samples and case weigh 25 Ibs. 
Merchandise A-1. Salesmen traveling in 
automobiles have been very successful 
with our line. Give reference, territory 
covered, line now handling. Address 
C-823, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED—Shoe salesmen to carry side 
line of high grade Men’s, Women’s 
and Children’s Hosiery. The following 
territories are open: Virginia, North Caro- 
lina, South Carolina, Georgia, Pennsyl- 
vania and Illinois. Address C-824, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


WE HAVE FOR DISPOSAL 1,000 pairs 
Children’s shoes, sizes 4-11 at a real 
bargain. Good proposition. Write HAPPY 
TOES SHOE CoO., 128 E. 16th St., New 
York. 











ANUFACTURERS of MILWAUKEE 
made line of work and semi-dress 
shoes backed by extensive mail advertis- 
ing and dealer’s helps, has open State of 
Indiana with small established trade. 
Want man willing to travel on straight 
commission basis, drawing account pro- 
portionate’ to actual sales; must know 
work shoes and be well acquainted in the 
territory. Address C-805, care Boot & 
Recorder, 207 South St., Boston, 
ass. 





ALESMAN — Experienced, capable ‘of 
successfully placing a line of Women’s 
Specialty-Novelty in High Grade Flexible 
McKays in Washington, Oregon, Idaho, 
Montana, Nevada, Arizona and New 
Mexico. Must be man of proven ability 
and willing to travel on straight com- 
mission basis. Address TWEEDIE FOOT- 
WEAR CORPORATION, 1421 Olive St., 
St. Louis, Mo. 





AN EXCEPTIONAL OPPORTUNITY for 

aman desiring a side line for retail 
trade. Lynn Manufacturer of Growing 
Girls’, Misses’, and Children’s Medium 
Priced Welts wishes to hear from reput- 
able salesmen who are desirous of carry- 
ing a side line on a six per cent commis- 
sion basis. Territories open throughout 
the United States. All replies kept con- 
fidential. Address C-830, care Boot & 
a Recorder, 207 South St., Boston, 
Mass. 





SALESMEN in all territories to handle 
popular priced line of Infants’ and 
Children’s Square-edge Turns, sizes 1 to 
11. Stock proposition. One day service. 
6% commission, paid weekly on net ship- 
ments, References. Address C-804, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. - 





Mass. MANUFACTURER of Men’s fine 

welts has a few territories open for 
salesmen to handle the product. Ex- 
ceptional opportunity for men_ with 
established trade. All replies held con- 
fidential. Address C-825, care Boot & 
a Recorder, 207 South St., Boston, 
Mass. 


CHICAGO manufacturer of high grade 
men’s welt shoes has the state of 
Ohio and part of Michigan open with 
firmly established trade. Ready to figure 
with first class man who has a following 
in his territory. Address C-827, care Boot 
and Shee Recorder, 189 West Madison St., 
Chicago, Ill. 





WANTED—Competent salesman to carry 

jobbers line for Greater New York, 
trade already established. Only those who 
can furnish excellent references need 
apply. Address C-820, care Boot & Shoe 
Recorder, 127 Duane Street, New York, 


aN. . 


ANTED SALESMAN to call on jobbing 
trade with a fine line of Women’s 
and Growing Girls’ Welt Shoes. Only 
first class man now selling such a line to 
jobbing trade will be considered. Address 
C-826, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


ALESMEN _WANTED—Popular price 

line of Women’s and _ Children’s 
novelties for New York, Pennsylvania and 
Connecticut. Address K-514, care Boot 
& — Recorder, 127 Duane St., New 
ork. 











WANTED 
Salesmen or Live Retailers 


To Sell 
During January and February 
The Best Known, Nationally 
Advertised 


POPULAR PRICE FELT 
SLIPPERS 
AND 
MEN’S LEATHER SLIPPERS 


In Michigan, Minnesota, Southern 
Indiana, Southern Illinois, Ohio, 
Kentucky, Tennessee, North Da- 
kota, South Dakota, Missouri, 
Kansas, Nebraska and Far South 
and Far Western States; splendid 
opportunity for salesmen or re- 
tailers who have time during these 
months; liberal commission. Ad- 
dress C-832, care Boot & Shoe Re- 
corder, 189 W. Madison St., Chi- 
cago. 














WANTED—A-1 salesman to carry as a 

side line the product of a well known 
Lynn manufacturer of Children’s, Misses’ 
and Growing Girls’ welt and turn foot- 
wear. Territory, retail trade west of 
Ohio. Commission basis. Address C-834, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





TERRITORIES open for shoe men calling 
on Finding Jobbers and retail trade 
to carry our patented Ever-Ready Suede 
Cleaner. This is a splendid opportunity 
for salesmen. Our patented package is 
constructed so that the feeding of the 
powder and the cleaning may be accom- 
plished simultaneously. Liberal commis- 
sions. Address K-515, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





ANTED—Thoroughly experienced shoe 
salesman now traveling in New 
Jersey, well acquainted with the trade, 
large established business to turn over. 
Salary or commission. Address K-516, 
care Boot & Shoe Recorder, 127 Duane St.. 
New York. 
IGH GRADE SALESMAN WANTED 
for first class territory. EDMONDS 
SHOE CoO., Milwaukee, Wis. 


WANTED-—Salesmen to carry side line 
of soft sole shoes. Our line is 
medium to good quality. STARK-MAC- 
DUFFEE SHOE CO., ING, Waverly, 


N. x 














LINE WANTED 


AN EXPERIENCED SHOE SALESMAN 
selling the large city trade in New 
York State and New England States is 
open for engagement. Address C-816, care 
Boot & Shoe Recorder, 207 South St. 
Boston, Mass. 





Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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LINE WANTED 


WANTED— Traveling position wanted 
for coming season by man 37 years, 
with 21 years’ experience in the shoe 
business in making, selling at retail and 
traveling in Northwestern States. Gen- 
eral line or separate. Address C-828, care 
Boot & Shoe Recorder, 189 W. Madison 
Street, Chicago, IIl. 





WANTED, by an experienced shoe sales- 
man, short line of low priced 
Women’s Welt. Will consider few 
McKays; stock proposition preferred. 
State in reply your terms and your com- 
mission. Address C-829, care Boot 
Shoe Recorder, 207 South St., Boston, 
Mass. 





FOR RENT 


SAMPLE room, office or desk room, with 
telephone, service, etc. w rent, 
ideal location, preferably to shoe men. 
Martine, 148 Duane St., New York. 


WANTED TO PURCHASE 


WANTED TO BUY—Second hand shoe 
sample trunks, both men’s. and 
women’s. Must be in good condition. 
Address C-818, care Boot & Shoe Recorder» 














‘207 South St., Boston, Mass. 








MISCELLANEOUS 





RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitti This 
is the great problem of the retail shoe merchants. 
ecorder” is to help solve it: for this is the basic problem upon which depends the progress of the en- 
tire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N.Y., as second-class matter. 


ng, for the right price, at the right profit, 
The chief purpose of ‘T 


Canadian, $6.00. 


he Boot and Shoe Re- 


Foreign, $10.00 








PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THD 
BOOT AND SHOE RECORDER 
PUBLISHING CO, 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THD CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R, HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANBY 
Associate Editors 








POSITION WANTED 


POSITION WANTED—Salesman: Per- 

sonally acquainted with the shoe trade 
in State of Missouri, would like to connect 
with first class house, if you are looking 
for a man who can produce, answer this 
ad. Age 34 years, 9 years in shoe game, 
and can give best of references as to 
ability, etc.; only high class proposition 
considered. Address C-831, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 


OSITION WANTED— Manager and 
Buyer of Boston shoe store, now doing 
around $175,000, is desirous of making 
change. Fifteen years’ experience. 
Thirty-one years old. Best of references. 
Address C-822, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


HELP WANTED 




















WANTED—Manager for shoe store, 
doing a good class of shoe business. 
Must buy, sell, advertise and dress 
windows. Organization consists of 
4 employees and shoe repairing dept. 
Liberal salary or salary ond per- 
centage to right erson. 5 
Abramson, 101 Main St., Flushing, 
i Ds Oe Oe 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wate te THE CHICAGO 
‘Prt WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 











ERS asmon rine 























£ [ADDERS 


STORE METHODS 

















OPPORTUNITY 





Seen 





EXCEPTIONAL OPPORTUNITY 
Capable, experienced men wanted 
to manage retail stores located in 
various cities in the Middle West 
selling men’s fine shoes at popular 
prices, Must come well recom- 
mended, ambitious, steady and 
reliable. Under our plan each man- 
ager becomes a partner, which re- 
quires an investment of from $2,500 
to $5,000 per store, based entirely 
on size of store. This is an excep- 
tionally clean-cut opportunity for 
the right man, limited only by his 
own ability. Will give satisfactory 
references to men who are i 

terested and can qualify. Your 
reply will be considered confi- 
dential and revealed only to your 
references. In answering give 
nationality, age, previous experi- 
ence and three references. Address 
C-833, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ill. 


























To provide adequate 

storage facilities for shelf 

stock —to make it accessible 

and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
wholesale or retail trade—install one 
or more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 
DERS. - Deep tread steps, full length 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and efficiency. 





One style only — neat of design - attractively 
finished — any height — easily 

installed — meets most 

requirements. 

Circular on 








PUBLISHER’S NOTICE 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 

foreign countries except the above is $10.00 

per year, including postage. 

All subscriptions are payable in advance. 
ADVERTISING RATHS—Card of Advertising 

Rates furnished on application, For rates 

for Wants, for Sales, etc., see Want Page. 





OFFICERS IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 

ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. - Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. 

HAVERHILL OFFICB: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICBD: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, S. W., 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILD: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A, Havana, 
Cuba. 

JAPANESB OFFICE: Yokohama. J. F. 

Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Colmary Shoe Co., Baltimore, Md.......... 36 


Commonwealth Shoe & Leather Co., Boston. 106 
Community Shoe Co., Inc., Brooklyn, N. Y. 94 


Consolidated Shoe Co., Boston..........--- 121 
Cooperative Shoe Co., Cincinnati, O....... 128 
Cotter Shoe Co., Boston.........-.-++e+e+5 40 


Craig-Reed & Emerson, Inc., Brockton, 
BHOGR. cccccccccccccccccceccesccccccocese 120 


Creighton, A. M., Co., Lynn, Mass......... 4 
Crescent: Shoe Co., New York City........ 78 
Dalton Co., Brockton, Mass...........-++++ 111 
Dodge, N. D., Shoe Co., Newburyport, Mass. 143 
Domino Shoe Co., Haverhill, Mass.......... 90 
Donovan, D. A., Co., Lynn, Mass........... 84 
Duttenhofer-Stevens Co., Cincinnati, O..... 87 
Duttenhofer, Val., & Sons, Cincinnati, O... 42 
Elam, F. S., Shoe Co., Rochester, N. Y...... 119 
Endicott-Johnson Shoe Co., Endicott, N. Y., 

3d Cover 
Ensign Shoe Co., Belfast, Me...........--- 94 


Felstiner-O’Connell Shoe Co., Inc., Haver- 
Will, Mase. .ccccccccccccccccccscsececses 115 

Fern & Poor Co., Inc., Newburyport, Mass. 115 

Field & Flint Co., Brockton, Mass......... 11 


Finkovitch, M., Boston.........---.---+-08 112 
Fox, Inc., Chas. K., Haverhill, "Mass... je6aek oe 
Freeland, H. H., Rochester, N. Y........... 82 
French, Shriner & Urner Co., Boston..... 104 


Goodger-Milow Shoe Co., Inc., Rochester, 
iG Wk 46d0GdWeRenseaeieehedseckaeegesees 121 


Goodg Rochester, N. Y........ +119 


. W. C., 
Goodrich, B. F., Rubber Co., Akron, O., 
Front Cover 





Goodwin, E. J., Co., Haverhill, Mass...... 128 
Gregory & Read Co., Lynn, Mass.......... 2 
Grovers, J. J., Sons Co., Lynn, Mass...... bo 
Griffin, W. H., Ce., Manchester, N. H...... 

Gustim, M., New York City........... 114, 118 
Hagerstown Shoe & Legging Co........... 78 
Halperin, Navison Shoe Co., Boston....... 16 
Harding Shoe Co., Inc., Haverhill, Mass... .116 
Harrisburg Shoe Mfg. Co..............+++ 91 
Harrison-Lockwood Co., Haverhill, Mass...115 
Henne, Wm., & Co., Brooklyn, N. Y...... 93 
Hopkins & Ellis Co., Haverhill, Mass...... 81 
Howard & Foster Co., Brockton, Mass...... 116 


Hoyt, F. M., Shoe Co., Manchester. N. H.... 75 


Johnson Bros. Shee Co., Hallowell, Me...... 19 
Johnson, Stephens & Shinkle.............. 131 
Johnston & Murphy, New York City....... 117 
Joy-Clark & Nier Co., Rochester, N. Y..... 182 





Katz, Samuel, Co., Boston.............-.-- 124 
Keith, Preston B., Shoe Co., Brockton, 
Me: CAR eb cd adiwbbeddadns bcs cadecuia 130 
Knox Shoe Co., Milford, Mass.............. 130 
La Crosse Boot and Shoe Mfg. Co., La 
EN, WE. de. daccdenccssscssessses 108, 118 
Lilly, Henry, New York City.............. 116 
McGovern Shoe Co., Columbus, O........ -. 38 
Maid-Rite Felt Slipper Co., Brooklyn, 
Ts Me 600:0,6:0500006560600066600000080 2115 
Mallott, H. F., Shoe Co., Chicago.......... 126 
Marion Shoe Co., Marion, Ind............ - & 
Marston & Brooks Co., Hallowell, Me...... 32 


Marston & Tapley Co., Danvers, Mass. 17, 118 
Martin, A. H., Co., Rochester, N. Y........119 
Meis, Charles, Shoe Co., Cincinnati, O..... 79 


Cs. WE nbs kc cccacanodannses «coco 
Menzies Shoe Co., Milwaukee, Wis....... . 9 
Mitchell-Caunt Co., Lynn, Mass....... er 


Moore-Shafer Shoe Mfg. Co., Brockport, 
N. Y. 41 


Nettleton, A. E., Syracuse, N. Y........... 117 
Newcomb-Anderson Shoe Co., Rochester. ...119 
Novelty Shoe Co., Chicago, Ill............. 89 
Nu-Baby Shoe Co., E. Lynn, Mass.......... 119 
Nunn, Bush & Weldon Co., Milwaukee, Wis. 83 
Olenick, I., New York City.............00. 139 
Packard, M. A., Co., Brockton, Mass....... 117 
Phillips-Cram Corp., Haverhill, Mass....... 115 
Pinsker, J.. New York City.......ccccccce 118 


Posner, Dr. A., Shoes, Inc., New York City 43 


Ramsey, E. J., Co., New York City..... 34, 35 


GO Gc ntdesacédasnaedcsrsencean 118 
Rialto Shoe Co., Lynn, Mass............... 97 
Rice & Hutchins, Inc., Boston............. 48 
Rosenberg, S., & Son, Boston.... so See 
Roth Shoe Co., Cincinnati, O.............. 44 
Saifer, Dave W., Shoe Co., Chicagu........ 7 
Salem Shoe Co., Salem, N. H.............. 114 
Sargent, Donn D., Salem, Mass........... 21 
Shaft-Pierce Co., Faribault, Minn......... - 80 
Silver Shoe Co., Haverhill, Mass.......... 114 
Smith, Wm. Sumner, Chicago,............ 123 
Stacy-Adams Co., Brockton, Mass......... 11? 
Stanworth Shoemakers, Marion, Ind..... ace 8 


Stetson Shoe Co., So. Weymouth, Mass.....118 
Stone, Tarlow Co., Inc., Brockton, Mass... 27 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y..116 


Tessier & Bowdoin, Haverhill, Mass........ 116 
Thompson Bros. Shoe Co., Brockton, Mass.117 
Thomson-Crooker Shoe Co., Boston........ 127 
Turner, J. S., Mfg. Co., Lowell, Mass...... 136 


United States Rubber Co., New York City.. 98 


Weber Bros. Shoe Co., No. Adams, Mass.. 22 
Westcott- Whitmore Co., Syracuse, N. Y....114 


Williams Clark Ca. Lynn, Mass errr ere 85 
Witherell, E. A. & M. C., Co., Haverhill 
BED, sc cccccveccccconssecenceceeséécnse 115 
WR, Beek Proc ccccccccccccceccccccccces 133 
Wright, E. T., & Co., Inc., Rockland, Mass.125 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago, Ill....... 139 
Chicago Wire Chair Co., Chicago, Ill...... 139 
Coultas Co., D. W., Providence, R. I....... 122 
Daynite Furniture Co., St. Louis, Mo...... 139 
Elastic Tip Co., Boston.........0.0-+--+6- 123 
Ellis, W. .E., Co., Haverhill, Mass. ibaa 123 


Emery & Beers Co., Inc., New York City.. 12 
Fashion Ornament Co., Brooklyn, N. Y....122 


Hecht Fixture Co., Chicago, Ill............ 139 
Hutmacher Braiding Co., Paterson, N. J.. 6 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 122 
Kallman, Julius, Co., Boston.............. 86 
Lyons, Hugh, Co., Lansing, Mich.......... 126 
Martine, M. B., Inc., New York City....... 122 
Merchants Display Service Co., Chicago, I/1.109 
Milbradt Mfg. Co., St. Louis, Mo.......... 139 
Miiwaukee Chair Co., Milwaukee, Wis..... Rx 
Myers, F. E., & Bro., Ashland, O.......... 139 
Noyes Mfg. Co., New York City............ 122 
Onken, Oscar, Co., Cincinnati, O........... 139 


Palmenberg, J. R., & Sons, New York City.132 
Parisian Beading Works Co., Philadelphia. .122 


Scholl Mfg. Co., Chicago, Ill............ 30-31 
Silverite Co., The, Boston... .......esseeee: 123 
i, ee ee a Ss ic sacedsaaaddsenmace 115 


Tweedie Boot Top Co., St. Louis, Mo. .2d Cover 
Vanity Novelty Works, The, Brooklyn, 


FS PE eT EL Teer ee oosckal 
Whitcher, Frank W., “Boston Spike teiiaias dese 6 108 
Whittredge, C. R., & Co., Lynn, Mass...... 82 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Berger, Max H., Brockton, Mass........... 122 
Elliott Mach. Co., Boston.................. 128 
Griffin Mfg. Co., Inc., New York City...... 86 
Littlefield Heel Co., Amesbury, Mass...... 123 
North & Judd Mfg. eens New Britain, 
ML. 6:6:66.00:66046660G0NRS6 64 6560s 0eese< 23 
Progressive Shoe Mach. “Co henccendses 126, 132 
Rogers Fibre Company, Boston............ 7 
Shelton Tack Co., Shelton, Conn........... 120 
Tubular Rivet & Stud Co................. 26 
United Fast Color Eyelet Co., Boston...... 144 


United Shoe Machinery Corp., Boston...84, 96 
Wiechman Pattern Co., Cincinnati, O......120 


LEATHER AND OTHER MATERIALS 


Gaenest, J G., Gai Mastic cccccccesscacess 14 
Barnet Leather Co., Boston and New York 
GF cccccccccese CESF+KOCSEKORECEECS C608 20 
Beggs & Cobb, Inc., Boston...............- 120 
Bristol Patent Leather Co., Boston........ 10 
Chamberlain, B. F., Boston..............+- 120 
Creese & Cook Co., Boston............ 25, 120 
Himsteln, Fic“ T6s cc cccccccccs i eens eects 15 
Gallun, A. F., & Sons Co., Milwaukee, Wis. * 
Green & Hickey Leather Co., Boston........ 18 
Hunt-Rankin Leather Co., Boston......... 136 
James Clark Leather Co...........-.+++++: 100 
Jones Co., F. E., Boston..........eeeeeeee: 120 
Kistler, Lesh & Co., Boston...........+.++: 136 
Lawrence, A. C., Leather Co., Boston...... = 


Levor, G., & Co., Inc., Gloversville, N. Y. 

— & Vogel Leather Co., Milwaukee, 
TBs cecccccccoce 39 

——- Fred, Leather “Co., "Fond ‘du Lac, 


ineninet Kid “Mfg. Co., Boston..........- 3 
MISCELLANEOUS 
Associated Advertising Clubs of America. ..11 
Atlantic Printing Co., Boston..........-+++ 121 
Blacher, Chas., New York City..........-- 139 
Brooklyn Purchasing Syndicate, Brooklyn, - 
Calderwood & Preg, Inc., Boston..........116 
Cantor & Wolpert Co., Boston...........-- 139 
D’Avésne Translation Bureau, Boston...... 136 
Glauberg & Co., New York City.........- 139 
Hooper Printing Co., Boston...........--- 121 
Hotel Essex, Boston...........-.seeeee005 124 
Hotel Martinique, New York PT 138 


Kalter Cerf. Merc. Co., Max, New York 
City ...... 134, 139 
Kelly, T. K., ‘Sales System, Minneapolis, 

Ps 6.6.0: 6:645 000064640 26cccaccncececes> 76 


National Shoe ‘Retailers Association....... 46 
New York Export Purchasing ae. 
New York City...... Aten tEKewOES Kees 139 
Root Co., F. 8., Boston........... re 121 
Tolman Print, Brockton, Mass.........--- 121 
University Electrotype Foundry, Cambridse. 
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We Guarantee the USKIDE 
TOP LIFT on ALL PAT- 
ENT LEATHER and 
DULL CALF slippers to 
outwear any leather top lift. 


44.744 %- tw6e <a —— 
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The shoes 
are 
genuine 


FOR ALL OCCASIONS kid lined 


JUST ARRIVED 
The New Three Strap “Lorraine” 


IN PATENT AND GLAZED KID 















No. 502—Code 
‘*‘Martha,”’ 17/8 full 
Louis heel, widths 


AA-C, Patent Chrome 
Lorraine, three straps, 
brags, center buckles, 
price “*$G,50. Carried 
in New York only, 


es 






. Lorraine, ‘three ‘straps, 
Jet center buckles, 
price $6.50. 


in Montgomery only. 


No. 514--Code No. 491—Code ‘‘Viv- 
“Tweedie,’’ 17/8 full ian,” 17/8 full Louis 
Louis heel, widths heel, widths AA-C, 
AA-C Patent Leather Glazed Kid Lorraine, 


jet center buckles, 
price $7.00. Carried 


Carried at San Francisco only, 








+ 


Delivery. * 
od 


eet 
Te < ied 
Cate - 
The Barefoot 
Sandal 

No. 534Code No. 535—Code 
“Ola,’’ 8/8 military ‘‘Champion,’’ 12/8 mil- 
heel, widths AA-O, itary heel, widths AA- 










Patent Leather Bare- 
foot Sandal, no open- 


C, Patent Leather 


a, in S...g \. att Barefoot Sandal, no 
uckles, price 50. 

Carried at Newbury- openings in vamp, 
port only. ; perforated. Carried at 


Newburyport only. 


HIGHEST QUALITY AND WORKMANSHIP—ORDER TODAY 


NATHAN D. DODGE SHOE COMPANY 


BOSTON KANSAS CITY 


X40 6 e405 SKS) 94.75 St _ \ — Zs = 


a < = 
PSSSs wee ewaeccrae 


~ 
S$ s22 3.27 S22 aa 


Newburyport, Mass. 


In Stock Departments 


SAN FRANCISCO MONTGOMERY NEWBURYPORT 
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Stock Style X 3438 

Black Kid Seamless, Pol- 

ish, Turned, Cat’s Paw 
Rubber Heel, 


Sizes 3 to 8; E. 
Price $3.10 














Stock Style X 1938 


Fine Black Kid, Hand 
Turned, Rubber Heel. 
Sizes 3 to 8; C, D and B. 
Price $4.25 


Stock Style X 1946 
Same as above with Kid 
Tip. 



























Stock Style X 3437 ° 
Black Kid Polish, Turned, ik 













Stock Style X 3436 
Black Kid Bal, Turned, 
Sizes 3 to 9; EE. 

Price $2.50 


Cat’s Paw Rubber Heel. 
Sizes 3 to 9; EE. 


Price $3.00 


Stock Style X 3434 
Same as above in Plain 
Toe, 

















































Hl stock Style X 125 
Black Kid One-Strap, 
Turned. Cat’s Paw Rub- 
ber Heel. 
Sizes 3 to 8; B. 
Price $1.85 












——————$—$—$—— an a a a nn 








ROM the above shown assortment you can satisfy practically every com- 
fort shoe demand. 


We emphasize “satisfy” because these shoes are made under standards of 
value that are well known to Parker-Holmes customers. 


Parker, Holmes & Company 


“The House That Helps” 






BOSTON 
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Vol. 80, No. 4. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


gress of March 3, 1879. Subscription price $5.00 a year. 
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STYLE 486 
BARNET’S RUSSIA CALF OXFORD 


GOOD YEAR WELT—8/8 HEEL 


Solid Leather Construction Throughout 
WIDTHS A to D PRICE $4.85 


In Stock—Immediate Shipment Guaranteed 


“Follow the Creighton Line’’ 




















A. M. CREIGHTON LYNN, MASS. 
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RED WING 
SHOES 


Made-to-Wear Everywhere 


$3.40 


IN STOCK 


No. 474 
Chocolate-Elk Soft-toe. 


Full-vamp Flexible S. S. 
welt. 





A Soft Comfortable Flexible Shoe 


that appeals to the man who needs a shoe that will * 
give him work shoe wear and dress shoe comfort. 
A Good and Easy-Elk-Style That Will Please 
On the Floor—Prompt Delivery 


Sample pair sent on request. 





Manufacturers 


RED WING, MINNESOTA 








— 





AAA 


AAT 





=! 


BOOT AND 








SHOE RECORDER October 15, 1921 











TRADE MARK 











tent Vamp, Field Mouse Top, 

Piain Toe, Turn, Button, Peggy 
Last, 

DUMB —-B 90 Bosc cccccccccccccssces $2.00 

7522—1 to 5 No Heel....cccccccce 1.75 


Tan, Kid, Tip, Turn, Button, 
besay Last. 
TE4B—B tO B...cccccccccccccsece $2.00 
7543—1 to 5 ono OS rr 1.75 


School Shoes Are In Season! 








Welt, Women’s 
Flesible E English Oxford 
Rubber Heel. 


4768—Brown Kid ¢. 3.00 
4769—Black Kid ...... 2.85 


Misses’ and Children’s Tan Side, 
Tip L 


Lace, Snap Last. 


Se ON Da ccccrcasensanennceded $2.00 
ariet to i ag | Heel..... 2.35 
7711—8 B. EGP Be. cccccsc 2.35 
7710—11% a 6 4.6404406bnebueuse 2.60 
8400—2% to 7, New Last Co-Ed. 3.25 


The time is ripe for big sales in 
Children’s Footwear. Order them 
now, as many as you need. 


The 3 W’s LENOX In Stock De- 
partment has these numbers ready 
for immediate shipment. 


Better send your order to-day and 
get “sized-up” before the demand 
comes. 


OA 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. 
eee 


PHILADELPHIA 
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=I 
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Aristocrat 


of Dress Styles 


For 
Exclusive 


Trade 


No. 312X 


Dull Velvet Calf 
Light Flexible Sole 
In Stock, A to D. 


$4.85 


SEE OUR SALESMAN SOON! 


E HAS the Marion samples for spring 1922. A hand- 
some line—and the best we ever made. 


As originators of Styles that Sell, we have made the trade 
say of 1921’s best, “Yes, Marion had it first.” In the com- 
ing line, we give our prediction for 1922. 





If you want to get a stronger hold on the best Young Men’s 
trade, write us now to have a representative call. See our 
Salesman soon. 


i MARION SHOE CO., Marion, Ind. 














WESTERN QUALITY «EASTERN STYLE 
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ERE must be a reason for the decided 
GS} preference which shoemen are showing 


for Black Gun Metal Calf. 


There is—and it lies beyond the fact that black 
leathers are once more most fashionable. 


BLACK GUN METAL CALF 


has the confidence of the shoe trade 














mci ath aie eee oS OS CD ee 9S he ES 


It deserves that confidence because Lawrence 
progress makes it a better leather today than 


ever. 











Remember—Lawrence makes the only genuine “GUN METAL” 







‘Lawrence 


Leathers 





“Lawrence 
Leathers 
are 
Reliable 
Leathers”’ 








are 
Reliable 
Leathers’’ 






PO § DS rn Hee < 







J 
—_ 








A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST. LOUIS 





Dot: ++ Di = DDD = 
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FOR AT ONCE DELIVERY 





IN STOCK 


712 


Patent Leather Whole Quarter 
Circular Vamp Oxford 
19 Last 9/8 Heel $4.50 
716 
Patent Leather Three Strap 
19 Last 9/8 Heel $4.75 





Terms: 2% ten days, net thirty days. 


P. J. HARNEY SHOE CO. 


FACTORY 
LYNN MASSACHUSETTS 


Ls 
B 
kd 


ME] “CG Stoos You Onder Mre the Shoos Yea Get” 


Bo) eage 
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° THERES DOUBLE WEAR 
IN EVERY PAIR’”’ 








MEN’S 
Note the correct plac- 
ing of the eight Nail 
Holes. 








BOYS’ 
Note the eight Nailing 
Arrangement —a very 
decided improvement in 
Little Gents’, Youths’ 
and Boys’ Heels. 








WOMEN’S 
Made from Stocks es- 
pecially compounded to 
withstand the extra 
wear _ required for 
Women’s Heels. 
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DOUBLE-WEAR 









The new Dryden Double-Wear Heels are presented as the 
latest and most advanced achievement in Rubber Heel Manu- 
facture. They are the result of careful research and study 
by Experts who have spent years in the Manufacture and 
Sale of Rubber Heels, and whose purpose was to improve 
upon ALL existing types and brands. 








Dryden Double-Wear Heels are of a most pleasing and 
attractive design—they lend grace and character to the shoe. 











Constructed so as to permit of good Shoemaking in every 
particular. Fit the Leather Heel Base perfectly. Location 
and spacing of the Nail Holes mechanically correct to the last 
detail—insuring an absolutely tight joint—no gaping or Heels 
working loose. 


Quality is SUPREME, and the Cost no more than for or- 
dinary Heels. 














Guarantee of thoroughly satisfactory wear is behind each 
and every pair. 






Shoe Retailers desirous of giving their customers the BEST 
VALUE in Rubber Heels will accomplish their purpose by 
specifying Dryden Double-Wear to their Manufacturers. 



































DOUBLE-WEA 
RUBBER HEEL 


















SEES SRE LOT 
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D° not delude your- 
self into thinking 
that it’s sufficient to 
say ‘make that style in 


kid.” 


Say SCHERER'’S and 
you'll get shoes that 
wear a quality badge. 
All the years of experi- 
ence and experiment 
which we have spent 


on SCHERER'’S kid 


make a real difference. 


Insist on SCHERER’S. 


Our Most Demanded Colors 
, HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 

CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 

SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 


Oscar Scherer & Bro., J nc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


‘ash, LOWS 
avorile 
eather 





CHERER'S 


66 


“Makes Better Shoes 
Still Better” 





COs 
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No. @612—Glazed Kid, 6 inch, 
Quarter Polish, 8/8 Rubber Heel. Genuine 
Leather Cushion Inner Sole. In Stock, D 
and B, 3/9. Price $3.00. 


DEMAND FOR 
COMFORTS 


For comfort footwear 
of quality, built on 
common sense lines, 
there is always de- 
mand. 

Merrill, Porter & Co. 
Flexible Turns are de- 
signed to cultivate 
for you a steady pat- 
ronage among women 
who depend upon 
comfort shoes. 
























113 Munroe Street 


Upon which I cannot frown.” 


Write for catalog showing twenty numbers In Stock. 


MERRILL, PORTER & CO. 


Old Doc Pill watched the wind play pranks, 


On the main street of the town. 
Said he to himself: ‘“‘The passing breeze 


Shows an epidemic of Comforteze, 


No. 851—Glazed Kid, Seamless Lace, Com- 
bination Bunion Last, 8/8 Rubber -~ 
Genuine Leather Cushion Inner Sole. In 
Stock, D, EB and EE, 3/9. Price $3.25. 





Lynn, Mass. 















No. 562—Glazed Kid, % Foxed Polish, 
Steel Arch, 14/8 Military Heel, Genuine 
Leather Cushion Inner Sele. 

No. 561—As No. 562, Stitched Tip. Both 
Styles in Stock, C, D and E, 3/9. $3.68 





























No. 761—Glazed Kid, Circular Foxed Pol- 
ish, Perforated Stock Tip, 6/8 Rubber Heel, 
Genuine Leather Cushion Inner Sole. In 
Stock, D and E, 3/9. Price $2.85. 
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HARDWARE 
PRODUCTS 








cANNOUNCING 
“Yewly Created ‘Designs In 


Buckles £ Footwear 


Season oF 1921~1922 


; No. 2416 *... 13714 No. 1141 No. 1413 No. 1416 
Sizes 34-44-5% Inch 34-14-54 Inch _ Sizes 34-14-54 Inch Sizes 34-4Inch _ Sizes 14-34-14-54 Inch 


FOR LIGHT STRAPS 


No. 1062 No. 2136 No. 2137 
Sizes 34-14 Inch Size 34 Inch Size 34 Inch 











Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 
bers everywhere. 


We shall gladly send free samples upon request. 
Write for Bulletin 132, illustrating our compre- 


hensive assortment of buckles suitable for use on men’s 
and women’s shoes. It’s yours for the asking. 











North S Judd Manufacturing Gmpany 


NEW BRITAIN, CONNECTICUT ceaercns 


CHICAGO BRANCH SALES OFFICES NEW YORK 


326 W. Madison St. 127 Duane St. 
SAN FRANCISCO ST. LOUIS 
Postal Tel. Bldg. 608 Victoria Bldg. 
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3 STANDARDIZED STYLES IN STOCK 










































2%=10 
Ner- 30 














No. 2 
Medium Toe 


Widths AA to B 
Sizes 5 to 12 
In Case -Lots 

$4.60 











Me. . £ . 


Stanworth helps you meet the de- 
mand for Quality Dress Shoes to sell 
at a popular price. 

Top-notch construction, Full Grain 





shipment. 





In Stock « 

















No. 3 
No. 1 English Last 
Round Toe In Stock 
In Stock Widths AA to D 
Widths A to E Sizes 5 to 12 
Sizes 5 to 12 In Case Lots 
In Case Lots $4.60 


$4.60 


WILL INCREASE YOUR SALES 


Russia Calf Uppers, Oak Bend Out- 
soles, Full Grain Insoles, Sole Leather 
Counters and Box Toes. Just the 
shoes you need—IN STOCK. 


sTANWORTH 


hica iy. "We foye'au‘ace SHOEMAKERS sont fo.» etesalig te he 


shipped On Approval. You 


and widths. ready. for instant MARION, INDIANA be the jud 
‘ ge. 
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4S SAV 4X49) Niwe we taawe we taawe eta 
wit taawacte ==)\\=== Cs2zss a . 
Sanwea wlan } waar eee ee tase) 


Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE | te approved Brown shace 
VAN RUBA CALE  Paried Rea witn tat grain 
VINETTE CALF ee ee 
VIX CALF © Dental an, wily ate 
BLACK VINETTE CALF __ tishiy ciazea, smooth finish 
VEGA CALF eo 
OKAY CALF Oe San ee 
CHIC CALF anton Blk Sate wit 
SKOTCH GRAIN __ 1 Patest, piace ana cotors 
NEWMADE PATENT LEATHE 


(Small Kip Sides) 


OST of the leading shoe 
manufacturers are showing 
the above lines in their samples 
of men's and women's fine shoes. 





BARNET LEATHER CO.. Inc. 


H eadquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 





N. E. Selling Agent 
BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mase. 


Farrar re Cos 2S > S<4 4.974 42%<43 4.444474 et a4 eta 2s 
> | | ta ee ld oy ee ee oe ee ) Vwateadwatweaetwatrad } wae 
> > Fa i ht Ak eh de Waawua 















WATSON SHOE CO. 


MAKERS OF 
WOMEN’S FINE WELTED FOOTWEAR 
LYNN, MASSACHUSETTS 





\) 





STAG BLUCHER OXFORD 
Patent leather, Tony red, Black Norwegian, Black Kid. 
Extremely handsome in any of these popular leathers. 


This pattern and last conform in every detail to the very 
latest word in tailored dress oxfords. 


AAA ee 
™ 


IF YOU WOULD KEEP IN STEP WITH FASHION, KEEP IN TOUCH. WITH WATSON 
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| hal the almost weekly change of foot- 


wear fashions, merchants have become 
more or less dependent upon manufacturers 
who can design, make and ship shoes quick- 
ly. The situation may seem abnormal, yet 
there are ways of meeting it satisfactorily. 



































FOR THE 


BIG STORE 
TRADE 





SHOE CO. ie : oe roe eo 








oA Tne wy, oe BE 
\\i i JL) PE Hee eee Re 
Ky MAKES YOU sure“) ri PV: pn Ly | EE 











%, exctusivety & 


Neiis ciys87 
Meer 


WOMEN'S 
HIGHEST 














WHITE BUCK Tat 

for GROWING GIRLS. 
MISSES and 
CHILDREN 
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Fay Ste Maki 


For years the manufacturers of Lynn have 
been first in catching the spirit of new styles, 
producing and shipping finished shoes at the 
time when wholesalers and retail merchants 
may gather in the most sales. The same is 
true to-day, in even greater measure. 












































STYLISH, FLEX! 
BOOTS AND Lowe 
CUTS 





COMPANY ° Gardiner 


WELTS < 
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“The Biltmore” 


A Parisian 
Pattern Most Suitable 
for Evening Occasion 


Silver Cloth 
Brocaded Satin 
Bench Made 


S. xx: — 
CORNELL SHOE CO. 
Makers 


m BROCKLYN 











I 0 


No. 4185 


Similar Boot in Brown 
Kid. 


Last, Medium Toe, Kid Tip, Welt Sole, AA to BP IN STOCK. 


No. 4205 


Paris Kid Polish. The “GROVER 
FOOT-ARCH SHOE.” On No. 179 





1% Inch Heel, 8 Inches High. AA to BD 
IN STOCK. Price, $8.50 


IU QA 


Price $9.00 


The “GROVER FOOT-ARCH SHOE” on lasts of 
modish type has heretofore been offered on a made- 
to-order basis only. 


We are now prepared to supply your needs for shoes 
of this sort for Autumn selling from our In-Stock 
Department. 











J. J. GROVER’S SONS CO. 


LYNN, MASS. 
aw New York 


Boston 
Little Bldg., 80 Boylston Street Soft Shoes for Tender Feet 47 West 34th Street 


T 


AAA 
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“a BOON TO WOMEN” 


“A BOON TO WOMEN” 
: GUASTER 
J | MAKES FEET wea 


“Akes FEET HEALTHY 





“A LIFE’S STUDY” 





Style 496 


“Style Plus Foot Corset” 











said the Salesman: 


“Yes, Madame, we carry this shoe for just 
such instances as yours. You have foot 
trouble, yet you want a stylish, good looking 
shoe. Master ‘Futkorset’ has the style. It 
has also an arch supporter built into it, con- 
structed so as to give you the necessary foot 
- relief. It supports the arch and is as stylish 

Val Duttenhofer, President hn 
as any shoe that you could buy.” 


ae onde, Te (( . a , 

shoes, and a re yutation for Shoe merchants who wish to individualize 

money. their store, build up a steady trade based on 
SERVICE, should feature the Futkorset line. 


Write 











IN STOCK 


Glazed Kid Lace Oxford, 29 last, Goodyear Welt, 12-8 
Cuban Heel, Wing-Foot Rubber Top Lift. 
Black Glazed Kid 
Chippendale Brown Kid 

Large size, 8% and 9, 25c. extra. 

AA to D, 3% to 9. 


Terms: 4%-10, 2%-29, net 30, f. o. b. Cincinnati. 



































BOOT AND SHOE RECORDER October 15, 192] 


SDbheHeel LhatAddsH. Finishing Souck 











ARMORTRED 


Why is tthat- day by ew more retail mer- 


chants are calling for AR- 
MORTRED Heels in their 


orders. 


BECAUSE—pride in the 
good looks of their shoes all 
the way through, makes them 
want a heel that is 





not only extra good but 
also extra good looking. 


Quabaug Rubber Co.. North Brookfield, Mass. 
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TRADE MARK TRADE MARK 


STOP 
EXPERIMENTING! 


Profit Most from America’s 
Dominating Spat Line 


Style and Quality have made LKe72daxd" spats America’s 
representative Line. 

Our advertising is educating the smartly dressed woman to 
ask explicitly for “fxz7z@arx,” SPATS— your assurance of quick 


turnover. 
Every one of the 5,000 Dealers who feature Ha77dartd,” SPATS 


finds profits so satisfying that he is pushing them with more 
vim than any similar line. 
You cannot afford to pass up the opportunities offered through 


the selling of 
| STUNNING 


Ptandard» 


SPATS 


Wherever you find a progressive dealer, you find STUNNING 


WRITE FOR SAMPLES 








310 to 318 SIXTH AVENUE 


S. RAUH & COMPANY thesis no 
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“LIKE MAGIC” 


THAT IS WHAT THEIR WEARERS 
SAY ABOUT THE COMFORT, DUR- 
ABILITY AND STYLE OF THE 


Lundin SHOE 


THE UNUSUAL INDIVIDUALITY 
WHICH, AS SPECIALTY MANUFAC- 
TURERS, WE GIVE THESE FINE 
MEN’S DRESS WELTS MAKES 
THEM WONDERFUL BUSINESS 
BUILDERS. 


The Lundin Shoe 
is right all through 


LUND-MAULDIN Co. 
Manufacturers 
SAINT LOUIS, U. S. A. 


Write us if there is no Lundin dealer in your town 
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Soap—Electrodes— Salts 


A word about the processing of 


BRIGHTEX 
BEECHTEX 


§ ie Tate process is a new discovery for which 
the inventor has received highest award. 


Goods are first thoroughly washed and softened 
in a special soap solution to thoroughly cleanse 
them and open the pores in fibres of cotton. 


They are then passed through electrodes which 
force insoluble metal salts into cotton fibre. 


This process not alone gives the fabric the last- 
ing, water-repelling qualities, but, due to the in- 
soluble metal salts, increases wear of cloth and 
gives it the other qualities. 


li}! |} || 


J. EINSTEIN, Inc. 
9 SPRUCE ST., > . NEW YORK 


BOSTON CINCINNATI ST. LOUIS MONTREAL 
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Sal MINNA 
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These in-stock shoes for growing girls are 
in every respect as good as they look. 


The misses like them best because of the 
trim, stylish lasts. The parents appreciate 
the days-per-dollar service they give. 


The range of lasts and leathers carried in 
our in-stock department covers all your 
girls’ shoe requirements. Quick deliveries 
make for quick turnovers. 


SPECIFICATIONS “IN STOCK” SHOES 
No. 9803—Growing Girls’ Mahogany Calf Polish, solid leather 
heels, sole leather counters and toe boxes; combination_ last. 
Sizes 2%-7, widths A to D. Price $4.60 
No. 8802—Misses’ Mahogany Calf Lace, solid leather thruout. 
Sizes 12-2, outside heel widths B, C and D. Price....$3.50 
No. 7802—Sizes 8%-11%,. width B, C, D, 
Price 
No. 5203—Little Infants’ Brown Kid Button, chrome tanned, 
split sole, very flexible. Sizes 2-5, E width only. Price. .$1.85 
No. 5202—Same, Black Kid Button. 2-5, DBD vith rs 
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Advance og 
Spring Styles a -KO- REC-TOE 


Note the graceful lines of the new Oxfords 
shown above. No longer need the school 
maid look with envy on the footwear of 
her growing sister, for her own feet are 
distinctively shod and still have plenty of 
room to grow. i 









This is an early showing, but you can bank s a i Me Z 
on the authenticity of the Stickles spring oe pores 
styles. 1922 will be another Stickles year. 


In every Stickles number the quality goes 
right through. Solid leather, of course. 
Counters and toe boxes are of sole leather. 















Hi) ill ind 
We. — 


THE L.D. CTICKLES SHOE Co. 


F- MANUFACTURERS 
RED WING . | MINN. 
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The Perfected Curative Shoes For Women 


| (" La France nner. | 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 


either toe. Finest 
\__ Brown or Black Kid. 








A SUPERIOR ARCH © 


RETA INING ~ 


; FEATURE - 








La France “REST CURE” shoes are an established success with most 


E have been making 

them iin _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La.France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








For the Assistance of 
Our Customers 
We have provided a 


very complete and 
helpful 


Free 
Advertising Service 


on Rest Cure Shoes. 
You are cordially in- 
vited to avail your- 
selves of it. 








position most comfortable 
to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


bate s Welt Shoes Exclusively 
183 Essex St., Boston 
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Those in which linings are poorly fitted or defective 
he returns to the manufacturers. The rest he patches 
up as best he can and says nothing. If this is true 
in the case of high grade shoes, it must be emphati- 
cally true in the case of all grades of shoes. 





Accepting this merchant's experience as typical, and 
allowing for the dissatisfied customers who do not 
complain, three things must be true: 


The percentage of trouble with shoe linings as 
a whole must be tremendously high. 


The manufacturer cannot assume that his lin- 
ings are satisfactory simply because he does not 
receive numerous complaints. 


There is a crying need for greater wearing 
value in the cloths which are to be used for 
shoe linings. 


We address this to manufacturers and retailers 
alike, for it is their common problem and affects 
their interests equally. 


x 
| 


DOUBIETWILL 


SHOE LINING _ 






“DOUBLETWILL” Shoe lining is a bet- 
ter lining than has heretofore been of- 
fered. Its beauty commends it to the 
eye of the fastidious, and its mechani- 
cally correct construction, when under- 
stood, is so obvious that its superior 
wearing-qualities are no mystery. 





“WEAR WELL” 


ishing. 


Maximum Efficiency 


28 BOOT AND SHOE RECORDER 


85°. of the trouble with shoes 


A prominent retailer of men’s shoes of the highest grade 
makes this striking statement: 


BETTER LININGS for LESS MONEY 


Shoe linings are as 
sound as nuts. In them internal fric- 
tion is reduced to a minimum and their 
resistance to foot-wear, measured by 
the service given by the usual types 
of cloth used for this purpose, is aston- 


Correct Construction Produces 
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“85% of my trouble with returned shoes is on ac- 
count of linings; some badly fitted, but mostly worn 


What would happen if your customers were to dis- 
cover that they were having less trouble with their 
linings? Wouldn't they tie up to you tighter than 
ever? Wouldn't your reputation as a dealer in 
shoe-value grow, and with it your volume of trade? 
Increasing the wearing value of the lining increases 
the value of a shoe and it need not increase the cost. 
It means simply the adoption of cloths which are 
logically and properly constructed for this particular 
purpose. 


Such cloths are the Holbrook special linings in any 
grade selected. If the demand is for more wear it 
can be had for the same amount of money in any of 
the three lines detailed below. If the demand is for 
lower cost without sacrifice of efficiency, some one 
of them will fill the requirements. 


W. H. Holbrook Co., Boston 

















“TWIN-DRILL” Shoe lining is a happy 
adjustment of refinement and service- 
ability, which fits in eminently for use 
in shoes which, on account of price 
limitations, can not carry so superb a 
Ining as “Doubletwill.” 
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STYLE 9 L’ETOILE LAST 


Tony Brown Foxed Bal. Cap Toe. Invisible 
Eyelets to top. Medium Single Sole. 
Medium Heel. 


IN STOCK: Sizes 7-11, Width AA. Sizes 5-11, 
Widths A, B, C, and D. 


No messi” ania Tee), 





S\._« 














Little Building 





wPeagmw:s 





WRITE FOR A COPY 


The Stetson Shoe Company, Inc. 


South Weymouth, 90 Mass. 
BOSTON 


NEW YORK 
Bush Sales Building 


cor. 
Tremont and Boylston Sts. 180 West 42nd St. 
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PATENT LEA THER 


MARY JANES!|| 








1922 


Will 
Be 


Another 
MARY JANE 


Year 








P A T E N T L E A T H E R 


MARY JANES! 





ALUE, and VALUE alone, has established our MARY 
JANES as the easiest volume sellers before the shoe 


trade. 


This value is the result of strict specializing on MARY 
JANES that look well, wear well and sell well at popular 


prices. 





P A T E N T L E A T H 


MARY JANE 


5! 








WE have never been able to make enough MARY 
JANES in any season to satisfy all who want them. 
Although our plans for 1922 are broader than ever, we urge 
all who want our MARY JANES to 








Lyons & Hershenson, Inc. 


Boston Salesrooms 207 Essex Street 


Chelsea, Mass. 









E 
PLACE YOUR ORDERS EARLY 
fi 
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IN STOCK 


Stock No. 861—Newark Bal, Stock No. 871—Style like No. 
Tony red calf. Perforated through- 861, P & V No. 104. Perforated 
out. Fancy center perforation in throughout. Fancy center perfora- 
tip. One inch heel. Goodyear tion in tip. One inch broad heel. 
**Wingfoot’’ rubber lift. ‘‘Vogue’’ Goodyear ‘‘Wingfoot’’ rubber lift. 
last. 13 iron single sole. 13 iron single sole. On our ‘‘Ad- 

Price $6.50 vice’ last. Price $6.50 


WOMEN’S STYLES 
















close stitching thru- 
out. Imitation tip. 
15/8 heel. Last, 


Widths, AA-D. 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


31 








Stock No. 103 


—Gallun’s Ne. 4 
Norwegian Welt Ox- 
ford — perferated 
and pinked thkru- 
out, square 

tip with famey 
center. This style 
carries a 10/8 heel. 
La : e 
Widths, 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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No. 537—Chocolate Scotch 
Grain. No. 14 Foxed Bal, 
Frenchy Last, Brass Eyes, 
Brown Puritan Stitch, 
Fibre Middle Sole, Stitch- 
ed around heel, No, 2 Ball 
Strap, Wingfoot “Rubber y ¢g 


middle class must be most care- 


ie all lines of retailing, the great 
fully served. 


Consistent value giving is the all im- 
portant factor in winning and holding 
this class of customers. 


Weber Union Made Shoes are .never 
made to meet a price, but always to 
the established standards to which we 
have always adhered. 


Made to retail at $5 to $9 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 


Wr 
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is our two-strap buckled 
spat, made in three grades 
of Kersey, Oxidized 
buckles, calfskin or patent 
leather straps. In all 
colors. Adjustable and 
ornamental tops. A classy 
spat for a classy dresser. 


Write for particulars of 
our Brogue Spat made 
especially for low heeled 





shoes. 

300 Grade Kersey, 9 Button Height...... $22.00 a Dozen 
Same Grade Kersey, 10 Button Height...... 23.50 a Dozen 
Same Grade Kersey, 12 Button Height...... 25.00 a Dozen 

400 Grade Kersey, 9 Button Height...... 23.50 a Dozen 
Same Grade Kersey, 10 Button Height...... 24.50 a Dozen 
Same Grade Kersey, 12 Button Height...... 26.00 a Dozen 

600 Grade Kersey, 9 Button Height...... 25.50 a Dozen 
Same Grade Kersey, 10 Button Height...... 27.50 a Dozen 
Same Grade Kersey, 12 Button Height...... 30.00 a Dozen 


Samples sent upon request. Prompt deliveries assured. 
SEASONABLE GOODS AT RELIABLE PRICES. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET, SWAMPSCOTT, MASS. 
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Moccasin with Korry Krome Welted Outsole. 
Outsole Goodyear Stitched to Flexible Middle Sole. 
Light and Extremely Flexible. Ideal Play and School 
Shoe for Misses and Children. All Colors. 
Style 221 2-6 Price $2.40 


Sizes 
Style 222 Sizes 7-11 Price 2.65 
Style 223 Sizes 12- 2 Price 3.00 


COLLYER MOCCASIN CO. 
245 Burrill Street . Swampscott, Mass. 
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“EASY WALKING SHOE” 


TRADE MARK REGISTERED 





The Great Demand for *5 Shoes 


NE of the conspicious features in today’s footwear business 
is the wide demand of American men for good Five-Dollar 
Shoes. This demand comes straight from the pocketbook! 


Long-Life Shoes, by the notable quality of their style and materials, 
meet this demand perfectly. 


Retail stores that can satisfy requests for excellent shoes selling at 
$5.00 are doing a lively business. The whole Trade knows this. It 


is the shining signal of “revision downward” in the shoe business. 


The call for low-price shoes for men is a feature all by itself. It 
conflicts in no way with the permanent demand for fine shoes and 
highest-class workmanship. On the contrary, the five-dollar shoe 
distinctly promotes the business of stores that handle higher-priced 
lines. It promotes their profits. 


Hundreds of dealers in Long-Life Shoes are enjoying the stimulus 
of their ready salability. Long-Life shoes, made in a great plant 
in the heart of New England, contain everything possible to put 
into footwear of that grade. They satisfy their wearers. They give 
full value. 


On request, we will promptly send 
full information and samples... . 


See Long-Life Shoes on next page 


LEWIS A. CROSSETT COMPANY 


NORTH ABINGTON, MASS. 


New York Salesroom San Francisco Salesroom Chicago Branch Boston Salesroom 
606 Marbridége Bldg. 463 Pacific Bldg. 19 South Wells St. 58 Lincoln St. 
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“EASY WALKING SHOE” 


TRADE MARK REGISTERED 


































FOR IMMEDIATE SHIPMENT 
To Retail at $5.00 


See Preceding Page 


Stock No. Stock No. 
B-1401 B-1402 


$2.50 $3.00 


Medium 
Brown Bal, 12 
Iron Sole, | in. 
Long-Life Rubber 
Heel, Parkway Last. 
Sizes and Widths; A7, to 11, 


B, 6 toll, C and E, 5to1l. 
Code: “Howard” 


Dark Brown 
Bal, 12 Iron 


Life Rubber Heel. 


Prado Last. 
6 to 11. C and D, 5 to 11. 


Code: ** Bowker” 


Stock No. 
B-1400 


$9.60 





Tony Red 
Foxed Ox- 
ford, 15 Iron 
(Rawhide Slip) 
Sole, % in. Long- 
Life Rubber Heel, Par- 

isian Last. 

Sizes and bree ye A, 7to Il, rey 

B, 6to 11, C and D, 5to 11. ™ 
Stock No. Code: "Loud" B 1 


B-1403 . 4; 9 5 


$3.50 


















/ Black 
mM Vici Whole 
@ Quarter Blu- 
cher, Single 
Sole, 1 inch 
Long-Life Rub- 
ber Heel. Bud Last. 

Sizes and Widths: C to 

E,5 to 11. 

Code: “Young” 


Dark 
Brown Blucher, 
12 Iron Sole, 1 
in. Long-Life Rubber 
Heel, Snap Last. 


Sizes and Widths: B, 6to 11, 
i. EK. 5 toll. 
Code: “Stearns” 


LEWIS A. CROSSETT COMPANY 


NORTH ABINGTON, MASS. 
IN STOCK DEPT’S: NORTH ABINGTON, MASS., AND 19 SOUTH WELLS ST., CHICAGO, ILL. 














Sole 1 in. Long- 


Sizes and Widths: A, 7 to 11, B, 
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Oh lock af the ene wilh the run down heels 


Aind her ankles starboard — listed 


1 knew myelf yt the way rhe feely 
In her yhoer with the counferr twisted 


Aind the twe they laughed ar they raw her plight 


But if wasnt her fault if appearr 


Her ‘all leather" shoes rhe had theught all right 


Unti] they bulged in their rears 


I enly she knew ar the wise de know 
af a Mouram ceunler ir bet 

Then straight fer the dealers vteore vhe'd 

Atnd yay “Te hell wilh the rest.” 





ge 


Copyright, 1921 
Rogers Fibre Co. 
Boston 
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IF You Are A High Calibre 


T rave l I n g S ho e S a le sman AA 


One of those ambitious, climbing chaps 
with a high selling record behind 


WE WANT YOU! 


Hl 


ll 


I 


I 


We are gathering together one of the 
strongest sales forces possible to get. 
Every man a “big time” shoe seller. Our 
proposition is so good that only picked 
men deserve it. 

We are expanding an already large and 
well established business making nation- 
ally known footwear. 

To the right men—the genuine fighters 


for business—we offer some of the fol- 
lowing territories: 

Arkansas and Nebraska, Arizona, Cali- 
fornia, Chicago, Colorado, Illinois, In- 
diana, lowa, Louisiana, Minnesota, 
Missouri, New Mexico, New York City, . 
New York, Ohio, Pennsylvania, Utah- 
Idaho, Washington-Oregon, and Vir- 
ginia. 


October 15, 192] 
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Think this advertisement over. carefully. If you can fill the bill, tell us the story. 
It will be held in confidence—and you will hear from us. 


HA 


Opportunity 
c/o Boot & Shoe Recorder 
207 South St., Boston 


inl AGA 


I 


lA 


ay 


=| 


al 


eeu MUL LULL ULL LUZ 


Aelvete! —Yelueto ! 





Aelveto ! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 


This is the same quality which was in so great a demand a few 


=RTON 
SHoe Veuvets 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. acked. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


JULIUS KALLMAN CO. .°yiss oS. 
63 South Street Boston, Mass. 258 Fourth Street 
Address our nearest office for samples and prices 


. H 
i Me 


shoe trade. 
years ago. 


Cincinnati 


Office 


529 Sycamore Street 
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FRED RUEPING LEAT ATHERCO. 
FOND DU LAC, WIS,U.S.A. 


Mohawk Calf 


Fashion’s choice is a smooth Black Calf. We cannot 
afford to exaggerate and in making the statement that 


““Rueping’s Mohawk Calf” is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 

A rubbery, mellow feel, tight break, fine grain and 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 

Add these convincing points to your sales talk, 
specify ““Rueping’s Mohawk Calf” and tell your trade 


about it. 
A leather backed by an organization that has pro- 


duced 


“Quality Upper Leathers” 


for over 65 years. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 
BRANCHES 


Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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* Onyx” 








Hosiery 


Do Your Xmas Shopping Early 


applies to the dealer even more than 
to the general public. By placing 
your orders now for November de- 
livery you can be sure of an adequate 
stock to meet the demands of your 
Christmas shoppers. 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street New York 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


Chicago Office: North American Bldg., State and Monroe Sts. Philadelphia Office: 1033 Chestnut St. 
Boston Office: 31 Bedford St. Buffalo Office: 210 Pearl St., Mutual Life Bldg. 
San Francisco Office: 259 Geary St. 
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“PARLEZ VOUS” 


THIS SHOE IS A SPLENDID COMBINATION 
OF BEAUTY, FITTING QUALITY AND HIGH 
GRADE MATERIALS AND WORKMANSHIP 


A SALES STIMULANT 


PATENT 
16/8 FULL LOUIS HEEL 
HEAVY TURN SOLE 
FULL QUARTER LINED 
TWO NICKEL BUCKLES 


EMERY & MARSHALL CO. 
Haverhill, Mass. 


BOSTON OFFICE: 183 ESSEX STREET 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 


JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. ° 


166 Livingston Street 
BROOKLYN 


BERT E. DRAKE SHOE CO. 
235 Park Avenue 
BROOKLYN 


DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 


ANDREW GELLER 
240 Broadway 
BROOKLYN 


A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 


GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 


JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 


WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 


R. H. HOSKINS CO. 
39 6th Street 
LONG ISLAND CITY 


HORN SHOE CO. 
145 Roebling Street 
BROOKLYN 


F. 8S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 


AMERICAN SHOE CO. 
166 Livingstcn Street 
BROOKLYN 


J. J. LATTEMANN SHOE 
MFG. CO 


St. Edwards Place 
BROOKLYN 


MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 


I. MILLER & SONS, INC. 
1 Cariton Avenue 
BROOKLYN 





MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 


PINCUS & BIAS 
17 Lexington Avenue 
BROOKLYN 


PARISIAN SHOE CO. 
226 Varet Street 
BROOKLYN 


PERFECT SHOE CoO. 
2941 Atlantic Avenue 
BROOKLYN 


DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 


ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 


CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 


VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 


S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 


S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 


ALGIER SHOE CO. 
138 Broadway, Cor. Bedford Ave. 
BROOKLYN 


JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 


KOZAK & McLOUGHLIN 


14th Street & Governor Place 
LONG ISLAND CITY 


GEORGE W. BAKER SHOE CoO. 
343 Classon Avenue 
BROOKLYN 


Cc. A. B. SHOE CO. 
641 Lexington Avenue 
BROOKLYN 


COHEN & FRANK CO. 
756 Stone Avenue 
BROOKLYN 














October 15, 1921 





BOOT AND SHOE RECORDER 








——— — — ee 





E FOOTWEAR =S 





«f 
j 
ae FAT) ‘ 
































What has given Brooklyn shoes for women 
their reputation for supremacy in the high- 
class grade? 


Not merely physical construction, because 
fine leathers and fine workmanship are ac- 
cessible to manufacturers in other localities. 
Brooklyn-made shoes derive their pre-emi- 
nence from their wonderfully artistic com- 
bination of highest physical quality with un- 
equalled style. The world of shoes knows 
this. 


We never permit this two-fold distinctive- 
ness of Brooklyn shoes to suffer the slightest 
deterioration. 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 
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AS USED BY AMERICAS SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 


Some of the largest and most successful 
shoe manufacturers are using Shrewsbury 


Grain Calf. 


Hearty co-operation in showing shoe 
styles of Shrewsbury Grain Calf is offered 
through our advertising. To date many 
manufacturers have availed themselves 
of the opportunity. 


We encourage dealers to capitalize our 

buying leads. Users of Shrewsbury Grain 

Calf build shoes on the plan of, not how 

cheap but how good. It is always safer 

we dealers to do business on a quality 
asis. 





GREEN & HICKEY SPECIALTIES 


Steowshury Grate Colt, Nat. Color 
Black 
* Mahog. 
* Dk. Mahog.. ..No. 126 
* Scotch-Tan ..No. 139 


A. J. BATES CO. ...No. 116 
.-No, 90 


Webster, Mass. : “ “ ‘ 
“ee “ “ “ “ 
Shrewsbury Grain Calf No. 139. = 


Green é Hickey Reten Scotch, Tan aap 
Black .... 

BEWARE OF IMITATIONS 

Are you taking advantage of the “G&H 
Tag Plan” of identifying Shrewsbury 
Grain Calf Shoes? Write us for details. 








ESTABLISHED 1782 oC INCORPORATED 1900 


UDI AT OMA 


GREEN &HICKEY LEATHER CO 
Saple CathersWhich Are lneg. 
15 COLUMBIA STREET, oo 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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CASH PRIZES FOR RETAIL SHOEMEN 


Get Started To-day 


BOOT AND SHOE RECORDER 


Contest open to all retail shoe salesmen, store assistants, buyers, depart- 


ment managers and retail shoe merchants. 


tions. 


First Prize . 
Second Prize . 


CS er 


No limitations; No restric- 


$25.00 in Gold 
$15.00 in Gold 


.......9$10.00 in Gold 


Fourth, Fifth, Sixth and Seventh Prizes: 


One year’s free subscription to the Current Conditions Bulletin for 
Retail Shoemen, published by the Retail Shoemen’s Institute. 


These Prizes will be awarded to retail shoemen submitting the best 


article or essay on the subject: 


Who Will Be Tomorrow’s Leaders? 


The Factors That Determine Success in Shoe Retailing 


START AT ONCE 

Send in your views on this live subject. . 

Everybody wants to be a winner—a leader in his 
line—a financial success. What are the essentials as 
to Personality, Training and Executive Ability that 
single out one man here and another there to accept 
the fruits of victory? 

Write your views on this subject and send to the 
Contest Editor of the Retail Shoemen’s Institute. 


LEADERS FROM THE RANKS 
The shoe trade must have leaders. They must 
come from the ranks. Good men are always in de- 
mand. Are you doing anything-to assure your place 
“up ahead?” This may prove the turning point of 


your career. 


EXPERT JUDGES 
All papers on the subject “Who Will Be Tomor- 
rows Leaders?’ will be examined and prizes 
awarded by a committee of trade experts. These 
men make up the committee of judges: C. Q. 


Adams, General Manager, Bristol Patent Leather Co.; 
Arthur D. Anderson, Editor, Boot and Shoe Recorder; 
Major Charles T. Cahill, United Shoe Machinery 
Corp.; James P. Orr, President, National Shoe Retail- 
ers’ Ass'n, and James H. Stone, Editor, The Shoe 
Retailer. 
CONDITIONS 

There are no restrictions on the length of your 
article. Make it as long or as short as you like, 
provided it covers the subject. It isn’t the matter 
of grammar, punctuation or spelling we care about. 
Give us ideas—express them in your own way. Write 
in the form of a letter or an article—typewriting or 
long hand—suit yourself. 

Contest closes Tuesday, November 15, 1921. 

The decision of the judges will be final. 

Prize winning answers will be printed in the shoe 
trade publications. 

SEND IN YOUR PAPER at once. Tell the other 
men in the store about this Contest—get them to 
enter. Address the Contest Editor. 


RETAIL SHOE SALESMEN’S INSTITUTE 


‘‘The College of the 


727 ATLANTIC AVENUE 


Retail Shoeman’’ 


BOSTON, MASSACHUSETTS 
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Illustrating a Two Strap That 

Has the Smartness, the Perfect 

Fit and the Careful Construc- 

tion That Has Always Charac- 

terized Johnson Bros. Shoes 
for Women 
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Style 428 
Last 118 


A Black Kid Two Strap with 
a 13/8 Heel and Imitation 
Saddle Strap and Tip. 

' Also Oxfords, Sport Shoes 
and Boots—see this line. 


JOHNSON BROS. 


SHOE MIG CO. 
HALLOWELL 








Made Jn ‘Jhe Pine Free “Te ~ 
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This Famous Heel Is 
the Mark of Quality to Thousands 


of Your Customers 


EN and women everywhere know by actual 

. wearing test that O’Sullivan’s Heels have that 
spring and stretch—that elasticity which alone can 
really cushion the shocks of every step. 


They know that O’Sullivan is the “quality heel.” 
When they see O’Sullivan’s Heels on the new shoes 
you offer them this fall it will mean one big thing to 
them—“quality.” 





Cash in on this nation-wide customer preference 
for O’Sullivan’s Heels. Any shoe manufacturer or 
jobber anywhere can fill your order for both men and 
women’s shoes with O’Sullivan’s Heels attached. 


Insist on O’Sullivan on your new orders. 


O’Sullivan’s Heels 


Absorb the shocks that tire you out 
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THERE IS ONLY ONE VICI K 1 D—Fr 








FOERDERER 
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—ITHERE NEVER HAS BEEN ANY OTHER 








oA 





Kid 


house whose cus- 
tomers look upon it 
merely as one of 
supply is not truly 
successful. 

Therefore, we want 
all users of Vici Kid to 
look to us for shoe 
leather that will help 
to further their repu- 
tation for value giving. 

Maintaining the 
standard set by the 
originator of VICI 
K I D— Robert H. 
Foerderer—is our con- 
stant endeavor. 

Robert H. Foerderer, Inc. 


Sole Mfrs. of Vici Kid 
Philadelphia, Penn. 
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SHOES 


FOR STYLE—FOR FIT—FOR WEAR 


FOUR GOOD SHOES 


READY TO SHIP AT 























No. B5014—Chippendale Russia Bal. No. B5000—Chippendale Russia Bal. 
Goodyear Wingfoot Rubber Heels. Widths Goodyear Wingfoot Rubber Heel. Widths 
C and D. Sizes 5 to 11. Code Word Salt. C, D, E. Sizes 5 to 12. Code Word Gold. 


Price: $360 Price: $360 


No. B5017—Gun Metal Bal. Otherwise as No. B5001—Gun Metal Bal. Otherwise 
above. Code Word Syrup. like above. Code Word Silver. 


Price: $360 Price: $360 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 
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“H and E” 








NOVELTIES 


FOR AT ONCE DELIVERY — FOR AT ONCE DELIVERY 


THE BEST BET FOR 
A QUICK TURNOVER 














No. -— or Patent Leather ag 8 Pum . Junior 
Louis AA, 48; A, 38; 24.8 2-8, 


No. 135—Black Patent Leather og rag ie 


Price Cee 28 Brass Center Buckles, Cuban Heel, . 
2%-8; C, 2-8 Brice 936.25 


FOR AT ONCE DELIVERY FOR AT ONCE DELIVERY ae 





EVERY SHOE 
A BUSINESS BUILDER 











No. 130—Black Satin C—Sone Straps like above. at tae 


No. 129—Black Kid ©. 8S. One Strap, Perforated Strap 
and Raw eta Heel, No. 90 Last. AA, 4-8; 
A, 


Pri 50 2206—Black -— One Strap, Fully Porgeented, Junior 
Immediate Delivery rice $5 8 an ao rice 85.75 


FOR AT ONCE DELIVERY 


These styles are the most in demand. Each one 
will be found a producer of profitable trade for 
you. To omit any one of these models from 
your stock would be a mistake. We suggest 
an assorted order today. The very best mate- 
rials and workmanship are clearly revealed in 
these values. Buy what the other fellow doesn’t 


have. Order early—now. 
No. 131—Black Patent Leather Three Strap with Black Ho PKINS and ELLIs 
Suede Saddle, Junior Louis Heel, Diamond Perforation on 
Vamp. AA, 4-8; A, 3-8; B, 2%-8; O, 2-8..Price $6.00 . tts 
No. 132—Black Suede Three Strap with Black Patent H h Il M hus 
Leather Saddle, Diamond Perforation on Vamp, Junior aver I 9 assac e 
Louis Heel, Sizes as above Price $7.00 
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FALL AND WINTERI|‘ 


HOLTERSHOES 


Good, staple, honest 
styles of shoes in stock 
ready to be shipped at 
once. 


. 245—Black Satin 
Strap, Imitation Turn, 


1% Inch Wood Baby Leonie 


Heel. le x 


THE PROTEX-ARCH SHOE 
No. 239—Best Grade Glazed Kid, 
8% Inch Welt, Tip 1% Inch, Cuban 
Heel, Protex-Arch Shank Features, 
Solid Leather Long Counter. 


Order Today 








THE 


Protex=-Arch 
SHOE 


The Protex-Arch Shoe prevents Fallen Arch or flat 
foot, foot fatigue and leg pains, enlarged feet and 
both minor and serious pedal displacements. They 
also induce correct walking, free blood circulation, 
render comfort in abundance and the special features 
preserve the style and lengthen the wear of the shoe. 
Women wearing Protex-Arch “Holtershoes” can truly 
enjoy the foremost in shoe fashions together with 
the most protective and health-giving measures of 
modern orthopaedic science. 








Send in your orders now 
for a line of sizes on these 
numbers. They are priced 
right. 


Quick sales with satisfac- 
tory profit to you and ser- 
vice to your customers are 
assured. 


You will make no mistake 


No. 244—Black Satin 
One Strap, Imitation Turn, 
ch Wood Louis Heel 


THE PROTEX-ARCH SHOE 
No. 238—Best Grade Glazed Kid, 


Shank — “solid 
Leather Long Coun 
Price 


°o 9 Ca 
‘ada 25¢ for YT and 9 


AA—5 to8 A—4 
B—ito9 C&D—3 

Add 25c. for 8% and 9. 
No. 242—Same as No. 
241—but Gun Metal 
Calf Oxford. 


Price 35 
No. 248—Same as No. 241—but Black 
Price 20 


Regent Kid. 
Lace Oxford. © and 
J—Same as No. —. 91.00 


249—Pa 
Bait "San oe Same Wiens 35 TERMS—NET 30 DAYS Metal Calf Oxford. 


THE HOLTERS COMPANY, Cincinnati 


NEW YORK: 437 Marbridge Bldg. BRANCH OFFICES * CHICAGO: 304 Lees Bldg. 


in buying any of these 
styles. 


No. 246—Brown Side 
English Welt, 
nch Heel. 





Se wwe a oo wo 


October 15, 1921 


“HOLTERSHOES” siti 


No. 142—Glaz- 

ed Kid Vamp, 

Dull Kid Top, 7 

Inch Flexible Welt, 
Sofshu, Tip, 1% Inch 
Common Sense Heel. Ertce, 


C—4 to 9 
Add 25c for 8% and 9 


No. 219—Glazed 


lt, Sofshu, 
Tip, 15% Inch Cuban Heel Wingtoot Rubber 
Top Lift. Price “Sa pope 
AA—5 to 8 A—4% to 8 09 
C and D—3% to9 Add ‘25e for ou oan 9 
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No. 240—Glaz- 
ed Kid, &% 
Inch Welt, ip, 1 
Inch Cuban Heel. Price, 
$6.50 
AA—4% to 8 A—4 to 8 


B—3¥% to 9 OC and D—3 to 9 
Add 25c for 8% and 9 


Military Heel. 
AA to DPrice $5.10 


Kid Top, 
Flexible Welt, aseuen 
1% _ Inch Oo mmon 
Sense Heel. Price. 
A—5 to 8 by} to 9 C, D and B—4 to 9 
Add 25c for 8% and 9 


No, 212— Glazed 
Regent Kid, 8 
Inch Welt, Tip, 1 
Inch Military Heel. 


AAA—5 to 8 
A—3% to 8 
C—2% to 8 D—3 to 8 
No. 217—Same as No. 212 but—Brown 
Side Calf. Price $5.85 


No. 251—Gun Metal Calf Vamp, Dull Kid 
Top, 8% Inch Welt, 1% Inch Military Heel. 
AAA to D 


THE HOLTERS COMPANY, Cincinnati 


NEW YORK: 437 Marbridge Bldg. 


BRANCH OFFICES 


CHICAGO: 304 Lees Bldg. 
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Milford Made 


This illustration represents one of our 
Women’s oxfords which we are making suc- 
cessfully. Our price of this shoe is $4.50 
per pair. Any orders which you send to us 
by mail will be given our prompt attention. 


We are receiving from our customers who 

have used our Women’s shoes, very com- 

plimentary letters. One of our most im- 

portant customers writes they never have 

received shoes from anyone that came as 

One of Our Women’s ~ near to sample as our line of Women’s shoes. 


“MILFORD MAID” 
Shoes Address orders and correspondence to 


KNOX SHOE Co. 


Milford, Mass. 


ym 





RIGHT PRICES 


Right Prices are prices which move merchandise. Ask Hagerstown— 





McKay Gun Pony Lace—IN 
STOCK 


Second Quality 


5-8 8%-11 11%-2 
2410 Wedge ....1.25 1.50 
2410H Heel 1.50 1.75 


Wide Toe Only. 











The spring of 1922 is moving nearer to us 
every minute! 


HAGERSTOWN SHOE 
& LEGGING CO. 


Stitchdown Hagerstown, Maryland, U. S. A. 











52 105 105 00s Uy LY CH LNAI oa UrgrengW92, 
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SELECT SEASONABLE STYLES 
AT 
PROFIT PRODUCING PRICES 


IN STOCK 
NOW AND 
READY FOR 
ue INSTANT 
No, 2008 patented abe, mowaan gh SHIPMENT a re 
Pri $5.25 


g exible McKay, 
Sred heel. Widths a to D. Prive 
$5.00 


SAKS-METH SHOE CO. 
157 DUANE STREET NEW YORK, 


DETROIT OFFICE—45 Rowland Bldg., Detroit, Mich. Paul Solomon, 


No. 6076 


III III I ITI III CITI II OI I ICI USUI OU UI IU WI 9 


“TWO BIRDS” 


GET EM QUICK 


THEY ARE IN STOCK 


FOR AT ONCE DELIVERY 
QUANTITY LIMITED 








Tg ge Kid ar Insing. "Deeel beaded. Junta 
i li t ‘ i ining. 

oy yl Widths AAD. Pric ¢ $6.00 Sold only in 18 or qYheel. Widths AA-D. Price $6.00 
36 Pair to a width 
3% off 10 days | 3% off 10 days 


MARCO SHOE COMPANY 


REAR 2-20 WASHINGTON STREET 
HAVERHILL, MASS. 


EREREAGRERARREUR ARRAN LULL LR LPR LULL LULL LULL LAER ARE 


























IU UY OY OY Us RUBIN ads 
BrmiaminaAmrmaacmMAcmAm mac A mAamaAcrangn 
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White Shoe Fabrics for the Spring 


The four popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth made 
Quaker While to sell at a price and used by the manu- 


facturers of the high grades of white shoes. 


* P of Be 4 A special white combed yarn Duck 
acific While commonly known as Sea Island, and 
used in the better grade shoes. 
X "te Wh ibe Finely finished white Duck used by 
® ° the manufacturers of the medium 
grade shoes. 
a ¢ 3 > bd Commonly called Beach Cloth and used 
The obese white clothe are sade i CON hile extensively by the manufacturers of 


and finished especially for and 
sold exclusively by the cheaper grades of shoes. 


Cincinnati Ofice: JULIUS KALLMAN CO. , vii co. 


529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 
WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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SELL YOUR CUSTOMERS 
LOW SHOE COST PER MILE 


Your trade demands big service at low cost 
in shoes and here’s when La Crosse shoes 
make a great showing. They are striking 
examples of hard, honest-to-goodness wear 
minus expensive details that add to the 
looks only. When you sell La Crosse Shoes 
No. 734—Men’s 6-inch Smoked Elk welt, full your custemhar gees au with a bundle of 
vamp, soft tip, heavy single sole; Munson certified shoe mileage. You can count on 
army last. An all-around shoe for work pur- service like this to build work shoe business. 
oo Let us send you a catalog showing our line 


seat yw *? 


in he set, 


No. 735—In Choc. Chrome Elk. today! 


LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE WIS. 
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BATES 


Flexible-Toe 


BROGUE 
$4, 90 


IN STOCK 
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No. 6305 Tan 
Boarded Grain 


No. 6300 Black 
Boarded Grain 


a) 
He 
Me 


mses 
on 


Gal 
~s 


owt 


HESE two new and striking Bates Brogues are in 
stock. Our daily orders for them are the best proof 
of their extreme popularity in retail stores. They are 
another evidence of the progressiveness of the Bates in- 


stock system. 


Styles 6305 and 300 are built with full extension edge, 
white fibre mid-sole, natural-finish outer sole, and Goodyear 
“Wingfoot” rubber heel. Observe their moderate price. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 


Ag 


ea, 
pos 


eetieas 
a ARCO, 
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Trying to cut down expense 


Beate: kook 


New business conditions have forced every merchant to face 
the problem of reducing expenses. 


Thousands of merchants have solved the problem by using 
new model National Cash Registers. 


These cash registers reduce costs of selling, delivery, and 
bookkeeping. They stop expensive leaks and losses. They 
also point the way to other economies by giving merchants, 


every day, 
necessary business facts 





z ( Sales made by each clerk. 
National Cash Nap i 
. @ How goods are moving in each department. 
Registers now : . , 7 
@) Amount of capital tied up in outstanding accounts. 


priced as low as ; 
@ Volume and profit on credit business compared with 


eee volume and profit on cash business. 


They pay for them- ‘ 
eines ont af non af ©) Total of money paid out. 


what they save. These facts show how, when, where, and how much to 
reduce expenses. 


A National Cash Register is the only machine that issues a 
receipt, indicates, adds, prints, classifies, and distributes records 
at the time of the sale, all in one operation. No figure work. 
No delays. No mistakes. Just read the totals. 


NATIONAL 


CASH REGISTER COMPANY-DAYTON-OHIO 
2 SEAT A a 
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STOCK STYLE 
FOR WOMEN 














MODEL No. 785 


Women’s “Glove Grip” circular Oxford. Sterling Patent Colt. Plain 
toe. Skeleton end box. 8/8 Custom heel. AA sizes, 5 to9. A&B 
sizes, 4 to 9. C sizes, 3 to 8. 


Price $6.50 


TT 


Accelerate your turnover by putting this shoe in your stock - 
without delay. This fashion for street wear will put pep 
and profit in your business. It is the very latest in mannish y 

: 9 5 66 ARNOLD) 
styles for the ladies. Coupled to “Arnold Style” is “Arnold GLOVE 
Quality” and the “Glove Grip feature” that makes every GRIP i 
pair lastingly satisfactory in points of fit, comfort and wear. hy 6 (0) Dio) 





M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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SHOES 7“ MEN 


Illustration below outlines one of our 12 in stock department 
numbers. 
Catalog showing all in stock numbers will be sent on request with 
prices. 
The men’s shoe specifications are as follows: 

Nine and one-half iron solid Oak tanned overweight outsoles. 

Seven iron solid Oak leather insoles. 

Heels: Solid leather whole lifts. = S 

Solid Oak sole leather Box Toe and Counters. manufacture. 


Upper stock cut only from Highest Grade Skins. 
Government specification khaki twill linings. 








J. E. Tilt Shoe Co. 


Manufacturers 


CHICAGO 


No. 0603—Men’s Chrome P & V No. 14 
Russia Bal, heavy single sole, No. 73 
hr] A 7-11, B 6-11, C 6-11, D 6-11, E 
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SHOES 7” WOMEN 








IN STOCK 


Illustrations below outline a 
few of our in stock women’s 
low shoes. These shoes are 
made on the same high stand- 
ards of quality and workman- 
ship as our men’s production. 


Women’s low shoe specifica- 
tions are as follows: 


7 and 8 iron solid oak tanned 
overweight outsoles, 5 iron 
solid oak leather insoles. 
Heels: solid leather whole lifts, 
Solid Oak sole leather box toes 
and counters. Uppers cut from 
very best grade of leather 
tanned in this country, such as 
Gallun’s, Pfister & Vogel’s, 
Rueping’s, Trostel’s and top 
grades of other tanners. 


J. E. Tilt Shoe Co. 


Manufacturers 


CHICAGO 














No. 0513—Women’s Black Norwegian Grain 
Circular Foxed Oxford, soft straight tip 
(without box) No. 30 last, 9/8 inch heel, 
medium wide toe, 3 AA 
4%-8; A, 4-8; B, 3-8; © 

No. 0514—Women’s Tan Norwegian Grain 
Brogue Oxford, soft Wing Tip (without box) 
No. 30 last, 9/8 inch heel, medium wide toe, 
3% inch vamp. AA,4%4-8; A, 4-8; B, 38-8; 
, 8-8; D, 38. 





No. 0511—Women’s No. 21 Tan Luxor Calf 
Circular Oxford (with box) center punch tip, 
imitation heel foxing and lace stay, No. 31 
last, 13/8 inch heel, medium narrow toe, 
8% inch vamp. AA, 4%-8; A, 4-8; B, 3-8; 
C, 8-8; D, 3-8, 


No, 0512—Women’s Gun Metal Calf Circular 
Oxford (with box) center punch tip, imita- 
tion heel foxing and lace stay, No. 31 last, 
13/8 inch heel, medium narrow toe, 3% inch 
a AA, 4%-8; A, 4-8; B, 3-8; ©, 3-8; 
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No. 26 Russia Calf New Wave Bal, 
Panel Stitched, Heavy Single Sole. 
“Prize”’ Last. 

Goodyear Wingfoot Rubber Heel. 


OND)! PODS)! 


@ 
J) 
Gi 
@ 
¢ 


Cocoa Calf Lace Oxford, Pinked and 4 Norwegian Lace Oxford. Pinked 
Perforated, Heavy Single Sole, “‘Fells’’ Tip. Perforated. Marne Last. Heavy 
Last. Single Sole. 





SHOES FOR YOUNG MEN 
—AND— 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 











©!) 0'0(0' ©) 
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In Stock 


# 998 
Our time-tried Nurses Comfort { 
Boot made in Black Glazed Kid 
on #110 last, an 8 inch welt 
carrying a Wingfoot rubber- A f= 'f 
half-he Bag Lind a 12/8 milit ae 
ra man 
oe ng beers So id= fished ri 
place th ot holds in a la rge 
a er of shoe stores ~~ 


Widths B to EE--Sizes 4 to 9 
Price, $5.50 Net 30 Days 



































MOORE-AIAFER 
*MOE “MFG °CO° 
BROCKPORT. NY. U.LA. 


NEW YORK OFFICE: 606 MARBRIDGE onre. DG., BROADWAY AT 34BST. 
JACK E.JESTER, 
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Oar trade mart as well 
@s our shoes are being 
wmitated. For your own 
protection look for the 
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“Kimonos and (omfys 
Are the Things to Wear” 


preciated by the modern, well- 
party appointed, well-bred girl. 


Fall is the season when 
our Comfy national ad- 
vertising shows its great- 
est results in increased 
sales in our dealers’ 
ts stores. This full page 
Dior, 8°.” New Wor Comfy advertisement for 
ne October is one of the 
Daniel Green series reaching the 
2,000,000 readers of the 

Comfy Ladies’ Home Journal. 


lippers 























Are You Ready for 
a Big Fall Business on Comtys? 


Fall season is Comfy season in every shoe Comfys? And are you selling them to 
store in the land. With the fall comes the every purchaser of high shoes? 

strong desire of everyone to get relief from 
wearing hot and uncomfortable high shoes 
in the evening, and seek protection from 
cool floors when dressing in the morning. 
Two fall needs which give a strong buying [nyestigate our “In Stock Service.” Write 
impulse to fall sales and Comfy Slippers. fo; our catalog of “In Stock Comfys and 


Are you ready for the fall demand on Satins.” 


New York sais Room Daniel Green Felt Shoe Co. sanz. x’y: 
Daniel Green 


Comfy Slippers 


Be sure you have the genuine Comfys— 
the kind that look best, wear best and sat- 
isfy your trade. 
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BOSTONIANS 


Famous Shoes for Men. 
The constantly increasing call 


for “BOSTONIANS” has com- 
pelled us to enlarge our “IN- 
STOCK” department. We are 
now able to supply the demand. 


Here Are 4 Styles, Ali Proven 
Sellers 


Heavy shoes have proven to be in demand 
all over the country, and we urge upon our 
customers the importance of carrying these 


No. R326 fast-moving young “he-man” shoes in stock. 


Delmar Last 
Price 6.15 


Medium Nut Brown Shade Lotus Calf 
English Bal. Uppers fitted and |! 
row Harness stitch between 2 rows 
of Golden Brown Silk—a most pleas- 
ing effect. Rubber heel—Invisible 
eyelets—attractive medallion on tip. 
A wide, 7 to 11 B wide, 6 to I1 
C and D, 5 to 11 





Send for new catalog showing styles 
in stock 











EXTENSION 
HEEL SEAT 





No. R265 FIBRE MIDDLE SOLE 
Newton Last 


i 25 

hon = No. R320 
Black Ebony Calf Lace Ima 
Oxford. ° Actually a De Fe r Last 
black willow with very Price 6.00 
tight grain or s0- 
called boarding. _The most satisfactory black Medium Nut Brown Shade Tan Lotus 
domestic leather for long service and holding a Foxed Lace Oxford—White rubber mid- 
polish. Made’ with black rubber middle sole— No. R262 dle sole—Extension Wheeled Heel Seat 
extension wheeled heel base a =< perforated —a-* ian R265 in —Pinked and Perforated Vamp, tip, 
ra an oF Ow multe Rusals “calf Thingr,  Gallune ‘No. 3 Norwe: pn ag ine Wo la 
Natural welt. A wide, 7 to 11; B wide, 6 to.11;- 0" Graim Awide, Tto ll Bwide 6toll 
a welt. . ; ’ ; : wide, Oo wide, ° 
Cand D, 5 to II. Price 6.50 C and D, 5 to Il 


COMMONWEALTH SHOE & LEATHER CO. 


WHITMAN, MASS. 
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$3.25 $3.25 


Men’s 
Solid 


Men’s 
Solid 
Goodyear 
Welts 


Goodyear 
Welts 


Goodyear Goodyear 


Wingfoot 
Rubber 
Heels 


Wingfoot 
Rubber 
Heels 





$3.25 $3.25 








Popular Price Period 


—is upon us. Are you prepared? 





Seven Reasons Why 
J. C. M. Shoes 
Lead the Way 


1—Price a7 25 
5%—10 days 


2—Innersole—Grain 
3—Construction Goodyear 
Welt .* 7 
4—Appearance—Unexcelled 
5—Heel—Goodyear Wing- 
foot Rubber Heel 


6—Leather—Our own manu- 
facture—tested by mil- 


zeae 


‘ 


Stock 726 


This number leads 
other numbers in repeat or- 


ders. 


all our 





lions of feet since the 
year 1860. 

7—In Stock—Packed in 12 
Pair Cases. 








Sample Dozen or Salesman on Request 


J. C. MOENCH SHOE COMPANY 


CENTRAL OFFICES—117-119 Beach St., BOSTON 
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Latest Styles — 
In Stock 


iz 


W199—Patent Colt, Av Be. 2 oe 
W109—Patent Colt, ee re. Bian x a, 4 » 


10/8 Cuban Heel. AA ‘a! to 85, 
AA, 4% to 8; A, 4 to 8; B, 3% TERMS: Net 30 Days 
Oo, 3 


alee Send for Stock Catalog Black Satin 


Patent Colt 


“> er > 


THE MENIHAN 
COMPANY 


Light Wei, 
Shoemakers forWomen = waae-tez. "aria" dil’ eat 


W111 — Patent Colt, Jet Center Full Louis Hee 

Buckles, 10/8 Cuban’ Heel, Welt, ROCHESTER, N. Y., U.S.A. W345—Same with 13/8 Baby souls 

. pe ag = Same with 15/8 Suntec 

AA, 4% to 7%; A, 3%to 5%; B, uis Heel 

3 to 7%; C, 21% to 7%; to AA, 4% to 7; A, 4 to 7%; B, ‘iis 
Th. to 8; C, 8 to 8; D, 3% t 


EXEEEEERSELEESEEESSEESEEEEUESEE2EES0 000000002 00000 0002010 


No. 405—KID STOCK TIP, 7 INCH POL- No. 401—% FOX KID, Stock Tip Polish, 
ISH, 12/8 Rubber Heel. C, D, B, 40 ieee, Press A] and Rwy ws 

No, 454—KID STOCK TIP BAL, Gener No. 402—KID STOCK TIP OXFORD, 12/8 
top), Medien Toe, 9/8 Rubber Heel. B and Cat’s-Paw Rubber Heel. A to B, 40 Last 
ED, 145 Last $2.75 $3. 


Winter, the big season for comfort . 

footwear, is rapidly drawing near. H. K. GARDINER CO. 

Please Address All Mail to the Factory 
at Lynn 





Gardiner Quality Comforts are In 

Cc i i i . No, 204—KID, 7 Inch Polish, Press Vamp 
Stock for immediate shipment: boots, ont fen. 12/8 Gaalusr habe i. h Factery: €80 Weilingten Ste 
sandals, oxfords and Juliets. to B, 20 $3.75 Lynn, Mass. 


USUEUEUAESAESUENLEESGSLOSLESSSAONSAELEELANEESUSEEAESOIEAESELEIESEELIELICEIE 


we 208 —Pr.Ai ST A _ aes Boston Se Se 134 Lincoln 
treet 


In Stock catalog, 26 styles, on request. 


bj 35553555555552522222232232232i2525258228228s8hse8sesiSsseesesessesseregesssesesssssesscssssssSesesessseeeeaeessesessgizesseasseueaeaets 
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The South Shore Way 


oes made along the South shore are 
easily distinguished by the excellent ma- 
terial—the superb workmanship—and the 
general aristocratic atmosphere which sur- 
rounds their entire structure. 


Our women’s line made the South Shore Way 
is one that compels attention. They are 
beauties. 


Remember the women in your community 
look to you as a successful retailer to supply 
them the best that can be had. 





SE 


Sse SSS 






These fill the bill as no other shoes can because 
they are made the South Shore Way. 


>, 





— 


<< 














ZF Ps 


Write us for further information. 
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Rice & Hutchins, Inc. 


10 High St., Boston, U. S. A. 
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‘“‘Radcliffe’’ 
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Is Shoe Store Salesmanship Ready for the Test? 


An Editorial Suggesting a Stimulus of Selling in 
Your Store Covering Ten Weeks 
Before the Convention 


{ UNDAMENTALLY, the retail shoe 
store must get its distribution costs 
down. The surest road to a con- 
tinued profitable business for the 
merchant and the surest safeguard 
against unemployment of the retail 
store salesman is to remove every restriction on 
selling effort. A willingness to put forth every bit 
of energy will lower the cost of selling, but it first 
means a far better organization of the machinery of 
merchandising within the store. 

We pointed out in last week’s issue that shoe stores 
have got to look toward a profit—so many stores will 
soon find the error of selling to meet competition, 
so that there is no profit even in new goods. This 
week consider the most important department of the 
store and see if the stimulus of selling cannot be en- 
couraged. We told of a store with a staff sales-record 
for one day that was not over one pair of shoes sold 
for each and every worker in the store. How long can 
such a condition continue? 

This week we want to have you focus your attention 
on just how many pairs per salesman you are getting 
out of your store each and every day. When the sales 
are three and four pairs per salesperson per day the 
tax on overhead is extremely large—no business can 
afford it. 

But if one salesman can sell to a lady a bill of 
shoes and hosiery totalling $350 in one sitting there 
is credit due the man and store. This sale was com- 
pleted in Boston this week and the customer came 
from a distant city. Either his salesmanship was 
very good or the distant city was not up to its oppor- 
tunity. Then consider the salesmanship of two women 
in a prominent store in Atlanta, for they have records 
worthy of masculine emulation. Their books show 
forty and forty-eight thousand dollars worth of shoes 
in a current year’s selling. What is being done in 
your store? 





We would like to be party to a stimulus of selling 
over an early and important period. Let us put the 
limits of the contest just before the January conven- 
tion of the National Shoe Retailers’ Association in 
Chicago. 

Let us ask every retail shoe merchant to keep a 
record of the selling achievements of individual sales- 
people. We ask him to give us the names of those 
salespeople who sell in any one week between now 
and January first, twenty double sales per week. By 
this we mean two pairs of shoes to a customer and 
twenty customers so served. We in turn will ac- 
knowledge in some fitting manner the achievement, of 
the salesperson. 

Already we have in preparation the picture of the 
salesman who sold the $350 bill of footwear to the 
transient customer. Our honor roll of salesmen who 
have doubled or tripled their opportunity will be a 
real contribution to the better distribution of foot- 
wear. These sales do to overhead what we said in 
the first paragraph of this editorial. 

Now let’s go a little further. We suggest to every 
intelligent retail shoe merchant that he evolve some 
store contest whereby certain salesmen, or the entire 
staff for that matter, may achieve a trip to the Chicago 
convention providing they reach a certain quota of 
sales. If the officers of the N. S. R. A. are correct 
in their prediction this January convention will be 
the greatest educational event in the history of the 
merchandising of shoes. Why not make the store- 
goal a trip to Chicago and the contest of ten weeks 
duration with a certain ‘total of sales to reach? It 
can be-done with immediate and far reaching profits 
to you. If a sufficient number of merchants will 
undertake selling contests of this sort to speed up 
selling in the next two months we will go so far as 
to give the winners a banquet in Chicago just to 
honor the deed. It was in that city that the slogan 
was originated, “1921 will reward fighters,” so let’s 
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wind up the year with a spurt on sales for profit 
and prestige. 

The trouble with sales organizations these days is 
that there are few extra inducements to stimulate 
selling wills to overcome their own inertia. The 
mechanics of standing behind a fitting stool too often 
lacks the impress of intelligence. How often sales are 
lost because of lack of physical and mental exertion. 
Intelligent attention to selling will bring in more 
single and double sales if the stimulus to extra effort 
is made interesting enough. Why not change the 
attitude of the salesperson who says, “I should worry 
as to volume of sales, I don’t own the store”? Make 
the interest of the salesman other than passive—get 
up an aggressive spirit of sell or get out. What good 
is a salesman’s “following” if it won’t make more 
sales? Give him letters to customers and all the 
advertising assistance he wants. Business can be had 
if it is gone after. 

If the salesman cannot put himself wholeheartedly 
into the selling campaign of the next two months it 
is due to the fact that he has not been convinced as 
to the justice of prices. We say this after talking 
to many salesmen on the floor of shoe stores, who 
may be just as likely telling customers that prices 
will still go perceptibly lower. If this is the case in 
your store—hold a conference. 

Tell them the truth as to liquidation at a loss and 
present cost and selling prices in relation to overhead. 
Tell them that only by more sales per man can a profit 
be achieved for 1921. Tell them that only those prices 
are right from the economic standpoint which keep 
the industrial machinery moving. Getting more 
shoes sold right means prices which will move the 
goods. Prices in the shoe industry to-day are abso- 
lutely free from control, competition is vigorous and 
effective in giving the public the best values at the 
lowest prices to keep “the industrial machinery mov- 
ing,” from tanner right along the line to the salesman 
who passes the shoes over to the ultimate customer. 
This is the important time for salesmanship—and 
salesmanship of the store is, we think, ready for the 


test. 
ARTHUR D. ANDERSON, Editor. 


Plan for Holiday Selling 


HE average shoe department in department 

stores turns its stock once during De- 

cember, which means that the sales in that 

one month equal the total amount of the average 
entire stock on hand. 

There is no reason why the individual store should 
not do at least as well, providing the owner or man- 
ager makes proper preparations for the business, 
which is usually about two-thirds on novelties. About 
one-half of the business is done with people who buy 
things for other people, as presents, and this makes 
easy selling. Not only are the sales easy but the 
profit is better on the goods sold in December than 
it is on the regular lines during the season when 
people buy for their own use. 

The preparations for December business should 
begin when orders are placed for November delivery. 
The buyer should have the Christmas business now 
in mind. He should buy some additional lines that 
he would not buy but for the holiday seasons. The 
most staple articles are slippers in assortments suit- 
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able for every member of the family from infant to 
Grandma; fancy felt and satin slippers sell well {or 
women and girls, men’s slippers in leather and felt, 
also dancing pumps for brothers. All the preity 
novelty shoes and slippers and the better class findir.gs 
such as buckles, polishing sets, leggings, and over- 
gaiters and any other articles are needed for holiday 
selling. 

Presents should be on display beginning the midile 
of November, and both the window and interior dis- 
plays should be liberal, showing large assortments of 
styles and colors. If the assortments of typical 
Christmas goods are good, it will pay to devote every 
display space and all the advertising space to such 
goods from the tenth of December on, even if by doing 
so the regular staple lines of goods are neglected a 
little. During that time the novelties will bring in 
enough extra business to justify the extra punch on 
gift and utility articles. 

Plan now for the holidays! 


Profits Best in Selling 


Season 


ALENDARS, almanacs and the weather in 

( general have established our business sea- 

sons, which forces us to do the year’s nor- 

mal business in six months, three months in 

spring and three months in fall. In some classes of 

trade the seasons are still shorter, being only two 

months each season, or only four months in which 
to make up the year’s total. 

May and June are the best months for the sale of 
summer goods. October and November are usually 
the best months for the winter goods. -People are 
willing, in fact, anxious to buy their season supply 
and gladly pay fair market prices for whatever they 
buy during those months. 

We must, therefore, be well prepared with mer- 
chandise and store service to take good care of all 
business that comes during those banner months. Get 
all the business while the people are in buying mood, 
double and triple the sales if possible during the rush 
season, because we not only get fair prices during the 
good season, but we are often able to save on the over- 
head costs by getting increased sales without increas- 
ing expense. 

Some merchants claim that good merchandising and 
clever advertising will bring business any time, re- 
gardless of season. While that is true, it is also true 
that in order to get big business out of season it 
requires extraordinary effort and added expense. The 
same effort and expense used during the good season 
will always bring much greater results because when 
people are in buying mood they are much easier 
attracted to the live merchandise offerings. 

It pays to get the business while the getting is easy. 


Making Turnover 
Compulsory 


HERE has been so much spoken and printed 
on the importance of stock-turnover to all 
business that it would seem that every 

merchant, small or large, ought to be thoroughly 
conversant with this most important business sub- 
(Continued on page 82) 









a STOO a 


—T 


t 
V 
t 
u 
n 
r 
t 
v 












October 15, 1921 


BOOT AND SHOE RECORDER 


Looking Forward with Confidence 


Nation-wide Survey Shows That Leading Merchants Feel They 
Are Facing Real Business Improvement—Increase 
to Be Steady and Healthy 


of retail trade throughout the country 

have tended to show that business gener- 
ally is picking up and that a steady, healthy in- 
crease is apparent. 

That it is to be a gradual return to normal buying 
and not anything approaching a repetition of the 
1919 boom is logically the conclusion from a sober 
analysis of to-day’s conditions and the outlook. 


Business Tide Has Turned 


Statements of leading shoe merchants from vari- 
ous sections of the country indicate that the turn 
of the tide is actually here. A symposium of the 
views of many well-known merchants, based upon 
actual experiences in the present and glimpsing the 
immediate future in the light of unmistakable indi- 
cations in their respective territory, is presented in 
this article as an urge to retail merchants every- 
where to renewed efforts in selling. 

Henry E. Hagan, president of the Massachusetts 
Retail Shoe Merchants’ Association, says: 

“While the present unemployment situation con- 
tinues, the merchant who gets business is the one 
who gets on his toes and fights for every dollar 
that comes in. Retail merchants have got to make 
up their minds to take less profit per pair and sell 
more pairs. And to take their inventory losses, no 
matter how hard and bitter the pill is. The sooner 
the better for the individual and the trade as a 
whole. 


Roc investigations into the conditions 


War Time Prices Gone 
“People will not pay war-time prices for shoes 
or for anything else, and our volume must be kept 
up by increasing the pairs. This can be done if the 
retail man is willing to give time and energy to his 
job and go out and fight for 
his business. 


with blacks in demand and a decided increase in 
sales of patent leather, with black suede and satin 
very strong. In this climate especially, if we get a 
hard winter with plenty of snow, it will mean they 
will just have to buy boots for November and De- 
cember. I am planning with this thought in view, 
and I do not anticipate we are going to have such a 
mild and open winter as we had in 1920. 

“The man who hesitates to purchase style mer- 
chandise is the fellow who is going to see business 
go to the man who has what the people want.” — 


Buy Spring Staples Early 


Thayer, McNeil Co. of Boston is not looking for- 
ward to a “great big boom,” but “feel sure there will 
be good business for those who show an average 
amount of business judgment and do not plunge too 
heavily.” 

Referring to conditions, this long-established con- 
cern says: 

“We intend to buy our staple lines of shoes for 
next spring early. For the other shoes, we shall 
continue the same policy that we have been pursuing, 
that is, buying often and in small quantities.” 

Julius Schmidt, engaged in selling shoes at retail 
in Pittsburgh since 1880, declares that Pittsburghers 
as a whole are just as optimistic as can be found 
anywhere, and that business men in that city feel 
conditions are gradually shaping toward healthier 
and more prosperous business. 


Pretty Shoes Will Sell 


Mr. Schmidt makes the following observations on 
the situation and the outlook for the future: 

“My experience has satisfied me that a limited 
number of customers who go into a store to buy 
are satisfied to pay the price when purchasing 
what they desire. 

“The depression in ‘the 





“I think the fellow who 
sits down and waits for 
business to come in is go- 
ing to be a sadly . disap- 
pointed individual, but he 
who gets on his toes and 
plans a campaign and gets 
his prices down to where 
they ought to be is going to 
see a statement on Jan. 1 
that will show increased 
business in dollars as well 
as in pairs over the fall 
months last year. 


Style Question Settled 


“T can see no. great 
amount of uncertainty re- 
garding present style ten- 
dencies. This matter, I 
think, is settled and clear, 








Taking the Parisian idea of cut-out sides, Stich 

é Adams, of New York City, have designed this 

black suede turn slipper, with band at the waist 
and instep of the foot having four cut-outs 


retail shoe business is no 
different than in other busi- 
nesses in the city. One 
of the chief reasons is the 
vast number of unem- 
ployed, most of our local. 
iron and steel industries 
being virtually at a stand- 
still and many other large 
industries showing little ac- 
tivity. 

“Ladies’ boots are selling 
better, and if the coming 
winter season is in any way 
inclement we can expect a 
surprising demand _ for 
black and tan boots in 
moderate-weight leathers. 

Grain leathers ~-were 
never in favorable demand 
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for women’s boots even though there were some 


sold in past seasons. 
Should Study Own Demands 


“The extreme novelty styles in women’s low-cuts 
were never a huge success with me. The fact that 
they are created so fast, and so inconsistently dif- 
ferent, explains their short life and consequent 
value loss. I feel that the majority of shoe retailers 
would be better merchants if they would only study 
the demands of their trade and buy their shoe styles 
accordingly. Shoe novelties, particularly low-cuts, 
for a certain few merchants located in districts 
favorable in disposing of this kind of merchandise, 
are for the practical merchant who can success- 
fully play this game, but should not influence the 
many who are not so 
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“Business generally is really picking up. Per- 
haps our city has not experienced the slump that 
has been very noticeable in other centers. To be 
taking in as much cash as during the boom period 
means we are selling a great many more pairs be- 
cause prices are lower.” 


Expect Good Business 


Nichols Shoe Co., Asheville, N. C., bear out the 
belief that business in the South has taken a quick 
turn for the better. They report as follows: 

“Business is taking a decided turn for the bet- 
ter. The prospects for late fall are good—not for a 
stampede, but a gradual jmprovement. The greatest 
hesitancy is due to such a multiplicity of styles that 

retailers do not know what 
to buy. Often styles 





adapted. 

“Spring, 1922, is too far 
ahead for any style pro- 
phecies. I feel more se- 
cure in waiting for closer 
approach of the season so 
that I may be able to take 
advantage of any eleventh- 
hour creations that are 
apt to mature.” 


Baird Is Optimistic 


John J. Baird, president 
of the Ohio Valley Shoe 
Retailers’ Association and 
who for many years has 
been the head of the A. E. 
Pitts Shoe Co., Columbus, 
Ohio, declares his optim- 
ism regarding the out- 
look. He says: 

“I feel very optimistic 
about business. There is 





Light weight patent oxford, flexible sole, hollow 
heel. By T. D. Barry Co., Brockton, "Mass. 


bought from salesmen are 
dead before they can be 
made up and delivered. 

“While the trade is ex- 
pecting much lower 
prices, we need more 
staples at popular prices 
to meet the requirements 
of reconstruction, quickly 
and effectively. We _ be- 
lieve the winter business 
will continue gradually to 
be better, and fully be- 
lieve the corner has been 
turned and retail shoe 
dealers have an _ attrac- 
tive future.” 

Hine’s, Winston-Salem, 
N. C., reports: 

“Business is going to be 
better this winter. There 
will not be any 1918-19 








marked tendency toward 
an active, steady resump- 
tion of retail buying, due largely to restored confi- 
dence of the buying public that shoe prices have 
been stabilized, affording them the opportunity to 
purchase quality footwear at prices that are rea- 
sonable. 

“The day has passed when a customer can be per- 
suaded to buy an out-of-date or shopworn shoe at 
any price. Therefore, it is necessary for a success- 
ful shoe merchant to be a student of styles. En- 
deavor to display in your windows the most up-to- 
the-minute shoes; women’s and men’s as well as 
girls’ and boys’. Furthermore, forget the long profits 
you made in 1919; quick turnovers necessitate re- 
duced mark-ups. 

What’s Selling Now 

“We are now selling brown kid and calf oxfords 
and straps with medium and low heels; satin, kid 
and patent-leather straps in turn soles with Louis 
and Junior Louis heels. 

“IT am of the opinion that boots will be in some 
demand as soon as cold, disagreeable weather makes 
its appearance, therefore, do not overlook high shoes 
in limited quantities.” 


Conditions Better in South 


Conditions are improving in the South. The Poe- 
Herden Shoe Co., Fort Smith, Ark., states: 


season, but those who are 
prepared are going to en- 
joy reasonably good and profitable business. 


Buying Close to Needs 


“Our firm is expecting just this sort of trade and 
have made preparations accordingly. We do not 
think it is good judgment to buy too far in advance, 
principally because prices are not stabilized. The 
proper relation between the price of hides and 
leather and shoes does not as yet exist, and until 
this occurs it is necessary to estimate carefully the 
pairs to buy so that quick turnovers are possible. 

“But while this thought is in mind we must not 
forget that we owe an obligation to the community 
in which we do business, and we must render a cer- 
tain service in order to deserve to exist. Our stock 
must therefore be kept to a point where it will meet 
the style and comfort requirements of the time. 


Ideas on Fall Shoe Styles 


“Unless Uncle Sam’s predictions of an unusually 
severe winter upset calculations, we consider our 
styles for winter pretty well defined. Our estimate 
is that 80 per cent of the high-grade shoes sold will 
be low-cuts, divided equally into wood and leather 
heels. Twenty-five per cent of the wood heels will 
be lower than 2 in. Black calf and satin will be 

(Continued on page 72) 
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Our Artist has had another brainstorm—he took a trip thru’ a style factory—then looked into the 
Recorder files of years ago and then tried to put himself a year or two ahead. 
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(Continued from page 70) 
the principal materials used, and patent will have to 
be reckoned with. 

“Thirty per cent of the leather heels sold will be 
oxfords, leaving 10 per cent for straps. In this sec- 
tion practically all oxfords will be medium brown. 
Blacks in calf and patent will be in only slight de- 
mand because the South has not sold the proportion 
of light tans necessary to make blacks go big. 

“Unusually elaborate perforations, ball straps 
and wing tips have reached the height of demand. 

“Lasts for both wood and leather heel styles will 
finally settle on shapes and proportions that will 
actually fit the feet best. 

“No colors, other than brown, will have any big 
demand, but it is most probable that within the next 
two or three months there will be considerable call 
for gray.” 


Nashville Merchant’s Views 


A. H. Meadors of John A. Meadors & Sons, Nash- 
ville, Tenn., says: ; 

“It does not seem that the average merchant should 
stand back and not have what his trade demands, 
especially considering that styles in both men’s and 
women’s shoes are more or less stabilized for this 
season. A merchant can carry women’s low shoes in 
the lighter shades with heavy perforation, and the 
lighter weight brown kid stock made plain. And men’s 
brogues in both high and low, in black and tan, can 
be bought with the feeling that they are bound to 
sell.” 


August Sales Volume High 


Operating shoe stores in St. Louis, Oklahoma City 
and Louisville, J. J. Sensenbrenner is in position to 
have a good line on conditions in the Middle West. 
He reports: 

“Am very optimistic over the outlook and feel 
quite positive that the merchant who has the nerve 
to go after the business in the right way will get 
it, but he will never get it in these times by sitting 
back and letting the other fellow get the jump on 
him, with the style situation as it is to-day and 
changes taking place every thirty days. He must 
be willing to go into the market and buy often, but 
not too heavily, and in this way have something new 
coming through at all times to create a desire among 
customers for the new things, which will in itself 
force business and at a profit. 


Black Has the Call 


“Regarding style conditions—from a semi-dress 
standpoint patent leathers are by far in the lead, 
mostly in two and three-strap so-called ‘Sally’ or 
French effects and there is also quite a little de- 
mand for the plain one and two-strap models. Satins 
are next in line, while there is decided tendency 
toward black suédes for a third call. 


Walking Oxfords Beat Straps 


“For walking, oxfords are outselling straps three 
and four to one, and the percentage of tans to 
blacks is in about the same proportion. Mostly 
plain effects in oxfords with smart perforations are 
leading, with practically no genuine ball straps or 
imitation ball strap effects. Buckles in connection 
with straps are very much in demand, both in walk- 
ing and semi-dress footwear. 
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“Regarding heels, St. Louis and Louisville are sell- 
ing about two to one of 17/8 Louis against Junior 
Louis, while the opposite is the case in Oklahoma 
City. On walking footwear, the proportion is about 
even between 1 in. 12/8 and 14/8 heels.” 


Topeka Purse-Strings Loosen 


W. E. Brelsford, president of the Payne Shoe Co., 
Topeka, Kan., says: 

“Relative to conditions, we see business showing 
a steady gain—purse-strings are beginning to loosen, 
and the buying public is slightly susceptible to sug- 
gestive influence. We are going to push for business 
with every ounce of energy we possess—that’s the 
way to keep the ball rolling.” 


Conditions in Greensburg, Ind. 


Roy C. Kanouse, Greensburg, Ind., reports: 

“New life is evident in business even in a city 
of 6000 surrounded by a farming community and 
afflicted with a bunch of retired farmers of the prize 
pessimistic variety. 

“About styles, growing girls and ladies will wear 
a lot of calfskin oxfords for the street with woolen 
hosiery. Brogues in light calf and medium brown 
with few mahogany—black in both patent and calf— 
some plain patterns—all with Cuban and military 
heels. I have prepared for 25 per cent oxfords and 
75 per cent boots in this locality. I figure that a 
window of attractive style oxfords and hose will 
put new life into both men’s and women’s business 
—that’s what I am doing, and it is working out fine. 

“Black satins, one-strap pumps with rhinestone 
button—no other ornament necessary—covered 
Louis heels and plain black kid pumps will sell for 
dress wear. I look for some revival of patent 
leather.” 

Says Buy Shoes Often 


Otto Fischer, Lawrence, Kan., says: 

“The first six months of this year have been better 
than expected. Not showing the volume, but not 
enough short to hurt any. My message to the aver- 
age merchant would be to buy as often as possible— 
buy shoes all the time but not seven and eight 
months ahead of time. I hope the time will never 
come again in the shoe business when the retailer 
is expected to carry the tremendous load he did in 
past years. I have always contended there should 
be revision in the manner of buying to protect the 
retailer and now is the time when manufacturers, 
traveling men and retailers should get together and 
formulate a new plan of buying, so the retailer will 
not be overloaded with stock, as, in my judgment, 
they have been the past twenty-five years.” 


Pacific Coast Reports 


An active immediate future is seen by retailers 
on the Pacific Coast. Chester Herold of the Phil. 
Herold Co., San Jose, Cal., says: 

“Regarding general business conditions, we see 
considerable business activity ahead. We might 
sum it up thus: ‘Just insofar as the consumer had 
plenty of money during the war and did not care 
what prices were, is he now satisfied that prices 
are low enough to justify buying a pair of shoes 
when he needs them? The future looks bright to 
us.’ ” 

A. Katschinski, president of the California Shoe 


(Continued on page 82) 
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Creative! That’s the word most ex- 
pressive of advertising during the lat- 
ter part of September. 

Advertising throughout the country 
is grounded in the common purpose of 
making everyone realize the importance 
of being well-shod. 

Price is fast being superseded by appeals to judg- 
ment, desire, adaptability and propriety. Prices are 
shown in smaller type sizes. Space is used for sell- 
ing, aggressive and compelling. Wherever price is 
the theme the effect is directed at initiating buyers 
into the dangers of too-low prices, which is réassur- 
ing evidence that merchants are not going to al- 
low their trade to be stampeded by the low-price 
fallacy. 


Day by Day Advertising 


The idea of “when to advertise” is undergoing a 
change. Merchants -who heretofore have confined 
their efforts to the days preceding pay days in their 
locality are now getting down to a steady use of 
newspaper space, thus the volume of advertising 
done by each merchant is increasing and the desire 
for good-looking, long-wearing shoes is gradually 
developed into actual sales. So much for volume and 
kind of advertising. 

“Toddle” pumps with three straps and cut-out 
vamps. “Cleopatra” pumps with the “T”-shaped 
straps running from throat to instep and across to 
be buttoned at each side are featured often. 

In men’s styles boots and oxfords are given equal 
attention, with brogue effects the center of style 


What the Recorder Ad-Visor Service 
Sees in Merchants’ Advertising 


Average Price Ranges in Four Sections of the Country as Indicated by Shading on Map 


Persuasion 


Price 
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Men’s—$10.00 


Men’s—$9.00 
Women’s—$10.50 


Women’s—$9.00 





attraction. Scotch grain leathers are in 
demand. 
. Hosiery Looms Larger 


The mention of hosiery in advertising 
is becoming more general in connection 
with evening slippers, the argument of 
the merchants consisting of the fact that improper 
hosiery can spoil the effect of gown or shoes; and 
again the idea that where the selection of hosiery 
is based on prevailing footwear modes harmonious 
combinations are procured immediately and easily— 
no shopping necessary to get complete satisfaction 
in both shoes and hose. This is a telling argument 
where a merchant stresses faultless style and who 
carries a stock of hosiery as a matter of service as 
well as profit. 

Easter marks the change in seasons from that of 
winter to spring. Everyone accepts it as the day 
on which to be outfitted anew. Lacking such a turn- 
ing point in the fall ingenuity and salesmanship are 
necessary. Here is the way several merchants ‘go 
about it— 


Starting the Season Right 


“The new ones for fall are here, men! They’re at- 
tracting heaps of attention, too.” Tuffly & Scoogins, 
Houston, Texas. 

“A Man and His Shoes. As man to man do you 
ever realize the tremendous importance to you of 
shoe comfort in your business, in your home, upon 
every occasion of your waking hours?” John Lee, 
Charleston, W. Va. ’ 
“New Brogue Oxfords For Autumn Wear. This 
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handsome new brogue is the fore- 
most style creation for this fall 
and winter.’ Wyman, Baltimore, } 
Md. : 

“Are You the Right Man for Foot-Notes 
These Shoes? When the right man \ for fal] 
and the right shoes get together, 
satisfaction is assured.” Ben- 
netch—The Shoeman. 

“The Style Centers of Two Con- 4 
tinents Contribute to an Unusual H - a ose" 
Showing of Autumn Footwear ff Lilt ll poner di 
Modes. The foremost delineators of ' Bay » ju .o by de 
feminine footwear fashions of Amer- i ified French’ last and Spanish 
ica with inspirations distinctly Pa- [ff] | - Span heel, Developtd in. patent leather. 
risian, have created the lovely new i This same pattern also shown 6n a narrow toe 
Autumn modes, now ready for your — eee 
approval.” Sommer & Kaufmann, 
San Francisco, Cal. 





Emphasizing Variety 


“Strap Styles. For dress and 
street. Every wardrobe will con- 
tain several Strap Slippers.” Car- 
lat’s. 

“McDonald’s Answering Your 
Questions About New Fall Shoe 
Fashions. It will be another Low 
Shoe Season; many charming in- 
novations in Pumps, Strap Effects 
and Oxfords.” McDonald Shoe 
Co., Tacoma, Wash. 

“Stylish Footwear for Fall Wear; 
Different Styles for Different 2 
Tastes, but Uniform Quality Al- ff =: bY ge Cue nent 
ways.” Rice-O’Connor Shoe Co. eRe sanerees ae 

“All eyes turn to the unique {ff < rer amet 
Dabney windows and newspaper 
announcements for new styles— ; 

Dabney’s showing means style— i . Erhard-Stalker Co: 
the advance styles of the season, ‘ The Quality Boot Shop. 

in all the new fall shades and ff ™ aE 
leathers.” F. W. Dabney & Co. 


Price Important—Not Dominant 


























| Footwear for 
“There is only one way to con- | the Junior Miss 
vey an adequate impression of the 4 ae 
beauty and variety of approved Hie "Tito sssmmet ook: 
fall. styles and that is, of course, {fi Fa — 
actually seeing them. There is a | 

very complete and wonderful dis- 

play of them at our store.” Phe- 

lan’s, Rochester, N. Y. 

And so it goes. Strong, colorful My 
appeals to fancy and desire. And jf i% Snare Oxide wih 
after all what does price amount to ; se Mor shook eat 
if your stock includes numbers that : Back and Boo 
you can praise to the sky—that _ 
have all the style a man or woman Is 
wants—and that you know are go- F BUCKLEY 5! 
ing to give utmost satisfaction. Of i ' 
course price must be considered, 
but only after all these other essen- 
tials. Your trade can’t wear price. 

Low price alone never got a second j J 
sale. Fact is, price was left out of some of the ads talking about. There is a steady market for reliable 
quoted. shoes: There always will be. Increase your ad- 

Creative advertising is the kind that merchants vertising if necessary. It’s being done right along 
are pinning their faith to. Good shoes are worth evidently. You’ll find it expedient when you mar- 
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Comfort and Protection 
for Tiny Feet 

: , : a 

hes, ingrowing nails, corns an 

aia ar) thas ane nearly always the 

result of wrongly designed shoes worn in 
childhood. ; 

Little feet trained 

signed, children’s model. 

these serious troubles. 





in our specially de- 
3 are insured against 


ae 
We have a large variety of styles f 
fants and children of every age- 


| Feusemtest 


02 Broadway, tacoma,Is rt 











Topp.—“I wish I knew where I could get hold of 
some ‘gilt-edge’ securities.” 

Tipp.—“I read the other day of a manufacturer who 
makes gold-tipped shoe laces.” 
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How Will Tops Toddle? 


Will They Be High as in{Boots? Or 
Will They Be Low as;When 
Worn With Spats? 


High or low? Will boots or low cuts 
be worn the coming winter? Which 
way will the top toddle? 

Certain shoe manufacturers are put- 
ting heavier soles on their shoes and 
are making boots, too. They expect 
wintry blasts to chill toes and ankles. 

But listen to the tale of the shoe- 
maker who picked his winter styles at 
a summer resort: 

Who Makes Styles, Anyway? 

“Summer girls were thick and plenty 
where I was,” said he, “so I just nat- 
urally got them to talking about their 
footwear. 

“‘These strap pumps are perfectly 
dear,’ said one sweet creature. The 
other agreed. So I put strap pumps 
down on my list of styles for 1922. 

“T’ll never, never wear boots again,’ 
voiced another. 

“‘Why,’ says I, ‘what will you do 
when the chilly winds blow, and the 
snow comes down?’ 

Spats and Arctics 


“‘Oh!’ she cheerfully replied, ‘I will 
wear spats when the days are cold, 
and arctics when the snow comes down.’ 

“So I’m not going to make boots 
this winter,” concluded the shoemaker. 

In Behalf of Boots 

“Certainly, boots will sell,” says an- 
other shoeman. “They always sell when 
the winter is cold. And we are going 
to get cold good and plenty this win- 
ter. It would be a shame to let dainty 
ankles freeze for lack of plenty of boots 
when the wintry winds blow cold. So 
I am advising my customers to stock 
up on boots.” 

Speaks up another manufacturer, to 
relate an adventure like this: 

“To our factory,” says he, “came two 
girls pleading for Sally Sandals. They 
said they have worn out two pairs al- 
ready, and have found them most com- 
fortable on the feet. 

“TI asked them why they did not buy 
some welted oxfords and keep their 
feet warm in winter time. 

Even Sally Sandals, Maybe 

“ ‘Because we are going to wear Sally 
Sandals right through the winter time,’ 
they said together. ‘When the days are 
cold ‘we will wear two pairs of stock- 
ings. When the snow comes down, we 
will put on arctics. We want Sally San- 
dals, because they are pretty, and com- 
fortable, too.’ 

“T asked them if they weren’t afraid 
of catching cold. 

“‘That’s what they asked us when 
we first put on low neck dresses,’ they 
said.” 





“Many a True Word,” Etc. 
In the game of life it is preferable that the “steaks” 
be not high but large and juicy. 
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(Continued from issue of October 8, 1921) 
The Peasant Wants His 


I spent several days in a beautiful villa on the shores ~ 


of the Mediterranean as the guest of a friend of sev- 
eral years; and I learned that, like many members of 
the middle class, these days, he was having a hard time 
to keep up appearances and make ends meet. I went 
out early one morning to take a dip in the sea and got 
back to the'villa about seven o’clock. In one of the 
corridors of the house I ran across a ragged, rough 
looking customer who looked like a tramp and in- 
truder. Naturally I went after him, asking him 
sharply, “Hello, there! What are you doing here?” 
The man turned and looked at me with a queer smile. 
It was my host and friend. “What’s the matter?” I 
asked him solicitously, “Have you been hurt or what? 
You look dreadfully mussed up.” 

“T have merely been down to the market,” he ex- 


plained, “and this is the dress I am compelled to wear. 


there. The peasants who bring the meats, fruits and 
vegetables to market are such shameless rascals that 
if I went there dressed like a gentleman they would 
strip me of even my clothes. So I dress like a tramp, 
stoop my shoulders, and shuffle through the market 
stalls. When I see something I want, I haggle like a 
fish-wife with the peasant; it is the only way I can get 
food enough for my family with the money I have to 
spend. The peasants are insatiable robbers. If I had 
my way I’d hang every thieving, creating peasant to a 
lamp post. I’d like to exterminate the whole rascally 
breed.” 

The simple French peasant cares little for hard 
names, provided he gets the francs of the bourgeois, 
and he gets them and hangs onto them. 

The French have a friendly feeling for Americans. 
They are emotional and quick in their likes and dis- 
likes, though they naturally prefer to like people. 
Americans are welcome guests in France; they helped 
France in her hour of need; they have real money and 
they are good spenders. The French hotel man loves 
us and lonts us, a proceeding that makes us feel at 
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home. France hates Lloyd George cordially. The lit- 
tle Welshman has put things over on them. The 
French believe he is double-crossing them and angling 
with the Germans. They say he is unscrupulous and 
double-dealing and blame him for spoiling many of 
their plans, but they do not appear to have any deep 
resentment against the English as a people. But 
Lloyd George! I have heard many angry views on the 
British Premier and many hard names. [I'll admit I 
have my own opinions on many of these politicians and 
problems, but I really lack the courage to express 
them. They are still shooting objectionable people at 
sun-rise in Europe. 
Betwixt Tariff and Prohibition 

One. subject the American cannot escape in France 
—our proposed tariff legislation. It sticks out like a 
sore thumb, though the mere rumor of preferential 
treatment for French goods relieves the soreness a 
bit and softens the resentment of manufacturers and 
exporters. Between the tariff and prohibition, her 
valuable American trade bids fair to be wiped out. 
And silk! Lyons has not as many votes in America 
and friends in Washington as Paterson, N. J. Still, 
France is a wise old bird when it comes to tariffs; she 
has been framing them herself longer than we have 
and she knows every turn in the game, all the tricks 
and traps of the trade. 

The slowly increasing volume of her exports is 
cheering France a bit, even though it is largely due to 
the unbalance of exchange; but if it brings any cheer 
to his distracted soul, why chide the Frenchman for 
indulging in the pleasureg of hope? He is not getting 
any too much sunshine in his life these days that are 
laden with so much anxiety and uncertainty for him 
and his country. I am trying to tell the truth as I 
saw it and not to set up as a distributor of gloom. 

The fact that sticks out most conspicuously in 
France and, for that matter, all over Europe, is that 
the American dollar is about the only stable thing in 
money on top of the earth; and it will be well with the 
world when its poor relations in Europe creep up 
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closer to it and get a better standing in the exchange 
markets of the earth. Inflated ¢urrency is a swollen 
evil. It is filled with wind that blows nobody good. 


England 
The Market Hunter 


I have come home with a greater respect for the 
pluck, enterprise and persistence of the English busi- 
ness man than ever before. He is awake every hour 
of the day. He misses few opportunities. He is 
everywhere on the continent of Europe looking for 
business, and his government and banks are behind 
him. Wherever I went in my round of Europe there 
I found the omnipresent British salesman and manu- 
facturer looking for opportunities and making them. 

It is well to remember that 
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do business with these new and war-exhausted coun- 
tries; they want things as safe and sure in Vienna, 
Warsaw, Belgrade and Moscow as in Detroit and Chi- 
cago, before they risk their goods and dollars. We 
won’t get anywhere unless we take a chance and insist 
that Uncle Sam be as strong abroad as he is at home, 
and his flag and merchandise, his citizens and their 
interests shall be as safe and respected in the heart 
of Africa and Asia as they are on the banks of the 
Charles, the Hudson and the Mississippi. 

This is what England is doing and has to do to live 
and thrive, and she is doing it gamely, when her home 
is full of trouble. I think that despite her war losses, 
her debts, her strikes and sacrifices that financially 
England is sound, strong and safe. She has had and 
is having her share of anxieties, in industrial unrest, 
unemployment and political and economic difficulties; 

but she has not let her do- 


mestic problems _ interfere 


wedi 0t0tWl ie ei eee terior 





shop and factory, the wide 
world is his market. He lives 
and thrives by overseas trade; 
and foreign trade is the rai- 
son d’étre of his great navies 
in every sea, his colonies and 
outposts on every continent 
and in the islands of the sea, 
and his splendidly organized 
merchant marine and trade 
routes. The English flag, the 
English bank, the English 
club, the English trading 
house are strung all around 
the earth; they are every- 
where backed and supported 
by the strong arm of English 


HE economic welfare of any nation is 

written in the. average daily wage 

of its workers and what the wage will bring 
in comfort and decent living. 

This balance is not struck in the Central 
and Eastern Empire, and until it is, it is 
useless to look for a cessation of social 
unrest and a return to normal conditions. 
Until they come the world’s progress, peace 
and welfare will be menaced. 

Everit B. Terhune. 


eign markets nor her develop- 
ment and care of the old ones. 
She is tenacious and persis- 
tent where we blow hot and 
cold capriciously. 

We invented the aeroplane 
and then let it slide. Europe, 
England particularly, devel- 
oped it first as a war weapon 
and now as a means of rapid 
transportation. Where we 
have practically come to a 
stand still, England has estab- 
lished passenger lines of air 
ships and is working out a 
system of air expresses. 

I flew with my family 





government. 

The American to-day is not 
proving a serious rival to 
him. The home market is his to work and protect; 
the foreign market does not greatly interest him. Our 
industrial organization and production has grown by 
leaps and bounds; we are producing more than we can 
consume at home and we must find a foreign market 
for our surpluses, or face trouble at home,—the trou- 
ble that comes from glutted markets, mills and fac- 
tories on half-time and idle workmen for half the year, 
with the unrest and discontent that idleness breeds. 
The American has got to get his share of foreign mar- 
kets and customers or go back; he has got to compete 
with the veterans of the foreign trade, England and 
Germany, and that competition means that the Ameri- 
can has got to go to school again, learn his business 
over again and meet his competitors in the only way 
they can be met, by making: better goods at better 
prices than they do and making the goods the foreign 
customer wants, of the fabrics, qualities and styles he 
wants them in. John Bull is doing that now; his only 
serious rival was Germany and she is crippled just 
now. 

If we are going to get our share of European busi- 
ness where so much of our money is invested in dead 
political horses, we had better be making a start. I 
found, -as I have said, English commercial advance 
agents everywhere; Americans nowhere. Austria, 
Poland, the Balkan countries, the new republics were 
being looked over by Englishmen; they lined the Rus- 
sian frontiers waiting the word to go. Americans 
were in America. Americans appear to be afraid to 


EK ond baggage from Paris to 


London in two hours and 
twenty-five minutes, a journey that requires a full 
day or night by train and boat under ordinary cir- 
cumstances. We lunched in Paris at one o’clock; 
taxied to the Instone Air-Line Aerodrome shortly 
after three, had our baggage and passports inspected 
and started for England at five minutes of four. 
We walked into our hotel near Piccadilly Circus at 
seven o’clock and had our dinner. It was safe, clean, 
pleasant, exhilarating, reasonable in cost—and speedy. 

I am for it. After you have had a taste of it you 
will believe it is the only way to travel. We invented 
the machine. Where are our air lines between Boston 
and New York and Chicago and Washington? No- 
where—John Bull, the plodding and persistent, has 
beat us to it. I anticipate a trip across the Atlantic 
within the next 24 months from America to England, 
but not on an American line. 

The aeroplane progress of England is an object les- 
son to us. She sees trade possibilities everywhere and 
goes after them. Unless she ventures, ‘she will not 
win. She combines courage and audacity with shrewd- 
ness and knowledge and captures the prizes. She goes 
out and nets the bird; we spread the net in the sight 
of the fowl and wait for it to walk in. While we were 
throwing epithets at Russia, England was throwing 
bouquets; she knew the world and men as well as we 
did, and she argued that Russia restored to trade 
would come back to sanity. We can have the job of 
feeding and filling Russia; England will fill her mar- 

(Continued on page 78) 
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Brockton Fair Has Shoe Display 


Booths, Runway Models and Factory Attract Interested 
Attention—Retail Stores Spruce Up and ; 
Do a Good Business 


N harvest season, with fairs 
all over the country, it should 
be interesting to note to what 

extent business is benefited at 
retail by country fairs. In Brock- 
ton, for example, the great autumn 
fair beginning Oct. 4, brought 
thousands of people from all over 
New England. Although the Fair 
Grounds are a mile from the center 
of the city, the entire city was 
benefited. The retail shoe stores 
were decorated as if for a buying 
carnival and did a remarkably fine 
business. 

The fair overshadowed all other 
activities in the city. Shoe factories 
were closed fully or partially. Al- 
most the entire population of Brock- 
ton and surrounding towns was -at 
the Fair Grounds. A feature was 
the shoe exhibition and style show 
held in the Educational Building. 
Men’s and women’s footwear of 
the latest types, all produced by 
factories in Brockton and _ the 
Brockton district, were on exhibition. Booths were 
arranged around the runway on which the models 
exhibited shoe styles during each day of the fair. 


Concerns Exhibiting 


Shoe manufacturing concerns of Brockton and the 
Brockton district represented in the shoe exhibits 
and style parade included: 

Field & Flint Company, T. D. Barry Company, The 
Dalton Company, Inc., C. A. Eaton Company, Wall, 
Doyle & Daly, Inc., Howard & Foster Company, C. S. 
Marshall Company, Preston B. Keith Shoe Company, 
Thompson Bros. Shoe Co., Stone-Tarlow Company, 
E. E. Taylor Company, Brockton Shoe Mfg. Co., 
Churchill & Alden Company, George E. Keith Com- 
_pany, C. E. Lynch Shoe Mfg. Company, Brockton Co- 
operative Boot and Shoe Company, Union Shoe Com- 
pany, Superior Shoe Company, Bion F. Reynolds, 
Whitman & Keith Company, Progress Shoe Company, 
W. L. Douglas Shoe Company, Stacy-Adams Com- 
pany, Conrad Shoe Company, M. A. Packard Com- 
pany, Poole & Johnston, Barney, Capen & Denham. 
Concerns in the Brockton district who exhibited in- 
cluded E. T. Wright & Company, Inc., Emerson Shoe 
Company, J. E. French Company, Hurley Shoe Com- 
pany of Rockland, Richards & Brennan Company, 
Selis Shoe Company, Randolph; Three K Shoe Com- 
pany, Stoughton; Regal Shoe Company, Whitman; 
Reynolds, Drake & Gabell, Inc., North Easton; L. A. 
Crossett, Inc., Abington. 


FRED F. FIELD 
President of Field & Flint Co. of 
Brockton and also president of the 
association under the auspices of which 
the Brockton Fair was held 


Young women and young men 
models paraded the runway of 
the Educational Building in cos- 
tumes and footwear representing 
latest styles. All models were 
Brocktonians. Over 100 persons 
were directly or indirectly oc- 
cupied in getting up this style 
show, of which President John §. 
Kent of the Brockton Shoe Manu- 
facturers’ Association was _ honor- 
ary chairman, and Frank E. Pack- 
ard of George E. Keith Company 
was active chairman. William B. 
Nash of W. L. Douglas Shoe Com- 
pany was in charge during the 
Style Show, which with its artistic 
decorations and brilliant electrical 
illumination, was one of the big 
hits of the fair. 


Model Factory a Feature 


The George E. Keith Company 
operated’ in the basement of the 
Educational Building a model fac- 
tory for the production of women’s turn shoes. It 
was in charge of Superintendent William L. Mer- 
rill of the Keith company’s women’s shoe factories. 
A full line of machinery for making turn shoes by 
the most modern methods was operated by 40 or 
more employees. Shoemaking from the lasting to 
packing boxes was demonstrated. A feature was the 
making of a pair of shoes for Mrs. Channing Cox, 
wife of Governor Cox of Massachusetts. 


Exhibit of Historical Footwear 


The United Shoe Machinery Companv had a large 
showcase near the shoe manufacturers’ booth in 
which types of boots and shoes worn in every coun- 
try and every age were exhibited. Crude sandals 
of Mexico and China contrasted with heavy boots 
or shoes worn by ancient and modern people of 
Europe and America. This collection, it is believed, 
is the most complete of its kind in the world. 








(Continued from page 77) 


kets and teach a good customer how to avoid famines. 
I have come home an optimist on England and wish 
Americans would wake up long enough to emulate her 
commercial pluck and persistence. I think England 
is shrewd enough to let us imagine she is nearly down 
and out with her peck of trouble. Don’t take any stock 
in that. She isn’t making a lot of noise but she is 
right on her job, while we are asleep at the switeh. 


(To be continued next week) 
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Showing Arrangement of Booths 
And Displays at Brockton Fair 
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Getting the Public to Sit Up and 


Take Notice 


“Publicity Can Wipe Out to Large Degree the Propaganda 
Which Has Been Operating Against Us,”’ 


ITH editors all over the country making 
statements such as that recently made 
by the editor of Forbes to the effect that 

“sellers having widely promulgated distrust of 
low-priced goods, they are now erperiencing difficulty 
in convincing us that an attractive price doesn’t neces- 
sarily mean an unattractive article,” it is high time 
that some concerted action should be taken to educate 
the public into a right way of thinking anent the 
question of what they should pay for a pair of good 


shoes. 


Such a step has been taken by A. H. Geuting of 


Philadelphia who recently in- 
srted in the Philadelphia 
dailies and in newspapers 
published in nearby towns 
and cities the advertisement 
reproduced on this page. The 
advertisement occupied space 
four columns wide and fifteen 
inches deep and appeared in 
a list of thirty papers. 


Wipe Out Misinformation 


“Tt occurred to me,” writes 
Mr. Gueting to the BooT AND 
SHOE RECORDER, “that due to 
the constant misinformation 
of newspapers in regard to 
liquidation of raw materials 
and the non-liquidation of re- 
tailers, that an ad such as I 
used recently, and copy of 
which is enclosed, would help 
the situation materially. 

“It would seem to me that 
if we can inaugurate this 
kind of publicity by the lead- 
ers of the trade throughout 
the country we could wipe out 
to a large degree the damn- 
able propaganda which has 
been working against. us for 
some time past.” 


Praised Editorially By News- 
paper 
So successful and unusual 
was this particular advertise- 
ment that the Philadelphia 
Record was moved to com- 
ment editorially as follows: 





Says A. H. Geuting—Then He 


Shows How to Do It 


demand. 








Fall Shoe Prices 


O many of our customers have been anxiously inquiring 
about shoe prices for Fall, that ‘i think, it timely to briefly 
present a few facts. 

Raw hides in the hair are very cheap—in fact, almost 

a drug on the market. But the ‘present cost to transform 

such raw material into shoe leather is still twice pre-war 

figures. So that while poor grades of leather are only 50’. or 60% higher 

than before the war, there is such a great demand for FINE leathers that 

they are twice pre-war prices—indeed, some of the most desirable are 
hard to get at any price. 

Finished shoes have dropped considerably from wartime prices: 
but they are so varied in grade that even an coms finds it pats to 
classify. Looking the entire market over however, I should sum up past 
and present shoe prices as follows: 

At the peak of war conditions and demands .shoes advanced to 
THREE TIMES pre-war prices. Today staple shoes for men, women arid 
children can be bought at 60° to 70% more than pre- 

STY shoes for men and women, ooctinad the Platter, 

fashions demand a greater amount of labor and more highly ly skilled 

labor than ever before. Such shoes will be found to be priced from T5'% 
to 100% more than pre-war prices. 

Many people, influenced by the very low price of hides in the hair, 
expect pre-war prices on shoes this s:ason. And there are retailers w 
are trying to meet such demands. But the shoes they sell will be more or 
— — imitations of the real thing—trimmed and styled and polished 

look good—but which cannot stand the strain of service. 

To tamper with shoes to meet an impossibly low price is to rob 
them of either leather or labor goodness, or both—and this policy is al- 
ways gant and di to the user. 

To buy your shoes this season from the Anite who is trying to 
fool neither you nor himself is your greatest safeguard. 


The Geuting Standard Prevails 


_Never haga we shopped more scientifically, more skillfully, more 
lish our purpose of meeting conditions most 

economically ay our customers than this season. We have searched out 
every available market—and you will find here this season shoes not 
only from the most famous makers in America, but England, Canada, 
France and Switzerland as well. We consider it a genuine achievement 
to be able to sell shoes of Geuting standard at our present prices 

The war is over. We are again able to dictate quality We have 
specified as an architect does. We demanded certain grades of uppers, 
soles, linings, trimmings and shoe-making, and we design our own lasts. 
Therefore we can promise shoes that are 50. better than we were able to 
secure during the war, although even then Geuting shoes were never 
built for looks alone. 

These are plain facts. You will be able to buy lower-priced shoes 
than we will sell this season—but, as always, you'll find it more econom- 
ical to stick to the Geuting standard. 


Geuting stocks are most abundant. Geuting service is tuned to a 








Philadelphia, September 14th, 1921 
1230 Market St. 
1308 Chestnut St. 
19 South 11th St. 








“A Philadelphia shoe merchant devoted con- 
siderable advertising space in The Record the 
other day to a frank discussion of shoe prices. 
Raw hides are cheap. 
duce that shoes ought to be cheap. The merchant 
addressed himself to the task of demonstrating the 
error in this reasoning and explaining the conditions 
which, in his judgment, will keep staple shoes at a 
level 60 to 70 per cent above pre-war prices—a con- 
siderable reduction from the 300 per cent advance 
they made under the abnormal influence of wartime 


From this consumers de- 


“We call this good advertising. In the first place, 


it conveyed real information 
on a_ subject in which 
everybody is interested. In 
the second place, it cor- 
rected widely prevalent false 
impressions injurious to the 
shoe trade. And lastly, it 
gave the consumer an idea of 
price trends in that particu- 
lar industry and of the 
economy facts behind them— 
useful data to his guidance 
in planning future purchases. 


Prices Require Explanation 


“Too many merchants and 
manufacturers overlook the 
fact that prices, high or low, 
require explanation. The 
consumer is suspicious of 
cheapness unless it can be 
logically accounted for, fear- 
ing its attainment at the sac- 
rifice of quality. He is equally 
suspicious of prices which 
imperfect knowledge of pro- 
duction conditions leads him 
to think are too high, fearing 
profiteering. 


Take Consumer Into Confi- 
dence 


It never does the honest 
merchant harm to take the 
consumer into his confidence 
on these matters—the estab- 
lishment of confidence being 
the first step toward con- 
verting the consumer into 4 
customer.” 
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Campaign Planned to Increase Sale 
of Men’s Shoes 


. First Formal Announcement Made by Herbert T. Drake at 
Meeting of Massachusetts Merchants—Styles 
and Prices Also Discussed 


ings has been devised by the Massachu- 

setts Retail Shoe Merchants’ Association. 
Each session for a number of months to come 
will be in the hands of a committee, each committee 
being responsible for one meeting. Each committee 
will be expected to make up a forum of talent, the 
speakers at the head table being at all times subject 
to query from the audience on any one phase of their 
address that may need explanation. 

The opening session on October 5, at the Boston City 
Club, had a quartette of talent composed of Henry E. 
Hagan, president of the Massachusetts Retail Shoe 
Merchant’s Association; Richard Linehan, special 
agent of the Harvard Bureau of Business Research; 
Frank R. Briggs, president of the National Boot and 
Shoe Manufacturer’s Association; and Herbert T. 
Drake, president of the New England Shoe and Leath- 
er Association. 


\ NEW method of holding association meet- 


Quality vs. Price ° 


Henry E. Hagan said: 
“I found on my trip to the Pacific Coast that the 
public buying mind is on quality first and price is only 


asked when selection is made. This is just the oppo-' 


site of the condition in New England. New England 
shoe merchants make their appeal too strongly on the 
price basis. In my opinion there are more pairs of 
fine shoes sold per day west of Denver than are sold 
per month east of Denver. I believe that the west- 
ern merchant’s practice of featuring the name of 
the maker instead of featuring the merchant’s mark 
in the shoe is partly responsible. 
The average retail shoe merchant 
in the West is more alive, progres- 
sive and agressive than New Eng- 
land merchants. They are better 
posted on the fundamentals of their 
business and conditions in general 
in the trade. The Westerners are 
all boosters; to be otherwise is to 
be socially ostracized.” 


Management, Not Size, Counts 


Richard Linehan said “the Har- 
vard Bureau of Business Research, 
did not select the retail shoe trade 
for first investigation because it be- 
lieves that these merchants were the 
poorest merchandisers, but in teach- 
ing in the Graduate Business School 
they had already all the necessary 
information about mining, rail- 
toading, manufacturing and nothing 
on retailing. The earliest errors 





HENRY E. HAGEN 
Who presided at the recent meeting 
of the Massachusetts Retail Shoe 
Merchants’ Association 


discovered in the investigation of retail merchants 
were that they did not charge proper salaries to 
themselves and family members employed in the 
store; did not charge interest on capital invested; 
and also failed to charge rent where the retail mer- 
chant owned the store building. 

Profit on Selling Price Only 


“Great trouble has been experienced by retail mer- 
chants who figure percentage for gross profit on the 
purchase price when it should have been on sales price, 
thereby losing 5 per cent or 6 per cent.” 

He emphasized the necessity of a high total of sales 
per salesperson in order to cut down expenses. The 
store salesman doing $10,000 a year is doing very 
poorly; $30,000 is good. Some chain stores will not 
operate a branch unless they can get $35,000 annually 
in sales per salesperson. 


What Is Your Turnover 


The comparison of a retail merchant’s expenses 
with the average expenses for his grade of store 
enables him to see where there is a leak and also serve 
as an inspiration to him in methods of merchandising. 
He advocated interest on the net worth being charged, 
as this could be obtained if the money invested were 
to be placed out with some firm or bank. A stock 
turnover of 1.8 times the national average is poor. 
It should be 2.3 times a year. The small store can 
compete with the large store; Management—not size 
—counts. 

Mr. Briggs said: “I have just returned from a trip 
to the Middle West. The East is known for cour- 
tesy; the South for hospitality, and 
the West for vision. Retail mer- 
chants in the West are merchandis- 
ing by the week or month, that is, 
watching the shoes that are moving 
slowly and marking them down once 
they appear slow, thus getting back 
the cost plus overhead if nothing 
more, and using the money to buy 
more salable stock. 


Weekly Meetings With Sales Force 

“They hold meetings with their 
store salesmen once a week to talk 
over the sales possibilities of the 
various ‘models and styles. They 
have instituted a special reward to 
the salesperson selling two pairs to 
any one customer. 

Public Taste for Good Shoes 

“People buying the lower grades 
to-day are dissatisfied after having 
a taste of high-grade goods during 
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the war. The lowest grades will shortly show a slight 
upward trend. The public will soon learn that what 
they get at the price they pay is not what they would 
like to receive. Taxes, transportation and labor gov- 
ern shoe prices. I do not think that prices will be 
much lower on account of these three items. Niceties 
in goods and service command higher retail prices.” 

When asked about the style trend, Mr. Briggs ad- 
vised that great attention be given to forecasts already 
made. He continued, “tan oxfords are selling. The 
Paris tendency is toward blacks or colors harmoniz- 
ing with black, as exemplified by black shoes with 
red heels for women. Straps will continue through 
the spring with shorter foreparts and broader toes. 
There is a gradual increase in the sale of boots for 
walking, but I believe that boots will not appear in 
great volume for some time as women seem to favor 
oxfords and gaiters. The demand for style boots will 
increase on account of women not wearing them for 
the past two years. I think that for next spring and 
summer, we will have a big white and black season. 
Gray novelties are coming into demand.” 


Labor Reduction; Its Effect on Shoes 


I. B. Howe asked what effect a 20 per cent reduc- 
tion in labor would have on reduction of goods. Mr. 
Briggs said: “A reduction of 10 per cent would give 
a reduction of 25 cents; 15 per cent, 25 cents; 20 per 
cent, 50 cents a pair. The conference in Washington 
practically advised against the reduction in the labor 
scale for awhile. 

“The percentage of reduction in prices to date is about 
40 per cent on the average; high-grade shoes about 25 
per cent; low-grade work shoes about 65 per cent.” 


Public To Get Style Education 


Herbert T. Drake spoke next and said, “Too much 
stress has been placed on labor as a factor in high 
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costs. The Brockton district’s wage scale is the stand- 
ard for other sections on similar work. I think that 
there is a market for cheap shoes now, but the cycle 
is changing. The ‘Wear a good pair yourself’ move- 
ment will help business. We must create style desire 
among men. This idea was started in New York last 
year. In July of this year, a big meeting was held 
to start an advertising campaign to stimulate men’s 
business. 

“The Men’s. Apparel Show is creating style desire 
in men’s clothing. Merchants must co-operate with 
the manufacturers in this style campaign. The 
country’s best ad writers will be employed to make 
copy for the campaign. The complete ‘wear a good 
pair’ movement will be ready for announcement within 
30 days. 

Ads Furnished Retail Merchants 


“Plan Number 1 of the movement is for a series 
of ads describing the different kinds of feet and telling 
the characteristics of the people having such shaped 
feet. We will tell the public that the shoe conforms 
very closely to the foot after a few hours’ wear. This 
theme is from Dr. Anna K. Blackford’s character 
study of the physical features of a person. The copy 
is to be run by the retail merchants in with their 
advertisements.” 

John McGaw of the Hood Rubber Company, Boston, 
Mass., spoke as follows: 

“The weather of the past 30 days has not been 
good for the rubber business. The weather is a 60 
per cent factor in this trade; four-buckle overshoes 
are good. You can’t fit 6 buckles well over the calf 
of the leg. A satisfactory button-gaiter cannot be 
produced. The lace gaiter hasn’t ever sold, but I 
consider it the best kind of gaiter. If you are going 
to sell brown and heather gaiters, get them in and 
out quickly.” 














(Continued from page 72) 
Retailers’ Association and well known as one of the 
“livest” dealers in the West, writes from San Fran- 
cisco: 

“A speech or a letter on business from one mer- 
chant to a group of merchants is usually a matter 
of reiteration. He tells you what he has heard and 
what most likely you already know, but hearing re- 
peated what we already know gives us confidence tv 
proceed with assurance. 

“We already know that the extreme of depression 
has passed; that the time of great price reduction 
has passed; that this country is now the great credit 
nation of the world; that the number of men unem- 
ployed is decreasing; that through the payment of 
the indemnity by Germany, Europe will again be in 
position to buy our products. Then why should we 
not look into the future with confidence? 


Have Great Confidence 


“We in California have great confidence in the 
future. True, we do not look for the boom time 
of 1919, but expect a good, healthy business and 
are determined to get it by advertising consistently ; 
by buying all new and good novelties to stimulate 
our business; regulating expenses by demonstrating 
to our employees that they, too, must come along 
with the trend of the times; by marking prices of 
our merchandise as closely as is consistent with 


good business and expect at the end of our business 
year to show a fair profit. 

“What we in California can do, every shoe mer- 
chant in this great and glorious country can do. It 
depends entirely: upon ourselves.” 


(Continued from page 68) 
ject. Yet, every little while we hear of some one, 


or a class of merchants, still ignorant on this point 


of good business. 

The head of a large wholesale silverware house 
claims that many retail jewelers have a slow turnover 
because they carry too many expensive show pieces, 
thinking that these show pieces add tone to the store. 
It would be well if manufacturers of top-grade ex- 
pensive merchandise would refuse to sell their goods 
to any merchant who is not able, or equipped to sell 
a reasonable quantity of such merchandise. 

There is one shoe manufacturer who will not sell 
his shoes to any one who is not able to turn the stock 
fast enough. This manufacturer has at times gotten 
into unpleasant controversies with men whom he re- 
fused to sell. But, he has ample proof that his policy 
is a correct one, from the fact that his customers sell 
more each year and keep the factory running to full 
capacity and there is a waiting list of new accounts. 

No merchant should buy an article unless he is 
reasonably sure than he can sell, during a year, at 
least four times as many as the first purchase. 





